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“, ONE INVOICE 
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11 short words tell you the best thing 

that’s ever happened in the socket screw 
industry. It’s Holo-Krome’s Same-Day Service*— 
a service never before enjoyed by socket screw 
distributors or users! If you are not a 
Holo-Krome distributor, H-K’s Same-Day Service 
is well worth investigating. Find out today 


if your territory is open. 


*All Standard Catalog Items 4 Weeks or Sooner on Specials! 


Sg Same Day Service 


€) HOLO-KROME 


THE HOLO-KROME SCREW CORP. @© HARTFORD 10, CONNECTICUT, U.S.A. 





March 1956 
Vol. 46 No. 3 


Industrial Distribution 


Print Order This Issue 15,700 








How'd You Do? 
An editorial 


Harvard Opens Doors to Industrial 
Distributors 
Graduate School offers management course 
to executives 


Three Benefits of a Service Shop 
Cedar Rapids firm gives on-the-spot service 


Are You Getting Your Share of Prosperity? 8&5 
Kansas City and Newburgh distributors lead the way 


Forum Discussions Head Program 
Palm Beach mid-year meeting draws over 500 


Three Essentials for Selling More 
Two Kansas City salesmen sel! bearings— 
but there's a difference 


Selling Is Five Parts Human Nature 
That's the psychology of a Cincinnati salesman 


Profit-Sharing Plan Has Pension Features. 96 
Charleston, W. Va., firm promotes “sense of company" 


10th Annual Survey of Distributor 
Operations 
Sales jump 15% nationally, 22.5% in Pacific region 


What's Happening in Your Market? 


Market research is the answer for Seattle distributor 


What Makes a Good Industrial Supply 
Salesman? 
Detroit distributor executive stresses four qualifications 


Distributors Meet in New England 
NIDA members continue ‘Circles of Information" 


Program 


Salesmen's Ideas That Paid Off 


Twe Ohio salesmen kept their eyes on the unusual 


“| Like the Freedom” 
Se says former Polish navy officer, now a salesman 
in California 


Ship Same Day, Bill Next Day 


Bangor, Me., firm places emphasis on service 


PROSPERITY 


—> 





A magic word—but what 
do you do when it wanes? 
You can do plenty, Kan 
sas City and Newburgh 
distributors found out. 
You'll find out, too, by 
turning to page 85. 


FIVE PARTS 





Selling is five parts human 
nature, says Cincinnati 
salesman. On page 94, he 
backs up this belief 
strengthened by 38 years 
of selling industrial sup 


plies 


MARKET RESEARCH 








It’s an invaluable aid for 
discovering what’s happen- 
ing in your market. A 
Seattle firm has proved it 
can be done—with results 
that pay off. Page 105 





REGULAR FEATURES 


You Said It 

Talk of the Trade 
Product Quiz 
Supply Sales Trends 


Outlook for Business 
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THEY ARE if they are using RED-E Precision 
Grinding Machine Centers, because they are 
made to take high speeds and excessive weights 
—yet guaranteed to operate within less than 
50 millionths (0.000050”’) TIR. 


THEY ARE NOT if you did not sell them 

the right center to do the job. Ordinary centers to take the radial and thrust loads...to grind 
(especially Solid centers) are not made to meet without costly down time, wheel marks, chatter 
the speeds demanded of precision grinding... and out-of-roundness. 


onty RED-E anti-FrictioN GRINDER CENTERS 
GUARANTEE ACCURACY TO WITHIN LESS THAN 
50 MILLIONTHS (0.000050”) TIR!.... HERE'S WHY:.... 


@ ABEC-7 Spec precision, preloaded, angular con- @ Only high speed steel points, ground to 60 de- 
tact, New Departure anti-friction ball bearings grees, 30 minutes, included angle are used, for 
are used to provide greater radial and thrust load perfect center contact. 
capacities with a minimum deflection under con- 
tinuous cylindrical grinding operations. 


@ Lubricated for life. @ GUARANTEED. 


@ Labyrinth enclosure keeps out all coolants. 


Here is your opportunity to make real big center Oe Sy peer yo 


profits! Red-E anti-friction centers for grinding ma- 
chines are a must to obtain mirco-finish. Only Red-E 
has the center to fit the need. Be wise, deal with 
CENTER Specialists. 


Over 200 Red-E models for every standard 
application. Get the facts today! Ll in — 


TAPERS AVAILABLE SHANK TYPE 





Bas | Jarno Norton Landis 


—— }——__ + iE - —___—+ 
a oe 





5 to 15 4 to 20 10 to 16 .8125, 1.335, 1.750 

- < Help your customer to better MOE sn cacen 
SPINDLE 2 to 7 7 to 18 6 to 20 10 to 24 | 8125, 1.335, 1.750 grinding... make sure — 
he has a copy of the RED-E =e 
Special heads, tapers, shanks and points made to order. booklet “A New Concept 


CENTER Specialists Since 1908 in the Art of Grinding”... Ex 
=> 


Mg ADY TOOL COMPANY a eect 


563 lranistan Ave. * Bridgeport 5, Conn. 
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oe STAI TUR NEWS 


er Chain Fight Fatigue 


‘Extras’ in Link-Belt Roll 


PRE-STRESSING of multiple 


width chain provides uni- 
form load distribution 


Link-Belt is Source 
For Both Rigid and 
Flexible Couplings 


Whether to provide a fixed con- 
nection between shafts or to 
accommodate end float and 
misalignment while transmit- 
ting positive rotation, practical- 
ly any call for couplings can be 
answered in Link-Beit’s broad 
line. Sizes cover a range of ap- 
plications from light to heavy 
loads, low to very high speeds. 

Especially popular are geared 
flexible couplings — now avail- 
able in stock components with 
bores up to 2% in.—and RC 
flexible couplings offering load 
equalization, proper balance at 
high speecs and other vital fea- 
tures. Catalog 950 covers this 
entire line. 


x o ° ° 
SHOT-PEENED ROLLERS have 
greater fatigue life, added 
ability to withstand impact 








Simplicity of Flexmount Permits 


Installation from Stock Sections 


To the user who is willing and 
able to arrange his own oscil- 
lating conveyor system, stock 
availability of Link-Belt Flex- 
mount sections is an excellent 
opportunity for savings. Stand- 
ard lengths of 8, 12, 18 and 
36-in. widths make selection 
easy, assembly simple. 

Flexmount conveyors are an 
established answer for a wide 
range of materials. Pulverized, 
granular or lumpy . . . hot or 
cold, wet or dry, corrosive or 
abrasive — effective handling 
can be arranged with a mini- 
mum of engineering. 

When material moves on 
Flexmount, jam-proof action 
plus leak-proof design provides 
top efficiency and capacity. In 
applications where sanitation is 
a requirement, users will wel- 
come the easy cleaning of these 
conveyors, 


Flexmount’s positive action 
is achieved through a constant- 
stroke eccentric drive that pro- 
vides a powerful, yet gentle 
upward and forward oscillating 
motion. Large volumes of ma- 
terial are moved in uniform, 
continuous flow, regardless of 
surges. Complete information 
is presented in Book 2478. 








-- oF 


CLOSER HEAT-TREAT CON- 
TROL—Coupled with rigid 


testing imsures uniformity 


jp 


as 

ee 

vr 
LOCK-TYPE BUSHINGS (ap 
plied on a range of sizes) 
end a cause of stiff chain 


Special Manufacturing Steps Aid 
Resistance to Severe Conditions 


Where power must be trans- 
mitted without fail under de- 
manding conditions of shock 
and impact, Link-Belt 
Precision Steel Roller 
Chain continues to gain 
in preference. Here is a 
drive and conveying 
medium that retains its 
better-than-98% efficiency 
throughout long years of 
service. 

The reason: Link-Belt builds 
extra life into every member 
of every link. Special steps in 
manufacture continuous 
testing and control rigid 
inspection — all are combined 
to produce a chain that cuts 


* Sales 
Meeting 
in Print 


power transmission and con 
veyor costs 

In addition to lengthening 
chain life, Link-Belt 
extras produce high re- 
sistance to wear that 
eliminates frequent ad- 
justments As for effi 
ciency, no power is lost 
through slippage or excessive 
friction. And its positive action 
is not adversely affected by 
at,’ ospheric conditions 

rhe story is told in detail in 
Book 2457, covering single or 
multiple widths, 44 through 3-in 
pitch and | through 3-in. double 
pitch. Included are complete 
drives, sprockets and casings 


Perfect Matching Cast Tooth Sprockets 
Available For Every Size of Chain 


From the more than 200 sizes 
of Link-Belt cast tooth sprocket 
wheels, there’s a perfect match 
for every type and size of mal 
leable, combination, steel and 
steel sidebar chain. These qual 
ity sprockets are available from 
stock in all industrial areas. 
Distributors can easily and 
quickly select the right sprocket 
to fit chains for elevating, con- 
veying and power transmission 
needs. 

At the Link-Belt factory, 
every stock sprocket is tested 
on a standard pitch chain of 
the type and size to be used. 
Teeth are properly designed, 
accurately cast and carefully 
ground to assure correct fit 
with the chain Hubs can be 
bored and keyseated to speci- 
fications. Arm center and plate 
center sprockets, in either gray 
iron or Flint-Rim, are offered 
to meet various operating con- 
ditions. 

Book 2467 gives complete 
data, and highlights the im- 
portant advantages offered by 
stock selection of sprockets 
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Cast tooth sprockets are easy 
to order, can be quickly sup 
plied from full stocks 





LINK-BELT COMPANY 


Plants in 

Indianapolis + Philadelphia 
Chicago + Atlanta « Col 
mar, Pa. « Houston « Min 
neapolis « San Francisco - 
Los Angeles + Seattle 
Offices in Principal Cities 
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may FOR THE FINEST IN 
curt TOOLS AND GAGES 


INDUSTRIAL DISTRIBUTION © MARCH, 1956 


The Cover 


Chart your course—and our cover lines 
up a trio of ways for you. The annual sur- 
vey gives a countrywide picture and then 
breaks it down into a regional closeup. 
Second, market research can show you 
just what is happening in your particular 
market. And third, an article sets down in 
one, two, three, four order just what 
makes a good industrial supply salesman. 





Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 


Senior Associate Editor 
John A. Wertis 


Associate Editor D. A. C. McGill 


Associate Editor Robert Slater 
(Chicago) 


Assistant Editor George L. Bottari 
Assistant Editor J. Van Ness Philip 
Assistant Editor Leugel Foss 
Editorial Assistant Domenica Mortati 


McGraw-Hill Domestic News Bureaus: 
Atlanta, Cleveland, Detroit, Houston, San 
Francisco, Washington, a G 


MeGraw-Hill World News Bureaus: 
principal cities. 


Publisher 
Arch M. Morris 





District Managers: E. N. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; John 
P. Ora, New York and Philadelphia; 
W. A. West, New York and Boston 

John W. Otterson, San Francisco; H. L. 
Keeler, Los Angeles; J. Cash, Dallas; 
Business Manager, C. H. Holdsworth; 
Advertising Production, T. W. Lowe. 
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Closed Socket Type 
Ratchet Wrench 
¥%"-1\," Openings 


Crowfoot Type 
Ratchet Wrench 
¥%,”- 3” Openings 


““ 


Yes ... PROTO has acquired the complete line of TAC ratcheting 
wrenches and is now the sole manufacturer of these patented, versatile tools. 

This announcement means expanded markets, new customers 
and greater volume for sellers of PROTO tools. 

Using the open-end ratcheting principle, these wrenches perform 
jobs for your customers that are otherwise difficult or even 
impossible to handle. They work in close quarters, over and around 
tubing and other obstructions, on hidden bolts and nuts, and in 
recesses or wells. To meet your customers’ needs and to increase 
your profits, stock and promote these revolutionary, time-saving tools. 
Send for catalog of entire line to PROTO TOOLS 


2213 Santa Fe Avenue, Los Angeles 54, Calif. 


In addition to the three types of ratchet a a oy 
wrenches shown above, the PROTO- y, 
TAC line includes ratcheting box 


T iy” Jamestown, N.Y 
wrenches, screwdriver attachments, PR 0 0 Canadian Factory, London, Ont. 


rigid heads, and adapters for turn- : 
buckles, standard sockets and internal PROTO means PROfessional TOols 


wrenching. 
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(zreat 
MOE 


-—is the verdict 
from the field on 


Your customers will find that Flexidyne is the answer to two age- 
old problems — starting heavy inertia loads and insuring overload 
protection. Flexidyne Drives and Couplings are used in a wide 
variety of applications—and already reports like these are coming 
in about Flexidyne performance: 


RAILROAD CAR PULLERS... “Starts fine .. summer or winter!” 
CONVEYORS... .“We start under full load now!” 
COTTON CARDS...“Finally .. the soft start!” 
TRAVELING CRANES... .“Spots our load. .and how!” 
PUMPS ...°“Now we are using smaller motors, too!” 
VENTILATING FANS... .“Takes off smooth as silk!” 
...- AND OTHER HEAVY INERTIA LOADS... .“Wonderfuil performance!” 


THE TRANSMISSIONEER is featured in Dodge advertise 
ments, which appear in leading industrial publications 
Prospects are directed to “call your local Dodge Distri 
butor’ for information and assistance on new, cost-saving 


developments in power transmission machinery 
‘ of Mishawaka, Ind. 
DODGE MANUFACTURING CORPORATION, 500 Union Street, Mishawaka, Indiana 
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Industrial Distribution 





Manufacturers’ 


stock orders only, complains distribu- 


tor — others add 


representatives 


their 


seek 


comments; 


January editorial wins readers’ applause 


Stock Orders Only! 


A distributor executive told us. . . 


. “Too many manufacturers’ repre 


sentatives shouldn’t be on the manufacturers’ payroll. They spend too 
much time socializing with our executives and inside personnel. All they 
want are stock orders. They expect to train our salesmen in one session 


and then have our men do all the selling for them 
are properly trained 


turers’ representatives (those who 


I believe manufac 
should spend 


more time in the field with our men showing them how their product can 


be applied and sold.” 


e We sounded out some others on this dis- 


tributor’s view 


Another Viewpoint 


Pine Buurr, ARK. 
I sure don’t agree with that man. 
Most manufacturers who have repre- 
sentatives in this area come here to 
help us both in the office and out 
in the field. And, what’s more, they 
do help us 
It’s true, though, that nearly half 
the manufacturers we deal with are 
represented in this section by manu 
facturers’ agents and they're only 
helpful in seeing that we have the 
proper price sheets, catalogs, etc. 
About 10% of them would try to 
work with our men if we requested 
it, but most of the agents are just 
looking for stock orders. We think 
that’s all right, too. 
Lev H. Goopricu 
Treasurer 
Arkansas Mill Supply Co 


Planned Program 


Burrato, N. Y. 

I know exactly what that dis- 
tributor is talking about. Over the 
years we've had a number of such 
representatives call on us. At the 
moment I insist that all manufac 
turers’ representatives advise us at 
least a week in advance of when 


and here’s 


what they said: 


they expect to be with us; then we 
plan an itinerary that will keep them 
in the field with our salesmen. And 
we want them in here before 9 A.M.! 

We realize the manufacturer has 
a problem in finding capable men 
and training them to be an asset in 
the field. Quite frankly, I believe 
made great 


manufacturers have 


strides in recent vears in _ hiring 
more competent representatives. In 
those cases where a manufacturer 
does not have a capable representa 
soon he didn’t 
around clutter up the 
place. But we certainly welcome 
working with a good man who is 


ready, willing and able to work with 


tive, we'd just as 


come and 


our men 
Homer W. HENDE! 
President 


Buffalo Mill Supply Co., Inc. 


Set the Pace 
Kansas Crry, Mo 


I wouldn't go along with that 
statement. After all, the distributor 
sets the pace in his own office. If a 
representative along who 
won't exert himself, the matter can 
be reported back to the manufac 
turer and that’s that. 
opinion, 


comes 


In my the manufac 
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You Said It 


turer's man in the field should be 
given more responsibility; more 
weight should be given by the home 
office to his view of peculiar situa 
tions in his territory 

I refer particularly to the matter 
of appointing new distributors—I 
think this is done too often with 
out consulting the representative 
who knows the established distrib 
utor and who knows the area. I’ve 
dropped lines because a man is sent 
in from the home office, and tells 
me, “We're appointing a new dis 
tributor,” without knowing any 
thing about local problems 

Recently, a gear manufacturer ap 
pointed a new general sales man 
ager. He didn’t think we were doing 
enough with his line, so he sent a 
field man in to check potential 
When the study was finished, the 
field 
were doing as well as we wert 

Frep A. ELLre.p1 


man was astonished that we 


President 


red A. Ellfeldt Co 


An Error 


Curver Crry, Cauir. 
On page 260 of your November 
an article under 
Plants 


1955 issue there’s 
the heading “California 
Bought by Ladish.” 

The first paragraph of this article 
reports in part that Ladish 
chased a plant belonging to General 
Pacific Corp. This is definitely in 


pul 


error, as the property located at 332] 
East Slauson Ave. was sold by this 
corporation many years ago, and 
the article infers that our business 
has been sold, which has created a 
number of embarrassing situations 
with our suppliers. 

In view of the erroneous informa 

(Continued on page 10) 





FIG. LQ600-200 


200 Ib. 5.P. 
400 ib. W.0.G. 
Ve to 2 inches 


FIG. LG600-150 


150 ib. S.P. 
300 ib. W.0.G. 
Va to 2 inches 


rd 


Brinalloy Seats and Discs... 
§-1 Bronze Bodies and Bonnets 


Here is a new product with an established 
demand and a proved success story. There 
are thousands of LQ6CO Valves in service 
—some as long as five years—without 
a single reported case of failure or leak- 
age! The new line features the same flat 
seat and disc design, made possible by 
Brinalloy®, the patented Lunkenheimer 
alloy that is more resistant to wear and 
corrosion than 500 Brinell Stainless Steel, 
and far exceeds the wear resistance of 
1000 Brinell case-hardened Stainless 
Steel. In addition, it offers a body and 
bonnet of amazingly strong S-1 Bronze, 
the highest grade valve bronze ever for- 
mulated! 


NOW — two Greet LQ600 Vaives 


You did an outstanding sales job with 
LQ600-150in 1955. You can do an even 
bigger job in 1956 with TWO COMPLETE 
LINES OF LQ@600 VALVES in both 150 Ib. 
and 200 Ib. pressure applications. Large 
stocks of both LQ 600-200 and LQ600-150 
are on hand to assure immediate delivery. 
Stock up now so you can deliver promptly 
fo your customers. Take advantage of this 
powerful campaign now to tie in your own 
local promotion effort—and reap another 
terrific sales harvest! 


LUNKENHEIMER 


BE SURE TO SPECIFY FIGURE LQ600-200 OR 
FIGURE LQ600-150 ON YOUR LQ600 ORDERS 


IRON - BRONZE + STEEL - PVC 
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200 Ib. S.P. 


400 Ib. W.0.G. 


Creates a vast new market for a famous valve! 


NO W Lunkenheimer offers you another big 
sales opportunity with another completely 
new LQ600 Valve line! The revolutionary 
bronze globe valve that set new sales records 
and new performance records on 150 Ib. service 
is now available for 200 lb. S.P., 400 lb. W.0.G. 
applications! 

The market is tremendous—among present 


LQ600 users, where the valve has earned uni- 
versal acceptance ... and among new pros- 
pects, where the original line did not meet 
pressure requirements. Now offer 
maintenance-free, repair-free LQ600 for prac- 
tically every service where bronze globe valves 


you can 


are used, 


NEW LUNKENHEIMER PRODUCTS LIKE THIS HELP PROTECT YOUR NET PROFIT PICTURE 


At Lunkenheimer, we are very much aware of 
the number-one distributor problem: shrink- 
ing margins. We know that distributors have 
been forced to take too much commission 
business on thin percentages. We know that 
there is only one way for distributors to keep 
their net profits up to reasonable levels, and 
that is to concentrate on key lines of stock 
replacement items that sell off the shelves 
with adequate profit margins. 

We have a continuing program of providing 
products that enable distributors to build up 
their profitable out-of-stock sales. We are 
backing these products with powerful adver- 
tising and selling support to help create the 


demand that results in day-in, day-out sales 
for you. The new Figure LQ600-200 is an out- 
standing example of this policy in action. It is 
a brand-new product with a “built-in de- 
mand.”’ It is being supported by the biggest 
introductory advertising program in Lunken- 
heimer’s history, circulating messages to more 
than 1,800,000 trade magazine readers during 
the next three months alone. A _ full-scale 
Coordinated Promotion, with a complete kit 
of distributor sales aids, has also been set up. 
More information will be in the mails to 
Lunkenheimer Distributors within the next 
few days. For all the details, see your Lunken- 
heimer Representative. 
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1-356-31 














SUPREME 
CHUCKS 


9,000,000 





DISTRIBUTORS . ... who handle the Supreme line of Chucks 
are backed by national advertising to their prospects and 
customers. In 1953 nine million readers will be reminded 
that Supreme has a quality Chuck. 


An excellent written distributor policy protects distributor 
interests and worthwhile discounts aid in making the line 
profitable to handle and sell. 


Supreme brand chucks are quality and have the following 
features . . . chuck taper bore and entire body hardened 
and ground . . . nickel chrome moly alloy steel jaws . . . 
sturdy one piece geared nut construction .. . chucks and 
keys interchangeable with those of other makes. 


Distributors who are interested in turning a small invest- 
ment into profitable, steady, repeat business will find the 
Supreme line a good line to handle. 


WRITE FOR DISTRIBUTOR PLAN 


SUPREME cnucxs 





You Said It 


(Starts on page 7) 





tion given in this article, we would 

appreciate your cooperation in hav- 
ing it corrected. 

D. K. DeLancey 

Comptroller 

The General Pacific Corp. 


“It's Just 
Smart Business’ 


Out-of-Date— 
20% Margin 
PORTLAND, ORE. 
I want to compliment you par- 
ticularly on your editorial on why 
the manufacturer should give dis- 
tributors vital consideration in his 
ewn basic development (“It’s Just 
Smart Business,” Jan. p. 81). One 
thing I have particularly in mind 
is the cutting tool manufacturer 
who still believes distributors can 
make money on a 20% margin! 
hese chaps take care of their 
own expanding costs by raising their 
prices as they see fit—and still leave 
their right-hand bower (the distrib- 
utor) to get along on the 20% 
which was ample 10 years ago. | 
hope you can find it possible to 
bring this situation forcefully to 
the attention of the entire cutting 
tool industry. I am confident the 
manufacturer couldn’t sell his prod- 
uct for 20% gross! 
Joun C. DervILLe 
General Manager 
The General Tool Co. 


Distributor Recognition 


PHOENIX, Ariz. 

he directing head of each manu- 
facturer who is furnishing products 
to the industrial distributor for re- 
sale should read this editorial. It 
is a natural follow-up to the cam- 
paigns which the Joint Industry 
Committee of our two associations 


'§ 


THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, lilinois 
(the National and Southern Indus- 


(Continued on page 14) 
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Efficiency in Cutting-obp is Important 


Practically all machining operations start with pieces cut- 
off from bars or billets. Hence, inefficiency, or lack of capa- 
city, in the cut-off department can hold up or stagnate the 
entire plant. 





Efficiency of cutting-off operation 
is measured by 

Are all-ball-bearing and provide a 
quick return; therefore they run 
FASTER than others on the same FEED PRESSURE 
work. LABOR TIME 


Can apply as much as 1200 pounds BLADE COST 
feed pressure—two to ten times as 
much as other hack saws and band 
Saws. 

Are fully automatic, requiring no 
more operator attention than an auto- 
matic screw machine; and set-up for 
any bar size and cut-off length is 
extremely simple. 

Use a non-breakable high speed 
hack saw blade—the type of saw 
blade that produces the greatest 
number of square inches of metal cut 
per dollar of blade cost—two to ten 
times (or more) as much as any 
band saw. 

Because of their exceptional sturdiness, ball bearing 
reciprocating frame, ability to tension the blade 
“truly taut”, their accuracy is dependable. 


MACHINE SPEEDO 


ACCURACY 








If you are not using modern, improved MARVEL NO. 6A and 9A production 
hack saws, call the local MARVEL Field Engineer and get his production 
and cost estimates on your work—to compare with your experience records. 


THE MARVEL 

NO. 6A AND 9A 
HEAVY DUTY HACK 
SAWING MACHINES 





Formula for Accuracy:in Meta! 


Sawin q 


Length 
ACCURACY = | Straightness 
Squerene $s 





-—tenccaspieg oF - Rigidity The composite MARVEL High-Speed-Edge 


Blade Tavtness Hack Saw Blade—cuts any machinable mate- 
rial efficiently. There is no time lost chang- 
ing blades for different types of steel; no 
time lost replacing shattered blades, because 
MARVEL High-Speed-Edge Hack Saw 
Blades are positively unbreakable. These su- 
perior blades have the finest high speed steel 
cutting edge welded to a strong alloy steel 
body. They will stand-up under the highest 
speeds and heaviest feeds attainable on any 
make hack saw. Can be safely tensioned 
tauter than any other blade—cut-off not only 
straight but also square and with less stock 
loss. 





Squareness 


Write for catalog C-55—showing 
and describing eleven different 
series of Metal-Cutting Sawing 
Machines and MARVEL-High-Speed 
Edge Hack Sow Blodes and Hole 
Sows 


ARMSTRONG-BLUM MFG. CO. 5700 West Bloomingdale Avenue Chicago 39, U.S.A. 
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HERE’S HOW 


EPUBLIC 


HELPS YOU ele) So) SE, k-3.k -3 oe eg se 


You get concrete, four-way support when you 
stock and sell these srele balllien Republic 
S Ee Ss i « product lines: bolts and nuts, chain, steel pipe, 
cold finished bars and shafting, sheets, roof 
drainage products, nails and staples, wire prod- 
ucts, and plastic pipe and fittings. Here’s how: 
First, you benefit from Republic’s extensive 
a h ost of corporate and product advertising appearing 
regularly in top consumer, business management 
and industrial publications. These hard-hitting 
sales messages are, in turn, reinforced by com- 
a plete se pe and direct mail campaigns 
Pp rof it rn ake rs .-- helping you to close each sale more quickly. 
Ss ss @ " , 
Second, Republic enables you to offer your cus- 
tomers expert advice on their application prob- 
lems. Teams of field engineers and metallurgists 


— os es oe ROOF DRAINAGE PRODUCTS 


REPUBLIC 


Ri PUBLIC Woldi Widest Range of, Standard Steels 
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WIRE NAILS AND STAPLES 


help you increase future sales as satisfied cus- 
tomers come back for more. 

Third, selling Republic builds your reputation 
for handling quality material. Republic main- 
tains top quality in each line by controlling all 
processing from raw material to finished needinet. 

Fourth, you lose no sales through “holes” in 
your stock when you rely on Republic as your 
source for these profitable products. In addition, 
your purchasing is simplified . . . delivery un- 
excelled. 

So get set for added profits. Decide now to 
make Republic your regular supplier for all of 
these fast-moving product lines. Contact your 
nearest Republic ite Or mail the coupon for 
complete information. 


FLAT ROLLED PRODUCTS 


REPUBLIC STEEL CORPORATION 


Dept. C-1183 
3156 East 56th Street + Cleveland 27, Ohio 


Please send me further information on: 


Bolts and Nuts Sheets 

Chain Roof Drainage Products 
Steel Pipe Nails and Staples 

Wire Products Plastic Pipe and Fittings 
Cold Finished Bars and Shafting 


Company—— 


Address__— 


.__ Zone... State... 
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The Little:Professor says... 


© D-A Super Service | 


Wins You More Sales 
> of SPONGE RUBBER! 


You'll win more sales, Mr. Industrial 
Distributor, when you teom up with 
Durkee-Atwood's Super Service. Your 
customers need sheeting for cushions, 
goskets, mountings, pads, etc. Super 
Service provides you new industry 
tested applications . . . Super Service 
provides a prompt sampling service 
as well as fast delivery of production 
needs ... all thicknesses in all widths... 
to help you serve your market better. 





Super Service helps you help your 
customers solve their bonding and pro- 
duction problems. Wherever there's a 
need for sealing or cushioning, Durkee- 
Atwood Dor-Tite sponge rubber strip- 
ping with the fomous strength giving 
fabric base and ready adhesive back- 
ing can win sales for you . .. weather 
proofing . .. sound proofing ... draft 
stopping ... etc... . Super Service 
provides Dor-Tite stripping in all 
needed sizes .. . to help you serve 
your market better. 


f o Series 


& 
Pave 


“+= 





When your customers have special 
problems, call on Durkee-Atwood's 
Super Service for rubber parts molded 
to specifications. The Durkee-Atwood 
factory maintains complete facilities 
for designing and testing special parts. 
Super Service mold making assures 
low cost, high speed production . . . to 
help you serve your market better. 





WRITE TODAY! 


==" Team up with 
D-A's Super Service 
on Rubber Parts 
Molded to 
Specifications 
* Designing 
* Testing 
* Mold Making 
* Production 


Get the complete story on how Durkee-Atwood's Super 
Service Can Win You More Sales! Write Dept. ID-3. 


Warehouses Located: Atlanta, Chicago, Cincinnati, Cleveland, Dallas, 
Denver, Detroit, Los Angeles, Minneapolis, Newark, Oakland. 


“Cc 
es 
SY SPONGE 


RUBBER 
SHEETING 


MOLDED 
RUBBER 


DOR.-TITE 
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You Said It 


(Starts on page 7) 





trial Distributors’ Associations) 1s 
conducting to acquaint the manu- 
facturer with the serious decline in 
distributor's profits. 
Your editorial 
greater emphasis to the functions 
of the distributor and makes a 
strong appeal for greater distributor 
recognition, which indirectly means 
that he should be adequately re 
warded for his services to the manu- 


serves to add 


facturer. 
C. E. GoLLwirzer 
Secretary 
Pratt-Gilbert Hardware Co., 
and president, NIDA 


Suggests Further Action 


Erte, Pa. 

We think the idea is excellent 
and should be carried to great 
lengths. 

\ little suggestion in that form 
is to actually find out how much the 
distributor’s plant and inventory 
has expanded in the course of a year. 
No individual figures need be 
quoted, but round figures for all 
the distributors of a particular man 
ufacturer could be totalled quite 
easily and certainly would be very 
impressive for nationwide readers. 

lhis sort of thing should be done 
each and should 
show up on reports of the manufac 


every year and 


turing plants, because the amount 

of our dollars invested make those 
stockholders some income. 

Davin B. SCHULER 

Manager 

Erie Industrial Supply Co. 

¢What do you think of the 

suggestion? 


“Good Will” Asset 


INDIANAPOLIS, IND. 

| think you have hit on an excel 

lent idea to make manufacturers, 

especially at the management level, 

more aware that the distributor is an 
Continued on page 18) 





At "CHICAGO" 
we do something 
about it! 


~ 


The word “Service” is abused by many sup- 
pliers. Here at “Chicago” it means action— 
faster deliveries, whether it be a package 
or a carload. 

e@ From over 4,000 standard catalogued items 
in stock your shipment is on its way within 
24 hours—often sooner. 

@ There is no time consuming follow-up neces- 
sary to see what's happened to it. 


This is why so many industrial users in the 
last 83 years have come to specify “Chicago” 
Screws ... service is faster . . . quality is 
better .. . it costs less to do business with 
us because no large inventories are 
necessary. 

Our merchandising policy is based on 
complete co-operation with the Indus- 
trial Supply Distributor. Our specially 
trained sales force operates in con- 
junction with the distributor’s sales 
organization to help develop more 
sales in your territory. Write for details. 


The complete Chicago ‘‘Safety Pius"’ line includes in alloy 
steel: Socket Set Screws * Socket Head Cap Screws * Socket 
Stripper Bolts * Squore Head Dog Point Set Screws * 
Socket Pipe Plugs * Flat Heod Socket Cap Screws * Dowel 
Pins * Hexagon Keys ond Key Kits * Also Socket Set Screws 
and Socket Heod Cap Screws in Stoini The “pl 

““Chicago"’ fine of Stonderd Products includes: Hexagon 
Head Cop Screws in steel — bright and Grade 5, heat 
treated, also in brass ond stainless * Square Heed and 
Headless Set Screws * Taper Pins * Steel Studs * Flat 
and Fillister Head Steel Cap Screws * Hexegen Nuts in 

steel, brass and stoindeas. 





—_ 
uw 
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there’s a 
fo meet your every need! 


. and in your community, there's an 
experienced, dependable Columbian 
distributor ready to serve you—to 
save you time, money and worry. 


He’s at your call—day and night. 
Why not phone him right now? 





COMUMBIAN ALY acy 
= TESTED 


COIVMBIAN 
PIPE VISES 


meet the needs of 


DOUBLE GUARANTEE! 

Before he stocked Columbian Vises, 
your distributor compared them fea- 
ture by feature against competitive 
products. He “pre-tested” for you— 
and now backs the Columbian guar- 
antee with his own . . . gives you 
double assurance you are buying 
the world’s finest vises. 
IMMEDIATE DELIVERIES ! 

In addition to the complete line of 
Columbian Vises, your distributor 
stocks thousands of other items es- 
sential to your daily operations. You 
make one phone call . . . get one 
invoice ... pay with one check... 
eliminate paper work and delays. 


Heat-treated tool steel 


aw taces are interchange 
| 

reversible 
assure long 


life 


and re 
able 


place able 
efficient vist 
The Columbian Vise & Mfg. Co. 


CLEVELAND 4, OHIO 


a 
— Ez: 
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THE V-DRIVE LINE TO SELL 
IS THE COMPLETE MAUREY LINE 


For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 


SERVICE 


When you or your customer require drive parts immediately, 
Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 
horsepower, are ready for immediate delivery. 


Maurey assists your selling effort in every way possible, 
providing you with attractive, informative catalogs of proven 
selling power . . . folders, booklets and blotters imprinted 
with your name on request . . . live leads produced by Maurey 
trade paper and direct mail advertising . . . and the 
personal assistance of Maurey field engineers. 


Maurey V- Drive engineers are constantly available to assist 
you and your customers with V-Drive problems. 


COOPERATIVE PROTECTION 


Maurey guarantees full factory cooperation and protection 
to you as an authorized distributor of the complete 
Maurey V-Drive line. 


We shall be glad to give you all the details on the 
advantages you gain by handling the complete Maurey 
V-Drive Line. Write us today. 


MULTIPLE 
V-Drive Line includes 


FUL-GRIP Q-D sheaves . . . in complete 
stocks for A, B, C, and D sections 


STANDARD CAST IROM SHEAVES 
for A, B, C, and D and E sections 


MOR-GRIP Multi-V Belts in all standard 
lengths in A, B, C, D and E sections 


MOR-GRIP V-Link Belting 
in A, B and C sections 


Complete Multiple V-Drive Accessories 


the complete Maurey 
FHP v-Drive Line 


includes 

Hi-Q bushed type and fixed bore type 
cast iron and pressed steel V-Pulleys . . . 
MOR-GRIP FHP V-belts, O, A and B sections 
in all standard lengths . . . 
Aerodynamically designed refrigerotion 
fans and Fon V-pulleys . . . 


maurey manufacturing 
\ corporation 
2915 South Wabash Avenue, Chicago 16, Illinois 


The Complete Multiple and Fractional Horsepower V-Drive Line 
Serving Industry Since 1917 


Interchangeable Bushings . . . 
Flexible Couplings . . . 
Complete V-Drive accessories 
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Which sheawe 
would you rather sell? 


¥ 


You'd prefer to sell the sheave that does the most to 
boost your profits . . . the one that best satisfies your cus- 


tomers and increases their confidence in you. 


But you can’t recognize this sheave by the way it looks. 


It may be exactly like another sheave, to all appearances. 


To decide wisely which sheave to sell your customers, 
wouldn't you evaluate the manufacturer’s service and the 
availability of his product? You know that the plus factors 
of immediate availability and superior service are always 
important and often permit you to save your customers 
from work stoppage and production loss. That’s the kind 


of service that builds your business and profits. 


FORT WORTH quality products are offered through- 
out the nation by service-minded industrial distributors, 
to whom FORT WORTH provides the premium of su- 


perior industrial service. 


STEEL & 
ORT WORTH" 
COMPANY 


SHEAVES V-BELTS SPROCKETS — OTHER INDUSTRIAL PRODUCTS 


Warehouse Stocks in « Fort Worth ¢ Chicago ¢ St. Louis ¢ Kansas City ¢ Atlanta 
Houston @¢ San Francisco ¢ Los Angeles ¢© Memphis ¢ Denver ¢ Jersey City 
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You Said It 


(Starts on page 7) 





extension of their selling arm. 

In fact, if a manufacturer has a 
good distributor policy, he will find 
the distributor is the selling medium 
that brings in the orders to pay his 
cost of operation. It further oc 
curred to me that the distributor or 
ganization could reflect a very high 
“good will” value on any manufac 
turer's statement. 

FRANK M. CruGEr 
Partner 
Indiana Manufacturers Supply Co. 


Buyers’ Guide 
LouIsvLLE, Ky. 
We believe you have a very good 
thought about letting the customer 
know where to buy. It brought to 
mind the advertising of some of 
the clothing people—where they list 
the various cities in alphabetical 
order and mention the stores that 
handle the merchandise they are 

advertising. 

O. P. Srocker 
President 
Graft-Pelle Co 


Not Enough Stress 


Newark, N., J. 

“It’s Just Smart Business” sure 
rings a bell with me. 

Seven times now, I have spoken 
before N.I.A.A. (National Indus 
trial Advertisers Association ) groups 
in different cities in the country and 
each time I have complained to the 
manufacturer's advertising manager, 
the space salesmen, and the agency 
men present that too much time is 
devoted to “superiority of products,” 
too little time to “availability of 
product.” 

I have also made a plea to manu- 
facturers’ advertising men every- 
where to debark from their gilded 
offices—get out in the field and see 
what makes a distributor “tick.” 

Howarp B. Brcc 
General Manager 
Squier, Schilling & Skiff 





Sell them the best answers to lube problems 
..with the complete line of 


ALEMITE BUCKET PUMPS 


wide range of 
models —both 


tank-type and to fit 


original pails .-- 

capacities from son 

to 35 Ibs..--- with 
3,500 to 15,000 


pounds pressure ! 


-fee | primer assures 


n grease delivery, even 


large bearings and gear housings. 
(Model 7137 Series) 


Easy to Use! 


“Tractor” Bucket Pump 

Best quality volume bucket pump on 
the market! Handles all regular 
pressure gun or gear lubricants. Easily 
develops 3,000 pounds pressure. to disengage from “tight” fittings 
Delivers one pound of lubricant in 17 and to return lever to “down” 
strokes. Tank holds 35 pounds. Sturdily position. 

built for construction industry use. 

(Model 6521-B) 


Long base with “hob nail” foot 
rest, prevents tipping. Handle 
gives maximum leverage 
Pressure release allows coupler 


Utility High-Pressure Lubricator 
Fits original 25- and 35-pound 
refinery pails. No tools needed to 
change pails. Develops up to 
3,500 pounds pressure — delivers 
4s of an ounce of lubricant 

per stroke. Sturdy buckle-proof 
cover replaces pail lid. 

(Model 7151-A, 7152-A) 


ALEMITE, 


G. U.S Pat. OFF 


Heavy Duty Bucket Pump 

Single piston model develops 
pressure up to 7,000 pounds — dual 
piston model develops pressure 

up to 15,000 pounds. Tank holds 30 
pounds. Handles heaviest bulk 
lubricants. Ideal wherever volume 
delivery and high pressure are 
required. (Model 6712) 


f PRODUCT OF 
For complete information write Alemite, Dept. H-36 

1850 Diversey Parkway, Chicago 14, Illinois 
ey Ea 


INDUSTRIAL DISTRIBUTION * MARCH, 1956 









Doorway to bigger.and better abrasive sales! 


























ABRASIVE TECH— 


the right approach 


to increased sales! 
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Three days at ABRASIVE TECH takes the 
“mystery” out of selling coated abrasives! 


Today’s coated abrasives stand side by side with other accepted machine 
tools of Industry because they are an efficient grinding and polishing tool. 
Their lucrative market is a result of Industry’s recognition and adoption 
of new and improved abrasives, machinery and methods. However, 

the rapid acceptance of abrasives, and their many fields of application, 
have made it difficult for Distributors to keep pace with up-to-date coated 
abrasive products, equipment and applications. 

As another service, Behr-Manning offers a modern, 3-day training 
course to your Sales Representatives which is packed with valuable 
information on our complete line of products, applications, and sales tips! 


ABRASIVE TECH is the place to learn how to increase your sales 
volume, and sell easier with more confidence. Get your 

free copy of this 8-page booklet which describes and illustrates 
the program. Address ABRASIVE TECH, Behr-Manning, 

Troy, N. Y., Dept. ID-3. 


You'll learn about products, their markets, Abrasive stone manufacture, selection and The classes dealing with Behr-cat tape will 
machinery and the latest applications. uses are thoroughly covered to help you sell. help you pave the way to new profits. 


A COATED ABRASIVES 


SEHR-MANNING -pemunneed 


d, A PRESSURE-SENSITIVE TAPES 
vision of NORTON Company 
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“Red Tang”’ 
AMERICAN PATTERN 
FILES and RASPS 


NOW: 


SIMMONDS 


has a Complete Line of 
“Red Tang’ Files! 


Simonds now offers you all types of filesin ‘Red Tang’ line at every opportunity... 
the Right Length, the Right Shape andthe _how you can take care of their filing needs 
Right Cut for every filing job. Tell your completely! It’s a BIG NEW SELLING 
customers about this complete quality STORY for you. 








SSIMONDS ROTARY FILES 


| SAW AND STEEL CO. 


a _— 


FITCHBURG, MASS 
i 


Factory Branches in Boston, Chicago, Son Francisco and Portland, Oregon 
Conadion Factory in Montreal, Que 
Simonds Divisions: Simonds Stee! Mill, Lockport, N. Y 
Heller Too! Co., Newcomerstown, Ohio 
Simonds Abrosive Co., Phile., Po. and Arvida, Que., Caneda 


Z » 
For Fast Service 3 
trom <a 
Complete Stocks hd 
‘ 
Call your , 
simon V4 y 





























SWISS PATTERN 
a 


VIXEN is 
Milled Curved-Tooth rc 
FILES 








When the pressure Ub OM... 


BE READY WITH WEATHERHEAD 


i Si ¥ , 


- ; * 
> (6° Re Te Ae 


7 














NEW weatHerRHeEAD 


SELF, LIGN' FLARELESS : 5 ‘tg y PAT. PENDING 
TUBE FITTING . £ 


CUTS TIME AND INSTALLATION COSTS 


Tell your customers the facts and they'll buy Weatherhead Selfalign. No flaring. 
no brazing. no welding. Preassembled nut and sleeve are always in alignment, 
ready for immediate assembly. Simply insert the tubing and tighten the nut. Positive @ Instrumentation @ Tool Air Lines 


DESIGNED FOR: 


dual seal assures leakproof connections. The sleeve grips the tubing over a broad @ Lubrication @ Coolant Lines 


area for surface-to-surface seal. Razor-thin edge and guiding shoulder form line-to- Lew end medium pressure applications 
line seal with the tubing as nut is tightened. using copper and aluminum tubing. 


OB DD ay SSW be 


Brass SAE 37° Flare " Bulk _—— and Drain and f Hose 
(JIC) Fittings Come °® Reusable Hose Ends Shutoff Cocks mena Assemblies 
eeerreeceree eee ereeeeeeseereeree seen 


SEND FOR FULL DETAILS TODAY! 


bed J-3, 128 W. y Macklng? ge ty Indiana 

’ es on, ayne, 
= hed The Weatherhead Co., Ltd., St. Thomas, Ontario 
Send age literature on Weatherhead Selfalign fiare- 
less tube fittings. 


WEATHERHEAD 


THE ONLY COMPLETE SINGLE-SOURCE LINE 
POR HYDRAULIC HOSE AND FITTINGS 


i 
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IN ANY PLANT there’s a place for PLiosONd as a production or repair material. This fast-drying cement 


gives flexible bonds that resist a pull of up to 1500 psi plus the effects of water, oil, chemicals and aging. 


THE ADHESIVE THAT’S— 


sO VE RSAT iLE it can bond virtually any material or combi- 


nation of materials—solive any industrial bonding problem 


SO EAS . to use, anyone can make it work — do almost any industrial 


bonding job faster and better 


so a ¥ RONG it can lift a truck — meet practically every industrial 


bonding need 


7 “ = 


“BONDS ANYTHING TO ANYTHING” 


IT’S SMART TO HAVE P.ioBonp in your line of industrial 
supplies. You'll find virtually all of your customers can 
use this all-purpose adhesive to their advantage and 
your profit. See your nearest factory distributor for full 
details or write Goodyear, Chemical Division, Coatings 
Dept., Akron 16, Ohio. 


Pliiobond—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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TOP-LEVEL INQUIRIES LIKE THESE 
ARE YOUR KEYS TO MORE BUSINESS 
e 







“I would appreciate it if you would send 

me a copy of the report .. . by Battelle 

Memorial Institute technologists . ’ 
—MANAGER, CHEMISTRY & METALLURGY 


“Kindly forward all available literature 
on “Radioactive Isotope Proves Penetra 
tion in Rust Layer.” 

—DESIGN & CONSTRUCTION ENGINEERING 


“Please send me (the Battelle Memorial 
Institute report), also complete literature 
and color charts as well as a near source 
of supply on this item.” 
—CHIEF DIVISION ENGINEER 
“We would appreciate receiving an addi- 
tional registered copy of Summary Re- 
port by Battelle Memorial Institute 
—CHIEF ENGINEER 
“May we please have a copy of the Sum- 
mary Report offered in your advertise- 
ment (in the) Wall Street Journal . 
— PRESIDENT 
“We are in need of this type of protection 
and would appreciate it if you would send 
the literature listed below.” 
—PLANT SUPERINTENDENT 


RUST-OLEUM. 





RUST! 


There is only one Rust-Oleum. . . 


it is distinctive as your own fingerprint. 


new, important doors for you! 


The dramatic proof of how Rust-Oleum penetrates 
rust to bare metal has really made its impact on 
industry! The first announcement of this proof. . . 
the result of three years’ radioactive tracer studies 
by Battelle Memorial Institute . . . has already 
brought active response from all levels of manage- 
ment — including top-drawer men with real power 
to specify and buy. More executives than ever 
before have their doors open to your Rust-Oleum 
sales story. 


We’re wheeling out the big artillery to keep hitting 
these big targets all through 1956. Look at this 
lineup of publications: Time . . . Newsweek .. . 
Business Week ... Life... Saturday Evening Post 
... Wall Street Journal... Dun’s Review & Modern 
Industry! Plus a long, long list of influential 
industrial magazines like Factory . .. Mill & Factory 
... Plant Engineering, etc. 

Use this powerful advertising — use your specially- 
prepared Rust-Oleum sales tools —to capitalize on 
this important penetration story. It means 
thousands of dollars in savings for your customers — 
thousands of dollars in added Rust-Oleumn 
sales to you. 


Geiger Counter traces Rust-Oleum 
penetration through rust to bare metal 


RUST-OLEUM CORPORATION 


YOUR MOST IMPORTANT SALES TOOL! 


Be sure that every one of your cus 
tomers and prospects knows the 
facts in your 30-page report on 
Rust-Oleum penetration, prepared 
by scientists at Battelle Memorial 
Institute. It tells how Rust-Oleum's 
specially-processed fish oil vehicle 
was first radioactivated, then formu 
lated into Rust-Oleum 769 Damp 
Proof Red Primer, brushed on 
rusted test panels, and traced 
through the rust to bare metal by 
Geiger Counter measurements 


This report is your most impor 
tant sales tool! Remember—you sell 
the only one of its kind when you 
sell Rust-Oleum. It's as distinctive 
as your own fingerprint 


2414 Oakton Street, Evanston, Illinois 





You have 


the INSIDE TRACK to 
internal grinding wheel sales 


Talk up’ TOUCH of GOLD” benefits like these — 
reproduced from current Norton advertising 


to internal grinding customers 


es 

‘re Precision cclu- 

They're built by excl ‘ 

— lt =n a he Famous Norton G Bond 

ts in -_ speci 4 The Norton G Bond j 

re) f the same spe ever devel 20nd 1s the most e 

the si we ae awPed ‘Or precision and 

; *.*0lding each abrasive grain 


indin 
: vernal grine 
for intern resu 
— tent vitrified bond 
semi- isi i 
na precision grind- 
<t Just long enough f; 
a . ~an ee | é 
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ce. ; iu ing ' : : | 
: : fom oe ” Gold combination f, =e 
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An Unusual 
Set-Up 


- us- 
ie tal aring ho 
ndin be me. q hori 
Grin “, a Norton wheel | an mounted on a 2 : 
ings Wl | post grinder, if revolves 1 
yn a Dumore tom Phe grinder 1ts¢ ns . 
4 ae 


. 0 t mil » : hee , : ; 
zontal boring Ph "he grinding whee’ ther end of dl Rounding It Out — Fast 
as PD. of the hole. To grint 180°. Material: 

ing Une > 


red | rv i. During h _ 
the work table 1s tur "al: 005 each ent ~ gz nesening,2 certain amount of warpage occurs 
housing 7.8737". Stock remeé two hours each enc us steel mould band. A Norton wheel is grinding 
steel. n1'? —,0004'- Time: it perfectly round and smooth. The band has an I D 
Limits: . aay 


“+ 0001 ! . 
Average amount of stock re- 


of 6" and is 4’ deep. 
moval is .040’’ and the time cycle is 30 minutes. 


Let's Go! 


Right now in leading metalworking magazines, Norton 
advertising is concentrating on your internal grinding 
prospects highlighting the many advantages of 
Norton wheels with hard hitting job reports and action 
shots. 

Internal grinding accounts for a worthwhile percent- 
age of grinding operations throughout industry, in 
slonts big and small, on all metals. This important 
market is also one in which grinding wheel users are 
constantly seeking improvements in vital precision per- 
formance. 

Which is exactly what you’re offering them, in such 
leaders as the G Bond 32 ALUNDUM combination 
and other outstanding Norton developments. 

That’s why you have the inside track in the internal 
grinding field. Keep that advantage and cash in on 
the customer-satisfaction that builds profits! Norton 


Company, Worcester 6, Mass, Export: Norton Behr- 
Manning Overseas Incorporated, Worcester 6, Mass 


W -1692 


Precision Performance — Doubled 


Here a Norton two-wheel set-up 1s ready to go into 


fast grinding action. The job 1s grinding a double race A g me A Ss | Vv € 4 


in a steering gear bearing. Material: SAE 1045 steel, 


54 Re tC. LD.: 1.1507". Stock removal: 012". ; 
vlesite e000" —.0005'’. Finish: 10 microinches Galaking better products. 4. 


RMS. to make your products better 


NORTON PRODUCTS: Abrasives * Grinding Wheels 
Grinding Machines + Refractories 





BEHR-MANNING PRODUCTS: Coated Abrasives 
*Trade-Mark Reg. U. S. Pat. Off. and Foreign Countries Sharpening Stones + Pressure-Sensitive Tapes 
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ADJUSTABLE SHELVING CATALOG NOW READY 
TO MAKE SELLING EASIER. This new catalog, Form 


2111, gives complete information on all available 





models, plus specifications. This sales tool is available 
to you without obligation. Get your order in to 
Hallowell Shop Equipment Division now. 


WHAT’S NEW WITH SPS 


News that helps you sell 


>: «~ 


MORE HEAT TREATING CAPACITY FOR MORE UNBRAKO 
PRODUCTS. The new automatic heat treating furnace line to be 
installed here will add toughness and strength to thousands of 
pounds of UNsrRAKO products per day. Increased heat treating 
capacity will help make possible more and better products, with 
better supply and faster delivery to you. 


PLANT MODERNIZATION at SPS is a process that never stops. 
Manufacturing machines and methods are under constant 
scrutiny—when a machine becomes obsolescent, it is replaced. 
The average age of all machine tools in the SPS plant is only 
6 years. Typical of new SPS equipment is the heat treating 
furnace line now being installed. Operation will be automatic, 
with critical temperatures precisely controlled by electronic 
instruments. Along with modern equipment at SPS go the 
continuing employee training and quality control techniques 
that get the most out of the machines—to give you the best 
possible products at the lowest possibie prices. 


At the same time, our integrated advertising, publicity, and 
sales promotion campaigns keep national acceptance of our 
products at a high level. And we supply you with photos, 
electros and copy to help you with your own advertising, as 
well as sales promotion material like that illustrated on 
these pages. 

Do you have a full stock of our sales literature? Catalogs, 
bulletins, price lists, ad reprints, mailing pieces are yours for 
the asking. Write us today. STANDARD P*essep STEEL Co., 
Jenkintown 13, Pa 


See us at the ASTE Show—Booth 479 





Ko SOCKET SCREW PRODUCTS 


R 


—annhi 
AR 


UNBRAKO 
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NEW APPLICATION FOR HALLOWELL SHELVING. Open-shelf fil- HALLOWELL shelving units. This application is described in a 
ing solves limited floor space problems. Correspondence, business 4-page folder, Form 2140. Write Hallowell Shop Equipment 
papers, active records are filed vertically, in plain view, in standard Division for copies to send to your prospects and customers. 


= 


A NEW CLASS STARTS 
EACH MONTH in the SPS 
Distributor Sales Training 
series. The course lasts 3 
days, gives your salesmen a 
thorough knowledge of SPS 
products that will help them 
in their sales. UNBRAKO, 
FLeEXLoc, HALLOWELL and 
Se.-Lox products are all 
covered. For information, 
contact George Somes, 
Sales Promotion Manager. 


WANT TO SELL MORE SHOP EQUIPMENT ? 

Get copies of these new self-mailers out to all 

your customers and prospects. Form 2094 fea- 

tures work benches and stools; Form 2164 

features shelving. We're preparing more of the 

same for you to use—the entire HALLOWELI 

line will be covered. Your imprint is included FLEXLOC SALES HELPS. Shown here are a few of the printed pieces—catalogs, 
without charge. Write Hallowell Shop Equip- mailers, price lists—which can help you get more locknut business. You can get a 
ment Division for as many copies as you need. checklist of all available material by writing Flexloc Locknut Division 


See us at the IRE Show—Booth 115 
STANDARD PRESSED STEEL CO. 


ee ee 
FLEXELOE seir-tockine nuts HALLOWELL SHOP EQUIPMENT SEL-LOK SPRING PINS § 
a Eg Sy, Le ————— 


® 


JENKINTOWN PENPSYLVANIA 
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Mr. Industrial Distributor 


This hard-hitting quality story helps you sell Nichol- 

son and Black Diamond files to your best customers. > 
It is now reaching more than 172,000 men who 
make tool-buying decisions — purchasing and pro- 
duction men, department heads, foremen, and so on 
— in these carefully read magazines: /ron Age, Mill 
and Factory, American Machinist, Tooling and Pro- 
duction and Purchasing News. 


> 





One of a series of advertisements on your behalf by: 


et%e, NICHOLSON FILE CO. —_ 
ins sa." Providence, R. I. 


Selling exclusively through Industrial Distributors for 42 years 


NICHOLSON FILE COMPANY 
World's foremost manufacturer of A FILE FOR EVERY PURPOSE 


> 


> 
we 
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In filing, too, stamina and smooth 
action are attributes of the thorough- 
bred. You'll find them in every 
Nicholson file. The “blood lines” of 
these files go back more than 90 years. 
Desirable file traits have been care- 
fully developed, drawing cn all the 
vast experience of the world’s foremost 
file manufacturer. Grooming of the 
file is most painstaking at every stage 
in its manufacture. Nothing is spared 
in making every Nicholson file a fast- 
cutting, long-lasting thoroughbred. 





Steel biank. Much metallurgical research goes into alleying and 
selecting steels. After close inspection of steel from mill, Nicholson 
cuts blanks of righ? cross section (round, flat, etc.) to length. 


Rough shaping. The blank is heated ana forged. With tripham- 
mers and rollers, both tang and point are properly shaped, and 
checked for conformity with ¢ model file. 


Annealing. The blank is heated, then cooled slowly under care- 
fully controlled conditions to make internal steel structure uniform, 
and accurate tooth cutting possible. 


Final shaping. Annealed blanks are ground or milled to proper 
shape, then drawfiled to produce perfectly true surfaces for ac- 


curate, uniform teeth. All decarburization is carefully cleaned off. 


Forming teeth. Fast-striking chisel displaces metal in annealed 
blank, raising teeth into desired pattern. For double-cut files, this 
operation is done twice, forming diagonal rows of teeth 


Hardening. Bath of red-hot lead raises file to precisely controlled 
temperature. Quenching solution follows, bringing cutting edges 
to maximum hardness. 


Finishing. File is cleaned and further sharpened by sandblasting. 
The tang is reheated for strength without brittleness. After tests 
by trained experts, file is oiled and packaged as one of “Twelve 
perfect files in every dozen.” 


Turn page for 


NICHOLSON FILE COMPANY °° °°: 





Here are ten examples of Nicholson files that  fenger. Your Industrial Distributor’s representutive 
been carefully “bred” to do specific jobs—@nd has specialized information on these thorough- 
do them superiatively well. The right Nicholson breds. When next he calls, be sure to ask him 
file can reduce labor costs on your jeb because it about care, selection and use of the right Nicholson 


works faster, and reduce tool costs because it lasts _file for your job. 


BRASS 

Leng evercut (diagona! teeth) and 
short upcet reduce clogging and 
improve traction on this slippery 
metcl. Used with fight pressure. 
Half Round. 


STAINLESS STEEL s \\ 
High chromivm and nickel content F \\ 
of stainless steels wears out ordi- c\. 

nary files quickly. These special \ 


Nicholson files, properly used, have 
exceptional work fife. tn ali Regu- 
lar Purpose shapes 


es 

. 
eee ,*,* 
Oana 

af 


Mette ti iiii ii 





DIE CAST 

Extro-strong teeth resist breaking 
off against sharp corners or projec- 
tions. Also reduce tendency to clog 
of magnesium, zinc, similar metols. 
flat, Half Round 





LONG ANGLE LATHE 
Designed for rapid removal of alu- Gives cleaner shearing ond clear 
minum, copper, brass, similor ing, cuts faster than ordinary files, 
metals. 


Leaves a very smooth finish. “Safe” (uncut) edges ovoid dam 
aging shoulder of work. Mode in 


Flat shape only 





~ Ay SUPER SHEAR “aN 
, RATT = Cuts and smooths ir one fast opero- cy 
MM AAA b tion. Practically two files in one! yn 
aOCCTaC TC Te ttt (CCL ’ Also breaks up filings, clears chips, > 
\\\\ ANN \\ files chotter-free. Made in Flat wO 
trate fine cuts to exact measurements. cross section only 


PADE 


Specify Nicholson “thoroughbred” files on your next order to your Industrial Distributor 


Write for FREE “FILE FILOSOPHY”: widely used 


cHOlSo, in Industry as the textbook on files and filing 
>< 
U.S.A. 


NICHOLSON FILE COMPANY, PROVIDENCE, R. I. 


In Canadc: Nicholson Fite Company of Canada Lic Port Hope Ontario 


NICHOLSON and BLACK DIAMOND FILES tveey rursose 





Hard 
faced 


WITH STELLITE 








_ 


J 


Stubborn resistance to valve seat wear, due 
to erosion, corrosion and galling, is built into 
Vogt GP valves with Stellite faced seating 
surfaces used in conjunction with hardened 
discs and wedges. By an exclusive method, 
hard facing alloys are welded to the integral 
seat of globe and angle valve bodies and to 
the removable stainless steel seat rings of 
gate valves. 


to resist 
seat wear 


--.af no 
extra cost! 





GP Globe Valve-Series 800 


This important feature, available at no extra 
cost, assures Operation economies and longer 
valve life. A catalog describing the complete 
General Purpose line of valves in sizes 1/4” 
to 2” will be sent on request. 


Adv. No. 3 in a series describing the features 


of Vogt GP valves. 


Write For Your FREE COPY of Supplement 
No. | to Catalog F-9 Address Dept. 24-FL 


HENRY VOGT MACHINE CO, 
P. O. Box 1918 © Lowisville 1, Kentucky 
SALES OFFICES 
New York, Philadelphia, Cleveland, Chicago, St. Lovis, 


Charleston, W. Va., Cincinnoti, Dallas, San Francisco 


DROP FORGED STEEL 








VALVES 
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Distributor sales group poses with Hewitt-Robins personnel in Buffalo plant. In the background is a giant belt press. 


TRAINING PROGRAM CONTINUES 


30 Hewitt-Robins Distributors Learn More About the Products They Sell 


To learn what really goes into the products they sell, 
thirty distributors from states as far apart as 
Massachusetts and Washington recently visited 
Buffalo as the guests of Hewitt-Robins, Inc. As the 
largest group to attend the four-day Distributor 
Training Program, these men became acquainted 
with the Hewitt-Robins Buffalo personnel, studied 
manufacturing processes, familiarized themselves 
with all the manufacturer’s products, and learned 
how to make the most effective use of the promo- 
tional aids available to them. 

Bob Sherman of the Washington Belting and 


Rubber Company in Everett, Washington received 
an award for the highest rating on tests pertaining 
to the overall program. 

But all was not work and study. The men enjoyed 
a trip to Niagara Falls one evening and a steak broil 
on Grand Island on their last evening together. 
Drawings were held each day and prizes awarded 
to the lucky winners. 

This Distributor Training Program was one of a 
continuing series of such meetings available to all 
distributor personnel of Hewitt-Robins, Incorpor- 
ated. Executive offices in Stamford, Connecticut. 
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4. L. Graves, R. Sherman, W. Woosnam, M. 
Doherty and F. Monahan watch with interest as 
I. Zimmerman (Hewitt-Robins 
the application of wire reinforcement to hand- 
made submarine hose. The men attending the 
Distributor Training Program were given full 
opportunity to learn about Hewitt-Robins prod- 
ucts and how they are made. 


demonstrates 


Lead press hose is examined by W. Lange 
(Hewitt-Robins), J. Peplinski, T. Pattison, W 
Watkins, C. Braley and E. Wilkins after braider 
has applied first braid over tube 








C. E. THursron & Sons COMPANY 


NORFOLK, VIRGINIA 
Clarence Holland 
Webb Lawlor 
Harold Curling 


LAKELAND ENGINEERING & 
EQUIPMENT Co. 
MINNEAPOLIS, MINNESOTA 
Jerome Lasley 
CRESCENT CORPORATION 
FALL RIVER MASSACHUSETTS 
Charles L. Braley 
SmytTH-DeEspParpD Co. 
UTICA, NEW YORK 
Robert Gilliland 
F. L. Murpock Co. 
rULSA, OKLAHOMA 
Frank Monahan 


WASHINGTON BELTING & RuBBER Co. 


EVERETT, WASHINGTON 
Robert Sherman 


Hewitt-Robins Distributor Training Program 
Buffalo, January 9-13, 1956 


BaAKER-BOHNERT RUBBER & JoHN Bripce & Son Co 
SUPPLY Co. CHESTER, PENNSYLVANIA 
LOUISVILLE, KENTUCKY Walter Watkins 
Richard Murphy R. J. UPLINGER INc 
WituiamM F. McGraw Co SYRACUSE, NEW YORK 
DETROIT, MICHIGAN R. J. Uplinger 
Thomas Richardson Edward Haller 
Fred Gibson H. F. Epce Company 


SPOKANE MACHINERY COMPANY ATLANTA, GA. 


SPOKANE, WASHINGTON 
James Peplinski 
NATIONAL MINE SupPLy Co 
MADISONVILLE, KENTUCKY 
Thomas Pattison 
M. E. Avery COMPANY 
WATERTOWN, NEW YORK 
Raymond Ritner 
MELRATH SuppLy & GASKET Co 
PHILDELPHIA, PENNSYLVANIA 
P. Miller 
W. E. Woosnam 
M. Doherty 


H. F. Edge 
E. A. Wilkins 
J. M. Cranz Co 
BUFFALO, NEW YORK 
William Cranz 
William Herold 
Fred Ginther 
Leon Graves 
Edux rd Selleck 
A. Ambrose 
Arthur Leeming 


STANDARD Supp_y & HARDWARE Co 


NEW ORLEANS, LA 
T. A. Webber 


Most of the members of this group appear in the photo on the opposite page together with the follow- 
ing Hewitt-Robins personnel: C. W. Mackett, H. Knechtel, C. Lavin, A. Dantino, K. Way, and E. Wind 
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Buying your saws, files and machine knives from one source 
—DISSTON—can help you lower your fixed costs. 


"a ce 
a : 
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Zae. 
ey —- 5 


Buying saws, files and machine knives Buying these cutting tools from Disston Buying these cutting tools from Disston 
from Disston helps you simplify helps you save on shipping, receiving saves hours for your sales force. Only 
ordering, mailing and accounting. One and handling. Operating costs drop! one brand to know and sell. And 
order, one invoice, one check instead of your salesmen’s time can be scheduled 
many. with one factory representative! 
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Sales volume increases, too, when you buy all your cutting tools from 
Disston. Disston tools, well advertised year after year, are known for 
their quality. You'll gain new customers . . . expand sales among cus- 
tomers who will find all Disston tools as fine as the Disston tools they 
now know and use. 

It costs you less to buy your tools from one source—Disston. And 
the advantages are twofold. (1) More profit on your present volume 
of business. (2) Increased dollar sales. 


Henry DISSTON DIVISION 4k 


H. K. Porter Company, Inc. 
323 Tacony, Philadelphia 35, Pa. 
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Nicholson steam trap capacity gives you... 


faster, more effective 
condensate removal 


Nicholson capacity is greater than that of any other trap of 
the same size. That means fasier, more effective discharge of 
condensate and air...pays off in performance for the user, 


profits for you! Nicholson capacity is easy to sell. 


e @ Built strong—for severest plant service. 
Write, today, for your copy @ Built simple—nothing to go wrong. 
of new Bulletin 10-55—for 
detailed information @ Rigidly tested—on actual steam lines. 


@ User preferred—Nicholson known for quality. 


Sell the trap that sells itself . . . sell Nicholson. 


NICHOLSON (I LSON cd Compary 


TRAPS * VALVES # FLOATS © METAL PARTITIONS 
LAUNDRY, DRY CLEANING AND PRESSING MACHINERY 


14 OREGON STREET, WILKES-BARRE, PA. + SALES AND ENGINEERING OFFICES IN 98 PRINCIPAL CITIES 
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Save Space...Save Time... SELL MORE ROPE / 


Make 4 sq. ft. of Floor Space Pay 
Off in High Impulse Sales with 
COLUMBIAN 
COLPACK DISPLAY RACK 


Combines neat, handy Colpack Cartons 
of all sizes in a single compact, eye- 
compelling display! In 20” x 29” of 
floor space, rack holds one Colpack 25, 
two 50's and one box of 100 ft. con- 
nected coils. Comes completely as- 
sembled, ready to use. 


Columbian Displays Make Money 
. » » Ask Your Jobber to Prove It! 


aft: 


— 


+ 
e 
” 
. 
2 
& 
a 
- 
* 
2 
es 
2 
e 
« 
ae 
a 
o 
. 
2 
° 
ca 
-_ 
° 
s 
. 
2 
s 
© 
. 
a 
° 
~ 
o 
. 
s 
* 
2 
o 
a 
-_ 
a 


5 Jat 2 


Sturdy, easy-to-handle Colpack Car- 
tons dispense Columbian Pure Manila 
or Radium Sisal in diameters from %" 
through %4”. Rope stays properly 
coiled at all times. Each foot is in 
prime condition as it leaves the box! 


Octagonal shope of the carton adapts 
it to your storage and display space. 
Place it anywhere — on floor, on coun- 


ter, under counter, or in basement — 
and it serves as storage bin, display 
unit and dispenser. 


Order Columbian Pure Manila and 
Radium Sisal Rope in 25, 50, 75 and 
100 pound Colpack Cartons from 
your jobber. Price per pound some as 
ordinary coil. 





























TAKES LESS ROOM 
Compoct cartons sove room, 
make room for complete 
stock, preventing lost soles. 
Store or display anywhere. 


dust, oils, 


LOOKS BETTER 

Always clean, compact, 
neatly coiled 
abrosives.. No end, cut 
leshings to cut. 


EASIER TO DISPENSE 
Simply punch out hand hole 
at top of carton. Pull rope 
Remaining end 
always easy to reach. 


Free from 


COLUMBIAN ROPE COMPANY, Auburn “The Cordage City”, N.Y. 
THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 
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Cut your costs with 
AIR COMPRESSORS 


~-¥ AIR HOISTS 
AIR CYLINDERS 


A plentiful supply 


of air to speed production throughout your plant 
is assured with powerful, precision-built Curtis 
Air Compressors. 
® air-cooled, two stage— % to 20 H.P. inclusive 
@ water-cooled, single stage—20 to 50 H.P. 
inclusive 
Timken tapered main bearings permit easy 
external adjustment 


long-life pressure-lubricated connecting rod 
and piston pin bearings 


Tank-mourted compressors in sizes from “% 
through 15 H.P. inclusive (1 to 78 cu. ft.)—also 
available in base-mounted type. 


Simpie and base-mounted compressors from “% 
through 50 H.P. inclusive (1 to 300 cu. ft.). 








LIFT, LOWER, 
PUSH or PULL 


easily, economically and safely with 
Curtis Air Hoists and Cylinders... 
capacities up to 10 tons. 


®@ lower initial cost 


@ lower maintenance costs 


@ smooth operation and 
precision control BRACKETED AIR CYLINDERS... can be 
mounted horizontally or vertically for lifting, 


coli-closing, setury dee lowering, pushing or pulling 
self-grinding valves “P 9 . 


| | PENDANT AIR HOISTS . . . ideal for 


any lifting or lowering operation. 


FOR COMPLETE INFORMATION ON THIS CURTIS COST-SAVING EQUIPMENT... WRITE TODAY! 


CURTIS MANUFACTURING COMPANY 
PNEUMATIC DIVISION 
1911 KIENLEN AVENUE - ST. LOUIS 20, MISSOURI 
OTHER CURTIS PRODUCTS: Automotive Lifts and High Pressure Car Washers, Commercial ard Home Air Conditioning 


CM -837 
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You Sell more because 


BARRY PULLEYS 
perform better 














4 


Purchasing agents and production chiefs are sold by 
proven performance records. That’s why they buy Barry 
conveyor pulleys for general, package, portable and pro- 
duction line systems. 


Barry pulleys, with regular or “Quick Detachable” 
taper bushed hubs, are designed to absorb the repeated 
demands of peak production Joads. 


Made of heavy gauge steel, they are light yet dur- 
able for continuous service, year after year. End discs are 
electric-welded to rims to keep out moisture and dirt 
which shorten the service-life of other pulleys. Wider 
faces are reinforced with extra discs to maintain uni- 
form strength against stresses and strain. 


Barry pulleys support heavier work loads, in addi- 
tion to reducing wear and tear on crowns, bearings and 
other components. They mount up closer and form a 
truly inflexible assembly with regular or “QD” hubs 
because they are designed for ideal lateral alignment— 
they fit on shafts properly and firmly, without work- 
ing loose. After such meticulous attention to design and 
manufacture, is it any wonder why Barry conveyor 
pulleys perform better! 


For complete details or information pertain- 
ing to distributorships, call or write today! 


R.& J. 








COMPANY, INC. 


1 SADE STREET PASSAIC, N.J. PRESCOTT 7-5030 





DICK ROPE V-BELT DRIVES 


Engineered for maximum service with minimum 
stretch. Maintains resiliency longer. Accurately 
machined sheaves are balanced to reduce belt wear 


DICK BALATA BELTING 


Closely interwoven hard surface duck. Totally im 
pregnated with Balata Gum. Will not stretch or 
shrink. High in efficiency. All “Dickbelts” guar- 
anteed! 


BARRY STEEL SPLIT PULLEYS 


Scientifically designed. Electrically welded construc- 
tion. Keeps exact shape under all loads. Lightweight 
and easy to install. 


CHICAGO 

LOS ANGELES 
SAN FRANCISCO 
SEATTLE 


BRANCHES: 
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Ingersoll-Rand 


DISTRIBUTORS 
Jt Ale) @ Wc ele) p 


REPUTATION... 





A distributor’s reputation is built on many things. Among them are good products 
and service. And Ingersoll-Rand distributors get the advantages of both. 

As for quality of products, both Ingersoll-Rand Type 30 Compressors and 
Ingersoll-Rand Motorpumps are designed, engineered and built to the highest 
standards to give maximum service with minimum maintenance. You can be 
sure that when you sell an I-R Compressor or Motorpump, you have helped to 


build your reputation. 

And when it comes to service, Ingersoll-Rand maintains 27 branch offices and 
warehouses to fill your needs for stock and for trained, technical advice and help. 
If you are not now a distributor of Ingersoll-Rand Compressors and Pumps, 
and you are located in a territory in which we have no distributor representation, 


write for complete information. 


Ingersoll -Rand 
14-353 11 Broadway, New York 4, N. Y. 
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@ For three quarters of a century, the STANDARD 
TOOL maAN has been serving Industry . .. making 
sound, profitable recommendations to improve 
metal-cutting methods. 


The Standard Tool Man is a specialist in all types 

; ' , ; ; YOUR STANDARD TOOL 
of metal-cutting operations. His services are yours DISTRIBUTOR STOCKS 
without obligation. THE COMPLETE LINE 


Call him! 
DARD Toor (“o. | 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





STAN 


FACTORY BRANCHES IN: NEW YORK #© DETROIF © CHICAGO «© DALLAS «© SAN FRANCISCO 


THE STANDARD LINE: [Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs ~ Counterbores - Carbide-Tipped Tools - Gages 





Starting SOON.-- 


Maybe there’s an idea for you in this a new, distinctive 


STETSON finishing operation series Oo! 


advertisements 
Believe it oF NOt there is some rough- 4% problem precisely. 
s in hat fur. TO remove it, STETSON You ma finishing problem to support the 


s abrasives «+ - not just ordinary where the AP experience involved in 

i ause STETSON Hats are not ‘ould be helpful and . one 

ordinary hats .-- STETSON concentrates > sence covers 4 selling activities 
BRAND POUNE ING PAPER. o e e broad range 

There's @ good reason for this. JEWEL ive ‘ You can . 

BRAND POUNCING PAPER is razor sharp. se the benefits of this € of Abrasive 

It cuts clearly without draggins- andis out obligation. Just call an aut = 

both flexible and durable. For an opet- ABRASIVE PRODUC Ts, INC. DISTRIBUTOR 


ation that requires 4 very light touch, or write Abrasive Products, inc., 525 Products, Inc. 


jews BRAND POUN‘ ING PAPER solves Pearl Street, South Braintree 85, Mass- 
; Distributors 
A Full Line 


of Coated 
Abrasives 


Jewel Brand Abrosives in- 


clude Jewelex, ere. will carry colorful, dominant AP 


oxide on cloth; Jewelite, 


In 1956, leading metalworking 


and woodworking publications 


paper: advertisements to help AP 
natural mineral prepared by E “ : 
navenclusive method: New distributors make new, profitable 


an aluminum oxide 


, cloth and contacts and continue to increase 


cloth; Jewel Flint Paper? ; : . 
ee p sowatetes- < waned their regular pusiness in JEWEL 


ducts conform with the cA 
Prrommendation of the Divi Branp Abrasive Products. 
sion of Simplified Practice of 


the United Stotes Dept. Consistent advertising plus a full 
Commerce. 
line of coated abrasives, including 
JEwEL BRAND ApRASIVE BELTS 
featuring the exclusive velvet 
joint, account for the popular 
appeal of the AP DisTRIBUTOR 


FRANCHISE. Write for details. 


ABRASIVE PRODUCTS. INC. 
South Braintree 85 
Massachusetts 
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do you know the 


Merchandising Pian 
Distributor Policy 
Combined Resources 
Future Prospects 


It will pay you to find out. 
Write Harry Stott, Gen. Sales Mgr., Box 648, Camden 1, New Jersey 


U.S.GASKET- BELMONT PACKING 


MOST COMPLETE LINE OF MECHANICAL PACKINGS & TEFLQN SPECIALTIES OFFERED INDUSTRY 
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THIS 
PRINTED 


¢ 


SALESMAN  -» 


CALLS ON 
YOUR 
CUSTOMERS.. 
and it's 

for YOUR 


benefit! 


Stock and sell the Crosby- 
Laughlin line—display it 
prominently and you'll note 
a big increase in sales of 
these fine products. Why? 
Sales are going up because 
Crosby-Laughlin is hitting 
the industrial-construction 
market as well as specialized 
fields, with an intensive, hard 
punching merchandising cam- 
paign. 

idvertisements like this one 
appear in all the leading trade 
publications and demonstrate 
everyday, on-the-job uses of 
famous Crosby Red U-Bolt 
Clips and  “Load-Rated” 
Blocks, and the complete line 
of Laughlin wire rope and 
chain fittings. 

Write for complete distrib- 
utor or dealer information on 
the Crosby-Laughlin line. 


SELL SAFETY 
sell 


CROSBY 
LAUGHLIN 


They're Made to Sell! 


Divisions of 
AMERICAN HOIST & DERRICK CO., 
St. Poul 1, Minnesota. 


° 





a 


SAFETY INSURED 


When a 41,300-lb. section of stone crushing 


equipment was placed by an American 700 Series Crawler Crane, Crosby 
Clips were used on all wire ropes to assure maximum safety for men and 
equipment. Genuine drop-forged, hot-dip-galvanized Crosby Clips, with 
the famous Red-U-Bolt, are specified for safety on more jobs than any 


other drop-forged wire rope fasteners. 


C's 
STRONG SAFE, BLOCK 


When cofferdam sheetings were about 
to be drawn from the sucking, grasping 
soil of the Platte River bottom, a 
Load-Rated Crosby Crane Block was 
specified. Made of highest-quality steel, 
and engineered for safety as well as 
efficiency, Crosby Blocks are backed by 
the famous Crosby name—recognized 
leader in safety. When using Crosby 
Blocks, workmen can’t go wrong, for 
the safe lifting capacity is embossed 
right on the side plates. 


EASY TAKE-UP 


Important design advances by the 
makers of famous Laughlin Turnbuckles 
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offer added safety and efficiency to 
users in the construction field. Laugh- 
lin Turnbuckle bodies have extra-heav y 
hex ends which allow fast, easy take-up 
with a wrench. An exclusive eye design 
takes the ear of a shackle one size 
smaller and is stronger than conven- 
tional eyes because it conforms more 
closely to the lines of pull. This design 
also makes it easier to attach thimbles 
and other fittings. Exceptionally strong, 
Laughlin hooks have added heft at 
points of greatest stress—the )4-inch 
hook is actually stronger than most 
‘s-inch hooks. Available in a complete 
range of sizes. A reference chart in 
I aughlin’s free catalog lets you select 
the proper size turnbuckle for each job. 


ATTACH IN SECONDS 


\ more efficient clevis grab and slip 
hook made by Laughlin has a “Crimp 
Style’’, cotter that can be removed and 
attached in Available in a 
complete range of sizes at distributors 
everywhere, Laughlin Clevis Grab and 
Slip Hooks are made of drop-forged 
steel special forging quality and are 
heat-treated for maximum strength. 
For free catalog on the complete Laugh- 
lin and Crosby lines, write the Thomas 
Laughlin Division, Portland, Maine, or 
the American Hoist & Derrick Co., 
St. Paul 1, Minnesota. 


seconds. 





It costs no more to get 


¢* Wy | IK 5 ll 
all of these (1,\/ ||| | extras 


@ STRONGER —higher tensile strength, no scnd 
holes. 


® TAPER TAPPED—all pipe threads tapered to ~~ 
ensure leak-proof joints in every installation. 


© PROTECTED—galvanized fittings zinc plated 





after fabrication for maximum protection of all 
surfaces, including threads. 


@ CARTONED-—for extra convenience in handling, 
eliminates damage and inventory loss. 





® ALL CAPITOL FITTINGS MEET FEDERAL é 
SPECIFICATIONS . 2502 UNIONS 





¥ SQUARE HEAD PLUGS “ae HEX BUSHINGS STEEL CAPS 


Your Capitol 
wholesaler 
also stocks... 


and Forged Steel High Pressure Fittings COUPLINGS UNIONS _ 


PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 


_ 


COUPLINGS 














"Dayton showed us how to 


Up sales 108% in only 18 months” 


“The limit to our sales potential is not even 
in sight’ says George Murray, Pres., 
Mechanicai Rubber & Supply Co., 
Peoria, Illinois. 


“We never would have believed it, but 
our books tell the story—108% jump in 
V-Belt sales since switching to Dayton. 
“A lot of the credit goes to the Dayton 
representative for the cooperation he’s 
given us. Making plant surveys for the 
Dayton Preventive Maintenance Pro- 
gram and going on calls with our sales- 
men really boosted customer relations. 
We've sold a lot of new customers, but 
most of that 108% increase lies in addi- 
tional V-Belt Drive business from those 
we've been serving right along. With 
Dayton’s help and complete line we’ve 
been able to show them ways to save 
money in reduced downtime and handle - 
all their drive requirements. 
“Considering the variety of industries 
we serve — manufacturers of Road 
Grading and Construction Equipment, 
Food Processing Plants, Mines and Dis- 
tilleries — completeness and quality of 
line is extremely important. 

“In the last 18 months we’ve learned the 
real value of the Dayten Selective Fran- 
chise. It protects us in our area and 
will help us go after the potential we 
know is there.” 


*TM 


“Here’s just one instance of factory coopera- 

a in , j tion. Garrett Schmoeller and Norm Lever, Day- 

Customers appreciate a factory representative ton Regional Manager, introduce the New 

calling with our men, especially when they have Dayton Handbook of V-Belt Drive Desien end 

a difficult drive problem to solve. Paul Prunch, Selection to Paul Prunch ones Wa mj Ren 

Salesman, and Garrett Schmoeller do a follow-up McGinnis Ses Willems and Bert : Phek — 

inspection to see that the nine belt drive of a eur Gales eae? y wiies 
heavy duty compressor works properly.” ea. : 








“We're on 24-hour call for delivery of V- 
Belts to customers, any time of the day or 
night. That’s Paul Prunch, Salesman, and 
Bill Harney, Order Clerk selecting V-Belts, 
and Tony Perhay, Shop Foreman, matching 
a set of V-Belts under Garrett Schmoeller’s 
watchful eye.” 


“By specializing on a selective group of 
quality lines we feel we can do a better 
job for our customers. This is our office 
and warehouse where we carry complete 
stocks of Dayton V-Belts and Sheaves.” 


ti 

“Demonstration sells and the new portable Dayton V-Belt 
demonstrator Garrett Schmoeller, Dayton, is operating 
gives visual proof of the extra gripping power of the 
Dayton Cog-Belt. Norm Lever explains how to use it 
to increase sales.” 


YEARS OF PROGRESS 


Dayt Aubb 
agtes) fin ex 


World's Lorgest Manufacturer of V -Belts 


The Dayton Rubber Co., Industrial Div., Dayton 1, Ohio 
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to build 


NEW LAMP BUSINESS 


TO 


" Control 
5 | 8 ond profit 


2. Close, persone 
3 Valuable techn 
; tomer relations. 
quality insures © ae 
Made ond tested to mee 
. trial standards. 


ed distribution P 


field support builds sales. 
cus- 
ical services cement 


ystomer satisfac 


tion. 


acting indus- 


Everybody you call on uses lamps and needs replace- 
ments. You can get this business and get a fresh crack at 
new accounts, too, if you sell Champion Lamps and not 
just the same old product that everyone else sells. You'll 
keep this new business, too, for customers appreciate the 
quality and long life they get from Champion Lamps. 

Choose Champion to better your business in lamps in 
every way. Write for full information. 


CHAMPION LAMP WORKS 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 
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American industry is fast discovering 


BORROUGHS 


* uNITIZED Hei | 


STEEL SHELVING 


the quickest and simplest adjustable 
steel shelving on the market! 


Here’s the only shelving that is absolutely and completely adjustable without the use of 
tools. For economical storage and adjustability, Borroughs shelving can’t be beat. This is 
strong language—but investigation and comparison of all other steel shelving will prove 
it's a fact. No wonder American industry from coast to coast is buying Borroughs. 


send for 32-page illustrated catalog 


“Each individual unit 
is complete in itself 
..ne part depends on unit 
next to it..any unit or shelf 
can be moved independently 
Insert shelf support bracket Tilt shelf into support bracket 
..no fumbling with studs, bolts, ..and shelf is ready for loading. 
nuts or lock washers. 


Flexibility is demonstrated in this partial Efficient shelving arrangement for stock stor- Borroughs double faced open shelving in- 
view of the large Borroughs shelving instal- age is shown in this Borroughs installation stallation at Charles Scribner's Sons, Pub 
lation at the Ford Division of the Ford Motor at the S. S. Kresge Co. retail store, Midland, lishers, New York City. Note compact shelv 


Co., Assembly Plant No. 2, Louisville, Ken- Michigan. ing arrangement—open face unit at ends 
tucky. requires minimum floor space 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3024 NORTH BURDICK amp KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Woallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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Bay State Grinding Wheel Formulas are 


now computed AUTOMATICALLY! 


ELECTRONIC FORMULATION 


means this for you: 


* GREATER ACCURACY 

IN ENGINEERING. 

The ELECTRONIC FORMULATION 
system precisely spaces every interval 
between grade and structure changes 
equally along a perfect progression. This 
gives the Bay State abrasive engineer 
the industry's most accurate measuring 
device for recommending wheel specifi- 
cations that will fit your job best. 


* GREATER ACCURACY 
IN MANUFACTURING 


Electronic precision replaces the possi- 
bilities of human error in figuring for- 
mulas which control the manufacture of 
every Bay State wheel. This precision 
makes sure you get the special grinding 
qualities determined best for your job. 


BAY STATE ABRASIVE PRODUCTS CO., 


Westboro, Mass., U.S.A. 


Branch Offices and Warehouses — 
Bristol, Conn.; Chicago, Ill.; 


Cleveland, Ohio; Detroit, Mich.; Pittsburgh, Pa. 


In Canada: 


for © 


icture + 
oon Oe ehe Home office 


* GREATER ACCURACY 
IN DUPLICATION. 
Formulas for every Bay State grinding 
wheel are preserved on punched cards 
for electronic computers. This insures 
absolute accuracy in duplicating wheel 
formulation, with FASTER ORDER 
PROCESSING. 

x * * 


Truly “Wheels of Progress” in action, 
the ELECTRONIC FORMULATION 
system is an exclusive BAY STATE 
development. Its many advantages are 
yours when you call yeur BAY STATE 
DISTRIBUTOR, or factory representa- 
tive, for complete “on-the-job” engineer- 


ing service. 
c 


means 
seHing 


ributors, cof” 


ew Dist ot Westbore: 


oN 


i= 
WHEELS of PROGRESS 


Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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“Aeroquip Hose and Fittings...My Most 


How important can the Aeroquip line be to 
industrial distributors? Year-end figures revealed 
by one leading distributor show greater profits 
from the sale of Aeroquip hose, reusable fittings, 
and Self-Sealing Couplings than from any of his 
six other major lines. 


The $125,549 worth of Aeroquip products sold 
by this distributor amounted to 12.1% of his 
total sales, yet it accounted for $37,664 gross 
profit, or almost 20% of the total. 


That’s a healthy return, but not unusual for 
distributors who handle the Aeroquip line, which 
offers excellent profit opportunities for building 
sound distributor business for the following rea- 
sons: 


e Aeroquip products are always top quality in 
their respective fields. 


@ Aeroquip products are well known in all in- 
dustrial markets. They are accepted readily by 
the men who select and buy for industry. 


The “Aeroquip Idea” of stocking bulk hose 
and reusable fittings allows hose lines fo be 
made up, in the lengths required, from mini- 
mum stocks with NO waste or dead inventory. 


OARS 

. ~~ — eat Ot aoc ~ 
ay a 4 Why not investigate the possibility of adding 
—_ - Aeroquip to your product lines? Complete infor- 


mation is available. Please write. 


A typical Aeroquip distributor's 
bulk hose and fitting inventory. 


FLEXIBLE HOSE LINES & FITTINGS 





: > a 

- si a | 

: = = 
+ wer\eroquip : ergy, 

; COOPERATIVE oo ae 

: S 
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Profitable Line,’ Reports Distributor 


A leading Aeroquip distributor serv- THIS CHART SHOWS ONE 
ing a highly diversified midwestern YEAR'S COMPARATIVE SALES 
industrial area reveals the impor- AND GROSS PROFIT FOR 
tance of the Aeroquip line in his THIS DISTRIBUTOR 


million dollar business. 








Product Line 


Gross Sales %of Total Grossincome % of Total 





Aeroquip Hose Lines 
and Couplings 


Line A 
Line B 
Line C 
Line D 
Line E 
Line F 


Miscellaneous Parts 





$ 125,549.17 12.1 $ 37,664.75 19.9 
253,980.07 24.3 35,024.64 18.5 
196,269.96 18.8 33,573.60 17.8 
134,393.19 12.9 32,592.80 17.3 
72,027.87 7.0 8,480.76 4.5 
71,250.89 7.0 7,318.12 3.9 
29,977.37 2.9 8,993.21 47 
160,070.00 15.4 25,633.00 13.7 





$1,043,518.52 100.4% $189,280.88 100.3% 














ONE SOURCE FOR A COMPLETE LINE! 


Aeroquip produces a wide range of flexible hose, re- 
usable fittings, and Self-Sealing Couplings for every 
, industrial, mobile equipment, marine, railroad, farm, 
and aircraft application. Aeroquip prices and sales 
policies are geared to selling through distributors. 


\eroquip 
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Leading 
industrial Distributors Say, 


Linco/n 


Lubricating Equipment 
m4 


anes MANET USF 


J. F. Phillips, Director of Sales, The Boyer-Campbell Co., Detroit, Mich. 
“Lincoln Lubricating Equipment has proven a very valuable and 
profitable line.” Mr. D. M. Williams 

D. M. Williams, Vice President, LeValley Mcleod, Inc., Schenectady, N. Y. 

“The Lincoln Lubricating Equipment line is one of the most profitable 

and satisfactory lines we handle.” 

Clegg Walker, President, Isaac Walker Hardware Co., Peoria, lil. ( 
“Our association with Lincoln Lubricating Equipment is bcth pleasant 
and profitable.” Mr. Clegg Walker 
L. L. Brenholts, President, Harris Pump & Supply Co., Pittsburgh, Po. 

“We continue to build a profitable repeat business on Lincoln 

Lubricating Equipment.” 

John N. Stone, Director of Sales, Stone Supply Co., Houston, Texas 

“National advertising, unique packaging, and merchandising aids make 

selling Lincoln Lubricating Equipment easy, fast and profitable.” 

Pavi W. Evans, Secretary in Charge of Sales, Beals McCarthy & Rogers, 

Buffalo 5, N. Y. 

“Lincoln's helpfulness, integrity and quality 
our customers the best possible lubrication equipment service.” 


indad bi 





us to give 


R. E. Ferguson, Jr., Assistant Manager, Industrial Supply Co., 
Clinton, So. Carolina 
“Lincoln Lubricating Equipment has proved a valuable asset to us." 


eg Mr. John W. Stone 


+ 


f 


Mr. 8. E. Ferguson, | 


Mr. Poul W. Evan 


Linco/n... 


THE MOST TRUSTWORTHY NAME’ IN LUBRICATING EQUIPMENT 
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A Well-Planned 
Merchandising 
Program | 


A Complete Line, 
For the Application 
of Lubricants, 

To Serve All Major 
Industries 


STOCK...FEATURE 
... SELL the Line 
That Helps Build 


Sales For You 


1. NATIONAL ADVERTISING 


Lincoln's consistent program of 
National Advertising in leading 
publications, constantly directs the 
buyer to the Industrial Distributor. 


2. DIRECT MAIL 


Attractive mailing pieces giving 
actual case history records achieved 
by manufacturers through the use 
of Lincoln Equipment, are available 
to Industrial Distributors. 


3. SLIDE FILMS 


Color slide films of instaliations 
are available for use at 
Distributor sales meetings or 

in your prospect's office. 


4. SALES DISPLAYS 


Displays designed for 
increasing sales are available 
for use in Distributor’s 

Sales Rooms to pre-sell your 
customers... save you time 
... sell while you're busy. 


5. PRE-FILED CATALOG AND 
INDIVIDUAL CATALOGS 


The entire Lincoln Line of 
lubricant application 
equipment appears in 
Pre-Filed Catalogs which 
are distributed to your 
customers each year. 
Individual catalogs are 
also available for your 
use and distribution. 


6. SALES AND SERVICE 
SCHOOL 


Lincoln maintains a Sales 
and Service School where 
Distributors’ Salesmen and 
mechanics are factory-trained 
to provide customers with 
the most complete and 
efficient service. 


7. UNIFORM PACKAGING 


Lincoln Lubricating Equipment is 
attractively packaged in metal-edge 
cartons to permit safer handling, better 
inventory control, quick identification 
and increased eye appeal. Accessories 
are pre-packaged in polyethylene 
bags for additional protection from 
dust and moisture. 


Write for complete information telling you how 
you can become a Lincoln Industrial Distributor. 


LINCOLN ENGINEERING COMPANY, 5739 Natural Bridge Ave., St. Louis 20, Mo. 
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Mr. Morse” 


...the biggest and fastest all-around 
man in the cutting tool industry ... the 


Morse-Franchised Distributor 








He’s got the most complete line . . . the right He can recommend the right tool for any job, 
cutting tools for every operation from the regardless of tool requirements. That’s why 
automated production lines of the biggest Morse means “The Most” in Cutting Tools 
mass manufacturers, to the smallest job shop. . . . because Morse-Franchised Distributors 

Carbon... high speed . . . tungsten carbide. can do the most for their customers . . . any 
tipped or solid . . . you name it and he’s got time they call. And that’s why the MFD is 


it... right now, when your customers want it! the busiest man in town. 


M ORS: means 


‘THE MOST in Cutting Tools 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 


Subsidiary of VAN NORMAN INDUSTRIES, INC 


Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


Buy them by phone from your Morse-Franchised Distributor and save ordering time 


MORSE and now 


ho iy 
HIGH Je. ' | MORSE 
SPEED /(’ i Vi CARBIDE 
*. 4 yf 


baele) a bgele) m- 


Ge 4 
Vl 
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it pays you to stock CLEVELANDs 


Cap Screws, Set Screws, Milled Studs—common 
items in the trade! But what isn’t common about 
the Cieveland Line is your ability to get larger 
diameters and extra lengths for your customers 
as fast as standard sizes. 

On top of that, more-than-ordinary attention to 
all shipping dates brings you deliveries as you 
want them. Even on odd sizes, we really “dig” 
to keep customers happy. 

That’s what pleases users and invites re-orders. 

Write for our latest Stock List. 


y 
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CLEVELAND 7p Quali FASTENERS 


Ferrous and Non-Ferrous: Bright, High Carbon and Alloy Steel Heat Treated, 


Brass, Silicon Bronze, Stainless Steel 
Set Screws—Square Head: 4” to 14” dia, 


Hex Head Cap Screws: 4" to 2%” dia. 
Milled Studs: 4” to 1%” dia. 


Socket Head Cap and Set Screws — Plain 
and Knourled: 4%" to 14" dia. Also Flat Place Bolts: 4” to 1%” dia. 
Structural Bolts to ASTM Specification A325 


and Button Head Styles. 
Fiat Head Cap Screws: %” to 1” dia. Tractor Bolts 
Special Hot and Cold Headed Parts 


Fillister Head: 4” to 1” dia. 
Facilities to make larger diameters than listed. 


The Cleveland Cap Screw Company 
2931 East 79th Street © Cleveland 4, Ohio « VUIcan 3-3700 TWX CV42 


Warehouses: Chicago * Philadelphia » New York * Providence * Los Angeles 


OuUBLE 
Originators of the Kaufman Process 
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c L. = £. Bee. a 


- are best by Svery test! 


QUALITY ... The very finest in both e 8 


steels and workmanship 


SERVICE... | Prompt Deliveries 





TECHNICAL ASSISTANCE... 
Whenever needed on unusual 
or difficult cutting problems 


These things we pledge to you. The final test is on 
your own machines. Try Lenox for yourself . . . on 
any job . . . against any other blade in the world. 


AMERICAN SA 
Then you be the judge. L, E N 0) X & MFG. amar 


Springfield Massachusetts 


. S S . HACK SAWS BAND SAWS GROUND FLAT STOCK |... 
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Make Extra Sales 
With These IDEAL 
Profit Boosters ... 


5 Profitable Reasons 


WHY IT PAYS TO “PUSH’”’ 


Every plant you call on can use these 
IDEAL tools to advantage. And you 
can use them to your advantage to 
make more sales per call. 


~ 


“JOB STANDARDIZED” 


LIVE CENTERS 


1. Complete Line with Stock Models for Practically Every Need 
2. Easier to Sell and Stock 

3. No Delay Between Order and Delivery 

4, Specials Seldom Needed 

5S. A Name Your Customers Know 


Ce precarorseeee " 


Quickly izes tools, punches, drills, 
dies of work magnetic chucks. Prolongs 
teol life by remov harmful abrasive par- 
ticles. Three all sizes of work. 











MULTI-DUTY 

Interchangeable male, female and pige 

joints for centered and uncentered work. 

Nine sizes; Morse tapers 1 through 5, 

ce straight.* Loads to 1500 ibs. ct 50 
mM. 


HEAVY DUTY 
For close tolerances on work up te 22,000 
Ibs. Eccentricity less than .0002”! Morse 
tapers 4, 5, 6 and 7.* 


@eAD ELECTRIC ETCHERS 


Etches anything made of iron or steel or their 
alloys. Easy to use as a pencil. Burns smooth, 
permanent mark. Eliminates delay and expense 
of special name plates. Always ready—safe— 
portable. Three models for all types of work. 


UNIVERSAL 


Accurate to plus or minus .0001”! Un- 
usuvolly high load capacity up te 5200 
Ibs. of 50 RPM. Morse tapers 2, 3, 4 
ond 5.* 


For turning heavy pipes and other 
large, hollow cylinders. Sizes from 
3 te 7%” diameter. Load capaci- 
ties up to 22,000 ibs. Morse tap- 
ers 3, 4, 5, 6 ond 7.* 


*IDEAL Live Centers ave also avail- 
able in Brown & Sharpe and Jarno 
tapers. 


@oead MARKERS 


Give your customers custom-engi- 
neered performance with stock model 
IDEAL Live Centers—available “right 
now”. No waiting for special engineer- 
ing. You get easier sales and quicker 
profits because IDEAL makes stock 
live centers for almost every turning 
need. “Specials” are seldom needed. 
Four models and a complete range of 
tapers handle turning jobs from the 
smallest to the largest. 


you get, build and keep live center 
business through better service. Simpli- 
fied ordering and inventorying save 
time — make it easier to fill and bill 
customer orders faster. IDEAL Live 
Centers are first choice in hundreds of 
shops for both accuracy and increased 
output. They are backed by a national 
advertising and direct mail program 
that brings new business. Cash in now 
on the complete live center line that 
helps you to make steady sales and big- 


Cuts a permanent mark into any material — 
steel, glass, plastic or hard rubber. 7200 cut- 
ting strokes per minute adjustable for depth. 
Anyone can use it—sturdy and durable. Op- 
erates from any AC ovtlet. 


Pee. Pee ee a ined 
@eaD ELECTRIC TACHOMETERS 
Gives quick check on ipment performance- 
efficiency. Indicates aol head in RPM. Hand 
toe, Sey Se ees © ee to ee 
meter generator connected by cord. Ac- 

or minus 1% of full scale. Two 
and 5000 RPM, 


With a complete line and fast delivery ger profits — IDEAL Live Centers. 


SOLD THROUGH LEADING DISTRIBUTORS 
In Canada: Irving Smith, Ltd., Montreal 


G@DEAD \WEAL INDUSTRIES, Inc. 


1000 PARK AVENUE . SYCAMORE, ILLINOIS 


curate to 
models— 
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johns-Manville 
re 2AND 
DUTCH BRAS 


JOHNS-MANVILLE DUTCH BRAN D opens the door 
to help you SELL MORE ! 


This ad is now appearing in the leading 
trade publications your customers read 
regularly . . . opening the door to more 
sales for you . . . through a brand new 
sales booklet, “Imagination and the Man.” 


Never before has the Johns-Manville 
Dutch Brand story been told so dramatic- 
ally, convincingly and completely! You'll 
find this sales booklet an extremely valu- 
able tool for building more sales. Be sure 
to get your copy! Write today! 








DUTCH BRAND 


i 
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STYLES and SIZES for EVERY 


Whatever the bolting jobs your 
customers have in mind, you can be 
pretty sure of meeting their needs 
for nuts, washers and related items 
when you handle the Bethlehem line 
of fasteners. Bethlehem nuts and 
washers are turned out in virtually 
an endless variety. And because they 
are made with such great care, they 
provide perfect mating with the 
hundreds of kinds of Bethlehem bolts 
with which they are used. 

For a good holding job every time, 
and plenty of repeat business, get in a 
good supply of Bethlehem fasteners. 


Bethlehem Fasteners Are Good Fasteners 
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Surface Grinding SAVINGS 
FOR YOUR CUSTOMERS 


SIMONDS 


ABRASIVE CoO. 


a |», 


ABRASIVE 
I ed i 





These segments can be steady profit-builders for you. They fit all segmental 
chucks, grind more uniformly, cost less than solid wheels and can be used for 
surface grinding large sized pieces or small pieces chucked together. Easily 
stored and handled. Advertised in leading metal working publications. 
CALL YOUR SIMONDS 
DISTRIBUTOR 


4 







« 
LOCAL STOCK 
FAST SERVICE 


| MAKE Soeibeea_ YOUR STOCKROOM 
FOR QUALITY FASTENERS 


Keep Your Inventory Low...We Stock For You 


ANT 
STATESVILLE PI WAREHOUSES COAST TO COAST 


Q Fasteners 
400,000.00 ack NEW YORK + CHICAGO 

Kept in 
DALLAS » LOS ANGELES 


Wood Screws” e Stove Bolts ©  ##Machine Screws“ 
A & B Tapping Screws“ e Wood Drive Screws 
Dowel Screws © Hanger Bolts 


All sizes, head styles, finishes in Steel, Roll Thread Carriage Bolts 
Brass, Aluminum, Silicon Bronze, and * Phillips or Slotted 


Stainless Steel. 


Phone, wire, or write Box 1360-D-2 
SCREW COMPANY 





For heavy duty 
precision 
a ase 


Jacobs 


CHUCK 


Jacobs and your industrial supply distributor are 
ready to deliver the chucks you need and the serv- 
ice you deserve. First in chucks... firstin service. 


The Jacobs Model 91 The Jacobs Rubber- The Jacobs Ball Bear- The Jacobs Mode! 96 The Jacobs Plain Bear- The Jacobs Impact Key- 
Spindle Nose Collet Flex® Tap Chuck for ing Super Chuck for Collet Chuck for grind- ing Chuck for drill less Chuck especially 
Chuck for tool room tapping heads and im- heavy duty ond pre- ing machines, millers presses, portable elec- designed for the oir- 
and engine lathes. pact tools. cision industrial use. and jig-borers. tric and air tools. croft industry 





Design that permits motor change in minutes... 


THE RIGHT “COMBINATION” FOR 


5 LEAN f: n™~ 
| | 100 SERIES 
», “Ea? J US 








BOSTON«. 
100 SERIES 
REDUCTORS 


so | NEW space saving design 


é ‘ : J — a a \ 
be fof en NEW clean contours 
~ 7 ; 


NEW gearing efficiency 


y —~ NEW cooling fins 


se 
fied ' : FAN COOLING optional on | 
PATENTS PENDING ls larger sizes 
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another reason why BOSTON GEAR Distributors have 


TOP RETURNS ON TOP VOLUME 


The new 100 SERIES RATIOMOTOR combines RATIOMOTORS 
a gear reduction unit and an easily detachable, The complete power package. Geor 


standard end-mounted motor. unit has fin-cooling and other high 
efficiency features of new 100 Series 


THE ADVANTAGES ARE EASY TO SEE and to Reductors. 
sell. There’s no downtime for motor repairs . . . 

machine operation can continue with a spare mo- 

tor. The gear unit is undisturbed, preserving align- 

ment. Also, the original motor can be changed to 

one of special characteristics (explosion-proof, 

etc.) at any time. 


100 SERIES DESIGN gives the Distributor the 7 

selling advantage of this and many other new SOLD WITH OR 
features keyed to modern drive needs . . . features WITHOUT MOTOR 
that mean more adaptability, more applications, 

more sales. 


100 SERIES SALES SUPPORT includes industry- 
wide advertising in 17 magazines read by 500,000 
potential buyers . . . major trade show exhibits 

. catalogs, mailers, and everything needed for 
effective local promotion . . . plus full coopera- 
tion of BOSTON GEAR Field Engineers. 


There’s no better “combination” for top volume FLANGED REDUCTORS 
The Ratiomotor gear unit, supplied 


and top returns. Ask any BOSTON GEAR Dis- : 
: : without motor. You buy and attach 
tributor. Boston Gear Works, Quincy 71, Mass. euy dendend enbanunted mote of 


your own choice. 


The Leading wf? 
olesialel biel ae ali nyeus 
7124 STANDARDIZED 2 ma 
TRANSMISSION PRODUCTS 


“ 108 MODELS — 1064 DIFFERENT UNITS — FROM STOCK 


CATALOG R-56 


Lists models for any drive ... 

horizontal or vertical — 

right angle or parallel — 

single or double reduction. 

Includes handy selection 

charts, engineering data. 85-80-2-17V 
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IN STOCK= / answers to your 


POWER TRANSMISSION / PROBLEMS 


Foote Bros. LINE-O-POWER Drives P 
p 

j 

a 

ad 


f 


ALL MODELS, SIZES = 
RATIOS AVAILABLE FROM STOCK ~~ 
Here’s the widest selection of standard speed reducers 
available to you today—all from stock. Capacities 

range from fractional to 200 H. P., ratios to over 2700 

to 1. Standardization of design and extra-capacity 
Duti-Rated Lifetime Gearing make them the most 
economical to buy for any standard speed reduction 
application. The most economical to maintain, too— 
highest quality workmanship and simplified, rugged 
construction offer top efficiency, longer life and trouble- 
free operation. Standardized interchangeable gearing 


minimizes spare parts stock requirements. Foote Bros 
Line-O-Power drives will transmit power from any source 


and operate from any position. Input and output shafts 
can be easily modified to suit your particular needs 
Foote Bros. Line-O-Power offers you the complete line of 


drives pre-engineered and standardized for any or all of 
your power transmission problems—in stock to meet your 


needs efficiently and fast. Write oa complete catalog now 


FODTESBROS 


Beltr Power Tra Reoion 
FOOTE BROS. GEAR AND MACHINE CORPORATION 


T.M. REG. U.S. PAT. OFF 
. 
4545 South Western Boulevard, Department ID, Chicago 9, Illinois 
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TOOLS CARRY THE WEIGH] 
NO CRUSHED CARTONS 


C7 —s Pr 
I /ACKING SFACL 


REQU/REO 


ALL CARTONS 
msds SLL 3 
FLANDERS BLUE 


SY /OEN 7 


WAREHOUSING SPACE PROBLEMS? 


Warren Tool’s ‘FLAT PAK’ Five 
Carton Will Help Solve It! 


“, . . but I can order it for you . . .” never closed a sale. That's 
why extra storage space means extra profits. 

The Warren-Teed “Flat Pak” Five carton gives you this bonus 
space in your storeroom or warehouse. There’s no wasted space 
in these sturdy containers. Flat Pak Fives are also designed for 
shelf stocking. 

Stack them as high as you want. No danger of crushing these 
cartons because the tools inside support the extra weight. Seams are 
pre-stitched with metal clips for tighter closure. 

Each carton’s contents is marked plainly for quick inventory. 
The distinctive Flanders Blue identifies all cartons as Warren-Teed 
tools. All cartons are decimal packed. 

Right down to the cartons they’re shipped in, Warren-Teed tools 
build your profits and cut your costs. That’s why distributors 
and dealers everywhere stock them with confidence and sell them 
with ease. 


AAW HANDLE 
The finest obtainable @ 
trade 


mark 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . Warren, Okie 


Export Division . . 30 Church St., New Yort 7. N.Y 
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It’s a complete wire rope line.. 
FOR PEAK 


THERE’S NO GUESSWORK! A lot of distributors know from experience that 
peak wire rope sales depend on factors such as: A complete, top quality line. A 
brand name respected everywhere. Nearby warehouse stocks to draw from. Pro- 
gressive rope developments that provide new and special sales features. Sales 
promotional material. Effective advertising. Technical assistance. 


ROEBLING GIVES YOU ALL THESE 


AND, besides helping you win business, helps you keep it. Roebling wire rope 

gives customers more for their money... repeat orders follow year after year. 
Why not ask us about the possibility of Roebling representation in your area? 

John A. Roebling’s Sons Corporation, Trenton 2, N. J. 
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.the best-known: in every field! 
SALES, SELL 


BRANCH OFFICES AND 
WAREHOUSES FROM COAST TO COAST 


ATLANTA, 934 AVON AVE. + BOSTON, S!1 SLEEPER ST. 

CHICAGO, W. S525 ROOSEVELT RO. . CINCINNATI, 3253 

FREDONIA AVE. . CLEVELAND, 13225 LAKEWOOD HEIGHTS 

BSLivo. . DENVER, 480! JACKSON ST. . OCETRO!IT, 9IS FISHER 

SLOG. . HOUSTON, 6216 NAVIGATION BLVO. . LOS ANGELES, 

S340 € HARBOR ST. . NEW YORK, 19 RECTOR ST. 

DOOESSA, TEXAS, 1920 €. 2NO ST. . PHILADELPHIA, 230 

VINE ST. . SAN FRANCISCO, 1740 17TH ST. . SEATTLE, 

900 IST AVE. S&S. . TULSA, 321 N. CHEYENNE ST. . \ TRENTON NJ 


EXPORT SALES OFFICE, 19 RECTOR ST., NEW YORK 6, N.Y. Q 


Subsidiary of The Colorado Fuel and Iron Corporation 
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Tell Your Customers About 
NEW ABRASIVE APPLICATIONS 


Never Before Associated with Finishing.... 


RUBBER-CUSHIONED 
“JOB-MATCHED” STOCK ABRASIVES 
That Do The Work Of “Specials” 


Here’s a brand-new sales slant, profitably 
promoted by distributors and their sales- 
men, enthusiastically welcomed by their 
customers. Metal working plants can now 
combine work operations, replace slower, 
costlier methods, by using the same 
stock “job-matched” Brightboy textures 
selected for special jobs to do many 


other kinds also. 


Not until your customers have tried 
Brightboy and witnessed its unique rub- 
ber-and-abrasive action can they appre- 
ciate the completely new, wider concept 
which it has pioneered in finishing. 


Brightboy BURRS, CLEANS, FINISHES, POLISHES DIAMETERS TO 8 


frequently in one operation. It is available for 
quick delivery in both Silicon Carbide and Aluminum Nationally advertised, nationally demanded Bright- 
boy increases the scope of your abrasive sales. Write 


Oxide grains, each in combinations of grain sizes and 
today for the new Brightboy catalog and inviting 


textures from extra fine to 
extra coarse, in soft, firm and dealer proposition. 


tough rubber binders. 


Brightboy is made in wheels as well 
as in a full range of accessory prod- 
ucts—rods, sticks and blocks—for 


machine and manual operations. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J. 





America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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“ NOW do you believe me — 


* 
cases 


Insist on the new 


LAMSON 


° sae 


PACKAGING 


The New Lamson STACK-PAK Saves Money, Time and 
Packaging Trouble for Distributors and Their Customers 


Let’s face it. Industrial Distributors are in business for 
just one main reason: to make a profit! And the bigger 
the profit the better. 

But somewhere between the buying price and selling 
price of all products (bolts, for instance) that profit- 
eating dragon “overhead” raises its ugly head. Han- 
dling, shipping, storing, repacking, taking inventory 
all cost money. 

Lamson STACK-PAK packaging is designed to save you 
money on these overhead costs. 

STACK-PAK cases have been standardized into three 
basic sizes, each designed to stack and palletize evenly 
and safely with every other size. They're made of 200 Ib. 
test corrugated board, super-strong, yet light. This 
saves on shipping as well as handling costs. 

Quantities of contents have been adjusted to approxi- 
mate the average sales expectancy, so there’s no need 


2 3 


1971 West 85th Street - 
PLANTS AT CLEVELAND AND KENT, OHIO - 


to over-order to get what you want. This cuts down 
inventory investment. 

Lamson & Sessions STACK-PAK cartons have also been 
standardized—to 13 basic sizes that fit exactly into the 
cases. They are made of SOLID KRAFT TUFBORD* 
for extra strength, are glued, and labels are imprinted 
directly on the boxes so they can’t come off. All cartons 
are varnished to resist smudging and weigh a maximum 
of 20 Ibs. for easy handling by one man. 


The progressive distributor will 
readily see how Lamson STACK- 
PAK packaging can save him 
time, trouble and money in many 
ways and improve his service to 
customers as well. 

Yes, to give that profit figure a 
boost, always insist on Lamson 
products in STACK-PAK packages! 


~ he LAMSON & SESSIONS (, 


Cleveland 2, Ohio 


BIRMINGHAM + CHICAGO 
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ONLY SARCO MAKES ALL 5 
ASICALLY DIFFERENT TYPES OF STEAM TRAPS 


Liquid Expansion 


WHY DISTRIBUTORS FIND IT PAYS... 


to sell all 5 types of Sarco Steam Traps 


Only Sarco offers this sales-winning 
combination of advantages 


A strong competitive advantage 


Sarco and only Sarco offers all five basically dif- 
ferent types of steam traps. 

When you sell these five traps, you are, from 
the user’s standpoint, in a position to make un- 
biased recommendations. You can always rec- 
ommend exactly the right type of steam trap to 
meet the user’s needs. 


Undivided Responsibility 
-++by one source of supply 


Sell the Complete Sarco Line...and you elimi- 
nate the expense of dealing with four or five 
different sources of supply. And you get the pro- 
tection of Undivided Responsibility. 


Simplifies your selling job 

You have only one “brand” selling job...instead 
of five! You recommend one steam trap manu- 
facturer...Sarco...for all five different types of 
steam traps. 


Gives you the fastest-selling 
steam trap on the market! 


It’s the new Sarco TD Thermodynamic Steam 
Trap...a revolutionary new type made only by 
Sarco. 


Has taken hold like wildfire in all industries. 
It’s the greatest “door-opener” in the field. Ask 
for new bulletin No. 257B. 


Big advertising campaign 

Sarco advertising in 35 publications...total 
monthly circulation of almost 1,000,000...and a 
continuing mail campaign help Sarco distributors 
by creating a preference and demand for Sarco. 


Helpful sales assistance 


Our distributors can always count on prompt 
and competent sales and technical assistance 
from Sarco field offices. Sarco Company, Inc., 
Empire State Building, New York 1, N. Y. 


2's52-8 


Sarco steam traps, temperature regulators, heating specialties, 
strainers, condensate and vacuum pumps, finned-tube radiation 


SARCO 
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Talk of the Trade 


RIGHT AT HOME: Frank Meister (J. E.. Dilworth 
Co., Memphis) didn’t feel lost at all when, at the 
recent Southern Association meeting in Palm Beach, 
he had an opportunity to go out on a 116-ft. con- 
verted Corvette . . 
mander on a similar boat—sorry, I mean ship. 


CLOSE CALL: After reading so much here about 
golf, Harry Webster (H. K. Porter) decided he'd find 
out whether I could play or whether I just “talked” 
in writing about the game . . . Almost had to give 
myself away on the Saturday after the convention 
but, fortunately, the boss wanted to talk to me that 
day . . . Speaking of the boss, Walter Crowder, re- 
minds me that he and his spouse took a little vacation 
after the Southern meeting . . . Walter is a fisherman 
from ‘way back so they went down to the Keys. . . 
And, what happened? Mrs. Crowder caught a 5’ 2” 
sail fish . . . Walter went along, too . . . Getting 
back to one of my favorite topics, golf, there didn’t 
seem to be many golfers at Palm Beach. . . ‘course 
there were those who went out on the hotel’s putting 
green . . . Mr. and Mrs. Ronnie Ahern (Billings & 


Spencer) had a ding-dong match on the green. 


BASEBALL: Remember that song, “Keep Your Sunny 
side Up”? . .. There’s a line in it that goes something 
like this “If you have nine sons in a row, start a 
baseball team; they make money, you know.” . . . I 
got to thinking about that when Alex Walsh (Barker 
Chadsey, Johnston, R. I.) handed out cigars recently. 
. . » Mrs. Walsh had just presented Alex with their 
ninth child . . . I don’t know as all nine are boys 
but so what? .. . A ball club of both boys and girls 
would be an even greater attraction . . . Speaking of 
baseball attractions, Ed Gollwitzer (Pratt-Gilbert, 
Phoenix) gave me an inside tip . . . He says “Keep 
your eyes on the Giants.” . . . Of course, the Giants 
train in Phoenix . . . Wonder if Ed’s prejudiced? 


. During the war, Frank was com- 


GF 


FIRST CONVENTION: Among those attending 
their first Southern Association meeting was Mrs. 
William Cashman .. . Bill (Henry Walke Co., Rich 
mond) was speechless when Adele casually remarked: 
“T can’t understand it, Bill. You always told me that, 
when you go to conventions, you have to stay up 
late.” ... You'd be surprised, Adele, at how many con 
ventioneers think there’s a law forbidding them to 
go to bed at a decent hour . . . Paul Stine (Harry P. 
Lew, Orlando) really had his fingers crossed . . . For 
a week before the meeting Paul, Southern president, 
suffered through cool weather but, the day before the 
meeting, Old Sol came forth in all his glory. 











PROFITABLE HOBBY: Jack Behn (H. J. Behn Co., 
Fairfield, Conn.) believes the adage “it pays to have 
a hobby” . . . Jack’s hobby is gun collecting (I.D. 
Nov. ’55, page 92) and a short time ago he picked up 
an ancient 45-70 for a few pennies . . . He just sold 
it the other day for $200. 


THE CLINCHER: Got into a heated argument the 
other day and really came out on the short end when 
my opponent floored me with: “The trouble With 
you is, you're just prejudiced by the facts.” 


R.W.B. 
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To industrial supply men 


Why BLACKHAWK 
can be your biggest — 


It’s a natural ...industry today depends on 
hydraulic power throughout its operations 


Porto-Power” hydravlic compeo- 
nents help automate industrial pro- 

ses. Here, power-driven hydravu- 
¢ pump actuates press at triple 


manual speed 


including Jacks — 1% thru 100-ton capaci- 
ties * “‘Porto-Power"’ Remote Control Jacks — 
2, 4, 7, 10, 20, 50-ton capacities * Hollow 
Rams, Pull Rams, Hydraulic Hand and Electric 
Pumps — Cylinders, Valves, Fittings, Gauges, 
Presses, Pullers, Spreaders, Pipe Benders. 





New products add SPARK Top brand preference Something to sell everyone 
A constant flow of terrific new products Overwhelming preference for Blackhawk Throughout industry and construction 
from Blackhawk five you something to is the result of continually giving distrib -in production, maintenance and lab- 
talk about and se// — like this new faster utors and users the world’s finest hydrau oratory work — Blackhawk Hydraulic 
lighter hydraulic pipe bender lic tools with exclusive features Tools are basic for 1001 jobs 
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who want NEW business: 


Hydraulic Tool 
business build 


Answer industry's No. 1 interest You out-punch with exclusives Huge program of sales helps 


: ; . é F w > ost 
= [ewer C9615 You oot! more than Yi, way shead of compotion with Blasthans backs you with the moet pe. 
just equipment. You sell new production . P : : ‘ . . & 

; a , < —plus more easier-to-sell features hydraulic power tool field. It's the only 
ideas and shortcuts — faster, easier Heavy-duty jacks have “Lightning Lift hydraulic tool manufacturer to advertise 
maintenance. Adding up to lower manu- ——m 18 See : > : 

ae mae ff for faster load contact, smoother life in the Seturday Evening Post — ad after 
ae — Se eae Gauges can be mounted on the job Por ad telling millions to see their Blackhawh 
profits, Your own profits ride right along to Power" features widest canteen of inde eat distributor Ads throu hout 
with the only line that meets every hy hydraulic tool applications And only the year appear constantly in ieatne in 
draulic power tool requirement: and Blackhawk builds “Porto Power dustrial iiatiene too . 
that’s Blackhawk —_ on 


Don’t sell just jacks . . . sell hydraulic tools! 
More to sell... more places to sell! 


Every day — throughout industry and construc- be the one source of all hydraulic tool needs in 
tion on a ae “= — eerve finding more your area for bigger sales, bigger profits! 
ways to speed up production and cut maintenance 

costs with Blackhawk’s amazingly versatile jacks, The BLACKHAWK man wants to see you 
““Porto-Power” pumps, rams and attachments . Isn't this a profit story worth looking into? There’s 
the largest and only complete line of hydraulic no obligation just a chance to see for yourself 
tools built! And it’s full speed ahead at every how far up you really go with the complete Black- 
Blackhawk plant to meet the demands of this hawk line of hydraulic tools and Blackhawk back 
booming market. Tied in with Blackhawk, you can ing. Contact us immediately for full facts 


BLACKHAWEK: ivorautic power roots 
BLACKHAWK MFG. CO., Dept. H-1736, Milwaukee 46, Wisconsin 
a 


Gouge -equipped Hydrovlic jocks 


Porto- Power Hydroulic pipe benders Power-driven 
thru 100 tons 


ond knockout punches hydroviic pumps jocks 
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FAIRWAY WATER HOSE 


ANOTHER 


OF THE 


MANY 
GOOD 
PRODUCTS 


SOLD BY FOR: Golt course, greenhouse, contractors and general 
industrial use. 


WHY: Extremely flexible, won't kink. 


REPUBLIC Easy to move, weighing only 44# per 100 ft. in %” 
size . . . low friction drag across ground. 


Sturdy—Braided and molded construction. High ten- 
sile cord braid withstands up to 175# w.p. 


D | STR | R WTO p S Service—Long operating life, even when exposed to 
all weather conditions. The best “long length” water 


hose made. 
SIZES: %”, %” and 1” only. 


OTHER REPUBLIC HOSE for WATER SERVICE 
Tonka—For general industrial water service, lightweight, 
strong and flexible. 


Champion—The premium quality hose, wrapped duck con- 
struction . . . best water hose available. 


Relief Car-Washing—Tube specially compounded for han- 
dling hot soapy cleaning agents; cover resists oil, grease 
and abrasion. 


Chariot—For general water service where service conditions 
are normal. Dependable, long life. 


Other Water Hose in the Republic line: Republic Contractors’ 
Road Hose, Invader Street Washing, Garden Hose, Hi-Pres- 
sure Orchard Spray. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER &*TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 


INDUSTRIAL DISTRIBUTION * MARCH, 1956 








4ndustrial Distribution— 





How'd You Do? 


ee SCORES HAVE FINALLY BEEN ADDED UP. Now 
we can see what happened in 1955. Sure, each 
distributor has already made the tally for his own 
firm down to the final “net-after-taxes” line. But 
in ID’s Annual Survey (p. 97 through 104), you 
can see how the industry as a whole fared last 
year. You can also see how you did relative to your 
competition ' 


Highlights 


I certainly don’t want to anticipate any of the 
rewarding (and surprising) information which 
will come with detailed reading of these eight fact 
packed pages, but some highlights bear comment 
ing on here 


@ Dollar sales of distributors in 1955 were 15.1 
per cent above those in 1954. Month-to-month 
comparisons continued to improve as the year 
progressed. For example, the first quarter of 1955 
was only 3 per cent above the first quarter of 1954 
but, by December 1955, the gain (over December 
1954) had widened to 23 per cent. 


@ Not all regions shared equally in the im 
provement over the year. Distributors in the 
Pacific states lead with a 12-month gain of 22.5 
per cent while distributor sales in the West North 
Central states were up only 9.7 per cent in 1955 
over 1954. 


@ Joy over the improvement in dollar sales 
must be tempered, of course, by the fact that about 
one-third of the gain was the result of price in- 
creases during the year. (Prices in 1955 averaged 
5.2 per cent higher than in 1954. For December 
figures, see p. 130.) Rejoicing is also moderated 
by the fact that the physical volume of industrial 
production was 11.2 per cent higher in 1955 than 
in 1954 (F.R.B. index). Thus, the physical volume 


of goods moved by distributors was slightly lower 
than the gain in industrial output generally. 


@ Distributor inventories at the end of Decem 
ber 1955 were 8.9 per cent above those at year-end 
1954. Since prices in December 1955 were 8.4 per 
cent above those in December 1954, it would ap 
pear that on the average the physical volume of 
distributor inventories was practically unchanged 


over the year 


@ Reporting distributors showed lower gross 
margins in 1955 than in 1954—21.8 per cent com 
pared with 22.3. Distributors in four of the regions, 
however, reported improvement in gross margin 


percentages. 


Tenth 


As the title indicates, this is the 10th year 1D 
has conducted its “Annual Survey of Changes in 
Distributor Operations.” To distributor manage 
ment, to distributor sales personnel, and to manu 
facturers in the field, it has proved to be an ex 
tremely valuable source of hard-to-get facts Here 
are guideposts against which individual perform 
ance can be checked and appraised. This umique 
service could not be rendered, of course, without 
the cooperation of those distributors who have 
given us their confidential sales and operating 
figures over the years. On this 10th anniversary of 
our Annual Survey, the industry as a whole should 
certainly join with the staff of ID in giving a hearty 
vote of thanks to those distributors whose coopera- 
tion has made this sort of thing possible. 


Raat Lawbeer 
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One of the buildings of the Harvard Graduate School of Business Ad- 
ministration where some 60 to 80 industrial distributor executive-stu- 
dents will convene for an intensive three week course in management. 


Harvard Opens Doors to Industrial Distributors 


Harvard Graduate School of Business Administration offers 


Management Course to industrial distributor executives 


Group discussions are held prior to class sessions. Students Evenings and spare time will be spent on supplementary 
discuss informally case studies to be treated in next class. reading and study preparation for case scheduled next day. 
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Typical well lighted, air-conditioned classroom where session leaders guide the 
group in stimulating discussions based on the Case History System. About 61 hours 
a day will be spent in the classroom discussing everyday situations and problems. 





0° January 6, 1957, some 


scheduled from 8:15 a.m 


60 to 50 msing execu No firm can survive, much less grow and until 5:00 p.m. Monday 
tives of industrial distribut- prosper, without qualified executive leader- through Friday, and from 


ing firms from all over the ship. 


8:15 am. until 1:00 p.m 


country will gather at Har The management training course which Saturdays, with evenings 
vard University to start an Harvard is offering qualified personnel in our earmarked for supplemen 
intensive three-week course industry is designed to help develop execu- tarv reading and individual 
in business management. tive ability and executive leadership. Our preparation of material for 
Sponsored by the Joint industry is indeed fortunate in having this the next dav’s classes 
Educational Aids Commit unusual opportunity for training to improve Ihe Case History Sys 
tee of the National and the level of our management abilities—tirst, tem, originated and devel 


Southern Industrial Dis- 
tributors’ Associations, this 
executive development 
course will be conducted 
by the Harvard Graduate 
School of Business Admin 


istration, Harvard Univer- limited to 80 students. 





to improve the management skills in individ- oped at Harvard, is the 
ual firms but subsequently to lift the level principal method of instruc 
of leadership in the industry itself. tion. The studv of cases and 
We heartily endorse the Harvard Graduate the ensuing discussions are 
School of Business Administration Course. It 
is only unfortunte that the enrollment is 


designed to encourage stu 
dents to make sound ce 


cisions involving a_ wide 


The Editors 





range of practical everyday 





sity. 

This course is open to 
distributor personnel holding positions on the level 
of sales managers and above with member firms of 
either association. Applications will be screened and 
passed on by the Harvard faculty. 

The course is open only to present and potential 
executives eager to contribute fully to the entire 
course. Harvard professors point out that students 
get only as much out of the course as they put into it. 

The cost of the complete course is $550. This in- 
cludes all normal expenses except transportation from 
home or place of business to the university and re 
turn. Instruction, room and board, notebook, cer 
tificate and other course materials are all included. 

The course is “intensive” in every meaning of the 
term. Classes and discussion group meetings are 


situations. Cases dealing 
with the problems of industrial distributors will be 
specifically worked up for this course 

Che industrial distribution course will be under 
the direction of Professor Harry R. Tosdal. professor 
of Business Administration. Other residing members 
of the faculty, however, will serve as instructors in 
their specialties. 

Subjects to be covered range from marketing and 
warehousing to sales management, financing, and the 
complete organization of industrial supply firms 

Applications should be forwarded to H. R. Rinehart, 
1900 Arch Street, Philadelphia 3, not later than July 
15. For maximum efficiency of the course, Harvard 
has established a minimum of 60 and a maximum of 
80 students. 
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1. Prompt repair 
or replacement 
of tools sold 


2. Springboard 


for advertising 


3. Sales clincher 
for the outside men 


SPEEDY SERVICE is given customers in maintenance shop of Allen Supply Co., 


Cedar Rapids 


They add up to... 


Service Manager Art Hanson gives one-day service on jobs 


which took ten days for factory repair 


Three Benefits of a Service Shop 


ie SERVICE SHOP maintained as a customer conven- 
ience by Allen Supply Co., Cedar Rapids, Iowa, has 
proved valuable to the company in many more ways 
than just the purpose for which it was organized. 

“We're proud of this customer convenience,” says 
President J. M. Allen, “and we find it hard to put an 
estimate on its value to us. 

“For instance, you'll notice that there’s always a 
steady stream of men bringing their chain saws here 
for servicing and repair—they’re bound to get an idea 
of the other items we handle. So it’s a good ‘leader’. 


Customers Save Time 


“Our salesmen lean on it heavily to clinch sales. It 
means a lot to a customer to know that he can get 
local service on his new tool—and that he doesn’t have 
to lose time waiting for a part to get to Iowa from 
someplace in New England. It’s also quite a help to 
have a factory-qualified expert available in four lines.” 

When Allen Supply began a campaign on chain 
saws some years ago, it was the first distributor in Iowa 
for the tool. Hand-in-hand with an educational cam- 
paign to familiarize the local market with chain saw 


use, the company also set up a shop to service and 
provide replacement parts. Since its inception in 1947, 
the service shop has expanded its functions to include 
servicing and stocking of parts for chucks, air com- 
pressors, saw blades, and air tools. 


Shirt-Sleeve Salesmanship 


W. A. Hanson, who heads the department, is a 
shirt-sleeve salesman. He has diplomas from several 
manufacturers’ schools, and his experience is utilized 
not only in his capacity as a salesman and a repairman, 
but also as an instructor—Allen Supply often brings 
new dealers in to work with Mr. Hanson, to learn lines 
inside-out. 

Allen Supply uses the maintenance shop theme 
frequently in its advertising program, to thump home 
the idea of service to the customer. The shop is fre- 
quently featured in the one-minute spots which the 
company sponsors on Cedar Rapids radio station 
WMT. Manager Art Hanson appears often in the 
“personality type” newspaper ads which the firm uses, 
and the service shop is plugged heavily in the firm’s 
direct mail. 
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Are You Getting 
Your Share 


Of Prosperity? 


O MATTER HOW HIGH the level of national prosperity, com- 
N petition and technological change are always present in 
peacetime to force some industries and some regions to drop 
behind others 

Sometimes a regional decline is temporary; an industry or 
a local economy is merely readjusting itself to new conditions 
(a report on 1955 operations starts on page 97) . Sometimes it is 
more serious, as the natural process of attrition takes its toll 
of the inefficient and the outmoded, causing plants to shut 
down or move elsewhere. 

In either case, it’s serious to the distributor, who depends 
on the region for sales, when his customers curtail or close 
down production. He can’t afford to wait placidly in the 
knowledge that prosperity is still here, nationally, and in the 
hope that somehow it will again filter back to him. He 
must act; but how? 

A Kansas City distributor and a distributor in Newburgh, 
N. Y., each faced such a dilemma recentiy. And each, in a 
different way, acted decisively to resolve it—and succeeded after 
a struggle. To see what they did, read the next four pages 


It's up to you to act —> 
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1 “WE STUDIED NEW LINES,” Says R. L. Herod 
+ (left), Langdon Supply sales manager: “Our tool, file 
and hacksaw sales were really down in 1955. So we looked 


around. We took on grain handling machinery-loaders, car- 


pullers, speed reducers, bin valves, conveyor Carriers, etc.— 


How To Lick a Slump 


It looked like a bad year to Langdon 
Supply, Kansas City, until manage- 


ment set up a five-point program 


By Robert Slater 
Associate Editor, Chicago 


gs rs WERE CLoupy for Langdon Supply Co. 
in Kansas City last year. Five big plants had shut 
down and defense business had melted away. R. L. 
Herod, sales manager, recalls some plants that spent 
$10,000 a month had dropped to $100. 

But management felt the letdown was strictly local; 
furthermore that Langdon Supply could do some 
thing about it, if they took a new approach to selling. 
\ five-point program was set up. In Mr. Herod's 
words 

“1. We studied new lines 

We concentrated on specialties 
We took good care of the customers we had. 

“4. We put hard work back into selling. 

“5. We took another look at phone operations.” 

hese measures, he admits, were not radical. They 
stemmed from re-evaluation of well-proven rules. But 


they worked. 


86 


; 


7 
because grains are a big industry here. We also got a big 
increase in contractors’ supplies because of the construction 
boom. They're building a new turnpike and that helped 
indirectly.” Here he speculates on new product uses with 
C. A. Jerome, Jr., Gates Rubber representative 


* 


“WE TOOK GOOD CARE OF THE CUSTOM- 
3. ERS WE HAD.” Mr. Herod and Mr. Langdon in 
spect new belt matching machine, only one of its kind in 
area. It insures customers right size and types. “We have 
to concentrate more on service. Customers are not pleased 
as easily as they used to be. They have time for tests now, 
and we have revived the plant survey. They won't accept 
4-6 weeks’ delivery. We've got to deliver promptly.” 
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2 “WE CONCENTRATED ON SPECIALTIES.” 

\ir. Herod and C. A. Langdon look over newly 
enlarged V-belt stock. Management felt that “any plac« 
where a wheel turned” was a V-belt market, and complete 


“WE PUT HARD WORK BACK INTO SELL- 
ING.” Merle McKinley, salesman, shows up for new 


Saturday morning get-together, where staff and executives 


over problems. “When we got the program going,” sa\ 
Herod, “our salesmen began to work in more calls than 


they had previously, and they planned a better daily routin« 
As sales 


manager, | followed inquiries aud prospects much 


osely 


] 


1 must since the firm needed to jack up deliver 
They reviewed stock of fire fighting equipm | 


up to date, and realized a good volume pickup f 


7, 


department. A new catalog stressed the specialties 


_ 


; 


He 
to 


ans 


howed (¢ \. Langdon, expeditor, that 


ons presented an average tf | 1 


“WE RE-CHECKED OUR PHONES.’ 


Ppo! 
thinks customers appreciate most the firm 


track down orders long distance Inquir 


wers. Phone men work closely with outside 


count because “two heads on any deal beat 
19ss 


5 ended, Langdon Supply was out of its 


1¢ 
men 
om 


slump 


wm that 


ame 
W he i 


Things are different now in Newburgh, too . 








How To Keep Customers From Movin 


Settled industrial areas have a problem in holding old 
industries and attracting new ones. This Newburgh, N. Y., 


distributor took the lead in a campaign to halt a trend 


By Van Ness Philip, Assistant Editor 


Why Community Development? 


Ww AMERICAN INDUSTRY spending about $30 billion a year on expan- 
sion, almost every city is trying to lure new plants or making special 
efforts to keep their present ones happy where they are. All but three 
states have industrial development agencies; 5,000 communities have 
organized special civic groups to court industry, and 700 have set up 
semi-public corporations to raise funds for this purpose. 

Many communities make tax concessions to new industries, and though 
these and other financial lures are frowned on by a large bedy of opinion 
in the city planning field, some go so far as to build plants or buy up sites 
for lease out of public funds. 

In some areas, notably in the Northeastern states where nearly a third 
of a million textile jobs have disappeared in three decades, the impetus 
for organized community development has been present for some time, 
though results of these efforts so far have been spotty. Now everyone, 
everywhere, wants his fair share of today’s prosperity and, in most cities, 


there is an organized effort to go after it. 


AMES E. Seaman, president of W. L. Smith Co., 
J Newburgh, N. Y., was seriously worried early last 
year. Owners of one of the town’s largest plants had 
just told him they were about to move elsewhere— 
either down South or out West. The community 
had lost other plants that way, and it looked as 
though the trend would continue. Few new plants 
had moved in. Mr. Seaman wondered what, if any 
thing, he could do about it. 

Then he discussed the crisis with other alarmed 
local businessmen, and out of the meeting came an 
idea: to organize, through the local Chamber of 
Commerce, a full-scale industrial development drive 
aimed at halting the decline. Something concrete 
would be done to make present companies stay; new 
plants would be solicited. 

As a distributor, closely acquainted with local 
industry's problems, Mr. Seaman took a leading role. 
He became president of the Chamber, and started 
work on a program. 


|. He appointed an “Industrial Development Com 
mittee” consisting of business and professional men 


with direct interest in saving and building industry. 

2. The group initiated a research project to deter- 
mine why factories might leave town and what, if 
anything, might dissuade their managements. They 
set up procedures for helping the plants with 
problems. 

3. Through newspapers, TV and civic units, they 
alerted the town to the need for new industries and 
better relations with the present ones. 

4. They sponsored “Recognition Award” dinners 
and other events honoring local companies. 

5. They launched a program to solicit new indus- 
tries and help them with relocation. 

6. They worked closely with public officials, the 
State Industrial Commission, and local civic groups 
to further their ends. 


Within a year, there were tangible results. The 
large company that appeared to be on the move 
agreed to stay permanently. Another firm built a new 
plant in town replacing an older one. Community 
response was excellent. The committee itself was 
cited by the National Chamber of Commerce at a 
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DISTRIBUTOR JAMES E. SEAMAN (left) of W. | 
Smith Co. has been a prime mover behind drive to keep 
industry in a Hudson River community. Here, as Chamber 
of Commerce president, he listens to talk by New York’s 
Governor Harriman at local chamber meeting 


Chamber Leaders’ Workshop in Albany as one of 
three outstanding groups of its kind in 100 Northeast 


communities. 


Know What You Want to Do 


How was this accomplished? 

Not without trial and error, says Mr. Seaman, but 
he feels that a clear idea of major aims early in the 
campaign had much to do with success. 

The local Chamber of Commerce was not then in 
good financial shape, so the committee had to con 
centrate on essentials only. 

They decided not to raise a development fund, 
since “giveaways” like easy loans or tax concessions 
were not contemplated anyway. 

“We could not in good conscience offer any more 
to a new industrial prospect than we are prepared to 
do for an existing industry,” said the chairman. 

They set a dual goal of improving industry-com 
munity relations so present plants would stay, and 
attracting suitable new industries by methods short 
of financial lures. 

They considered publicity important, but resolved 
to do much more than promote vague goodwill. The 
committee tackles many industry-community prob 
lems on specific terms, often working quietly and 
privately. Improvement of utilities, financing by local 
banks, readjustment of inequitable taxes, transporta 
tion needs, zoning changes and parking improvements 
are a few of the problems it has had a hand in. Where 
there is disagreement, the committee tries to mediate 

New plants are sought agressively but, as the 
committee's ad in the Sunday New York Times said, 
“There are no giveaways in this program.” Each 
inquiry is serviced with a tailor-made prospectus 
describing the community and showing how the new 
industry would fit in. Help is offered in arranging 
leases and local private financing. 





Mr. Seaman's Checklist for Action 


1. “Attack the human problem first.” 


“There are conflicts and antagonisms between most 
communities and their industries that are not apparent 
on the surface. Our committee’s job is to find out 
where they are, and try to correct them.” 

Friction over zoning, roads, taxes, labor and other 
matters often arose, Mr. Seaman found, because 
opposing groups did not have the facts and could 
not appreciate each other's motives. The committee 
tries to set the facts against rumor and map out 
compromise. 


2. “Get the whole picture.” 


One company’s management complained of trans 
portation difficulties. ‘The committee investigated 
and found that these problems existed, but another, 
deeper concern was the real reason the management 
felt insecure in Newburgh. The real, hidden problem 
was not economic, but had to do with zoning and 
complex human relations factors. Once located, it 
was tackled and solved. 


3. “Promote a new climate.” 
The idea is to sell Newburgh on its industry, and 


local industry on Newburgh. 

When a local company marks an anniversary or a 
plant expansion, it is honored at a Chamber of Com 
merce “Recognition Banquet.” The Development 
Committee supplies speakers and issues publicity. It 
helps local firms sell themselves. 


4. “Work for a better town.” 


Since employee relations is a major concern of all 
industrial management today, “good living” may be 
the factor that tips the scales in Newburgh’s favor. 
The Development Committee throws its full weight 
behind any reasonable project for civic betterment, 
whether this involves a new school, a bigger hospital 
or a new Boy Scout troop 


5. “Service your industries.” 
Last year, when a labor-management dispute 


threatened to close down the city’s Hudson River 
ferry service, the Development Committee stepped in 
with a community-wide appeal for personal letters 
to all members of the union and management. So 
many letters were received that both sides gave in 
and agreed to keep the boats running pending arbitra 
tion, to the relief of local companies that depended 
on them for getting commuters to work 


6. “Organize right.” 

Newburgh’s committee is organized to weld various 
community interests together and insure that special 
ized talent will be available for specific problems. It 
includes a lawyer, a hospital superintendent, two bank 
officers, an architect, two utility executives, a retail 
merchant, a wholesale merchant and a manufacturer 
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Breakfast meeting of SIDA, 
presided over by Paul J. Stine, 
association president, Harry P. 


National association prexy, C. E. 
Gollwitzer, Pratt-Gilbert Hdwe. 
Co., Phoenix, Ariz., brought 


well-wishes from his organiza- 


Manufacturers’ association presi- 
dent, Clarence B. Noelting 
(Faultless Caster Co.) acknowl- 
edges welcome on behalf of sup- 


2, 


Modern methods discussion was 
opened by L. D. Montague, 
B. L. Montague Co., Sumter, 
S. C., who outlined some areas 


Leu, Inc., Orlando launched 


business end of the meeting. tion. in which modernization helped. 


pliers. 


Forum Discussions Head Program 
At Palm Beach Meeting 


, 
\ 
Catalog plan developments by 
joint distributor associations com- 
mittee were presented by Alex 


V. Davies, Moore - Handley 
Hdwe. Co., Birmingham. 


M ORE THAN 500 gistributors, manufacturers and wives 
attended a three-day, mid-year meeting of the 
Southern Industrial Distributors’ Association in Palm 
Beach, Fla., last month. It was the first time the group 
held its convention in Florida; for the last several years 
the meeting has been held in the Edgewater Beach 
Hotel, Biloxi, Miss. 

The opening event was a cocktail party Wednesday 
evening, Jan. 18. The following morning, the business 
end of the convention was launched with a breakfast 
meeting of distributors. Forum discussions were held 
on “Modern Methods for Distributors”, “Distributor 
Operations,” and “Salesmen’s Compensation.” In 
addition, such topics as the new pipe pricing policy, 
regional distributor organizations and meetings were 


discussed 
Joint Meeting 


Later, a joint meeting of manufacturers and distribu- 
tors was held with Paul J. Stine, Harry P. Leu, Inc., 


Experiment with electronic office equipment is described t hase \ 
Orlando, presiding. Mr. Stine is president of the South- 


from floor by John C. Pye, Pye-Barker Supply Co., Atlanta. 
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Distributor operations and threat 
of dwindling net profits were 
, analyzed for discussion by Henry 
B. Tonsmeire, Turner Supply 
Co., Mobile, Ala. 


Policies of manufacturers and 
distributors in selective distribu- 
tion and pricing were discussed 
by C. McD. England, Logan 
Hdwe. & Supply, Logan W. Va. 


Dwindling profits and the ur- 
gency of constructive action was 
expounded by Ashley DeWitt, 
Briggs-Weaver Mach’y Co., Dal- 
las, Texas. 


Responsibilities of both manu- 
facturers and distributors in car- 
rying out pricing policies were 
delineated by R. V. Yohe (B. F. 
Goodrich Co.). 


_* 
Essentiality of public and_per- 
sonnel relations, cannot be dis 
counted, said Charles E. Beard, 
president, Braniff International 
Airways, Dallas. 


Inventory for profit was intro- 
duced as a subject during the 
general discussion period by 
Walker Wellford, Jr., J. E. Dil 


worth Co., Memphis. 


Management course to be pre- 
sented at Harvard, sponsored by 
two distributor associations, was 
outlined by L. B. Mize, Indus- 
trial Supply Corp., Richmond. 


Z 
Planned Selling program as in- 
troduced and effected by On 
Evansville, Ind., was 


Bernard C, 


Iron Co.., 
feature talk by 
Weirauch 


em Association and, as such, introduced two fellow 
presidents, Clarence B. Noelting of the American As 
sociation and C. E. Gollwitzer of the National Associa 
tion. ‘here were two speakers on the program, Ashley 
DeWitt, Briggs-Weaver Machinery Co., Dallas, who 
discussed “Distributors’ Disappearing Profits” and 
Charles E. Beard, president of Braniff Airways, who 
talked on “Public and Personnel Relations—Essential 
wins.” His talk centered on communication and he 
pointed out that it grew in difficulty as any firm grew 


larger. 


Interviews 


The afternoon was devoted to manufacturer-distri 
butor interviews. Manufacturers’ room numbers were 
posted in the lobby of the hotel and distributors visited 
the manufacturers in the same fashion as they visit 
the booths at the Triple Convention. 

On the final day there was a second joint meeting 
at which Bernard C. Weirauch, vice president of Orr 
Iron Co., Evansville, Ind., was the chief speaker. Mr. 


Weirauch outlined his company’s “Planned Selling 
program, which was adopted as a means of offsetting 
diminishing net profits. The subject will be the feature 
of the May issue of [NpusrriaL DistrinuT!ON 


Discussion Period 


Another feature of the meeting was a discussion 
period led by C. McD. England, Jr., Logan Hardware 
& Supply, Logan, W. Va., on selective distribution and 
pricing policies for stocking and non-stocking distribu 
tors. Walker Wellford, Jr., J. E. Dilworth Co., Mem 
phis, led a discussion on obsolete inventory 

Reports were submitted by Lloyd B. Mize 
Richmond, on the management 
and by A. V. Davie 


Birmingham, on the 


Indus 
trial Supply Corp., 
course at Harvard (see page 52 
Moore-Handley Hardware Co., 
associations’ catalog plan. Mr. Davies announced that 
two other associations, the National Wholesale Hard 
ware Association and the Sheet Metal Distributors 
were joining with the National and Southern associa 
tions in sponsoring the catalog plan 


Additional pictures start on page 192 





GO WHERE BUSINESS IS: Salesman H. W. Jack- 

¢ man of Associated Bearings Co., Kansas City, calls on 
the manager of an aircraft instrument station, a relatively 
new prospect for bearing distributors. His colleague, Joe 


=e 
a 


Evans (with manufacturer’s representative) scours the Kansas 
City countryside to hit stone quarries, heavy construction 


projects, and mines. With each salesman, calls are important 
only if worthwhile potential is there. 


Selling bearings involves different selling conditions, different 


markets, different types and sizes, but bear in mind these... 


Three Essentials For Selling More 


EGARDLESS OF CONTRASTING SELLING CONDITIONS, 
R sizes, and applications, a bearing is a bearing—and 
H. W. Jackman and Joe Evans, two ABC-Associated 
Bearings Company's four-man city sales team, sub 
scribe to what the firm terms “an essential pattern of 
selling, the ‘ABC’s’ of “‘ABC’”: 

A. You have to get yourself where the business is. 

B. You have to know the hows, whys and whats of 
bearing application. 

C. You have to make yourself a part of your cus 
tomer’s operation. 

When Mr. Jackman (who is also a vice president 
of Associated) visits his customers, he can carry his 
bearing samples in his pocket. Working conditions 
are ideal, since his accounts lie mainly in the instru 
ment bearings field, where spotlessly clean and care- 
fully controlled air conditioned shops are a must. 

The sales he rings up consist primarily of miniature 
ultra-precision bearings that can easily be ruined by 
a speck of dust or even unfavorable atmospheric 
conditions. 

But when Mr. Evans sets out for a selling day, he 


may need help to load a single bearing in his car—and 
calls sometimes necessitate a side trip to the dry 
cleaner. Mr. Evans services heavy industry—rock 
quarries, over-the-road transport trucks, construction 
and earth moving equipment and rock crushers. 


Knowledge Pays Off 


Knowing the details of bearing application helped 
Mr. Jackman recently when a new Kansas City air- 
craft plant started up. Associated Bearings and its 
suppliers held two bearing classes a day, two days a 
week, over a two-month period, for the new customer, 
to instruct the maintenance workers on the bearings 
utilized. 

The same dust that makes Mr. Evans the dry 
cleaner’s best friend makes a rock crushing plant a 
natural for repeat orders—rock dust is tough on bear- 
ings, and necessitates frequent replacements. 

Another project on which Mr. Evans concentrated 
(plus all the rest of the personnel at ABC) is a 
machine which the operator calls “The Monster.” 
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Selling Is Five Parts Human Nature 


Combined with astute reading of human nature, 


simple form is Cincinnati salesman’s selling secret 


By Don McGill, Associate Editor 


wu" THE PROFESSORS are diligently piling theory upon hypothesis in their 
search for the secret of successful selling, Salesman Arthur King of Cincin- 
nati’s Wm. 'T’. Johnston Co. has been quietly practising some psychology of his own. 

Moreover, it’s psychology with a small “p”—what most people prefer to call 


human nature. 


Here, very much abbreviated, is what Mr. King has discovered about human 


nature after 38 years of industrial selling: 


SPECIFIC SUBJECT to talk about is salesman Arthur 


King’s (right) rule when approaching a P.A., in this case 


R. J. Siemon, Moeschl-Edwards Corrugating Co., manufac 
turers of rolling doors 


Have something 
‘to talk about 


(Nothing new, you say? Maybe not. But consider 
the human nature of the thing. It’s Mr. King’s con 
sidered opinion after years of observation that the 
average industrial buyer is “honestly sincere” in say- 
ing he can’t think of anything he needs at the moment. 
It’s human nature to be caught with an empty 
memory. Mr. King has found too many buyers 
thanking him for reminding them about a forgotten 
item, to believe he’s getting the polite brushoff. ) 





Watch for signs 
‘ of disinterest 


Well, this is sure old stuff, isn’t it? Not so, says 
Mr. King. He’s been told of many salesmen who, 
perhaps abiding by the theory that selling takes per- 
sistence, stay too long, talk too much, say too little. 
And he’s been toid this by countless buyers, some of 
whom have wondered by what built-in radar Mr. 
King knows the precise moment when to get up and 
go. He thinks a lot of salesmen could do themselves 
a world of good by sharpening their knowledge of 
human nature. ) 
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3. Talk to shopmen 








THE WM. T. JOHNSTON CO. 
200-204 VINE ST. 
CINCINNATI 2, OFC 


To QUOTATION 

i sdmilh & Co. Lp 2), M55 
Modell CV-907 

Culia ir Vreh4er 


Lost, ells 2 EE tod 
G0 puck moder mole , 6 fal 
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SIMPLE? Eschewing fancy quotation forms, Mr. King uses 
this simple scrap of paper to put necessary data in hands of 


plant man or P.A. It’s a sales-getter, says Mr. King 


as, 


SILENCE, PLEASE, while plant man (Moeschl-Edwards’ 
shop foreman, Wm. Groeschen) is telling the P.A. what 
distributor salesman told him. Mr. Groeschen holds sales 
literature and quotation form. 


Maybe not in so 
many words—except this: a salesman can, if he 


(Mr. King said something new? 


knows human nature, turn his shop contacts to good 
advantage. Human nature comes into it this wa 
Show a sincere interest in shop men not only as tech 


nical personnel, but as people, as well 


Use simple 
quotation form 


(Here, certainly, is something new. Human nature 
being what it is, a quotation made in this way gets 
around all the fuss and feathers entailed by those 
formal documents issued by the distributor's office 
And, human nature being what it is, the shop man is 
more inclined to give preference to a product about 
which he has the immediate, accurate facts 


Let shopman 
talk to P.A. for you 


‘his step is a natural corollary to step No. 4—and 
will work if the salesman masters the art of keeping 
his mouth shut. Armed with the quotation, a good 
recollection of what the salesman has told him, and 
often a piece of the manufacturer's literature, the 
shop man is quite capable of cinching the sale for 
the salesman. Again, human nature being what it is, 
the PA is invariably much more disposed to listen to 
one of his own people than to an outside salesman 
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Profit-Sharing Plan 
Has Pension Feature 


“Sense of Company,” intangible but 


vital, promoted among employees in 
main office and branches by Charles- 


ton, S. C. firm’s profit-sharing plan 


ue profit-sharing plan with pension feature adopted 

four years ago by the Cameron & Barkley Co., 
Charleston, S. C., is the firm’s practical answer to a 
very particular need, that of building a “sense of 
company” among employees scattered over a wide 
geographical area. Cameron & Barkley has its main 
quarters in Charleston, S. C., but has branches with 
staffs and stocks in Savannah, Ga.; Jacksonville, 
Orlando, Tampa and Miami, Fla. 

Company officials have found that the plan increases 
morale by increasing incentive, strengthens loyalty 
and keeps employee turnover at a satisfactory mini 
mum. But they have also learned that loyalty to a 
company, rather than a branch unit of it, increased 
greatly when every employee knows that the company, 
through its profit-sharing pension plan, provides for 
his future security. 

Cameron & Barkley employs 220 people in the 
main office and branches, and about half of them are 
currently participating in the profit-sharing plan. 


The Benefits 


(his plan pays a return upon retirement, death, 
disability or separation due to curtailment in business. 
All contributions come from company earnings be 
fore any amount is set aside for dividends, surplus 
reserves, taxes or income, Employees contribute 
nothing. 

Officials of the company feel that the money paid 
into the profit-sharing plan since its inception (Dec. 
31, 1951) is a sound and profitable investment. In 
an industrially-booming South where more and more 
job opportunities are available daily, the plan has 
promoted employee stability. Employee turnover 
maintains a downward trend and the problem has 
all but disappeared. 








Provisions 


Every employee with five or more years of con- 
tinuous service as of Dec. 31 is eligible to par- 
ticipate in the division of profit for that year 
and his account is credited accordingly. Those 
with less than five years of continuous service 
become eligible to participate as soon as their 
five-year service mark has been passed. 


Military leaves of absence count as continuous 
service for those who have spent two years 
or more with Cameron & Barkley. 


The company’s contribution to the fund for 
any year may not exceed 15% of the aggre- 
gate compensation paid to all participants 
under the plan during a given year, and each 
participant's share is computed on his base 
pay for that year and its relation to the total 
omount. 


The employee's vested, or non-forfeitable, in- 
terest in the trust fund increases by 5% each 
year following his first year of participation so 
that, at the end of 20 years’ service, he has a 
100% vested interest. 


Upon retirement or total incapacity, the em- 
ployee’s proportionate interest is set aside and 
the amount is paid to him. Upon his death, 
whether before or after retirement, his bene- 
ficiary receives his entire interest. 


The plan is under the direction of a committee 
of five participants, two of whom are employ- 
ees and the other three are company directors. 


Trustee for the money is the South Carolina 
National Bank. Amounts not paid out are in- 
vested by the bank in securities and the income 
received from these investments is paid to the 
participants. 


Periodic statements are distributed to partici- 
pants to show increases in their proportionate 
interest. 
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PLUS YEAR (with one exception) is pictured by this panel 
of percentage increases in operations in 1955 over 1954 


National sales increase kept in step with year’s jump in 
industrial production, and outpaced a 5% price rise 


1955 Sales Show 15% Jump 


Encouraging increases seen in all phases of distribu- 


tors’ operations—but majority view 1956 with caution 


D OLLAR SALES OF INDUSTRIAL DISTRIBUTORS FOR 1955 
recovered from their 1954 slump, rising 15.1% 
to again touch the $4 billion level, according to re 
turns tabulated in ID’s 10th Annual Survey of Dis 
tributor Operations. To be exact, sales rose to $3,954 
million, just short of 1951’s record $4.1 billion. 

Increases prevailed virtually across the board. In 
ventories at January 1, 1956, were 8.9% over those 
for the same date in 1954, turnover on inventory in 
terms of cost of goods sold rose 9.8% to 4.5, accounts 
receivable were up 22.1%, number of invoices billed 
was greater by 11.3%, number of employees was up 
3.5%. The number of salesmen was up only 1.8%, 
but average sales per salesman jumped over 16%. 

If there was cause for complaint in 1955, it was the 


2.2% drop in gross margin to 21.8%. Regional analysis 


of this factor (see following pages) reveals that the 
drop was due to competitive price-cutting. 

Distributors participating in the Annual Survey 
named booming industrial conditions and higher prices 
as the chief causes of their prosperity. Outlook for 
1956 was more cautious than for last year. 

The various operating ratios presented in this An 
nual Survey will afford valuable guides against which 
distributors can gage their own performance 

The editors of INpusrriat Disrriution wish to 
thank the hundreds of distributors who provided 
confidential figures for making this survey possible 
Due to their cooperation, ID has again been able to 
publish a reliable statistical picture of the industry. 
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Distributors’ Dollar Sales Up 41% in Decade... 
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But in Same Period Prices Rose About 40%... 
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So Physical Volume Is Practically Unchanged 
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REGIONALLY, this is how distributors’ 1955 sales com- 


pared with 1954’s. From map distributors can determine 


in which census region they are located. Regional statistics 


are discussed and charted on pages 101-103 
| 


1955: View of a Healthy Industry 


2 vivip CONTRAST to their 1954 performance, over 

95% of distributors reporting to the Annual Survey 
declared they had increased sales in 1955. Only 22% 
of participating distributors reported a gain in sales 
volume for 1954. Nevertheless, despite 1954’s depress 
ing results, 89% of distributors foresaw an improve 
ment for 1955. 

Below is a comparison of the range of dollar sales 
increases and decreases between 1954 and 1955: 





Percentage of Firms 
Increase or Decrease Reporting 
in Sales 1954 1955 


40.1 to 50% ‘ 6 
30.1 to 40° 
90.1 to 30% .; 2 
10.1 to 20% 2 
1 to 10% 2 
1 to —10% 
1 
iy 


4. 
8. 
8. 
8. 
3. 
0. 


to — 20% 


—1 
2 to —50% 





Just over 85% of distributors reported sales in 
creases ranging from 0.1 to 40%, while another 10% 
reported increases of from 40 to 50%. A small firm 
in the Mountain region almost doubled its sales with 
a 92% increase. The biggest loss (16.3%) was re 


ported by a West North Central distributor. In 1954 
over 18% of distributors reported losses ranging from 
20 to 50%. 

Regionally, Pacific distributors showed the largest 
sales increases: 22.5%, closely followed by South 
Atlantic distributors (18.5%) and New England 
distributors (16.7%). The lowest gain, reported by 
West North Central distributors, was still a substantial 
9.7%. 

It must be pointed out that a substantial increase 
in the price of items sold by distributors accounts 
in large measure for expanded dollar sales. Over 
the year, the total index rose 5.1%, with increases in 
individual product lines going as high as 14%. Dis 
tributors were well aware of these increases, naming 
them as principal factors in their improved sales 

Indeed, when viewed over a decade (see charts 
opposite), price increases have actually resulted in 
distributors selling less today—physically—than they 
did at the beginning of 1947. 


Inventories: A Question 


Ihe increase in the level of distributors’ inventories 
at January 1, 1956, didn’t quite keep pace with the 
increase in annual dollar sales, with the possible excep 
tion of the Middle Atlantic and West North Central 
regions (see regional breakdowns). There are two 
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reasons. First, inventories at this particular date are 
traditionally low. Second, in their comments on the 
Annual Survey questionnaire, several distributors 
hinted at “inventory liquidation,” indicating an effort 
to clear out both excess and low profit margin items. 

However, inventories generally were 8.9% higher, 
with Middle Atlantic distributors showing a 16.5% 
rise. Smallest increase was shown by West South 
Central distributors (4.5% ). 


Turnover: Improvement Everywhere 


In turnover (the ratio of inventories to cost of goods 
sold), distributors nationally showed a 9.8% improve- 
ment; rising from 3.3 in 1954 to 3.8 in 1955. Pacific 
distributors led with a 12.8% increase to 4.4. The 
highest turnover was reported by East South Central 
distributors (5.2), a 6.1% improvement over their 
1954 figure. Below is the regional ranking for 1955, 
and a comparison with the 1954 figures: 





Region 1955 1954 


East South Central. . . . 
West North Central. . 
West South Central 


New England. ... 
East North Central 
Middle Atlantic. 
South Atlantic 


Mountain. . . 


WwWwAhhwWELhL 
WwInNO-wdoawvo 


5.2 
5.1 
4.8 
4.4 
4.4 
4.4 
4.3 
4.0 
3.8 





Gross Margin: Competition Reflected 


Distributors in five of the nine regions reporting to 
the Annual Survey showed decreases in their gross 
margin during 1955. West North Central distributors 
reported an average decrease of 12.8%, and Middle 
Atlantic distributors a 7.2% decrease. Other decreases 
ranged from 2.3 to 1.3%. Increases in gross margin 
were modest, ranging from 3.3% to 2%. 

On the national average, distributors’ gross margin 
stood at 21.8%. The highest gross margin (24.8% ) 
was reported by South Atlantic distributors. New 
England distributors reported 23.5%. Gross margins 
were lowest in the Middle Atlantic, West North 
Central, East South Central and West South 
Central regions, ranging from 21.7% down to 16.8%. 


Accounts Receivable: Rise With Times 


Nationally distributors showed a 22.1% in their 
accounts receivable, which follows logically from the 
large increase in sales volume. In terms of days’ sales, 
there was no change—36 days. It is still not possible 
to establish any relationship between increases in 
volume of sales and in accounts receivable. 


More Employees, Higher Sales 


Accompanying the upward sales trend, the number 
of employees of distributor establishments increased 
by 3.5%. Distributors in all regions reported a similar 
increase, except those in East South Central who 
reported nearly 2% fewer employees. The largest 
increase was in the Mountain region (6.99%). 

There was a marked improvement in the produc~ 
tivity of employees, sales per employee increasing 
14.5% nationally, and as much as 23% in the case of 
West South Central distributors. (See table below). 


Salesmen’s Productivity Up 


Nationally, there was only a 1.8% increase in the 
number of distributor salesmen, but this average in 
crease varied regionally. 

Sales per salesman were up nationally by 14.8% to 
a new high of $232,790. (See table below) 


No. of Invoices Consistent 


The number of invoices billed by distributors in- 
creased by 11.3% in keeping with the national 
increase in dollar sales. The average amount per 
invoice nationally increased 5.6% to $45.54. West 
South Central distributors reported an average of 
$52.10 per invoice. Regional comparisons are shown 
in the table below. 


What the Survey Results Show 


Distributors reporting to ID’s Annual Survey 
revealed that, along with the whole industrial economy, 
they recovered ground lost in the first half of 1954. 
It was a year of remarkable achievement, but ponder 
ing the increase in prices of items they sell and assess 
ing prospects in their own localities, distributors are 
not over-optimistic about 1956. Here their feelings 
coincide closely with those of numerous economic 
and industrial prophets, some of whom are now warn 
ing of an easing-off in the 1955 boom. 





Sales Sales Amount 
per per per 
Employee Salesman Invoice 

.. $34,995 $193,163 $37.65 
37,368 203,741 40.36 
39,702 231,867 42.41 
37,595 196,625 48.62 
41,112 223,602 42.51 
32,304 202,120 39.25 
43,660 267,385 52.54 
Mountain 39,153 106,679 40.27 
Pacific 43,461 318,271 46.15 
National Average 39,757 232,790 45.54 


Region 

New England 
Middle Atlantic 
East North Central 
West North Central 
South Atlantic 

East South Central 
West South Central 
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NEW ENGLAND: Sales Recover From 1954 


D isramt rors ascripep their large 
sales increase to a combination of 
higher machine tool production, 
price increases, and better selling. 
No mention made of floods 


which ravaged industrial areas dur- 


Was 


ing summer. 

Turnover ratio was up a slight 
2.3% to 44. Gross margin of 
24.5% was second highest in US., 
up 2.3% from 1954. Accounis re 
ceivable in terms of days’ sales were 
23 days (29 in 1954). 

Outlook: First 6 mos. of 1956 will 
see sales same or better, but may dip 


later in year. 


MIDDLE ATLANTIC: 


D isrrmurors TIED SALES INCREASE 
to higher prices and greater demand 
for tools. One distributor: “Rising 
prices and lengthening deliveries 
make customers order a lot extra.” 

Turnover ratio was slight 2.4% 
higher at 4.3. Gross margin was 
7.2% lower at 21.7%. Accounts re 
ceivable in terms of days’ sales were 
down from 35 to 29 days. 

Outlook: 85% of distributors ex 
pect 1956 sales to equal or improve 
on 1955 volume. expect 
“slide in last 6 mos. of year.” One 
New York distributor doesn’t expect 
any more significant price increases. 


EAST NORTH 


G: NERAL INCREASE in _ business,” 
“natural growth in area.” “increased 
were typical 


Some 


automotive activity” 
reasons given by distributors for 
their 1955 jump in sales. 

Turnover ratio went up to 4.4 
from 4.1. Gross margin decreased 
from 23.9 to 23.5%. Accounts re 
ceivable were down to 29 days’ sales. 

Outlook: Auto industry’s pros 
pects engendered caution—only 66% 
expect same or improved sales in 
1956. One distributor expects 10% 
drop due to overproduction of autos 
Another sees capital spending up, 
production down. 





+40 
+35 
+30 
+25 
+20 
+15 
+10 
+5 

0 
- § 








-72% 
WO. SALES 
TURN ACCOUNTS NO OF NO.EMP- SALES- PER EMP 
OVER REC'BLE INVOICES LOYEES MEN 


SALES 
PER 


LOVEE SALESMAN 





Gross Margin Does Slide 
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CENTRAL: Sales Follow “Growth” 
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WEST NORTH CENTRAL: _ Sales Up, Margin Down 
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Disrrmurors NAMED INDUSTRIAL 
GROWTH and pick up in iron mining 
as causes of sales increase. One re- 
ported being hurt by Westinghouse 
strike. Another said industrial 
growth offset decline in farm in- 
come. “Added lines” was another 
distributor's analysis of rise. 

Turnover ratio was a high 5.1, a 
6.2% increase over 1955. Gross 
margin tumbled 12.8% to 20.5%. 
Accounts receivable in terms of 
days’ sales were virtually unchanged 
at 33 days. 

Outlook: 90% expect 1956 to re- 


main same or improve. 


Disremurors NAMED THREE BIC 
FACTORS as cause of high sales in- 
crease—improvement in coal indus- 
try, revived activity in textile in- 
dustry, and general industrial de- 
velopment of southeast. One named 
“change in management” as re- 
sponsible. 

Turnover rose from 3.7 in 1954 
to 4.0. Gross margin, highest in 
country, was 24.8%, up 2.5% from 
1954’s 24.2. Accounts receivable 
were down to 37 days’ sales from 
1954’s 39. 

Outlook: 50% of distributors ex- 
pect sales to stay at same level. 


Disrrmurors FELT NO COMMENT 
beyond “generally favorable business 
conditions” was necessary to explain 
their increase in sales. 

Turnover was highest in U‘S. at 
5.2, a 6.1% increase over 4.9 in 
1954. Gross margin was second low- 
est at 18.9%. Accounts receivable 
in terms of days’ sales were up to 
37 days from 1954's 34. 

Outlook: Two-thirds of distrib- 
utors in region anticipated 1956 sales 
equal to or better than those in 
1955. One distributor felt further 
price increases would account for a 
5% increase in his sales. 





WEST SOUTH CENTRAL: Basic ares. ie Sales 


D isrru rORS REPORTED that a gen- 
eral improvement in the oil indus- 
try and in the aircraft industry was 
responsible for their higher 1955 
sales volume. 

Turnover was 4.5, a 9.1% im- 
provement over 1954’s 4.4. Gross 
margin, however, was lowest in the 
country—16.8%, a decrease from 
1954's 17.2%. Accounts receivable 
in terms of days’ sales were up to 
38 days from 35 in the previous year. 

Outlook: All distributors replying 
to the survey questionnaire looked 
for sales equal to or better than 
those in 1955. 
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MOUNTAIN: Prospects be svametin For 1956 


D isrriu rORS STATED that fast-mov- 
ing developments in the aircraft and 
guided missiles industries were at 
the root of their sizeable sales in- 
crease. 

Turnover was a relatively low 3.8, 
up slightly from 1954’s 3.3. Gross 
margin improved 8.2% from 20.8% 
in 1954 to 22.5%. Accounts receiv- 
able in terms of days’ sales were 
highest in US.: 48 days (39 in 
1954). 

Outlook: All distributors looked 
for better 1956 sales volume. They 
expetted boom to last full 12 
months 
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PACIFIC: Sales Increase Is Highest 


D isrrmutors ASCRIBED their sales 
increase (highest in the U.S.) to a 
combination of rapid industrial 
growth, improved distributor facili- 
ties, influx of new industry, and bet- 
ter selling methods. 

Turnover was up to 4.4 from 3.9 
in 1954. Gross margin, however, 
fell fractionally to 23% from 23.3% 
in 1954. Accounts receivable in 
terms of days’ sales were down from 
a high 46 in 1954 to 44 days. 

Outlook: With characteristic op- 
timism, all but 10% of distributors 
expected 1956 sales the same or bet 
ter than those in 1955. 
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Distributors Regard 1956 Cautiously 


perme DISTRIBUTORS, smarting from de- 
clines in 1954 sales, nevertheless took a 
preponderantly bright outlook on 1955, 90% 
of them predicting sales would be the same or 
better. Well, they got their wish, but those 
reporting to the Survey exercised some caution 
in projecting their 1956 sales, with an un- 
usually large group frankly saying “I don’t 
know.” As a matter of fact, it could be said 
that distributors’ forecasts tabulated opposite 
parallel those of leading business pundits. 


Estimate 1956 
Sales Will Be: 


15 to 25% 
10 to 14% 
1to 9% 


This Percent of 
Distributors: 
10.7% 
22.1 
20.0 


| above 


| 1955 


Same as 1955 


1 to 9% \ below 
10 to 15% { 1955 


31.4 


2.2 
2.2 


11.4 Don't Know 


How Are Customers Buying? 


To maintain a spot check on how distributors 
customers are buying. ID again this year asked: 
“What changes have occurred in your customers’ 
buying patterns? Are they now buying chiefly 
for inventory? Or are they buying on a hand-to- 
mouth basis? Are these changes true of large and 
small customers alike?” 

The same questions were asked of distributors 
in June of last year to get a mid-year sampling of 
opinion on customers’ buying. 

In both cases the preponderance of opinoin 
showed that large and small customers are buying 
on a “hand-to-mouth” basis. Exceptions were a 
few large customers having space to stock items. 
Regionally, there were no departures from this 
overall pattern. 

Here are some comments 
distributors: 


rounded up from 


“Customers want us to stock. They buy as 
needed. If our stock proves adequate, they order 
more of a variety as it can be handled by one 
delivery.”"—Pennsylvania Distributor. 


“Many of our accounts are buying for inventory 
primarily against price increases which they all 
feel will be forthcoming. ... We are buying on a 
normal turnover basis, although this has been 
upset to some extent by the delayed deliveries in 


some instances.’”’—Ohio Distributor. 


“Small customers appear to be buying closely 
due no doubt to lack of capital. Large firms buy- 
ing ahead for inventory and current needs.”— 
Indiana Distributor. 


“Buying patterns continue to develop more 
and more hand-to-mouth buying. Except for a 
few isolated cases, no warehousing of replace- 
ment supplies is done by industrial users.” —Cati- 
fornia Distributor. 


“We have found no real change in our cus 
tomers’ buying patterns other than that they 
seem to be buying wisely and projecting their 
usage more advantageously than in the past. They 
do not run out of supplies so readily. Both large 
and small customers comment that they are will- 
ing to invest money in items needed to keep their 
production efficient and get quantity buying 
advantages. 

“Very little buying for inventory. Better record- 
keeping systems are being developed to facilitate 
a hand-to-mouth buying pattern.”—Idaho Dis- 
tributor. 


“Large customers are buying hand-to-mouth be 
cause we are expected to carry their inventory. 
Small customers are more inclined to carry stock.” 

-Virginia Distributor. 
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MARKET RE-EVALUATION results are discussed by I. B 
Rabel, Star Machinery Co. president, and R. J. Norwalk, 


division manager and research aide. 


SALESMEN Jack Simonson and Donald Tettemore listen to 


Norwalk, Industrial Equipment Division head, explain pur 


pose of “Initial Call Report.” 


Market Research Will Tell You. . . 
What's Happening in Your Market 


Seattle distributor proves it can be done with modern 


research techniques and statistics with results that pay off 


taggers THAT HAVE TAKEN PLACE 
in distributors’ markets as the 
result of the rapid growth and ex- 
pansion of industry during the last 
decade have brought mixed bless- 
ings and Irving Rabel, president, 
Star Machinery Co., Seattle, Wash., 
for one, didn’t feel convinced there 
was much cause for complacency. 
That was a little more than a year 
ago. In common with the general 
experience of distributors through- 
out the country, Mr. Rabel analyzed 
the disturbing factors as: 


© Volume had increased but the 
trend of profit was downward. 


e The market had increased in 
size and scope but so had the 
cost of covering that market. 


e The buyers’ market had re 





By Jack Wertis 


Senior Associate Editor 





turned and there was a sub 
stantial increase in the number 


of competitors. 


So far, so good; but what was 
there to do about it? As far as Mr. 
Rabel was concerned, it was time for 
another close look at the market, 
at the company’s objectives, policies 
and methods. Answers to some 
fundamental, but highly pertinent, 
questions required. These 
were: 

1. What was the actual size, con- 
tent and nature of the market 
currently? 

2. Was the company securing the 


were 


most economical and most effective 
coverage of the market? Was it get 
ting the penetration? 

3. Did the situation 
reevaluation, or possibly revision, of 
policies, objective and methods to 
achieve maximum results? 

Despite the company’s long 
experience in its particular trading 
area, Mr. Rabel wanted something 
more concrete than opinion and 
judgment on which to base answers 
The market had become too com 
plex and dynamic for rule-of-thumb 
appraisals and estimates. What the 
situation called for, in his estima 
tion, basic market 
analysis. 

A systematic method of analysis 
which involved use of national, state 
and local statistics along 
material from the company’s files, 
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INITIAL CALL REPORT, filled out by salesman, gives customer data, 


informa 


tion on operations and equipment and estimates of product potentials 


records and salesmen, was organized. 
From the findings, the company 
prepared its “STCP5” (Teamwork, 
Coverage and Penetration in °55) 
Program. ‘The experience also proved 
that modern market research tech- 
niques can be utilized by distrib- 
utors as well as by manufacturers. 


Organization 


Mr. Rabel directed the research 
and analysis project. Robert J. 
Norwalk, manager of the Industrial 
Equipment Division, handled col- 
lection and coordination of research 
material. Four other division heads 
participated in the study and analy- 
sis. Two employees in the sales 
office handled the necessary office 
work entailed on a part time basis. 


Materials 


1. Mailing List (Company's rec- 
ord). This included the customers 
and prospects of all divisions and 
amounted to some 10,000 names. 

2. Standard Industrial Classifica- 
tion Manual, Vol. I. (Supt. of Docu 
ments, U.S. Govt. Printing Office, 
$2.25). SIC is a numerical system 
set up by the Government to classify 
different segments of industry ac- 
cording to products. 


3. Classified Compilation of Man- 
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ufacturing Industries in the Seattle 
Metropolitan Area (Seattle Cham 
ber of Commerce, Industrial Dept.). 
Local industries are classified ac- 
cording to SIC with names, ad 
dresses, telephone numbers, num 
ber of employees and postal zones. 

4. Employment and Payrolls in 
Washington State by Counties and 
by Industries. This is a state break- 
down of material contained in 
two other government publications, 
Business Establishment, Employ- 
ment and Taxable Payrolls Under 
Old Age & Survivors Insurance Pro- 
gram (Office of Domestic Com- 
merce, U. S. Dept. of Commerce) 
and County Business Patterns 
(Bureau of OASI, Dept. of Health, 
Education & Welfare, and Bureau 
of Census, Dept. of Commerce); 
both obtainable from GPO. 

5. Map of Washington, (Rand 
McNally). This is an overlay type 
map showing natural trade routes 
to trading centers in the state. 

6. Map of Seattle Metropolitan 
Area. 

7. Sales (company records). 

8. Trade Association Reports. For 
example, Associated Equipment Dis- 
tributors’ reports on employment to 
product-use ratios. 

9. Salesmen’s Estimates of Sales 
Potentials by customers. Contained 
on form called “Intitial Call Report. 
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The initial project was an analy- 
sis of the company’s own mailing 
list which is its census of its market. 
This list had grown considerably 
but, merely as a list, it told little. 
However, it provided the basis of 
the market study. Instead of analyz- 
ing each account, Mr. Rabel 
proposed to do it by industry 
groups represented on the list. 


The Starting Point 


With the Standard Industrial 
Classification Manual as a guide, 
each account and prospect was 
classified and coded accordingly. 
For example, in SIC, Machinery 
(except Electrical) is 35; Electrical 
Machinery, Equipment & Supplies 
is 36, etc. All manufacturing indus- 
tries are covered in such broad cate- 
gories. But each of these broad 
categories has three and four digit 
sub-classifications. The more digits, 
the finer the classification of indus- 
try. Thus, within 35—Machinery 
(except Electrical) are 351—Engines 
& Turbines, 352—Agricultural Ma- 
chinery & Tractors, 353—Construc- 
tion & Mining Machinery & Equip- 
ment, etc. Then, looking under 352 
—Agricultural Machinery & Trac- 
tors, you find 3521—Tractors, 3522 
—Agricultural Machinery (except 
Tractors ). 

After classifying the names on 
the mailing list according to SIC, it 
was possible to count the number of 
establishments within each industry 
classification for comparison with 
late census figures. This was done by 
matching the mailing list classifica- 
tions with information contained in 
the Classified Compilation of 
Manufacturing Industries in the 
Seattle Metropolitan Area and in 
Employment and Payrolls in Wash- 
ington State by Counties and by 
Industries. The mailing list proved 
to be a reasonably accurate census 
of the market. 


Analysis of Potential 


Before attempting to re-define the 
trading area, Mr. Rabel and his 
associates made a statistical analysis 








Company trading area was realigned to con- 
form with new estimates of market and sales 
potentials and natural trade routes, making 
for more effective coverage, deeper penetra- 
tion and minimized selling costs. 


2 Salesmen’s territories were realigned to 
* enhance maximum coverage and penetration. 


Mailing lists were made more selective and 
* accurate. Also, statistical data used in analysis 
is constant check on adequacy of mailing lists. 


4 Closer liaison achieved by department sales- 
* men through assignments on basis of account 


potentials. 
5 Establishment of closer communication be- 


tween management and salesmen on perform- 
ance, earnings, mutual interests. 





Here's What Was Accomplished 


As a result of its market research, Star Machinery Co. officials feel they 
are up-dated on their market. Here are some of the more important results: 


6. Sales analysis and control system set up for 
more efficient direction of sales efforts. 


Issuance of account assignment cards denot- 
* ing primary secondary responsibilities for con- 
tact and sales, promoted teamwork. 


8 Inside sales force reorganized into Telephone 
* Sales Center where three experienced men 
handle 85% of routine calls that come into 
the house for salesmen, permitting latter more 
time for personal contact with customers and 
prospects. 


9 Estimates of potentials refined and made more 
* accurate. 


10 Improved manufacturer-supplier relationships. 


Suppliers now rely on Star Machinery for many 
estimates. 








With 
classified by 


of the market and sales potentials. 
Anent this, Mr. Norwalk stated, 


customers 
industry and 


tools not increasing in direct pro 
portion to the 
number of employees. It would be 


and propects 


with increase in the 


“We believe that there is a definite 
ratio of employment in the indus- 
tries we serve to market and sales 
potentials. So far, our efforts to 
establish such ratios for various key 
lines are encouraging. 

“We used such guides as the 
ratios established, for instance, by 
the Associated Equipment Distrib 
utors. Using our own sales figures 
and estimates of market potential 
and relating them to the available 
employment figures, we have come 
close. We had to make some inter 
polation of factors to account for 
special cases and the results so far 
lead us to think we're on the right 
track. 

“However, manufacturer-suppiiers 
with research staffs could help by 
informing us of standards used in 
their industries. In forming our own 
estimates, we eliminated all Govern- 
ment business and major employers, 
such as Boeing, as these figures 
throw averages out of line.” 


employment figures for each indus 
try on hand, it was possible to make 
estimates of market potentials for 
key lines. For example: assume that 
there are 12 plants in S.1.C. 3522, 
which is the agricultural machinery 
industry. ‘These 12 plants have 1,500 
employees. Apply the product-use 
ratio to per 100 employees and you 
have the market potential. Product 
use ratio to the number of employ 
ces can be studied in one plant or 
several. If one plant with 100 em 
ployees bought $200 worth of 
portable electric tools a year, an 


assumption could be made that a 
plant in the same industry employ 
ing 500 employees might possibly 
buy $1,000 worth. 


Make Your Own Estimate 


That is an _ over-simplification, 
but it illustrates the method. Allow 
ance will have to be made for such 
factors as the use of portable electric 
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relatively simple for a salesman to 
check the effect of such factors on 
product-use in plants of various 
sizes and come up with a practicable 


ratio 


Relocating the Market 


With market potential figures in 
hand, it was now possible to analyze 
the geography of the company’s 
market. An overlay map of the state, 
showing the natural trade routes to 
trading centers was studied. Princi 
pal customers and prospects were 
located on the indicate 
where business was in relation to 
the natural flow of trade. The 
picture was relevant. It also indi 
cated areas of potentially unprofit 


map to 


able coverage 
The map also showed that 75.5% 
of the total market potential was 
within 50 miles of Seattle. The re 
(Continued on page 200) 
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Cc. T. MeGraw 


HILE OUR PERSONAL ACQUAINT- 

W oxce: with a great many highly 
successful industrial: supply sales- 
men over a long period of years has 
convinced us that sales genius, or 
even unusual talent, is not a require 
ment for reaching high bracket earn- 
ings in this field, the prospective 
salesman must have certain attri- 
butes and must do certain things 
if he is to make a worth-while liv 
ing at it. It is a rough, tough busi 
ness in which the percentage of 
survival—in our experience, at least 
—is not more than one in ten. One 
must like it, make a life career out 
of it, and be willing to take it when 
the going is tough. That is why, 
when we are approached by men 
looking for sales careers, we try to 
present as realistic a picture as 
possible, rather than to emphasize 
the potential earnings of the one 
who really “has it” for this business. 
The terms “ambition”, “ability”, 
“stick-to-it-iveness” and the like are 
badly overworked and smack too 
much of generalities. We prefer to 
be specific, and outline here the 
basic qualifications and require 
ments of the salesman who wants to 
enter and stay consistently in the 
five-figure bracket. We mention 
that figure because it is our convic 


* “What Makes a Good Industrial Sup 
ply Salesman?” is the subject of a recent 
talk by Mr. McGraw at a school session 
for new sales talent. 
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What Makes a GOOD 


Industrial Supply Salesman?” 


By C. T. McGraw 


Vice President and Sales Manager 
Wm. F. McGraw & Co., Detroit 


tion that only contented men are 
capable salesmen; and that, because 
of the expenses involved in selling 
of this kind, any lower level of earn- 
ings does not provide a scale of 
living adequate to make a salesman 
happy in his job and—in our organ 
ization—there is no room for me 
diocrity. The qualifications are: 


1. Aptitude 


a. Sales Personality—which is 

primarily a capacity for 
making friends—you can’t 
sell without them. 
Liking for this type of sell 
ing, including the “grub 
bing” for small accounts 
which could make up the 
bulk of one’s volume. 
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Imagination — to present 
each product and your 
company in a more favor- 
able light than does your 
competitor—to give your 
prospect some desire to 
place orders with you when 
he might get equal price, 
value or service elsewhere. 
Ability—to absorb some de 
gree of technical knowl- 
edge of each of your 
products. 

Optimism — lacking _ this, 
you are “licked at the 
start”. You must be will- 
ing to face and take ad 
versity, which can be made 
your greatest teacher. 


2. Attitude Toward Job 


a. Desire to make it a life 
time career; 

b. Will to do the work neces- 
sary to reach and maintain 
high volume sales; 
Confidence—in the integ 
rity and aims of your com- 
pany and the quality of 
products it sells; 
Exclusion of outside in 
terests that might divert 
one’s time from the real 
issue—-that of becoming a 
successful industrial supply 
salesman; 





c. 


Willingness to establish 
close personal and social 
contacts and relationships 
with customers. This ties 
in definitely with “a.” un 
der “Sales Personality” 
listed above; you have to 
like people and also have 
them like you—live with 
them. 


3. Planned Effort 


Analysis of territory to lo 
cate the most potential 
customers; to determine 
frequency of calls in rela 
tion to potential volume— 


opinion that, unless and 
until a salesman establishes 
a number of high volume 
accounts, he needs from 
100 to 150 active customers 
of low and medium vol 
ume to bring his business 
to a satisfactory level. ‘The 
average number of weekly 
calls for successful sales 
men in this area is a little 
over 35—we doubt if one 
can make fewer calls than 
this (seven per day) and 
make a living in this busi 
ness. 

Quality of Calls: Basically, 
you must get the buyer's 
interest or the call is lost. 
For the best percentage of 
return, we ask—in fact, in 
sist—that 


1. Always carry a sam 


you 


ple of some product 
think 
terest the buyer; 
l'alk about 


two 


you will in 
one ofr 
products defi 
nitely—but, in 


of a 


case 
new or “cold” 
buyer, discuss briefly 
the 


lines. 


each item of 
“blue ribbon” 
Try to show some ad 
vantage in dealing 


with your firm in 
stead of talking gen 
eralities. When talk 
ing “Service”, be 
specific and mention 
the particular things 
that we can offer. 

Always leave litera 
ture—or souvenir—or 
“something to re 


member you by”. 


4. Product Study 


a. 


b. 


and to group calls for best 
economy of working hours. 
Quantity of calls: It is our 


INDUSTRIAL DISTRIBUTION © MARCH, 1956 


Regular, attend- 
ance at sales meetings: 

Read and study—at home 
—literature, trade mag 
azines and other sales helps 
just as you would text 
books in a trade school. 
Remember — you're learn- 


prompt 


ing a new trade—so—let's 
learn it 

c. Use our suppliers’ salesmen 

-and watch their technique 
l'o sum it up—this is not an easy 
career, but—if you feel 
suited to it and want to make the 
effort—it can be a very lucrative one 
It is the kind of job you have to 
think, study, work and live to the 


exclusion of hobbies and avocations 


you are 


The prospective salesman should 
determine: 1. whether he is best 
suited to this or some other field; 
2. whether it is worth the all-out ef 
fort required to attain success; 3 
whether he is willing to do the 
things that must be done to reach 
his goal. 

We use the word “must” consist 
ently and, we think, advisedly. We 
doubt if anyone can enter this field 
and do a good job in it, if he lacks 
any of these qualifications or is un 
willing to do all of the things that 
experience has shown us are neces 
sary. 

There are easier lines of work, 
many of which do not require the 
technical knowledge or the personal 
effort, but there are few which are 
more fascinating if the mechanical 
field attracts you. 

Only you can evaluate your po 
tential abilities in this line and de 
termine whether it is your “dish of 
tea.” If it is, we can assure you of 
complete co-operation—IF, and only 


if—you can and will work as we have 


outlined for you. 





SALES QUIZ: Test your knowledge of .. . 


Products and Markets 





1. CHAIN SLINGS 


Chester, the chain sling salesman, says, “There are 
plenty of do’s and don’t’s for chain sling users to keep 
in mind. One good way to sell, and insure continued 
sales, is to spot, and help correct, sling abuses when 
making the rounds in customers’ plants.” 

A. Here are some common do’s and don’t’s Chester 
has run across, Can you tell which are the do’s 
and which are the don’t’s? 

a. lift the load with the point of the hook 

b. take up slack slowly before attempting lift 

c.pad or fill out sharp corners in contact 
with links 

d. drag the chain out from under the load 

e. use bolts and nails to shorten the chain 


f. keep chain free of twists, knots and kinks 
g. force a hook or chain into place by ham- 
mering 

. Which of the following markets would you con- 
sider good potential for chain slings: ship build- 
ing and ship repair shops, chemical and process 
industries, utilities, coal and ore mines, sand 
and gravel plants, quarries, steel mills. 

. Chester cdvises, “Be sure to take into considera- 
tion the angle of inclination of chain sling 
branches when determining size of chain to be 
used. Manufacturers have prepared tables of 
working load limits of the various sizes and kinds 
of chain at different sling angles. But, if you 
don’t have a manufacturer's chart handy, there's 
a formula you can use to compute the leg 
stresses in multi-branch slings.” 

What is the formula Chester is referring to? 








2. FASTENERS 


Frank, the fastener salesman, says, “To help prevent 
confusion, many manufacturers and consumers of 
fasteners use abbreviations on drawings, invoices, 
orders, stock lists, and other records. And it pays to 
know what these abbreviations stand for.” 

A. If you received an order for various sizes of the 
two following items, what would you supply? 
Mach Bolt CP SQ Nut 
Hvy Hex Mach Bolt Hvy SF Nut 

B. Knowing what type fastener to recommend for 
your customer's applications is half the job of 
getting the business. Try your hand at the fol- 
lowing requirements. 

What kind of screws would you recommend for 
an application where countersinking is not 
practicable? 
Would you recommend flat head socket cap 
screws for flush head assembly of thin plates, 
strips and moldings? 
Would you recommend square head set screws 
for high-speed vibrating equipment? 

. Wood screws are regularly furnished with 
points, naturally bright finish, and they are 
[] heat-treated, not [) heat-treated. 
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3. CONVEYOR BELTS 


More conveyor belt business may come your way if 
you take time to study fundamentals of good conveyor 
belt installation and help your customers put them 
into practice. 

A. Can you identify the elements of the conveyor 
belt system illustrated above? 

B. Some factors in the installation of a conveyor 
system will increase the capacity of the belt; 
others will reduce belt capacity. Which of the 
following increase the capacity—which reduce 
the capacity? 


a. high belt speeds 

b. excessive belt sag 

c. steep angle of repose material 

d. spherical, free-flowing low angle of repose 
material 

e. lower belt speeds 

f. closer spacing of idlers 

g. steep slopes 

h. flatter slopes 

i. flattening between idlers 





4. PACKINGS 


Simply stated, a packing is used to maintain a medium 
within a machine or system. It may be used as a 
seal to prevent leakage or to develop an actuating 
or operating pressure within equipment. 
A. Can you name and describe the two general 
classes of packings? 
B. What do you think about the following state- 
ments on rod packings? 

If old rings are slightly worn, it’s okay to 
insert a new ring or two in back of the old 
rings in a stuffing box. Agree? 

It’s okay to wind the packing around the 
shaft. Right? 


It's advisable to permit the stuffing box to 
leak slightly after a new set of packings is 
installed, as this allows the packing to be- 
come properly seated. Right? 

C. Is the following description of the most common 
type of mechanical packing completely 
accurate? 

The cup has a single side-wall customarily 
beveled at the lip to give immediate re- 
sponse to the pressure medium. It is in- 
stalled so that its lip faces away from the 
applied pressure medium. Cup packings 
have wide application in hydraulic or pneu- 
matic operating cylinders. 


FOR ANSWERS, PLEASE TURN PAGE 








Answers to Sales Quiz on pages 110-111 





1. Chain Slings 


A. The do’s are: b, c, f. The don’t’s are: a, d, e, g. 
B. All the markets mentioned represent good 
potential. 
ve WL 
C. Formula is: LS —————— 
SA 
Where LS is leg strain or stress 
WL is weight of load 
SA is sine of angle between sling leg 
and horizontal plane of load 





2. Fasteners 

A. Both abbreviations are of machine bolts, full- 
size body (cut thread type); first item is a ma- 
chine bolt with regular cold punched square nut; 
second type is a heavy hex machine bolt with 
heavy semi-finished hex nut. 

B. Where countersinking is not practicable recom- 
mend button head socket screws. 
Yes. Yes. 

C. Wood screws have gimlet points and are not 
heat-treated. 





3. Conveyor Belts 


A. Here’s the system with all elements labeled. 


Loading 
chute 


Corrying Corrying 
idlers beit 


Skirtboords 
strand 


Dischorge 
chute 
| 


Movable r 
tripper 


Orive and 
head pulley 








«Return 
idlers 
Toil pulley Impact idiers 


Snub pulley 


Return belt 
strand 


; 
Snub pulley 


Bend pulleys — 
Toke-up pulley 


Vertical gravity toke-up 


B. The factors that increase conveyor belt capacity are: c, e, f, h. 


Those that reduce capacity are: a, b, d, g, i. 





4. Packings 


A. 1. Compression packings—require an_ initial 
squeeze during installation to seal. They are 
most effective as static seals (no relative mo- 
tion between parts), but they inherently have a 
high friction which makes them less desirable 
as dynamic seals. 

2. Mechanical packings—seal between either 
static or moving parts, without need for pressure 
other than that provided by medium itself. 


. Hope you disagreed. It pays to install all new 


packing. 
Wrong. Packing rings should be installed one 
at a time and each ring firmly tamped into 
place. 
Correct on the leakage statement. 

. Description is correct IF you delete words “away 
from” in describing installation. 
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ER 
LECTRIC HOISTs 


% to 2-ton capacities 


The most your money can buy in electric 
hoist quality and performance—this is it, 
wrapped up in the tough, Chester Model E 
Electric Hoist package. 

How tough? Enough to stand the hardest 
use. Take the high-torque motor, for instance. 
It’s not adapted for hoist use—it's especially 
designed for it. Result: a motor that can be 
run under full load for 30 minutes with no 
more than a 55°C. temperature increase—top 


rating for any hoist in this class. 

Find out why Model E Hoists run cooler, 
operate smoother, last longer and require 
less maintenance. Complete data on the 
Model E and EC Electric Hoist lines as well 
as full specifications on the entire Chester 
line of hand hoists and overhead I-beam 
trolleys is available in the new Chester 
Hoist catalog. 

Write for your copy, today. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 





aia f/. meni 
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U.S. TOTALS 


December 1955 
Compared with 
November 1955 


December 1955 
Compared with 
December 1954 








Compitep sy INpusTRiAL DistrRiBUTION 





NO 
CHANGE 


+2 7% 


Jan.-Dee, 1955 
Compared with 


Jan.-Dec. 1954 





ZA_| 
+15% 





Supply Sales Trend 


Final Figures For Decembe: 1955 





December 1955 
Compared with 
November 1955 


December 1955 
Compared with 


December 1954 


Jan.-Dec. 1955 
Compared with 


Jan.-Dec. 1954 








NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 
New Jersey 

New York 

Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 


Wisconsin 


WEST NORTH CENTRAL 
Iowa 

Kansas 

Minnesota 

Missouri 

Nebraska 

North Dakota 

South Dakota 








+2 1% 


+2(0% 


+23% 


+15% 





+10% 


+12% 


+17% 


+10% 
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Mr. Oistributor- how can | simplify 
my chemical packings inventory ? 


Ty J-M CHEMPAC “° 








it combines asbestos with Teffon* 


to resist virtually all chemicals 


Win new customers... write bigger orders 
with this complete line for the process field 


If you're looking for bigger sales to the 
chemical and process industries, Johns- 
Manville Chempac packing and gaskets 
give you 5 big selling advantages: 

1. Chempac is versatile. It stands up 
against almost all acids and alkalis at 
temperatures to 5OOF. This greatly reduces 
the number of packing styles required and 
simplifies buying, handling and storage for 
your customers. 

2. Chempac combines the all-around 
chemical resistance of Teflon with the seal- 
ing action and heat resistance of asbestos. 
This assures outstanding performance and 
long service life . . . cuts down time and 
reduces replacements. 

3. Chempac will not deteriorate. The 
inert ingredients retain their exceptional 
properties in all normal storage conditions 
for prolonged periods. 


4. Chempac comes in a broad line of 
packings and gaskets and a wide range of 


sizes and thicknesses. 


5. Chempac is backed by the technica! 
and manufacturing services of one of the 
world’s largest manufacturers. Johns- 
Manville engineers are readily available for 
recommendations and assistance on special 
problems. Johns-Manville’s extensive plant 
facilities assure a dependable supply. 

Where to sell them: Al! manufacturers 
utilizing chemical processes and equipment 
in producing or converting industrial chem- 
icals, raw materials or chemical specialties. 
Also wherever handling of strong acids, 
alkalies, caustic solutions or active solvents 
is encountered. 


For further information write to Johns- 
Manville, Box 60, New York 16, N. Y. In 
Canada, Port Credit, Ontario. 


Johns-Manville 
Packing of the month 
J-M CHEMPAC 
Packings and Gaskets 


+-M Chempac Packings are available in 
coils, spiral and ring form for rod, 
plunger and valve stem applications 


+-M Chempac Gaskets provide effective 
sealing for glass-lined equipment and 
similar applications 


§/%| Johns-Manville PACKINGS & GASKETS 


INDUSTRIAL DISTRIBUTION * MARCH, 1956 








SALES TRENDS (Cont’d.) 





December 1955 
Compared with 


November 1955 


December 1955 
Compared with 
December 1954 


Jan.-Dee. 1955 
Compared with 
Jan.-Dee. 1954 








SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 


California 
Oregon 
Washington 


- 4% 


-19% 


+ 9% 


+ 14% 


- $% 








+ t% 


+10% 


+4.2% 


+28% 


+15% 





+19% 


+11% 


+12% 


+17% 


+2 7% 
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YARWAY’S vigorous advertising 
stimulates your 
steam trap sales 


gw Vigorous, consistent advertising in 27 leading national trade journals 
. .. plus intensive year-’round direct mail promotion... catalogs and 
folders . . . national trade shows . . . motion pictures for associations and 
plant showings...dealer displays and helps—all contribute to making the 
YaRWAY Impulse Steam Trap a profitable, fast-moving line for Indus- 
trial Distributors. 





More than 1,000,000 YARWAY Impulse Steam Traps have been sold. 


Customer popularity is based on the YARWAY Impulse Steam Trap’s 
simplicity, small size, proven dependa- 
bility, the fact that it is good for all 
pressures without change of valve or seat, 
has only one moving part and trouble- 
free stainless steel construction. 

YARWAY IMPULSE Write for full details on YARWAyY’s plan 

ae Ser of selective distributorships for the 
YARWAY Impulse Steam Trap and its 
fast-moving companion, the YARWAY 
Fine-Screen Strainer. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse steam traps 


FINE SCREEN STRAINERS 


YARWAY 
FINE SCREEN 
STRAINER 
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The Outlook for Business 





By the Economics Department 
McGraw-Hill Publishing Company 


— HAS SHOWN SIGNS of levelling out in De- 
cember and January. But nothing has yet oc- 
curred to make the government’s economic counsellors 
feel they should rush to man the pumps. On the 
contrary, the specific government programs for 1956 
(detailed in the Budget and State of the Union 
messages ) are designed to maintain a check on poten- 
tial inflation and to reinforce the economy’s long-run 
growth potential. 

Thus Washington is forecasting 1956 as another 
good year for business. However, Washington will 
not be the decisive factor in this year’s business devel- 
opments. A year ago we made much the same ‘state- 
ment. As it turned out, business boomed without 
much help from the government, coming up with 
its own self-help program in the form of: 1. plans 
for greater capital expenditures, and 2. a sales cam- 
paign to move prodigious quantities of consumer 
goods on the “buy now, pay later” plan. 

With all this still going on, Washington will be 
reluctant to inject much more steam into the boom 
at this juncture. 


Farm Program: Problem 


Secretary of Agriculture Ezra ‘Taft Benson’s new 
farm program is essentially one of paying farmers 
more for not planting land than they would get for 
planting it and selling the surplus to the government. 
It consists of the “soil bank’ and the “acreage re- 
serve” programs, both of which will have long-terin 
effects and will not affect business greatly in 1956. 

Farm income from regular sources is expected to 
be down in 1956, It probably would not match that 
in 1955, even after adding payments under the Benson 
program. So the program will probably not be enough 
to satisfy Congress. Higher conservation payments— 
and conceivably higher price supports or subsidies 
—may well be voted. 


Budget: No Room for Tax Cuts 


The new federal budget is slightly deflationary. It 
calls for a little more spending, but this is expected 
to be more than balanced by higher revenues. The 
Administration opposes tax cuts—it actually proposes 


to take in $2.5 billion more in taxes than it will pay 
out for government operations. 

Although Congress has taken a conservative turn 
and isn’t likely to okay tax cuts (unless the budget 
is balanced and the national debt reduced), a busi- 
ness decline may bring on a tax cut for political 
reasons. Such a cut might easily be justified by re 
vised estimates of revenue from present taxes. Some 
experts think the revenues will be high enough to 
justify a $2 to $2 billion tax cut. However, such a 
cut will not have a profound impact on the economy. 

However, it’s possible that arguments as to the form 
of tax relief will delay final passage of a tax reduction 
bill until the end of the session. So, whatever Con- 
gress does in this regard won’t affect business and 
consumer decisions until late in the year. 


Other Programs: Spending 


In his State of the Union message, President Eisen 
hower asked Congress to approve a number of long 
range federal programs that would expand public 
construction. Most important is the 10-year highway 
expansion program, which failed to pass last session. 
The President also urged a five-year program of fed 
eral aid for school construction, a substantial increase 
in post-office construction and several large water re- 
sources projects, including the Colorado River and 
Frying-Pan-Arkansas developments. He promised to 
submit later a “comprehensive legislative program” 
for water conservation, and larger programs for flood 
and other disaster relief. All these measures, if passed, 
will add to the backlog of construction work, and 
probably assure a rising trend of public construction 
into 1957 and beyond. 

The President also projected slightly higher de- 
fense expenditures in the year ahead, reflecting higher 
costs of aircraft and guided missiles. In fact, Wash 
ington’s greatest impact on business later in 1956 
may be in boosting orders to the aircraft and elec 
tronics industries. 

If business happens to sag during the first half 
of this year (weak spot at moment: automobile in- 
dustry), Washington may be in the picture with 
easier credit, some tax cuts, and perhaps a rise in 
defense expenditures. 
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ATKINS 


IS A TOUGH — 
BAND SAW 





@ First, our metallurgical department was instructed to 
determine the right alloy. 


SECOND, our engineers drew on years of Atkins Saw 
know-how to enable them to specify the right cutting 


/ nN. | ' 
edge. 
Result, a tough band saw! 4 


NN 
Ask every customer to test Atkins Metal Bands. Let your / 
customer determine for himself the superior qualities of | | i 
Silver Steel band saws. Properly heat-treated, uniform | 
in quality, these saws make the tough jobs—easy jobs. 


; ' wy) 
THE ATKINS LINE ALSO INCLUDES: ‘Ke 


*® power and hand hacksaw blades © carbide tip saws 


* segmental and solid metal saws © metal shear blades es | 


| ro 
® precision ground flat stock @ files , 


i | 
There is action at 


ATKINS | 2 


SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 


AIKIKS 
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Manufacturers’ 


New... 


Training Programs « Displays - 





Threadwell Catalog Features 
Engineering Data Section 


Threadwell Tap & Die Co. 
Greenfield, Mass., has issued a new 
112-page gage catalog with over 40 
pages of engineering data, as well as 
illustrations, instructions for order- 
ing and using gages, and prices. The 
new publication covers the firm’s 
cylindrical plug gages, taper gages, 
and master cutting discs, cylindrical 
ring gages, adjustable limit gages, 
thread gages, thread production and 
checking equipment, and pipe thread 
gages. 

The engineering data section is 
divided into three parts. One sec- 
tion covers gaging policy, tolerances, 
care control and use of cylindrical 
gages. Another section covers thread 
gages and includes gage terminology, 
formulas for gage dimensions, tol- 
erance tables, gage blank dimen- 
sions, and the history of the Unified 
Screw Thread System. 

The final section concerns itself 


120 


with pipe thread gages and covers 
gaging practice, specifications for 
NPT, NPTF, and ANPT threads, 
tolerances, interpretation of step 
markings on pipe thread gages and 
specifications of American Standard 
Straight Pipe Threads. 

The catalog is thumb-indexed and 
employs illustration to identify the 
numerous tables and sections. 


Wesson Unveils Film 
On “Production Team” 


Wesson Co., Ferndale, Mich., has 
completed production of a 28-min 
ute color sound motion picture 
(16mm) dealing in a story form 
with the basic functions of the “pro- 
duction team”—design engineers, 
process engineers, tool engineers, 
tool grinders, machine operators, 
purchasing agents, etc. Taking an 
actual case history, the film depicts 
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the part played by each member of 
the team in the production of a 
new product. 

It starts with planning confer- 
ences between top management 
people, process people, product de- 
sign engineers, production super- 
visors, tool supervisors, and others. 
Then it shows the step-by-step de- 
velopment of the product, showing 
some of the mistakes made, and 
closes with close-ups of the latest 
versions of machining operations. 

Entitled “Tools of Abundance,” 
the film is, says the company, a 
sequel to its “This Carbide Age”, 
produced about two years ago. 


| 





South Bend Catalog 
Marks 50th Anniversary 


South Bend Lathe, South Bend, 
Ind., has issued a_ gold-covered 
catalog to mark the firm’s golden 
anniversary. The 80-page publica- 
tion covers the full line of the firm’s 
engine lathes, toolroom lathes, tur- 
ret lathes, shapers, pedestal grinders, 
and drill presses. Also shown are its 
new vertical spindle milling machine 
and a 13-in. swing turret lathe. 
Attachments, chucks, tools, and 
accessories for all tools are included. 

Specifications, including capaci- 
ties, floor space requirements, etc. 





Packages « Films « Literature 





Rawiplug Launches 
Salesmen‘s Contest 


Rawlplug Co., New York has 
announced a $2,500 contest open 
only to distributors’ sales personnel. 
Called “Anchorama 2500,” the con- 
test will solicit from contestants 
statements on how a customer was 
shown how to do a masonry anchor- 
ing job quicker, easier, and less ex- 
pensively by using a Raw! product. 
Contestants are eligible only if they 
are registered with Rawlplug as hav- 
ing attended one of the firm’s “An- 
chorama” sales training sessions. 

The 43 best and most interesting 
answers, says the company, will net 
the winners prizes ranging from a 
$1,000 first prize, six second prizes 
of $100 each, and 36 other prizes of 
$25. First prize is the national grand 
prize, while the others are to be dis- 
tributed geographically. In case of 
ties duplicate prizes will be awarded. 

The company is mailing out ques- 
tionnaires to prospective contestants, 
on which they must fill out. Contest 
closes Sept. 30. 


Hamilton Rubber Book 
Covers Industrial Products 
Hamilton Rubber Mfg. Corp., 


Trenton, N. J., has issued a new 
“comprehensive” catalog on its line 





HAMILTON RUBBER 





Graton & Knight Co., Worcester, Mass., 


industrial leather products 


put into cans which have been redesigned and relabelled 


The firm’s belt cement and belt dressings, have 


has adopted new packaging for its line of 


been 
The company colors of 


black and orange have been featured prominently not only on these items, but on the 
spools for round leather belting and packages for leather laces and other products 





of hose, belting, packing, molded 
and lathe—cut goods and mats. The 
72-page publication is illustrated, 
and contains data on sizes, weights, 
applications and construction fea 
tures. 


Philadelphia Steel Puts 

Lock Washers in Package 
Philadelphia Steel & Wire Corp., 

Philadelphia, has adopted a “Uni 

Pak” plastic envelope for packaging 

its spring lock washers. According 

to the firm, the washers are auto- 
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matically counted into the package, 
while the package itself aids in 
stock-keeping and climination of 
mixed sizes. The envelopes are 
packed 10 to a metal-edge box 

The firm has also issued a catalog 


sheet describing its new packaging. 


Grobet Files Appear 
In Packaged Sets 
Grobet File Co. of 
Carlstadt, N. J., has developed a 
new series of boxed sets of its rotary 
files. 


with a transparent plastic top pet 


America, 


Boxes have a wooden base 


(Continued on page 309) 








eel Cutting Carbide 
~~ oe e Laboratories of Ramet 


1930 — In this year the stage for automation was set by the development of 
tantalum-carbide in the laboratories of Ramet Corporation of America, now 


Vascoloy-Ramet Corporation. 

Here was the first successful steel-cutting grade of carbide. Here was a cutting 
edge for which machine tools were yet to be developed. Here was the birthstone for 
today’s mass production, for cutting speeds and tool life previously impossible. 


TODAY — Vascoloy-Ramet research and development has speeded the prog- 
ress of cemented carbide tools. Improved manufacturing, design, application and 
quality control plus new carbide grades, new tools and new toolholders offer the 
carbide user constantly growing opportunity for speeding production and lowering 


costs. Applications not feasible yesterday are in successful, profitable use today 
Ask your V-R man to help you apply carbides more fully. 


TOMORROW — The carbide frontiers of today are being crossed one by 
one through continuous development and application engineering. The carbide in- 
dustry has learned never to say “it can't be done”. Your V-R man can help you 
develop carbide applications to reduce costs on jobs now being done with less efficient 
tooling. Talk it over with him. 
Write for V-R Carbide Catalog 
VISIT V-R 


for complete information 
, in Booth 1137 
on V-R carbide products. ‘ at the 1956 ASTE 


Industrial Exposition, 
“od ’ International 
> Amphitheater, 


4 Chicago, March 19-23 
= Get the 


Cost-Cutting Edges 


from the V-R Man! 
Call your local V-R re Os 
distributor or representative. Ly 

» “ 


Pioneers in Cemented Carbides - bs 
Blanks + Toolholders « Inserts - Dies 


V-R and TANTUNG are registered trademarks of Vascoloy-Ramet Corporation 
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How V-R Cutting Edges Can Cut Your 


Output Increased 
Six Times... 


$800 Yearly Saving 
on One Machine... 


A major electrical equipment manu 
facturer reports this impressive saving 
on turning steel shafts for electric 
motors since replacing previous carbide 
tools with V-R Carbide 


MANUFACTURERS OF—CARBIDES ... TANTUNG ... INVESTMENT CASTINGS ... MINING TOOLS 


75% More Output 
Per Grind... 


In boring the 1.D on a cast steel trans- 
mission housing, a leading automobile 
manufacturer reports 700 pieces per 
grind with V-R Carbide compared to 
400 pieces with previous carbide 





Mr. Distributor: 
This V-R 


series runr 


tional and edt 
V-R Distributo 





advertisement is one of 
“ng in national met 


Part of an exp 
tcational program 
rs sell more Products 


“a new 
alworking 


ast Alloy cut- 
anded promo. 
to help 











Costs 


Rough turning, semi-finishing and cut 
ting off to length of Inconel X bolts was 
increased from 5 pieces per day to 30 
at a well known aircraft plant when 
V-R Carbides replaced another type. 





and, TANTUNG TOOLS, 
made of V-R's exclusive cast 
alloy with high red-hardness, 
low friction coefficient and 
extra high strength. Get the 
facts about these tools that 
bridge the gap between 
high speed steel and ce- 
mented carbides. 


Ask for 


CATALOG 





Vascoloy namet Corporation 


SUBSIDIARY OF FANSTEEL METALLURGICAL CORPORATION 


ae 


844 S. Market St., Waukegan, Illinois 
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Adsco Merges Woodbury, Lorenz Firms 


F 


A. J. Holeomb 


Woodbury & Co., Portland, Ore., 
and Lorenz Co., Klamath Falls, 
Ore., have been re-organized to in- 
tegrate operations under Adsco 
Northwest, Inc., owner of the two 
concer©rns. 

John L. McGara, Adsco North- 
west executive vice president, an- 
nounced the following setup: 

1. Woodbury Hardware Co., 
Portland, will remain as it is. An- 
drew J. Holcomb has been named 
manager. 

2. The industrial supply division 
of Woodbury & Co. at Second and 


C. H. Sanders 





Earl Chamberlain 


Pine Sts. will be combined on April 
1 with the Woodbury Steel Ware- 
housing operations on Swan Island 
and the combined departments will 
operate there as Woodbury & Co. 
Charles H. Sanders named 
manager. 

3. Woodbury Eugene Industrial 
Supply, Eugene, Ore., will remain 
as it is. Earl Chamberlain was re 
appointed manager. 

4. Woodbury Medford and 
Lorenz Co.’s Medford branch will 
be combined as Woodbury Lorenz 
Industrial Supply in the Woodbury 


was 





Weatherhead Holds Sales Conference 


Arch M. Morris (center), publisher of INpustriat DistrisuTion, was main 
speaker at The W eatherhead Co.’s Fort Wayne Division sales conference luncheon 
He is flanked by Gene P. Robers, general sales manager, Distributor Divi 
Industrial-Distributor 


recently 


sion, and John Allen, sales manager, 


attended by 48 salesmen, lasted four days 


124 


Division. Meeting, 
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Clair Larson 


j. C. Strong 


headquarters. Clair Larson was 
named manager. 

5. Lorenz Co. in Klamath Falls 
will be organized in two divisions, 
Woodbury Lorenz and Woodbury 
Lorenz Hardware. J. C. Strong is 
manager. 

Mr. Holcomb has been assistant 
sales manager of Woodbury Hard- 
ware in Portland for eight years. 
Mr. Sanders has worked for U. S. 
Steel Supply Division, Tayler & 
Spotswood Steel Warehousing and 
Kaiser Steel Corp. Mr. Chamber- 
lain has been with Woodbury & 
Co. 12 years. A former outside sales- 
man, Mr. Larson started with 
Woodbury & Co. 33 years ago. Mr. 
Strong has been general manager 
of Lorenz Co.’s Medford branch 
since 1950. 

Adsco Northwest, Inc., is a sub 
sidiary of Adsco Industries, Inc., of 
Buffalo, N. Y. It purchased the 
Woodbury interests last June and 
the Lorenz firm in November. 

Mr. McGara said the re-organiza 
tion should provide efficient service 
and a base for future growth. He 
said Adsco’s management had “tre 
mendous faith” in the Pacific North- 
west. 

Adsco Northwest is directly super- 
vised by J. E. Snodgrass as assistant 
executive vice president. Fred F. 
Holcomb is vice president and man- 
ager in charge of operations. 





Henry Walke Co. 
Elects President, 
Other Officers 


Linwood F. Perkins has been 
elected president of The Henry 
Walke Co., Norfolk, Va. industrial 
supply firm, to succeed the late 
Robert S. Page. Mr. Perkins was 
vice-president of the 72-year old firm 
which has branches in Charlotte, 
N. C. and Atlanta, Ga. 

Other officers are: L. R. Shepherd, 
W. Waller, treasurer, 
and E.. D. Moore, assistant secretary. 

Mr. Perkins joined the Henry 
Walke Co. in 1926 as a store clerk 
and three years later became an out- 
side salesman. He was elected vice 
president in 1940. He is a native 


of Norfolk. 


he firm has a unique distinction 


secretary; I. 


of having had three principals serve 
as presidents of the Southern In 
dustrial Distributors Association. S. 
Milnor Price was elected association 
president in 1912; Mr. Page was 
elected association president in 1937 
and Mr. Perkins in 1952. 


Linwood F., Perkins 





American Chain 
Forms New Division 
American Chain & Cable Co. has 
ended the corporate existence of its 
subsidiary, Allison Co. of Bridge- 
port, Conn. It is now the Allison 
Division of American Chain. 
Allison was purchased a year ago 
It makes _ rubber resinoid 
bonded abrasive wheels. 


and 


Deming Maps Plans at Sales Meeting 


New products were stressed at Deming Co.’s recent annual sales meeting in Salem, 
Ohio. Here Robert L. Davis (right), sales manager, explains water system to Walter 
F. Deming, II, president, and salesmen H. E. Carloss, Jr; W. M. Walter and 
J. C. Klein. Management plans revised promotion program and distributor schox 
Hydraulics classes have been held at Salem for 1| will now also be held 


years nei on 
l'rial schools in industrial pump applications are also planned 


regional basis 





Morse Chain Buys Eberhart-Denver 


Morse Chain Co., 
Corp. has purchased 
Eberhart-Denver Co., Colorado 
speed reducer manufacturer. 


a Borg-Warner | present lines and expanding market 
potential. ‘They make 
ducers, conveyor drives, gear motors 


Fred Eberhart, founder of the 


subsidiary, speed re 





Stanley J. Roush, Morse Chain 
president who will also be president 
of Eberhart-Denver, called the a 
Morse 


Chain’s expansion program. He said 


quisition a major step in 


it would provide for rounding out 





Denver concern, becomes its chair 
Robert 
vice president and general manager 
and John R. Mueller continues as 


vice president and chief engineer 


man of the board Bass is 


under the new ownership 





Hardware Trade Installs Officers 


New president of Hardware Trade Association of New York Kenneth Yorke 
New York City, shakes hands with outgoings 


from left), of Hanscn & Yorke Co., 


president, Robert Richards, of J. H Williams, holding plaquc 


fourth 


With them are Roy 


Schmidt, of Stanley Tools; Kirk Hobart, Allen Mfg.; Gordon Carpenter, Lufkin 
Rule, lst vice president; Amold Martin, Fayette R. Plumb, secretary; Edward Jung 


Millers Falls, 3rd vice president, and Brownie Jalbert, Bay State Tap & Dic 
New York City, is 2nd vice president 


Jackson, of Neal & Brinker Co., 


Andrew 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ==> 





. : Paasche Airbrush 
Carboloy Salesmen Hold National Meeting __ | Bieots President 


as Founder Retires 


Walter G. Earle has been elected 
president of Paasche Airbrush Co., 
Division of Cline Electric Mfg. Co., 
succeeding Jens A. Paasche 

Mr. Paasche, who founded the 
company in 1922, has retired and 
become honorary chairman. He 
came to Chicago from his native 
Norway at the age of 18. 

Mr. Earle joined Cline Electric 
Mfg. in 1951 and became vice pres 
ident in 1954. Cline’s Ordnance 
Weapons manufacturing will con 


Better two-way communications—so plant personnel would realize salesmen’s and oer 
tinue under Mr. Earle’s direction. 


customers’ problems and vice versa—was the theme of first national sales meeting in 
seven years at Carboloy Department of General Electric Co. As part of “Operation 
Pipeline,” salesmen spent two days of week-long meeting in contact with foremen 
and workers instead of in formal sessions. Sales plans were also discussed. Here 
H. A. Arnold, distributor sales specialist, makes a point 





Heads Seattle Group 

Wallace H. Campbell, president 
of Campbell Industrial Supply Co., 
Seattle, has been elected president 
of the Distributors Association of 
Seattle. Robert C. Lenfesty, Seattle 
Hardware Co., is vice president, and 
William H. Turner, Pacific Metal 
Co., treasurer. 





Opens New Quarters 
General Rubber Co., Milwaukee, 


has moved into new and larger quat 
ters at 514-18 West Walnut St. W. G. Earle 








1. ae Grayson-List Holds Open House 


General Sales Manager 
Named for Disston 


H. K. Porter Co. has named Louis 
W. Jander general sales manager of 
its Henry Disston Division. 

Industrial sales manager pre- 
viously, he succeeds Walter H. Geb- 
hart, now a consultant to Lawrence 
L.. Garber, general manager, on 
policies and trade relations. 

Mr. Jander has been with Disston 
21 years in sales and advertising. 

Mr. Gebhart, who joined Disston 
in 1911, has held various executive 
posts in sales and industrial market- a ' , : 

Party for 150 guests was held recently at Grayson-List & Co., Secaucus, N. J. Fred 


ing is a pas sident oO ‘ 
ing. He ade past ae ident of the List, president, is shown with Joseph Hoser, of Robert Reiner Co.; Stanley Chitten 
American Association. den, F. L. Smithe Machine Co., and I. L. Bookley, general manager 
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= 


Sales convention of Milwaukee Electric Tool Co. was held recently for the 
New products and sales plans were announced 


entire field force 


Milwaukee Electric Tool Salesmen Meet 


company’s 
Management 


revealed plans to expand facilities with a 12,000 sq. ft. factory addition 








100-Year Old Firms 


Honored in Philadelphia 


Thirty 100-year old firms, includ 
ing three industrial distributors, 
were honored recently by the Hard- 
ware Merchants’ & Manufacturers’ 
Association of Philadelphia. 

The Steinman Hardware Co., 
Lancaster, Pa.; George Krause Hard 
ware Co., Lebanon, Pa., and M. S. 
Young & Co., Allentown, Pa., re 
ceived the organization’s Award of 
Merit for 100 or more years of op 
eration, along with the following: 
The Peck, Stow & Wilcox Co., W. 
Rose, Inc.; P. A. & S. Small Co.; 
Edward K. ‘Tryon Co.; Remington 
Arms Co.; The Gilbert & Bennett 
Mfg. Co.; Wickwire Spencer Steel 
Division, ‘The Colorado Fuel & Iron 
Corp.; The Eagle Lock & Screw Co.; 
Potts-Farrington Co.; ‘True ‘Temper 
Corp.; Heller ‘Tool Co.; Supplee 
Biddle-Steltz Co.; American Screw 
Co.; Henry Disston Division, H. K 
Porter Co.; Shields & Brother; 
Landers, Frary & Clark; The Stanley 
Works; Russell Burdsall & Ward 
Bolt & Nut Co.; Animal Trap Co. 
of America; Safe Padlock & Hard- 
ware Co.; Jones & Laughlin Steel 
Corp.; Stanley Tools Division; Clark 
Bros. Bolt Co.; Buffalo Bolt Co. Di- 
vision Of Buffalo-Eclipse Corp.; 
Hardware Age; Atkins Saw Division 
and Fayette R. Plumb, Inc. 





J. Robert Kelley 


Manning, Maxwell & Moore 
Names Kelley President 
J. Robert Kelley has been elected 


president of Manning, Maxwell & 


Moore, Inc., succeeding Hamilto1 


l 
S 


Merrill, who has retired after 3 
years with the company 


Mr. Merrill will continue 


committee 


as di 


rector and executive 


member. 
Mr. Kelley, 


vice president, joined the company 


formerly executive 
in 193] as general manager of its 
then Mill Supplies Division. He 
later 
general sales manager for Shaw-Box 
Crane & Hoist Division. 

He was president of the American 
1953-54. 


became vice president and 


Association in 





New Vice President, 
Director Named 
By Cameron & Barkley 


Rufus C. Barkley, Jr., 
named vice president of ‘The Cam 
Barkley Co., Charleston, 


has been 


eron & 
Fe 

\ University of Virginia graduate 
he represents the fourth generation 
of his family to take an active part 
91-year-old firm. He joined 
after 


His responsibility 


in the 


the company two vears of 


military service 


will continue in sales, advertising 
and administration, with particular 
emphasis on liaison with manu 
facturers. 

Glenn B. Jennings, former man 
ager of Cameron & Barkley’s ‘Tampa, 
F la., branch, has been elected to the 
firm’s board of directors. 

He managed the ‘Tampa office 
from shortly after he joined the 
. 1917 


ment in 1950 because of health 


company in until his retire 


R. C. Barkley, Jr. 





Two Vice Presidents 
Named by Topping 
New York City 


has elected Edward De Maria and 
Cornelius D. O'Connell as vice pres 


lopping Bros 


idents 
Mr. De Mania is vice president in 
charge of purchases and Mr. O’Con 
nell, vice president for sales 
Howard T. Norberg was named 


assistant treasurer 
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Texas Salesman Uses Horsepower 


See ee? 


Dallas Times Herald 


Proof that Texas has everything is furnished by Bill Lee, of Briggs-Weaver Machinery 


Co., 
Daughter Linda Lee, 14, is driving 


Dallas, who found one-horse sleigh the best way to travel one day recently 
Dallas schools closed to celebrate the big snow. 





Wayne Pump 
Opens New Plant 


Wayne Pump Co. has opened a 
new plant in Salisbury, Md., which 
doubles its manufacturing space. 

Open house ceremonies were held 
recently with W. H. Bateman, 
Wayne president, and Governor 
Theodore R. McKeldin of Mary 
land presiding. 

The plant occupies an 18-acre 
site and integrates all operations 
under one roof, with numerous im 
provements in manufacturing. New 
systems for finishing and painting 
are the most notable changes. 





NEW SALES MANAGER of Sulli- 
van Tool & Supply Co., Hartford, 
Conn., is Frank E. Hayes, who has 





been with firm 10 years. 


Industrial Sales Head 
Named by Goodyear 


R. B. Warren has been named to 
succeed H. D. Foster as sales man 
ager of Goodyear Tire & Rubber 
Co.’s Industrial Products Division 
Mr. Foster will retire May 31 after 
43 years with the company 

O. A. Schilling, former Eastern 
sales manager, will replace Mr. War 
ren as manager of the Industrial 
Products Departments. Mr. War 
ren will attend the Harvard Business 
School’s Advanced 
Course before assuming his new 
post. 


Management 


Mr. Warren joined Goodyear in 
1927. He has been a field repre- 
sentative in Atlanta and New York 
City, Pittsburgh district manager 
and Southern sales manager. Mr. 
Schilling joined Goodyear in 1939 
from the oil supply field. He has 
been Dallas district manager and 
Eastern sales manager. 

Mr. Foster became Birmingham, 
Ala., district manager in 1915. He 
later was Cleveland district head and 
Eastern sales manager. When he 
joined Goodyear in 1913, the man 
agement had just decided to enter 
the industrial rubber products field. 
The then—new division now makes 
a wide variety of products from con 
veyor belting to plastic parts. 





Hansen & Yorke Names 
New Jersey Manager, 
Sales Executives 


Hansen & Yorke Co., New York 
City, has appointed Douglas A. 
Yorke vice president and general 
manager of its affiliated Hansen & 
Yorke Co. of New Jersey in Wood- 
bridge. 

Albert M. Redlich continues as 
vice president in charge of sales of 
both companies. 

Leon Robbins has been named as- 
manager at Wood- 
bridge, and ‘Theodore Lamb assist- 


New York 


sistant sales 


ant sales 
City. 

Mr. Yorke, a son of Arthur Yorke, 
president of the two companies, has 
been with the organization since 
1947, recently as assistant vice pres- 
ident for sales in New York. 

Mr. Robbins joined the New 
Jersey company two years ago as a 
salesman. Mr. Lamb has been with 
Hansen & Yorke 16 years, the past 
eight years in sales. 


manager in 


Douglas A. Yorke 





Ideal Industries 
Names General Manager 


Marc A. Buettell has been ap- 
pointed executive vice president and 
general manager of Ideal Industries, 
Inc. 

Previously vice president and as 
sistant general manager, he has been 
with the company since 1934, when 
he joined it as an electrical engineer. 
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Get more profits 
on the hook... 


- 


mmm ANY gett 


CAPACITIES: 
%, 4g and 1 ton 





Give your hoist sales a boost by telling 
your prospects about the Yale Load King 
Electric Hoist. This rugged, precision- 
built hoist has all the features that assure 
customers greater efficiency at less oper- 
ating cost. 


Use these selling points to make your sales 
job easier: Accurate and safe control of 
capacity loads - Extra strength for the 
toughest handling jobs - Lightweight and 
portable construction - Trouble-free serv- 
ice at minimum operating costs -One-hand 


—o_—_ EE LECT RIC 77 


HOIST 


pushbutton control for easier spotting of 
loads - Adaptability to lug, hook or trolley 
suspension - Motor and load brakes for 
extra safety. 


Available in %4, 42 and 1 ton capacities, the 
Load King can be used in factories, foun- 
dries, mills, warehouses, wherever hoisting 
must be done quickly, efficiently and safely. 
And, you can offer the Yale Electric Load 
King with confidence because it bears the 
name YALE—the name that means quality 
to customers and easier sales for you. 


INDUSTRIAL LIFT TRUCKS AND HOISTS 


Gas, Electric, Diesel & LP-Gas Industrial Trucks - Worksavers - Warehousers - Hand Trucks - Hand & Electric Hoists 
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Price Index for 19 Product Classes 


(1947-49—100) 


% Change 
Dec. Nov. Dec. From 


NAME OF PRODUCT CLASS 95 "> "54 Year Ago 
Abrasive Products 128.5 117.2 +9.6 
Cutting Tools 143.4 126.2 + 13.6 
Fans and Blowers 157.4 a7. 143.7 
Fasteners 168.: 156.0 
Incandescent Lamps 47.3 147.2 


Industrial Rubber Products 41. 134.2 


Lubricants 1 69.7 


Materials Handling Equipment . 134.2 


Mechanics Hand Tools 57.3 $7. 144.5 
(Files, saw blades) 


Metalworking Accessories 45. 45. 133.8 
Motors , 109.6 
Paint 3. 2. 112.8 
Portable Power Tools 25.¢ 120.3 
Power Transmission Equipment 133.0 
Precision Measuring Tools : 121.4 
Pumps and Compressors 43.: 131.9 


Steel Products 54. 54. 144.7 


(Pipes, bars, nails, wire rope, ete.) 
Valves and Fittings 44.5 131.4 
Welding Machines : 129.3 


(Equipment, rods) 


Total Index 41. 130.7 


Source: Bureau of Labor Statistics and Industrial Distrubution 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Speed Reducers 

Two New Sizes 
In Torque-Arm Line 
Addition of two new models to 
its ‘Torque-Arm line, now has the 
company offering shaft-mounted 
speed reducers with capacities from 
| to 60 hp and output speeds from 

12 to 365 rpm. 
New size No. 8, 
reduction series, has a capacity of 
60 hp at 100 rpm, AGMA rating, 


and can be mounted on shafts up 


in the double 


to 5-in diameter. 

A capacity of 1.3 hp at 100 rpm 
is claimed for the new No. 11 
model. 

Dodge Mfg. Corp., Mishawaka 
Ind 


Trolley 


For Electric Hoists Having 
Capacities of 1000 to 12000 Ibs. 


Known as the Series “700” ‘Load 
Lifter’ motor driven trolleys, a new 
line is available in a variety of 
traverse speeds from 25 to 130 fpm, 
depending on size and voltage re 
quirements. 

Some of the features claimed in 
clude: full crowned universal tray 
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erse wheels with hardened treads 
designed to operate equally well on 
wide flange, standard or steep angle 
I-beams; drive wheels with integrally 
cut heat-treated spur geared teeth; 
mechanically interlocked 24 volt, 
four button control station to elimi 
nate possibility of damage to cle: 
trical system should both Up and 
Down buttons be depressed simul 
taneously. 

l'rolley is available as a factory in 
stalled unit in combination with any 
model of the maker’s “700” series 
electric hoists, or it can be purchased 
separately in kit form for adaptation 
to existing hoists. 

Manning, Maxwell & Moore, Inc., 
Shaw-Box Crane & Hoist Div., 
Muskegon, Mich. 








Floor Machine 


Polishes 10,000 Sq. Ft. 
Floor Area in 30 Minutes 


Recommended for hallways and 
large unobstructed floor 


31-in. floor machine has been intro 


areas, a 


duced. 


MC-31 is said to have a brush 
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covering area of 855 sq in. and scrub, 
polish OI steel wool a floor lh OnC 
fourth the time it takes 
16-in. machine with a brush area of 


201 sq in. 


with a 


Equipped with a 14 


115-230-volt ac motor, the machine 


also features wheels of non-marking 


hp motor, 


rubber, and an easily adjustable han 

dle 
Multi-Clean 

Paul, Minn. 


Products, Inc., St 


Flexibile Shaft Tool 
Maintains Sustained 
Torque Under Load 
Called the Superflex, a new high 


speed flexible shaft tool is recom 
mended for all types of production, 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





bench finishing, deburring, tool and 
die grinding, and sharpening. 
Driven by a } hp Universal motor 
that develops 22000 rpm, the hand 
piece is 63-in. long and weighs 14 
takes 3 h-in. shank 


mounted wheels and points and car 


oz. It and 


bide burrs up to @-in. in diameter 


by using rubber flex collets 


Dumore Co., Racine, Wisc. 


Extinguisher 
Expels Controllable 
45 ft. Stream of Water 


\ new stainless steel pressurized 
| 


water extinguisher has been an 
nounced. 

\ slight pressure on the release 
lever is said to expel a strong, con 
trollable 45 ft. stream of 


is shut off 


water; 
pressure when lever is 
released 

It can be pressurized with air at 
1 filling station or with nitrogen 
from the company’s dry nitrogen 
units \ 


whether the 


recharge visual pressure 


gage indicates extin 
guisher is adequately charged 
Constructed — of 


steel, the 


electric-welded 
stainless extinguisher is 
pressure-tested to 500 Ibs psi. 


Buffalo Appliance Corp., 
Dayton, 


Fire 
Ohio 


Cutter 


For Heavy Duty 
Strapping Tapes 


Designated 4G, an adjustable cut 


ter for heavy duty strapping tapes 


has been announced 
Made of molded plasti 
steel cutting edge, it is desig 


either 4 o1 


with a 
ed for 
j-in. tapes and can be 
adapted quickly for either siz« 
Permacel Tape Corp., New Bruns 


wick, N. ] 


Pipe Bender 
Makes Bends In 
One Setting of Pipe 
Pipe bends up to 90 degrees can 


be made in one setting of the pipe 





ie SR 


stroke of the ram with a 


bender 


and onc 
new hydraulic pipe 
The S-130 has 


swivel and bending shoes made of 


a bending fram 


rigid aluminum for greater port 
ability, easier assembly and maneu 
verability. A 


permits cas\ 


removable top plate 
setting of shoes al 
positioning ot pipe for bending 


lhe 


any position 


bender is said to work 


on the floor, table 


overhead on existing run 

Optik Ang! 
’. said to permit 

the 


\lso featured is ai 
Gauge 
trol of progress of 
every pump strok« 

Sold as a complete set 


include x Ca 


pa ked in 


d wooden CaS€ it { 


aluminum bending shoes to handl 
b 3, 1, 14, 14 and 2-41 
pipe oI conduit 


Blackhawk Mfg. Ci 


meter 


Saws 


Cut Clean 
Round Holes 


1] 
in port IDI 


Recommended for usc 
air and electric drills, drill presse 
and lathe tailstocks, a complete lin 

speed steel hole saw's 


of Milford high 
Continued on page 139 


FOR AN INDEX OF THIS MONTH’S NEW PRODUCTS, SEE PAGE 139 
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LIST PRICE 


eeenereeeeseewteeeese#s#-s 


Smooth, 


vr See 29 F4eesvececaonoeseseveseeeeees 


Red Tenate 
easy 

high gloss, rustproof fin 
ish for lifetime protection. 


eee 8 « © 6 6" 


Colorful 
Functional Design 


eeeeeoreae 
+e eeev een 


e 
’ « 
a * 
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VICTOR No. 10 
LIST PRICE $189 


Yellow handle — long- 
wearing rustproof crackle 
finish. Complete with 12- 
inch Victor Unbreakable 
Special Flexible Blade. 


* * 


e*e@eseeee#ees##é 


VICTOR No. 15 


handle, 
to - clean, 


Comes complete with 12 


that 
blades 10-to 


* 
> ¢ @ 
se © @& 


Solid heat treated steel back 

a one-piece span. Won't 
break, bend, or dent. Its 
greater rigidity means fewer 
broken blades! 


inch Victor “Moly” High 
Speed 1 8-tooth blade, 
outlasts standard 


Cam-action lever lock in 
new under-the-handle loca- 
tion. Automatically puts 
correct tension on blade 





~ 
££, a 
‘ 


| 


Quick length adjustment 

release the lever, lift it out 
of tension bar, slide bar for- 
ward, snap lever into second 





hole 


Ney bu 


Ss 


Speeds blade changing! 
LIST PRICE 


cman 
VICTOR No. 20 *37° 


yo a 
mh ell 


Molded Tenite handle Long-time mechanics’ fevorite. Ad- 
strong, comfortable, easy to justs for 10-inch and 12-inch blades 
clean! Pistol grip. 


These new Victor Frames are ideal “openers” for 
new business. They’re new — they're colorful — 
they're easy to demonstrate. Show them to all 
your customers. 


\ness 


SAW WORKS, INC., 
MIDDLETOWN, N.Y., U.S.A. 


Makers of Hand and Power Hack Saw Blades, Frames 
and Metal and Wood Cutting Band Saw Blades 
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Automation Heralded, 
But Some Plants 
May Not Be Ready 


Automation will make rapid 
strides very soon in the nation’s pulp 
and paper industry, a control indus 
try executive predicted at a recent 
conference at Illinois Institute of 
l'echnology. 

But an engineer from a watch 
making firm warned the same con 
ference that some industries are not 
ready for automation; “sound, old 


fashioned ideas” of better tooling 
should be applied first. 

[he conference, sponsored by the 
Armour Research Foundation, dealt 
with control engineering 

Harold A. Sholl, of Minneapolis 
Regulator Co., told 


delegates that high-speed data log 


Honeywell 


ging, scanning and computing sys 
tems would soon be tied in with con 
ventional instrumentation in pulp 
ind paper making. 

Mr. Sholl described a hypothet 
ical 200-ton mill, built at 
$25 to $30 million, which probably 


a cost of 


could be fully automated for about 
$500.000 


Unwieldy for Watchmaking 


George G. Ensign, of Elgin Na 
tional Watch Co. took a different 
tack in his address. Automation, he 
said, holds a bright promise for the 
future, but 
selves if we emphasize it to the 


“we are deluding our 


neglect of old-fashioned, sound engi 
He 


automat 


neering approaches.’ said it is 
possible — that 
assembly, for example, may never be 


watch 


accomplished. 
watchmaking 
perfecting _ its 


The industry has 


been mechanized 


this 


by 


for 75 vears, and 
modernization will 
making a tool 
irrangement of the job” even if no 
In 
some industries, he said, full autom 
the 


too 


processes 
continue 
better 


or a 


better 


is found to automate fully. 


wal 


over-complicate 
add 


vestment 


ition would 


production process and 


load of i 


maimtenance cost 


heavv a ind 





A MESSAGE TO AMERICAN 


INDUSTRY ONE OF A SERIES 


Business Investment Holds Key 
To Both Growth and Stability 


W hat federal tax policy will best promote 
both growth and stability in the American econ- 
omy? The Joint Economic Committee of Con- 
gress has been asking this crucially important 
question in public hearings. This editorial sug- 
gests one vital part of the answer. 

The proposition advanced here is that— 


Tax policy must encourage a continuing 
high level of business investment in new plant 
and equipment, because such investment 
makes a special contribution to both eco- 


nomic growth and economic stability. 


Growth Needed for Security 


We must have both growth and stability. 

A vigorous economic growth is essential to 
our national security. As Congressman Wilbu: 
D. Mills said in launching the Joint Committee’s 
hearings, “The present complexion of world af- 
fairs places a premium upon strength and 
growth in our national economy.” Growth is 
likewise a major ingredient of a healthy domes- 
tic economy. Growing enterprises and growing 
communities offer far more opportunities for 
satisfying careers than those which are not 
growing. 

A reasonably stable economy, without violent 


ups and downs, is also essential to our national 
welfare. Extravagant booms and their more or 
less inevitable result, severe depressions, waste 
labor and resources and cause great human 
misery. Both major political parties have ac- 
cepted the obligation imposed by the Employ- 
ment Act of 1946, that the federal government 
work to maintain high and stable employment. 

There is general agreement that the key to 
economic growth is investment in new 
plant and equipment. Growth depends de- 
cisively on new facilities to increase produc tion, 
and also to produce new and better products in 
new and better ways. At the same time, new 
plant investment provides employment for the 
important, and well-paid, one-fourth of our in- 
dustrial workers who manufacture and build 
new production facilities. So if the process of 
business investment is kept on an even keel, the 
result is not only growth but also stability in a 
substantial sector of our economy. 

But authorities disagree on the possi- 
bility of maintaining a high level of busi- 
ness investment for any great length of 
time. Some fear that it will lead to an ex- 
cess of producing capacity and the glutting 
of markets, with recession or depression 
not far behind. 
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The history of our country offers some basis 
for the fear that it is dangerous to maintain a 
very high level of business investment. There 
have been times when the economy has suffered 
under the weight of excess producing capacity. 
This fear, however, has been made obso- 
lete by the recent course of our economic 
history which, in its earlier phases, nour- 
ished the fear. 


The World Has Changed 


Here are some of the major considerations, 
cited at the Joint Committee hearings, which 
support the conclusion that we not only can 
have a high level of business investment and 
economic stability but that we actually need a 


high level of such investment to assure stability. 


(1) Over the next 20 years our population 
is expected to increase by about one-third. 
But most of the population increase will come 
in age groups younger or older than norma] 
working ages, and people will probably work 
fewer hours per week. Thus hours worked are 
not expected to increase more than 15%. 
Consequently, we must have a relatively large 
increase in the amount of production equip- 
ment per worker if our standard of living is 
not to suffer. This means a high level of new 


investment. 


(2) About half of our present business in- 
vestment goes to replace worn-out equipment, 
rather than to expand capacity as was true 
during the early stages of our industrial de- 


velopment. 


(3) Thanks largely to the impact of or- 
ganized research—for which we as a nation 
now spend about $4 billion a year—a large 
share of capital investment now goes to pro- 
vide new products and new processes, rather 


than to expand existing capacity. 


These developments make it unlikely that we 
shall develop the burden of excess capacity that 
plagued the economy in earlier periods. More- 


over, most capital investment plans are 


now made on a long-range basis. Compa- 
nies are building facilities to anticipate 
their needs for several years ahead. This in- 
crease in long-range planning has reduced the 
disturbing effects of temporary shortages and 
excesses in producing capacity. 

The record of recent years speaks for itself. 
Business spending for new plant and equipment 
in 1955 was over $29 billion. This continued 
the high level of investment that has been main- 
tained for the past ten years—a decade remark- 
able for both impressive growth and gratifying 
stability. A McGraw-Hill survey of preliminary 
plans for 1956 indicates another year of in- 
creasing investment, and expanding business 
activity. 

Tax policy, to be successful, must con- 
sider this impressive contribution of busi- 
ness investment to both growth and sta- 
bility. 

Of course, the level of investment depends on 
many factors other than federal tax policy. The 
degree of business confidence is important. So 
is the strength of consumer markets. So is the 
attitude of organized labor toward the use of 
more efficient machinery. But tax policy is a 
crucially important factor. And it is becoming 
more so with new developments in our changing 


economy. These developments indicate that tax 


policy must be geared to foster a high level 


of business investment, if the dual objee- 
tives of economic growth and economic 


stability are surely to be attained. 





This message is one of a series prepared by the 
VcGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to neu Spapers, 
groups or individuals to quote or reprint all or 


parts o} the text. 


Reuata C ee ee 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on page 132) 





has been added to the manufac- 
turer’s line. 

Welded edge blade construction 
used is claimed to provide hard, 
sharp, fast-cutting, long wearing 
teeth combined with tough, resilient 
back. 

All are furnished with six teeth 
per inch and a cutting depth of 
1t-in. 


Complete selection of hole saw 
arbors, including “follow thru” type, 
is also offered. All are complete with 
high speed steel pilot drills; those 
for larger diameter saws are equipped 
with drive pins for added torque 
transmission. 

Henry G. Thompson & Son Co., 
New Haven 

(Continued on next page) 





ADHESIVES 
Adhesives & Coatings Div., 
Minnesota Mining & Mfg. 
Co 
BEARINGS 
SKF Industries, Inc 
CARBIDES 
Willey’s Carbide Tool Co. 
CHUCKS 
Buck Tool Co 
Cushman Chuck Co. . 
COMPRESSORS 
Binks Mfg Co 
COUNTERSINK 
M A Ford Mfg Co 
CUTTERS 
Beaver Tool & Engineering 
Corp See a Sins 
Permacel Tape Cor 
DRILLS 
Aro | quipment Corp 
DRILL-COUNTERSINK 
Whitman & Barnes 
EXTINGUISHER 
Buffalo Fire Appliance Corp 
FLEXIBLE SHAFT TOOL 
Dumore Co venti 
FLOOR ABSORBENT 


Diversey Corp 
FLOOR MACHINE 

Multi-Clean Products, Inc 
GEARMOTORS-MOTOGEARS 

Link-Belt Co ; ; 
HOLDER 

Wilton Tool Mfg. Co., Inc 
HOOKS 

J. H. Williams & Co 
MOTORS 

Electro Dynamic Div. General 

Dynamics Corp 

PIPE BENDER 

Blackhawk Mfg. Co. 





Index of This Month’s New Products 


PLIERS 
Xcelite Inc 17 


PUMP 
O. K. Machine & Tool, Inc 162 
RACKS 
Sturdi-Bilt Steel Products, Inc. 152A 
SAWS 
Black & Decker Mfg. Co 
Delta Power Tool Div. Rock 
well Mfg. Co... 
Henry G. Thompson & Son 
Co 
Mall Tool Co 
SHAFT COLLARS 
Slimax Metal Products Co 
SNIP 
Diamond Calk Horseshoe Co 
SPEED REDUCERS 


Dodge Mfg. Corp.. 


rABLE 
General Automation Products 
Co 
TOOL, MAGNETIC BASE 
Enco Mfg Co 


TROLLEY 
Manning, Maxwell & Moore, 
Inc., Shaw-Box Crane & 
Hoist Div 
TRUCKS 
Magnesium Co. of America, 
Tobey Aluminum Div 


Nutting Truck & Caster Co 


UNIONS, FLANGE 
W-S Fittings Div. H. K. Porter 
Co., In 


VALVES 
Yarnall-Waring Cc 


VISES 
Chicago Tool & Engineering 
Co , 
Columbian Vise & Mfg. Co 
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KEYWAY 
BROACH 
KITS 


a “must” in every machine 
shop and every maintenance 
department, for cutting any size 
keyway from Vie" to 1” in any 
bore from \%" to 3° — by hand in 
one minute. 


Winute Tan 


SQUARE HEXAGONAL 
BROACHES 


to meet the demand for stock 
broaches that will finish cast or 
drilied holes in one pass. For 
Ve" to %" holes. 


PRODUCTION TYPE KEYWAY 
BROACHES for quantity pro 
duction of keyways also avail 
able from stock in ten popular 


Winute Wan 


MAGNETIC 
BASES 


hold dial indicator 
gages. 360° horizon 
tal, 180° vertical 
swing Save set-up 
time, increase work 
accuracy. One sells 
another 





du MONT 
H. S. Ground 
TOOL BITS 


square and rectan 
gular, with the bal 
anced combination 
of toughness, wear 
resistance and red 
hardness that keeps 
users coming back 
for more. 


For complete information on these fast 
selling, high profit tools, get in touch with 


The du MONT 
CORPORATION 


GREENFIELD, 
Massachusetts 


a a if oo oa 


See them at BOOTH 1106 
ASTE Show — Chicago 





To help you sell, 
current Lufkin 
trade advertise- 
ments corry this 
message. 
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QUALITY PUTS YOU 
FIRST IN LINE- 


You enjoy prestige and goodwill, gained by 
a reputation for quality, when you sell Lufkin. 
You are representing the pioneer in the devel- 
opment of measuring devices, a leader in the 
precision tool field and the World's largest 
tape and rule manufacturer. You sell with con- 
fidence when you sell Lufkin — ‘the standard 
of accuracy in measurement." 


LUFKIN 
MICROMETERS 


Choice of many styles and fin- 
ishes — Chrome Clad. Big Bar 
rel for easy reading; Friction 
Thimble for automatic ‘feel’; 
Cam lock for greater accuracy 
Choice of black non-slip finish 
or full finish frame. You can't 
go wrong recommending Lufkin 
micrometers. 


SELL [UF KIN TAPES. RULES 
PRECISION TOOLS 


and they'll sell you! 


THE LUFKIN RULE CO. Saginaw, Michigan 
New York City Barrie, Ontaric 


SAVE COSTS 
CONSULT YOUR INDUSTRIAL DISTRIBUTOR 


@ He cuts down your inventory investment in tools and 
parts. 

@ He cuts your purchasing costs by providing one source 
for thousands of items. 
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Chuck 


Operates With Machine 
Running or Stopped 


Reducing friction and simplifying 
the number of parts that compensate 
is said to produce a new compensat- 
ing chuck with true equalization. 

Some of the advantages claimed 
include: ease of changing from one 
diameter to another, compensating 
mechanism increases gripping power 
permitting more rapid stock re- 
moval, center can easily be set dead 
true, can also be used as a standard 
power chuck when required. 


Buck Tool Co., Kalamazoo, Mich. 


Saws 
Two Heavy Duty 
Models Added to Line 


Featuring a newly designed switch 
guard to prevent accidental tripping 
of the instant release switch, a new 
64-in. heavy-duty saw has been in 
troduced. 

Some of the features include: 
built-in chip deflector, automatic 


telescoping blade guard, large sized 
lift lever for retracting lower guard, 





Why RBaW Distributors rarely («= 
‘ [ose a fastener sale— 





BOUT 800 times the number of 
fasteners in this picture gives you the 
answer to why RB&W Distributors 
rarely, if ever, lose a sale. 

RB&W makes and stocks close to 
250,000 different fastener types and 
sizes—the most complete line in the 
field. 

That’s why RB&W Distributors can 
always satisfy customer needs... give 
better service ...and sell more 
fasteners. 

Breadth of line is only one reason 
why so many distributors prefer to 
handle RB&W. They know they can 
also count on RB&W’s 110-year repu- 
tation for reliability of product, serv- 
ice and supply. 





If you’re losing sales now because of 
limited lines or inadequate service, 
contact your nearest RB&W sales office. 
Or write direct to Russell, Burdsall & 
Ward Bolt and Nut Company, Port 
Chester, N. Y. 


Six GOOD REASONS WHY IT PAYS 


TO STOCK RB&4W FASTENERS 110th year 


1. The most complete line 
in the field. 

2. Uniform quality through- 
out the line. 

3. Complete reliability of 
supply from full stocks at 
all plants. 

4. Fast, accurate and friend. 
ly service. 


5. Best advertising support 
in all leading publications 
including Fortune, lron Age, 


Steel, Mill & Factory, etc. Rock Falls, tl.; 


6. The original ‘“‘upside- 
down" package — extra 
strong for no-spill, quick 
and easy handling. 


Detroit; Chicago; 





Plants at: Port Chester N. Y.; Coraopolis, Pa.; 


soles offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
San Francisco. Sales 
egents at: Milwaukee, 
Seattle. Distributors from coast to coast. 
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weight 11 Ibs., handle close to blade, 
fully adjustable for depth and angle 


WABKGUA | of cut. It has a maximum depth of 
cut of 2,',-in. at 90 deg. and 1#-in. 

at 45 deg. 
MIXING BOXES Said to perform bevel cuts on 
MIXING BOXES either side up to 45 deg. a new 
and Formed from single sheet of heavy-duty jig saw has also been in- 
MORTAR PANS agg? mee gg gen Weighing six Ibs., the tool includes 


heavy gauge steel. Corners troduced by the manufacturer. 
have flanged edge reinforced 


with heavy channel steel bars, a metal-cutting blade and three high 
providing unique handgrip on 
models #40, #50 and #60. speed taper ground wood-cutting 


~~ for nesting, easy han- blades—fine tooth, coarse tooth 
ing. 
« (narrow) and coarse tooth (wide). 


Black & Decker Mfg. Co., Tow- 


THE RY GH 7 son, Md. 
COMEMNATIONV 
FOR PAST EPENT 
(VIORTAR WORK 
MORTAR PANS 


ma Jackson 
steel with reinforced edges. 


Lightweight, easy to clean 
and handle, non-leakable. WIN l Ftaill veel Tt, 


Rounded corners for safety. 
HARRISBURG, PENNA 








oe CHOKE . your 











soldering iron? 





Drill-Countersink 


Features Spiral 


‘ust "CRADLE" + th Flute Construction 
JUS iT Wi aq \ Said to increase production by 
HEX ACON | providing freer cutting chip forma- 


tion and more efficient chip re- 


HATCHET SOLDERING IRON moval, a new type combined 


The operator has to “choke” the conventional j A COMPLETE LINE drill and countersink has been an- 
. OF HATCHET IRONS 

straight iron to hold it, whereas the ' BY HEXACON nounced 

HEXACON HATCHET IRON “cradles” in =Originoter : 

the hand with no perceptible grip whatsoever ond Pioneer Available in plain ty pe in sizes 
thus relieving hand strain and eliminating CAT NO WATTS TIP DIA PRICE | to 8. in high speed or carbon steel. 

the “heavy hand”, the cause of poorly sol- >a 35 WK: 

dered joints Because HEXACON HAT- 26H 30 $6.00 ind in the Bell type, §1zZes ll to 18, 

CHET IRONS are perfectly balanced in 50M $0 6.25 in high speed only, both types have 

weight, they enable the operator to solder in 70N 80 10.25 . 

a natural position and relieve fatigue of arm 100H 100 

and back. 7500 130 

DISTRIBUTORS! HEXACON offers more than forty uote 175 

different Industrial Soldering Irons (HATCHET 200H 200 

Line is only one of seven distinct types), ranging 300H 300 

from 25 watts to 700 watts with tips from 4%” to 

144” in diameter — for every soldering need. 


HEXACON ELECTRIC COMPANY of drill diameter. 


138 West Clay Ave., Roselle Park, New Jersey Whitman & Barnes, Plymouth, 
Mich. 


o 


op new spiral flutes. 

1 Number of sizes has been re 
2 " 7 

1 duced from 13 to 8. Diameters of 


16.25 drill sizes range from ,* to 4-in with 
length of drill portion equal to that 


pe) Gl) ial iw 
212 Ny 2 2a a — 
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How we 
S-T-R-E-T-C-H 
walwe life 


Every Powell Valve comes with a long, dependable life 
built-in. We make certain that every Powell Valve will 
give long, trouble-free service through careful quality 
control of every step of manufacture. 


Quality control begins with the very materials and 
metals of which Powell Valves are made. For instance, 
the tensile strength test—stretching metal to the 
breaking point—is one of the numerous ways that 
Powell Valves have Performance Verified. 

As a final step in manufacture, every Powell Valve is 
subjected to an actual line test. Because of Powell's 
painstaking quality control, plant shutdown through 
valve failure is greatly reduced. Records from re- 
fineries, power and industrial plants the world over 
prove it. 

Consult your Powell Valve distributor. If none is near 
you,we'll be pleased to tell you about our COMPLETE 
quality line which has PERFORMANCE VERIFIED. 


The Wm. Powell Company 


Cincinnati 22, onic... 110th VEAR 


FIG. 2475—Stainless Steel 0.S.&Y FIG. 375—Bronze ‘White FIG. 1559—150-Pound Steel 
Globe Valve For 150 Pounds W.P. Star” Gate Valve For 200 Lubricated Plug Valve. Sizes 1” t 
. Pounds W.S.P. 


POWELL VALVES 


BRONZE, IRON, STEEL AND CORROSION RESISTANT VALVES. 
PS. This io juste one of many add appearing im, feading magayines that hulp you all POWELL VALVES! 
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| Now Ready... 





CATALOG 


44 Pages on 
INSERTED BLADE 
MILLING CUTTERS 





This new, Pp ve talog 
handbook contains practical, usefui in- 
formation on High Speed Steel and 
Carbide Milling Cutters and includes 
full information on the following types 
of Viking Cutters available including: 

Staggered Tooth 

Half Side 

Interlocking 

Face Mills 

Shell End Mills 

Dove Tail 

Single Angle 

Double Angle 

Specials 


= 
Ld 
me 
La 
fas 
a 


he 
ae 
ie 
Lj 


FREE on REQUEST 


TOOL CO. 





CATALOG 


heseeeeeesiiaareintemeeemmenen ethene 


RIND py ETINESS 


Describing the NEW 
DEXAMATIC TOOLING 
with 
exclusive VIKING “CHIPTROL” 
6-pages of data on this recent ex- 
clusive Viking development in index- 


able, “throw-away” carbide insert 
type tools including such features as 


Positive and Negative Rakes 
Fully Adjustable ChipSroahors 





Parts 
Rugged Broached Slot Hoiders 
Heavy Duty Screw-Actuated 
Wedgelocks. 


Use coupon below for a prompt 
response to your request for copies 
of these two NEW pieces of in 
formative literature. Remember: The 
Viking line makes a dependable 
line to handle. 


MAIL COUPON TODAY 
oe eh ae > a eS ee > og 


VIKING TOOL CO., ! 
SHELTON CONN. 


your | 


Please send me, without obligation 
Catalog [) your 


44-page Milling Cutter 
Bulletin #55 [] 


Name 


Company 


I 

I 

i 

oe 1 
Position . eendieiee« | 
I 

I 

Address . 
! 
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Truck 


For Transporting 
Refuse Cans 


Equipped with a grab hook that 
adjusts to four positions of different 
height cans, a new refuse can truck 
handles cans 20-in. in diameter and 
smaller. 

Frame is cadmium plated to resist 
corrosion. Large roller bearing, semi- 
pneumatic rubber tired wheels are 
standard equipment. Frame and 
handle are tubular steel, braced and 
welded into rigid unit. 

Overall width of the new Figure 
507 truck is 27-in. 

Nutting Truck and Caster Co., 
Faribault, Minn. 


Vise 
Accurate Setups 
At Any Angle 


Palmgren No. 23B, a new angle 
vise that can be used with or with 
ut the 360 deg. graduated swivel 
base, has been introduced. 

lhe new vise has a 3-in. jaw width, 








You've heard of bird-dogging, of course... 


But as the man said, “You ain't seen 
nothing yet,” not until you take a close look at 
Worthington’s new pump and air compressor 
Planned Direct Mail Program. 

Here is a “hard-hitting” package that really 
goes all out to help develop more sales for you. 

Some of the sales ammunition you'll find are: 
service tips or “trouble-shooters” that your pro- 
spective customers will keep and use — attention 
getting self-mailers — informative articles with 
personalized sales messages — plus prestige- 
building mailers tied in with Worthington national 


TT. 


OR 
ZZ 


ads. The whole wrap-up is designed so that you 
can make 6 service calls and 21 sales calls on 
each of your prospects — without even leaving 
your desk! 

And most important, each of these sales-build- 
ing pieces has a strong distributor story developed 
specifically to do a personal “profit-building” sell- 
ing job for you. 

Sound good? Why not drop us a line now and 
find out! 

Worthington Corporation, Merchandising Divi- 
sion, Section PC.5.9, Harrison, N.J PC 


THE FRANCHISE THAT WORKS FOR YOU 
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“O®> WHOOT MON! 


You. really get your 
money’s worth when 
you buy precision 
screw machine prod- 
ucts made by ‘‘you 
know W.H.O.*’’ 


CAP SCREWS « COUPLING BOLTS 
**' SET SCREWS « MILLED STUDS 


our specialty. 








VIKING , GOOD 


PUMPS PIPING” 


Positive displacement 
pumps with smooth, even 
discharge like you will get 
with all Viking pumps .. - 
plus ample size piping 
with least number of 
bends and elbows .. . 
means good pumping at 
lowest cost, on either thick 





or thin liquids. 


4 ‘ : If you are looking for these 
results, specify yy To 
start, send today for Bulle- 
. ‘ tin 565mm. ; i 
VIKING & VIKING PUMP COMPANY 
. ce 


Cedar Falls, lowo, US A In Canedea. it's “ROTO-KING pumps 
See our catalog in Sweets 


Send for your copy of 
bulletin 5S6Smm _ today 
VIKING PUMF COMPANY 
CEDAR FALLS, IOWA. 
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3-in. jaw opening, and 1}-in. jaw 
depth. It can be set at any angle 
from 0 to 90 deg. in a vertical plane, 
and can be used as an ordinary ma- 
chine vise in the horizontal position. 

\ccurately graduated, it is ready 
for use by locking the adjustable 
support screws. 

Chicago Tool & Engineering Co., 
Chicago 


Floor Absorbent 


Provides Greater 

Coverage Per Bag 

Said to soak up more than it’s own 

weight in oil, greases and other 

fluids, a new industrial floor ab 
sorbent has been developed 

Called Pickup, it is claimed to 

chemically neutral, dust-free, un 

iffected by heat or cold, and can be 

stored for long periods without cak- 

ing or deterioration. 

Diversey Corp., Chicago 


Gearmotors—Motogears 


All Operating Parts 
Readily Accessible 
Gearmotors and Motogears, com- 
pletely redesigned in keeping with 
new NEMA motor sizes, have been 
announced 
The Gearmotor, with rabbet-fit, 
flange-mounted NEMA motor, is 
said to maintain positive and per- 
manent motor alignment, provide 
quiet, dependable service whether 
floor, wall or ceiling mounted. Type 





aucarce® 


Here is the new 16” Deluxe Model 
“AMERICAN” Pacemaker Lathe. 
This new design places particular 
emphasis upon the factors of power, 
stamina, dependability, precision, 
accuracy and ease of operation 
required for both production and 
tool room service. For complete 
poe ng a data write for Bulletin No. 116, 
The American Tool Works Co., 


Cincinnati 2, Ohio. 


Se 


Re Ge 


This is Horton's 3-Jaw Scroll Universal 
Chuck which for over 100 years has been 
the ideal complement to the world's finest 
tool room, general purpose and produc- 
tion lathes. Its precision and lasting 
accuracy make it a part of any production 
picture. For the complete story on this 
and Horton's complete line of precision 
chucks, see your Horton representative or 
write direct. 


VO 1Y, 
ne OM 
sf 
CHUCK, 


Zz WINDSOR LOCKS, CONN. 
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let us make a 
€ 


joint J 


for you 


Are you looking for a better, faster 
way to fasten belts, aprons, tapes or 
ribbons? Would you like to slash 
maintenance time by putting an easy- 
to-fasten joint in endless belts? The 
fastest way to join these ends is with 
Clipper Hooks and Lacers. 

Long used for lacing power transmis- 
sion belting, Clipper fasteners are 
now proving their cost-cutting value 
in materials handling equipment, auto- 
matic pin setters, laundry equipment, 
food harvesting and processing equip- 
ment and in many other applications. 


ile 
i a . 





propuct EN 
TEXTILE WORLO 


They produce a smooth, flexible joint 
in a hurry. 

Let us demonstrate the advantages of 
a Clipper joint on the product of your 
choice. Send us a small sample (or 
the complete belt, apron, tape, or 
what have you) and we'll make you a 
Clipper joint FREE, without obligation. 
Write, wire or call today for details 
and literature. 


Ask your Industrial Distributor for Clipper Products 


BELT LACER 
COMPANY 


992 Front Ave., N. W., Grand Rapids 2, Michigan 
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DI double reduction Gearmotors 
have ratios from 6.2:1 through 
31.4:1 and transmit up to 30 hp. 
l'ype ‘TF triple reduction have ratios 
from 38.4:1 through 292:1 and trans 
mit up to 20 hp. 

Designed for applications destruc 
tive to ordinary gear drives, the new 
Motogears are also offered in two 
types. ‘Type DB have ratios from 
6.2:1 through 38.4:1 and transmit 
up to 60 hp; Type TB have ratios 
from 47.1:1 through 292:1 and trans 
mit up to 20 hp. 

\lso introduced by the company 
is a new line of in-line helical gear 
drives said to combine a high degree 
of standardization with ability to 
stand up in heavy duty service 


Link-Belt Co., Chicago 


Adhesives 
For Honeycomb 
Sandwich Construction 
I'wo new resin-type thermosetting 
adhesives for honeycomb sandwich 
construction have been introduced 
Recommended for bonding phe 
kraft paper 
aluminum, 


impregnated 
honeycomb to. thin 
or magnesium sheet 


nolic 


stainless steel, 
ing, typical applications range from 
floors and table tops to walls in air 





NEW CLAUSING 18 heavy-duty 
multiple spindle DRILL PRESSES 


with massive 
tables, bigger 
working surfaces 
for handling big 
jigs and fixtures 


Here’s the machine that drill press <2 


users asked for! From all sections of : : : 
the country users told us, “Give us a And they’re priced right to give great 


TABLE ALONE WEIGHS multiple-spindle drill with more work est value! 
room, more elbow room .. . a heavy- CLAUSING HEADS HAVE THE 
duty drill with bigger tables and greater 
OVER ] 000 LBS distance between spindles for more ae PRECISION, CAPACITY 
4 efficient handling of big jigs and or ACCURATE HEAVY-DUTY 
fixtures.” DRILLING 
The massive production oil These NEW CLAUSINGS give you C/ausing heads have massive construc 
these selling features and more! tion and precision machining through 
’ . ‘ \ ( ih te iter Oo & ‘ 
They've got bigger tables. The 3 and 4 ~ ani 1 me re ' - . 2 - 
: f spindle tables are 9044” x 28%” with Spindl , aa me: —_ ’ oe — 
network of ribs — %, alta 4 84” x 22 workine surface Biggest in opindie travel, 642 ? mall bearing 
P : se ' ; races. No. 3 MT or %4" Jacob 
and 3%" deep —. covering the their class spindle. Pulleys are cast iron. Choic« 
—— are eS apart. 4-spindle drill of hand feed o1 heavy-duty gear driven 
‘ . columns are 2 center to center, wer feed } is TI thine i 
: power feec reads heres nothing in 
illustration left.) They have an 3-spindle drill columns, 26 More the field that can even begin to com 
84” x 22" working surface, space than any other drills in their class! pare with this Clausing heavy-duty 
with 17” of table surface in They've got the beef for handling big production tool! Use it to open more 
jobs. Tables alone weigh over 1,000 lbs.! plant doors to step up your profit 


tables are heavy grey-iron 
castings, braced rigidly by a 


CNUCK 


entire bottom surface. (See 


front of columns. Spindle cen- 


ee ee oe A few protected territories are open. . . Write! 


apart; 3-spindle drill, 26” apart. 
Veble Ban 275° wide druta CONDENSED SPECIFICATIONS 
channel, slanted toward back Gute @ Sintn o> ye im dellm Vi THE 


corners of table for efficient Center to Center of Spindles 


Maximum Distance Table to Spindle - ‘%° ASTE EXPOSITION 


removal of oil. Front of Table to Center of Spindle 


Column to Center of Spindle / & “ INTERNATIONAL AMPHITHEATRE 


Column Bracket to Center of Spindle 


Spindle Travel 6," 6,” 
Spindle Size CHICAGO 
BOOTH 1418 MARCH 19-23 


Clas, 
= petcctiedl CLAUSING DIVISION aizz 52.7255 


3-117 N. Pitcher St. © Kalamazoo, Mich. 
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the quick-turnover 


line for greater 
PROFITS! 


When you stock Rapistan perform 
ance-tested wheels and casters, you'll 
find it’s the most profitable, fast 
selling line you can carry — and the 
only caster line which meets such a 
wide range of specifications with 
such a low stock investment. Rap 
istan’s personalized merchandising 


staff is at your service, too, with 


practical sales aids and ideas which 


and Rap 


istan’s national advertising in lead 


pay off in volume sales - 


ing publications pre-sells the line 


a 


in the heart of your big-volume 


profit market! 


WRITE, PHONE OR WIRE 
for complete information 
on Rapistan's Money-Back 
Guaranteed Caster Fran 
chise and the new caster 
and wheel catalog. 


\The RAPIDS-STANDARD CO., Inc. 
743 Rapistan Bidg., Grand Rapids 2, Mich. 
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: 


craft, house and truck trailers, barns 
and prefabricated housing. 

EC-1177 is transparent, has a 
synthetic resin base and heavy 
syrupy consistency. It weighs 7.7 
Ibs per gal and is diluted with 
an equal volume of acetone for 
spraying. 

EC-1415 has a transparent amber 
color, synthetic resin base and me- 
dium syrupy consistency. It weighs 
about 7.4 Ib per gal and can be 
sprayed as received. 

Adhesives & Coatings Dyiv., 
Minnesota Mining & Mfg. Co., 
Detroit 


Hooks 


Positive Safety 
Action for Hoists 


Available in both shank and eye 
patterns, a new line of safety hoist 
hooks is recommended in a range 
of safe-working load capacities from 
1200 Ibs to 30 tons. 

Latches are said to have powerful 
non-corrosive snap-springs. Design 
insures maximum throat opening. 

After heat-treatment, it is claimed, 
each hook is proof tested on a 
standard tension machine to 50% 
beyond its rated safe-working load 


]. H. Williams & Co., Buffalo 


Carbides 


Greater Edge Strength, 
Resistance to Cratering 


['wo new carbide grades designed 
for machining tough steels, alloy 
steels and high strength 
steels, have been announced 

These vacuum sintered carbides, 
8-A for roughing cuts and 6-A for 


tensile 
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THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE’? 
Fi 


SR CGD 
making DYKEM : 


Dies and (|S; 
Templates| 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. © St. Lovis 6, Mo. 


MR. DISTRIBUTOR: 


TAKE “T” SLOT BOLTS 
OFF YOUR “NUISANCE 
ITEM” LIST... 





GIVE YOUR CUSTOMERS 
FAST PROMPT SERVICE OF 
HIGH QUALITY PRODUCTS 
DIRECT FROM ZIP’S VAST 
AND COMPLETE STOCKS 


Samples furnished upon request 


Geo. H. Seltzer & Co. 


Drexel Hill, Pa. 








es 


~ 


Here’s The Belt That Builds Repeat Business 
Because Many Users Say It Outlasts Them All! 


Like all Manhattan heavy duty conveyor belts, 


The Ray-Man Conveyor Belt features a new and 
different construction of covers and strength 
member to resist cuts, tears and abrasion to a degree 
never before attained. R/M’s exclusive “XDC” 
Cover provides a degree of protection and long life 
not possible with any other belt. Inside this cover, 
Ray-Man Conveyor Belt combines elastic cushioned 
strength member plies in an envelope of strong, yet 
flexible synthetic fabric to resist gouging and tearing 

. to take the impact of large, abrasive lumps... to 
permit the belt to trough easily and train naturally. 


MANHATTAN 


RUBBER 


RAYBESTOS-MANHATTAN, 


Ray-Man is moisture resistant and mildew-proof. It 
requires no breaker strip and holds fasteners con- 
siderably better than other types of belts. Let an 
R/M representative show you the advantages of 
Ray-Man as well as other R/M conveyor belts, 
including Homocord, with its extra cushion for 
unusually abusive shock loading. He'll help you 
select the belt best suited for your job... one 
designed to give you “More Use per Dollar.” 
Write for Bulletins 6906 and 6915. 


JERSEY 


INC. 


DIVISION —PASSAIC, NEW 


Ren Ge 7 tee 


Conveyor Belt 


Tank Lining Abrasive Wheels 


'M products include: Industrial Rubber * Fan Belts * Radiator Hose * Broke Linings * Brake Blocks * Clutch Facings 
Asbestos t * fockings ° Engincored Plesiic, ond Sintered Metal Products © Se a See 
= : 


—-— ee. Poe 





— 
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when you handle the complete line of 


GLOBE BELTING 


YOU CAN TAP ADDITIONAL MARKETS 


the most COMPLETE line of 
the RIGHT belting for ANY job! 


The many belting needs that come within the wide range of the 
Globe belting line will help stimulate your sales . . . provide a 
more complete service for customers . . . increase your profits. 
The long lasting qualities, dependability and economy of service 
make Globe a really profitable line for the distributor. 


SOLID WOVEN WHITE COTTON BELTING 
STITCHED CANVAS BELTING 


PLASTIC AND CELLULOSE COATED 
BELTING 


; ; ENDLESS WOVEN BELTS, COTTON OR 
the GLOBE line includes es 


KANRY-TEX BELTING 


WHITE, BLACK OR BROWN NEOPRENE 
RUBBER BELTING 


WEBBINGS 


YOUR FINEST PROSPECTS INCLUDE... 


Flour Mills Textile Mills Woodworking Shops 

Bokeries Grain Elevators Printi Plant 

Canneries Biscuit and Cracker Plants rear gy rn 

Cereal Mills High Speed Too! Shops andy Manufacturers 

Food Handling Machinery Manufacturers of Packaging Automotive and Aviation 
Manufacturers Machinery Industries 


Write for detaiis — DEPT. D 


GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON STREET e BUFFALO 6, NEW YORK 
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finishing cuts, are said to permit 
30% higher speed and feed rates in 
steel cutting operations. 

I'hey are available in all standard 
blank sizes, with prompt delivery on 
preformed blanks to customer speci 
fications 

Willey’s Carbide Tool Co., De 


troit 


Valves 


For High Temperature, 
High Pressure Service 


Recommended for general boiler 
room use including drain service on 
wall headers, economizers, water 
columns and gages and other such 
applications, a new line of “Wel 
bond” valves has been announced. 

\ll working parts are readily re 
moved through the yoke. 

I'he new line is available in seven 


on 


through 24-in., angle 


sizes from 


and  straightway patterns, socket 


weld ends, and for pressures 1500 
and 2500 psi at 1050 deg. F. 
Yarnall-Waring Co., Philadelphia 





WICKWIRE ROPE DISTRIBUTORS 
WEAR MANY HATS 


Wickwire Rope distributors are men who wear many hats. They are at 
home in the headgear typical of the numerous and varied industries they 
serve—the marine and fishing trades, the oil fields, construction, logging 
and many other industries having specialized wire rope needs. 

These men aren’t hat models—they can wear these hats because of their 
long experience in the industries they serve. Add to this their intimate 
knowledge of local conditions and their comprehensive Wickwire Rope 
stocks, and you'll see that your Wickwire Rope distributor is the 

man who can be of great help to you. 

Yes, your Wickwire Rope distributor is a good man to know. He’s quality 
people handling quality products. Buy your wire rope and wire rope 
slings from him. You'll find that the many valuable services he offers far 
outweigh any apparent price advantage you might gain by buying direct. 


A PRODUCT OF THE COLORADO FUEL AND IRON CORPORATION 





ho’ working 


THIS FELLOW IS TRAINED IN YOUR BUSINESS. His 
main duty is to travel the country — and world 
— penetrating the plants, laboratories and man- 
agement councils... reporting back to you every 
significant innovation in technology, selling tac- 
tics, management strategy. He functions as your 
all-seeing, all-hearing, all-reporting business com- 
munications system. 


THE MAN WE MEAN Is A COMPOsITE of the editorial 
staff of this magazine. For, obviously, no one 
individual could ever accomplish such a vast 
business news job. It’s the result of many quali- 
fied men of diversified and specialized talents. 


AND, THERE’S ANOTHER SIDE TO THIS “COMPOSITE 
MAN,” another complete news service which com- 
plements the editorial section of this magazine 
—the advertising pages. It’s been said that in a 
business publication the editorial pages tell “how 
they do it” — “they” being all the industry’s front 
line of innovators and improvers — and the ad- 
vertising pages tell “with what.” Each issue un- 
folds an industrial exposition before you — giving 
a ready panorama of up-to-date tools, materials, 
equipment. 


SUCH A “MAN” IS ON YOUR PAYROLL. Be sure to 
“listen” regularly and carefully to the practical 
business information he gathers. 


SL 


Radial Arm Saw 
Full, Free 
Blade Travel 


Featuring a turret arm (or double 
arm construction ), a new 9-in radial 
irm saw has been designed to suit 
the needs of the home workshop 

Some of the features claimed in 
clude: fully portable; { hp motor 
exceeds NEMA specifications, cat 
ries full year guarantee; dual voltage 
permits operation on either 220 or 
110 volts with simple wiring change; 
full, free blade travel in anv direc 
tion over table surface 

Designed for bench mounting, 
the saw can also be used as a floor 
model with special legs and caster 
sets available as extras 


Delta Power Tool Div., Rockwell 
Mfg. Co., Pittsburgh 


Racks 


Serve All Storage Needs 
Without Structural Changes 


\djustable storage racks that can 
be used interchangeably for pallets, 
skids, dies or bulk, or for combina 
tions of stored materials, have been 
introduced 

According to the manufacturer 
the new rack can be assembled with 
out bolts, nuts, erection welding o1 
special labor, and consists of the up 
right frame, support beam, and 
floating wedge lock 

Che upright frame is available in 
6, 7, 5, 9 and 10 ft heights, each 30, 
38 or 44-in in depth. Support beams, 
which are locked to upright frames 


McGRAW-HILL PUBLICATIONS 
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here’s 

the 

carbide drill 
for your job 


lhl 


j 











any quantity 


....any style 


As the biggest producer of carbide drills, we are able to 


offer a specific type for every carbide drilling application. 
Exclusive features incorporated in these drills give greater 
tool life, faster cutting at lower cost. 

High volume production facilities make tools available 
from stock. 

Standards stocked in fractional, wire and letter sizes, 
in solid and tipped carbide ; types for hardened steels, cast 
iron, aluminum, magnesium, plastics and abrasive sub- 


stances, 


VISIT OUR BOOTH #122 AT THE A.S.T.E. SHOW, CHICAGO 


Send now for our complete 
92-page catalog just off 
the press! 


QUALITY CARBIDE 
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PARKER 
VISES 


FOR VISE ORDERS TELL THIS STORY 


STEEL JAW CONSTRUCTION 
The vital part of any vise — the 
steel jaw. A rigid jaw is abso- 
lutely necessary in order to hold 
work properly. However, the vise 
is worthless, if when worn, the 
jaws cannot be renewed. With the 
Parker construction, two straight 
pins (not tapered) are driven into On ae , 
the drilled holes and polished off. Thus the jaws are anywhere, listen agers through 
just as rigid as though they were cast on. By driving | entire height, can be — in 
the pins out, the jaws can be replaced when wom at a | + gy widths—46, 54, 90 and 
small cost. The entire top of the vise is covered with Sturdi Bilt Steel Products. Inc 
tool steel (not a face jaw) an added protection against ; ’ - - 
filing, chipping, etc. Parker steel jaws are interchangeable. 


The Sales Policy is 100% through Distributors 
THE CHARLES PARKER CO. MERIDEN, CONN. 
America’s Oldest Vise Maker—1832 


Chicago 











ed-Gard 
) Anti-Seize Compound 


PREVENTS SEIZING AND GALLING OF THREADED SURFACES TO 1200°F. 





Power and Utility Service: boiler manhole, handhold and fece i 
FLANGED PIPE plate studs...cylinder head and exhaust manifold studs... flange Countersink 
CONNECTIONS : . : 
bolts on high temperature pumps, valves and steam lines. Single Flute, 


Refinery and Chemical Service: flange bolts on pipe connections, Solid Carbide Body 
autoclaves, reactors, kettles, pumps and valves...studs on ‘“‘cat”’ 


CYLINDER crackers, heat exchangers, suction heaters, coolers and condensers. 
<> HEADS 
) 


Designed for use in high produc- 
tion countersinking jobs, a new 
countersink is said to be effective in 
hard alloy steels up to 65 R.C. 
Le Designated as Carbide Uniflute, 
HANDHOLD AND it is available in 60, 82 and 90 deg. 

0S ae Send for free sample and literature. in 4, 4, 3 and 1-in. diameters. Shanks 


CRANE PACKING COMPANY : 


on the first two are 4; 4-in. on the 

6459 OAKTON STREET, MORTON GROVE, ILL. (Chicago Suburb) M. A. Ford Mfg. Co., Davenport, 
in Canoda: Crone Pocking Co., Lid, 617 Porkdole Ave, N. Hamilton, Ont low } 
OFFICES IN ALL PRINCIPAL CITIES ' 


|'r>,_ Steel Mill, Forge and Foundry Service: soaking pit or ingot stripper 
it *!_ 0) crane assemblies...steel studs in magnesium and aluminum dies 
and forging dies...studs on furnaces and cooking ovens. 


Available in 4 pint, pint and quart cans. Order a trial can today! 





other sizes. 
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You can sell more Walker-Turner 
“Light-Heavyweight” Tools this way... 


: 


>... 


Walker-Turner “Light-Heavyweight” 
15” Drill Press — 1300 Series 
with 6” Spindle Travel 


Here’s a fine 

product 

that your 

customers need .....cBececccccccccscsces 


‘ Meh O aR SS? ee ol : eS ° ‘ eta! 
—— ‘ ann? , * “spe i baw 


with plenty of Drills holes up to 6” deep at a single Four speeds from 480 to 5000 rpm. 
: pass of the drill. 

Available in bench or floor models 

— can be ganged in any number of 

that you can Drills to center of 15” circle. multiple spindles. 


convincing features Drills diameters from #60 to %”. 


Six-spline, full floating spindle. 7. Also available with 4” spindle travel. 


,  S SOIERE ke BE eae Se aS Te a Oa ea 
This precision W-T Drill Press will ap- ance of this drill press on work normally 
if peal to any plant that needs big drill possible only on 20” or larger drill 
fo a really ‘ capacity, at the cost of a light machine. presses. Perfect for vocational schools 
You can demonstrate the big perform- and manual training departments. 


big OE «50 00 4 0ee If you're selling Walker-Turner “LIGHT-HEAVYWEIGHT” Tools now, 
ask your W-T representative for special sales helps; he's there to 
help you make more sales. If you're not now a Walker-Turner 
Distributor, we'll be glad to tell you if a W-T distributorship is 
available in your locality. 


DRILL PRESSES, HAND AND POWER FEED — AIR FEED DRILL PRESS ATTACHMENT 
RADIAL DRILLS —- WOOD AND METAL CUTTING BAND SAWS — TILTING ARBOR SAWS 
RADIAL SAWS — JIG SAWS — CUT-OFF SAWS —— LATHES — SPINDLE SHAPERS 
JOINTERS —- BELT AND DISC SURFACERS — FLEXIBLE SHAFT MACHINES 
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SPECIFY CULLMAN 


ROLLER CHAIN 
CONVEYOR CHAIN 
SPROCKETS 


FLEXIBLE 
COUPLINGS 


In fact, anything else you may need 

in chain drive equipment is available 

Investigate on short notice from Cullman’s complete 
CULLMAN’S stocks. Yor immediate results on 
DISTRIBUTOR PLAN your chain drive requirements write 
ee ee today or see your Cullman distributor. 


and complete details on 
the advantages of 
handling the Cullman 
line. Distributorship 


available in a few 
od ck ullman 
POWER TRANSMISSION 
ROLLER CHAINS AND SPROCKETS 


66400-A 


CULLMAN WHEEL COMPANY 1347 ALTGELD ST. CHICAGO 14, ILL. 
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Motors 
Rerated, 
Explosion-Proof 


Designated type “H”, new re 
rated NEMA explosion-proot mo 
tors have been introduced in | to 
30 hp ratings. 

Recommended for areas where 
inflammable gases and _ volatile 
liquids are present, and for areas 
with combustible dusts, the new 
motor is fully enclosed, non-ven 
tilated, in frames 182 and 184. 

Frames 213 thru 326U are 
equipped with sparkproof aluminum 
fan, large cast iron conduit box, 
long register one piece cast iron 
frame, end bracket with eight bolts 
on each end bracket. 

Another new item conforming to 
the dimensional standards recently 
adopted by NEMA, an improved 
rerated totally enclosed non-venti 
lated and totally enclosed fan 
cooled motor has been added to the 
company’s line. 

Designated as type “H”, motors 
are now in production on the 182, 
184, 213, 215, 254U and 256U 
frames. Larger ratings will be avail 
able in the near future. 

Electro Dynamic Div. General 
Dynamics Corp., Bayonne, N. | 


Truck 
Available In 40 
Standard Sizes 


Now available in 40 standard sizes 
the company’s M-101 aluminum 
truck is said to permit the user to 
select exactly the size he needs. 

Standard sizes consist of widths 
from 24 up to 48-in. in 6-in. incre 





Sit with confidence! 


Authorized 
Service Stations 
Nationwide. 


* a 
quality electric tools 








Fe ern 


Flat Sander Ya" Electric Drill 








Polisher-Sander 


Electric 





Ya" Electric Drill 














The man who knows tools will appreciate years of dependable service, be glad you 
immediately, their “feel’’, their power, and _sold him a Sioux tool... for forty years 
performance. The man who relies mainly the symbol of highest quality on the tools 
on your recommendations, will, for many the professionals use. 


modern 


machine POPULAR 


POPULAR Practical 
SCIENCE Builder 





STANDARD THE WORLD OVER 
ALBERTSON & CO., INC. [.- 
SIOUX CITY, IOWA, U.S.A. Write for catalog” 
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» FITLER 


i PURE MANILA 


ROPE 
“W ATERPROOFED” 
and 


“ROTPROOFED” 


For Your protection when buying rope look for 
the Blue and Yellow Registered Trade Mark 


Fitler research has developed a powerful 
new substance for the control of mildew, 
mold fungi and bacteria with which each 
fiber of Fitler Pure Manila Rope is thor- 
oughly impregnated. Now, these age-old 
scavengers of cellulose — digesting fungi 
which for hundreds of years have robbed 
good rope of useful service, can at last 
be controlled. 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


THE EDWIN H. FITLER CO. 


EST. 1804 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 








ESSEX pivicts 


‘““MULTIPLEX'’’ 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 


@ Electric Solenoid-Operated Valve for Automatic 
Lubrication of Bearings and Journals. One to 


fourteen feeds—four sizes of Reservoirs 


A reliable, positive, and automatic lubricating 

device—thrifty in oil consumption—requires 

little or no attention. A combination of maxi- 
We manufacture mum convenience, wide adaptability, and low 
LUBRICATING DEVICES price makes this a good item for volume sales. 
WATER GAUGES It is convenient to install and operate for 
GREASE CUPS pumps, engines, machinery, etc. Stock them 
AIR COCKS for prompt service. Let us send you the com- 
FITTINGS plete ESSEX catalog and make us your supply 
. and other Brass Products = urce for all products listed. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 
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ments and lengths from 30 up to 
72-in. in 6-in. increments. 

Some of the features claimed in- 
clude: all-aluminum construction; 
bed construction permits entire bed 
to act as a spring, eliminating shocks 
to load and casters, and permitting 
wheels to glide up and down over 
uneven floors; aluminum swivel cast- 
ers with bearings placed at opposite 
ends of spindle eliminate binding 
and assure easy swiveling. 

Magnesium Co. of America, 
Tobey Aluminum Div., East Chi- 
cago, Indiana 


Cutters 
Face Milling, 
Shell End Mill 


Designed for faster stock removal 
and better finish, a new line of shell 
end mill and face milling cutters has 
been announced. 

Proper cutting angle and ample 
chip clearance are said to be features 
of the new cutters. With blades 
changed to proper grade of carbide, 
it is stated the cutter can be used 
for milling all ferrous and non-fer 
rous materials. 

Beaver Tool & Engineering Corp., 


Royal Oak, Mich. 





It Costs You 


STOCK CARRYING EXPENSES 


STORAGE FACILITIES 


A Minimum of 


120% A YEAR mel 


FREIGHT AND CARTAGE 


to Stock 


1000 WORTH (=. 


i li DEPRECIATION AND OBSOLESCENCE 
of Industrial Supplies .-- ea] 


YOUR JOBBER INTEREST ON INVESTMENT 


does it for You 


Stock carrying costs are worth the careful con- 


sideration of every company in industry. The 


figures here are the findings of INDUSTRIAL 
DISTRIBUTION magazine from an analysis of plant 
ee cost studies. But this saving is only one of nu- 


merous advantages the industrial jobber offers 


a you. Others are: time-saving in delivery, ordering 
“Industrial Distribution. 
ode by “Indu convenience, technical assistance, etc. 


3% Minimum cost determined from survey ™ 


Your MIDWEST Jobber Can Save You Money 


on Welding Fittings 








In addition to the savings indicated above, the 
Midwest jobber offers you a substantial further 
saving in Midwest “Long Tangent” Elbows. These 
give you from 21% to 42% more elbow for the 
same price and permit better piping design. Ask 


our jobber for Catalog 54 to get all the facts. 
7407 


“LONG TANGENT” 
MIDWEST PIPING COMPANY, INC. 
ELBOWS Main Office: 1450 South Second Street, St. Louis 4, Mo. 
Plants: St. Louis, Passaic and Los Angeles 


NOTE: This ad is appearing in 15 business publications New vy a ene St. ¢ Chicago 3—79 West Monroe St. 
having a total circulation of 293,486 copies. We be- ae 2 a = = Los — ee ae St. 
lieve in the jobber and here ch what we ctice wuee So 3 Capital Aue. © me o— 20d Wage Cie. 

i pree oe , Cleveland 14—616 St. Clair Ave. © Miami 34—2103 Le Jeune Rd. 


STOCKING DISTRIBUTORS IN PRINCIPAL CITIES 





Get More Sales with 


ACCO 


products 





e The R-P&C Valve line is a complete 
one. It includes gate, globe, angle, and 
check valves in all standard valve mate- 
rials— including bronze, iron, forged and 
cast steel—in an extremely wide variety 
of sizes, styles and pressure classes. In 
addition, R-P&C offers a complete line 
of cast steel fittings plus numerous spe- 
cialties such as bar stock valves, asbes- 
tos-packed cocks, Lubrotite gate valves, 
and automatic stop and check valves. 


This complete line will assist you in 
securing a good volume of the valve 
business in your territory. Here are 
some of the reasons why: 


EASY TO SELL 
For over 86 years R-P&C has been build- 
ing a reputation for quality and depend- 
ability among valve users. This makes 
selling R-PaC easier—saves your sales- 
man’s time. 


ENGINEERING HELP 
R-P«&C’s sales engineers give distributors 
technical assistance—help you sell the 
big orders. 


SALES AIDS 

An extensive advertising schedule in 
industrial publications, a quarterly 
house organ, complete up-to-date cata- 
logs, free wall charts and other give- 
away items, valve selector slide rules — 
all these sales aids help you get the 
order with R-PaC. 


EASY TO STOCK AND SHIP 
R-P&C’s unit packaging system keeps 
stocks neat, cuts down handling time 
and costs. 


Write to Reading office for 
details about the bigger profits 
with R-P&C Valves 


R-P2C’s Complete Line 


D> \ 


¥ 





Bearings 


Provide Center Rather 
Than Side Lubrication 


All of the company’s spherical 
roller bearings 240 mm (9.4488-in.) 
O. D. and larger will be equipped 
with lubricating holes in the outer 
ring at no additional cost. 

According to the manufacturer, 
the effect of having a flow of lubri 
cant from the middle of the bearing 
toward the outside is to flush out old 
lubricant and with it, any abrasive 
dust, dirt, moisture or other im 
purities. 

The fresh lubricant cleans as well 
as lubricates, and thus insures longer 
bearing life. 

SKF Industries, Inc., Philadelphia 


Shaft Collars 


Eliminate 
“Floating” 


Available in 44 bore sizes from +, 
to 3-in. in 7,-in. increments, a new 
line of shaft collars has been intro 
duced. 

In sizes to 2-in., the collars are 
machined from cold rolled steel with 
cadmium finish; larger sizes are ma- 
chined from cast iron with machin 
ery gray lacquer finish. Chamfered 


R-P2C Valve Division 
AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn. 


/ Better 
Value 





\ 
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Get freer—faster 
cutting action with 


‘ 


VIXEN 


MILLED CURVED-TOOTH 


FILES 


The HELLER VIXEN cuts freer—faster—and pro- 
duces a smoother finish than any other milled curved- 
tooth file. 

Deep gullets and wide pitch enable chips and filings 
to drop free—thus leaving a smooth, even finish. 

The exclusive undercut of the teeth gives a positive 
cutting action—bites deep and removes metal fast and 
evenly. 

The HELLER VIXEN saves you moncy. The ex- 
clusive type of alloy steel teeth stay sharp longer— 
and can take many re-sharpenings if needed. 

Originally designed for metal finishing, the VIXEN 
is now being used in a variety of applications. Try 
this amazing file on any job where stock needs fast, 
even and economical filing. 

Stroke for stroke, the HELLER VIXEN gives more 

file value than any file on the market. It was 
the original and it’s still the best! 


LLER roo1co. F .... 


FOR THE 


HELLER NEWCOMERSTOWN, OHIO  «\.WHITE 


®, 
weticare Sting ec 


SWISS PATTERN 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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ASK for these 


sales features...and 


you'll get them 
in erson 


PIPE ‘osihet 


If you're looking for a union that’s easy for your 
customers to set up . . . that’s absolutely depend- 
able in toughest service . . . a union that's tight, 
economical and in many cases perfectly satisfac- 
tory for use under conditions normally calling for 
higher priced steel unions . . . then you'll find 
your specifications fully met through JEFFERSON 
design, construction and performance. For ex- 
ample: 


. you can assure leak-proof tightness through 
accurately ground seats cut from specially drawn 
brass tubing . . . seats that are assured absolute 
stability through press-fitting into machined chan- 
nels instead of being based in cast channels. 


you can feature JEFFERSON’S true spheric- 
ally ground ball joint for further assurance of 
satisfactory performance . . . once set up by 
light wrench pressure, a joint that will stay tight. 


These sales features are made even more im- 
portant by the better, stronger material (55,000 
p.s.i. air furnace malleable iron) used in JEF- 
FERSON UNIONS . . . by rigid inspection and 
testing . . . by ability to guarantee satisfactory 
performance under 500# p.s.i. steam and oil at 
550° F. or 2,000# p.s.i. non-shock cold W.O.G. 


in sizes from Ve" to 2” 


The inherent high quality of JEFFERSON UN- 
IONS is recognized by the approval of Under- 
writer's Laboratories. You can’t sell better per- 
formance under the same conditions at any price 
than you can offer in JEFFERSON UNIONS. 


JEFFERSON also offers unions with all-iron 
sects, 90° and 45° Union Elbows, Union Tees 
and Flange Unions; also 150%, 250# and 
300# unions and union fittings. Ask for com- 
plete details. 


JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 


The UNIONS that will cost your 
customers less per year of service 
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inside and outside corners and pre- 
cision boring are also said to be fea- 
tures of the new collars. 

Packaged in 5 to 50-piece quan- 
tities, depending on size, they are 
clearly labelled for stock conven- 
ience. 

Climax 
Cleveland 


Metal Products Co., 


Snip 
Fully Chromium Plated, 
Drop Forged Steel Handles 


Made in straight, right, and left- 
hand cut, a new 10-in. compound 
Aviation-type metal-cutting tin snip 
has been announced. 

Soft plastic handles are furnished 
at no extra charge, and blades are 
said to be of special analysis steel 
with serrated cutting edge. 

Diamond Calk Horseshoe 
Duluth, Minn. 


Co., 


Pump 


All Purpose Chemical, 
Hermetically Tight 


Known as Model 100-C, a 
all-purpose chemical pump features 
all valve components, connecting 
flanges and nipples made of solid 
Teflon. 

A positive displacement pump of 


new 
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TELL YOUR CUSTOMERS about this ideal filing 
system for their drills! No more rumaging 
around in dark drawers and boxes. Indexes 
are made in 17 sizes to hold one-of-a-size of 
number, letter, metric, stub or 
taper shank drills. 
(Drills not furnished). 
Made of steel, hammer- 
lin enameled. The con- 
venience and attractive 
prices make them sell on 
sight. Remember— 


“Huot rhymes with Do it” 
Write for catalog pages 


| HUOT Mi MFG. CO. piakeos 





BEARINGS 
- 
VATE 
Hive) PARE UESELD [ess 


MACHINED PARIS 
34 Ole), | Ps BRON ZI 
BEARING 


ALI ED, 


ALLOYS 


LUBRICO-HILEAD - 


GOMPLETt ILITTES 


f ‘ 
vw“ 


STANDARD BUSHINGS 


} 


AAA 
\ . 


ISSUED 


NEW CATA 


(ZuUckeye 
BRASS & MFG. CO 


Liev WG ‘ 


Tease 





TAPS - DIES - SCREW PLATES - GAGES 


Behind the manufacture of Card gages 
is specialized experience for over 80 years 
im producing the © mous Card line 
of precision taps and dies. When you 
specify Taps, les or Gages by Card, you 
can be certain that you'll get top perform- 
ance at low cost. 


yun CAND HSTRIUTTE | Ws CARD MANUFACTURING CO. 


MANSFIELD * MASSACHUSETTS 
Division of: UNION TWIST DRILL COMPANY 


TAPS - DIES SCREW PLATES : GAGES 
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AIR COMPRESSORS 


Single and two stage compressors, vertical! 
and horizontal from '4 to 20 HP. Job- 
Engineered for each installation. Can be 
sold with guaranteed full rated equipment. 


HOSE REELS 


Widely accepted in all industrial plants for 
handling air, water, oil, grease and cooling 
liquids. Available in complete line of too! 
suspension and retriever models. Hose ca- 
pacities of 12 to 50 feet and diameters 
from 4" to 4%" LD. 


ROTARY PUMPS 


Rolling tooth design lengthens pump life. 
Available for delivery and bulk transfer of 
liquids with viscosities from that of gasoline 
to heavy asphalt. Capacities from 5 GPM 
to 500 GPM....with pressures to meet 
applications. 


WAYNE LUBE EQUIPMENT 

For every industrial lubricant dispensing 
need—tank units, grease dispensers, barrel 
pumps and gasoline metering pumps. 


the diaphragm type with pump 
head, it is said to successfully pump 
all acids of full or medium concen 
tration, alkaline solutions, petroleum 
hydrocarbons, and mixtures of these 
commodities at minus 50 to 300 
deg | . 

Available in one, two and three 
cvlinder models, each cylinder can 
be used to pump a different material, 
or thev can be connected in mul 
tiple 

O. K. Machine & Tool, Inc 
Waco, Texas 


For All-Day 
Production Cutting 


Designed for abrasives wheels, a 
new high speed saw has been in 


troduced. 

Model 192 electric saw is powered 
by a ball bearing AC-DC 25 to 60 
cycle motor (voltage 115-230 avail 
able 

It comes equipped with a 9-in 
Abraso-Flex cut-off wheel, blade 
wrench, steel carrying case, extra 


. TAKE THE RIGHT STEP NOW air filter bat. lubricant and 15 ft 
WRITE OR WIRE FOR FACTS ON THIS LINE 


THE WAYNE PUMP CO. Industrial Div., FORT WAYNE, IND. 


cord with plug and ground. 


Mall Tool Co. Chicago 
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RECOMMEND ONE OF THESE 


AIR HOSE COUPLINGS 


Because they are so practical, convenient and economical in a wide range of 
indoor and outdoor applications, the two couplings described below will literally 
sell themselves to a great many users of air, gas, hydraulic, spray and water hose. 
Unequalled for quality and reliability, they will give the kind of service that can 
only result in repeat orders... over and over again. 





TO HELP YOU in selling more Dixon products, 


a consistent advertising schedule is main- 
tained in leading industrial trade papers, Velk E Oi YY GZ 
directories, etc. Also, envelope stuffers and ve f Y MG 0. 


GENERAL OFFICES & FACTORY—PHILADELPHIA 22, PA. BRANCHES—CHICAGO 


TON « DIXON VALV JUPLING ), LTD., TORONTO 


other direct mail material, covering most items, 
are available with your imprint. BIRMINGHAM + LOS ANGELES + HO 


PAN MP 


INDUSTRIAL DISTRIBUTION © MARCH, 1956 








“BuLt Doc” Vises 
Sell By 


Performance 


The way has long been paved for our Dis- 
tributors through 88 years fine performance 
of PRENTISS VISES. 

PRENTISS VISES are furnished in types to 
meet every need of industry. Sell a PRENTISS 
and you sell vise service and satisfaction. 

Sold 100% through Distributors 
PRENTISS VISE DIVISION MERIDEN, CONN. 


OF THE CHARLES PARKER CO. 








Be- sure of 


IMMEDIATE 
DELIVERY 


Use Universal for your 
All-Metal Hose Needs! 


Write now 
for your copy of 


BULLETIN ID-3 
Price List 


. . | 
“R= | 


, 


UNIVERSAL METAL HOSE CO. 


2163 South Kedzie Avenue Chicago 23, Illinois 
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Vise 
For Pipe Capacities 
Ve-2 to Ve-4%2 Inches 

\n improved “Long Jaw” hinged 
pipe vise with reversible lower jaws 
has been announced. 

Some of the features claimed in 
clude: all cast parts of malleable 
iron, self-locking hook, screw and 
handle of cold-rolled steel with ball 
ends forged from handle stock; long 
bearing, heat-treated tool steel jaws 
designed to prevent crushing or 
scoring finish on pipe, conduit, thin 
wall tubing. 

Columbian Vise & Mfg. Co., 
Cleveland. 


Chucks 


Permit Minute 
Adjustment to .0005-in. 


Called the Accra-Set chuck, a new 
chuck featuring extreme accuracy 
and jaw capacity, is claimed to be 
capable of replacing accurate collet 
chucks and the necessary range of 
collets 

he adjusting mechanism consists 
of four adjusting screws equally 
spaced about the periphery of the 
huck body and placed on a com 
pound angle. It is stated the screws 
always make full end face contact 
with hardened steel balls which have 
one flat plane to provide this face 
contact and which are free to find 
their own pivotal position in the 





CONTROL IN THE 
TAP INDUSTRY! 


£ 


Hy-Pro’s big news announced to your customers 
in fifty ads in seven leading magazines 


No other tap manufacturer in the world offers its customers 
the assurance of this 3-way quality control. And you know how 
much that means to you. More satisfied customers mean better 
business for all. Remember, Hy-Pro taps cost your customers 
no more. 


Hy-Pro—the recognized leader in tap quality control—is tell- 
ing your customers about another great stride toward tap 
perfection. 

Hy-Pro has installed the first 3-way quality control in the 
history of the industry. These three steps must be undergone 
by every tap that is to bear the Hy-Pro name: 

1. Heat treating—Hy-Pro’s new heat-treating installation— 
the industry’s most modern and most precise—guarantees 
your customers the hardest, toughest taps yet achieved with 
unvarying uniformity. 

. Electronic analyzer—Hy-Pro’s new Electronic Analyzer 
examines the structure and uniform hardness of a tap with- 
out ever touching it. This helps insure that Hy-Pro taps pro- 
duce more holes per tap at the lowest cost per tapped hole. 

. Micro-Hardness Tester—Hy-Pro taps undergo the only 
known microscopic examinations of metallurgical structure 
on both interior sections and top surfaces. Even the extreme 
cutting edges are checked for hardness within one-half 
of one-thousandth of an inch to insure that every tap will 
give top performance. 





“The Tap Specialists” 
New Bedford, Massachusetts, U. S. A. 


ADDITIONAL WAREHOUSES: 


11232 LAWLER ST (WORTH) 
CHICAGO, ILL 
GARDEN 4-0217 


108 EDIGON PL 
NEWARK 5.N. J 
MARKET 2-4316 


104286 W. MCNICHOLS RD 
DETROIT 21, MICH 
UNIVERSITY 4-1077 
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/ BUFFALO 
etter-buil 


\ 


\\ CARBON DIOXIDE 


a.\ EXTINGUISHERS 


\ \\ INSULATED HORN HANDLE 
\. \\, KINK-PROOF HOSE 
— CARRYING HANDLE 
% SNAP-OUT HORN CLAMP 
SEAMLESS, DRAWN STEEL CYLINDER 
Tested to 3000 P.S.1. 
E-Z SQUEEZE GRIP VALVE 


LOCK PIN FOR ADDED SAFETY 
——SAFETY VALVE 
—~RELEASE LEVER 
Squeeze to open, release to close 
————- PRESSURE WORKS AGAINST SEAL 
RECOIL PREVENTOR 


VALVE OPEN LOCKING DEVICE 


AVAILABLE IN 212, 5, 10, 15 
AND 20 POUND SIZES. ALSO 50, 75 
AND 100 POUND WHEELED ENGINES 


UNDERWRITERS’ LABORATORIES, 
FACTORY MUTUAL AND COAST GUARD APPROVED! 


W.... you handle the Buffalo Fire Extinguisher 
line you can be sure you sell the finest because there’s 
more fire protection built-in. Highest engineering 
standards, exacting manufacture and precision in- 
spection produce the finest extinguishers possible. 
Buffalo’s exclusive Distributor Sales Policy and con- 
sistent advertising program to your customers direct- 
ing sales to industrial distributors makes the Buffalo 
line very desirable. If you are not already a Buffalo 
Distributor, write today for complete information! 


WRITE TODAY FOR THIS COMPLETE 
POCKET GUIDE TO FIRE PROTECTION! 


BUFFALO nS ee ee Oe 


c N 
i al lllUSS O- -H.3 
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rigidly mounted back plate of the 
chuck. No binding or attaching of 
assembly screws is involved in ad 
justing the chuck. 

The manufacturer has also ex 
panded its manually operated chuck 
line with the addition of a 3-jaw, 
scroll operated, compensating chuck 
said to provide an appreciable 
amount of compensation and per 
mit gripping of irregularly shaped 
workpieces which have been pre 
viously centered by some other 
medium than the chuck. 

Another new item is an air oper 
ated compensating chuck. Accord 
ing to the maker compensating 
action has been increased and, also, 
by “locking-out” the compensating 
action and after being trued up on a 
spindle, this workholding device can 
be used as an ordinary self-centering 
air operated chuck. 

Cushman Chuck Co., Hartford 


Drills 


Automatic, 
Air-Operated 


New automatic drills in a choice 
of 15 models and five speeds for 
processing a wide range of metals 
from thin sheets up to 6in alloy 
steels, have been announced. 

Five-step work cycle for automa 





40 SNOISIAIG 


Here’s the inside story 
on QUAKER-QUAKER PIONEER 


profit plan for distributors... 





Quaker and Quaker Pioneer 
distributors are backed by a 
complete line of industrial 
rubber products, including 
belting, hose, packing and 
moulded rubber for every use 
—plus the customer-building 
advantages of Quaker-Quaker 
Pioneer engineering and re- 


search. 





The proof of the profits is in this portfolio. It shows how 
Quaker-Quaker Pioneer products mean business for distributors. 
It contains examples of selling aids currently doing an effective 
job on the distributor sales front—including up-to-date market 
data—pre-selling promotional pieces to industrial rubber users 
—a brief run-down on where and how our national advertising 
helps distributor selling — plus a quick idea of the range and 
versatility of Quaker-Quaker Pioneer products. Let us show you 
this complete package plan for profits. Write. 


H. K. PORTER COMPANY, INC. 


QUAKER RUBBER DIVISION 


Philadeiphia 24, Pa. 


QUAKER PIONEER RUBBER DIVISION 


H. K. PORTER COMPANY, INC 


San Francisco 7, California 
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PRICE AND PRODUCT FOR 

SALES AND SATISFACTION 
Manufacturing facilities and material- 
economizing techniques in rawhide 
products enable Garland to sell at 
lower prices. No new materials can 
challenge Garland’s nearly a century 
of unsurpassed customer satisfaction- 
from-use. 
Write for illustrated brochure. 


“GARLAND” cores win “RAWHIDE” 


HAMMERS + MALLETS + LOOM PICKERS + BUNTERS 
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tion is said to be accomplished by 
such features as the four-way air 
valve, rapid traverse stroke, hydraulic 
feed control, adjustable stroke 
length, and built-in automatic re- 
turn. Additional features include in- 
terchangeable gearing and adjust 
able air regulator. 

Available with 2, 4, or 6-in stroke 
lengths; speeds of 4600, 2500, 1200, 
650 and 350 rpm; drilling capacity 
from 4 to 4-in in mild steel, yy to 
4-in in aluminum or brass. 

Aro Equipment Corp., Bryan, 
Ohio 


Pliers 
For Flush Cutoff 
In Small Places 


Featuring the of 
needle nose pliers plus narrow end 
nippers, a new plier has been in 


compactness 


troduced. 

No. 62 Transverse Cutter also has 
a spring return that permits using 
thumb and a finger in close quarters 
too small for the hand. 

Xcelite Inc., Orchard Park, N. Y. 


Flange Unions 
Two and Four-Bolt 

With O-Ring Seals 

Recommended for use 
draulic equipment lines, 
piping, water lines, and refrigera 
tion piping, a new line of 2-bolt and 
4-bolt flange unions with O-Ring 
seals has been announced. 
Available in 3000 Ib 


in hy- 


proc ess 


class in 
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W. A. WHITNEY 
LEVER PUNCHES 


° FINELY BALANCED 
e FULLY GUARANTEED 





Be 


NO. 1 PUNCH 


NO. 2 PUNCH 











No. | features—Powerful and time-tested—main 
drop forged—wearing parts heat treated. 
hole thru 4%" iron. 
No. 2 features—All parts interchangeable with 
Channel Iron Punch—parts of tool drop forged with 
wearing ports heat treated. 5/16” hole thru 4" 


ports 
¥e 


| iron. 
| @ Industry has been using W. A. WHITNEY punches 


since 1908 because they give service far above rated ca- 
pacities and because our line is complete to meet any and 
all needs of your customers. Repair parts are available al- 
ways and orders given prompt attention. See your local 


| distributor when you need any of our products. 








TRADE MARK 


REGISTERED 


W. A. WHITNEY MFG. CO. 


636 RACE STREET © ROCKFORD, ILLINOIS 


SALES POINTS 


that help you SELL 


GRINDERS 


BALDOR Grinders have totally enclosed, splash- 
proof motors protected against dust, dirt, grit 
and metal particles. (less servicing) 

2. Motors are dynamically balanced for smooth op- 
eration, (wide clearance between wheels and 
motor frame for fast, precision grinding) 

Large ball-bearings, lubricated for life. 

Wide range: “% to 3 ho., 6” to 12” individually 
balanced wheels. Bench & Pedestal types for 
shops and industry 

Sturdy-built for heavy-duty and fully 
teed by Baldor—a basic manufacturer o 
ers for more than 35 years. 

5. Competitively priced-—a better value considering 
initial cost and years of service. 


BALDOR ELECTRIC CO. 
4364 Duncan Ave. ST. LOUIS 10, MO. 


uaran- 
erind- 


ASK 

FOR 
BULLETIN 
321-™ 


ABOVE: Baldor Bench Grinder, 153-8 inch. 
¥2 hp. motor, 8” wheels, List... $106" 








A Superior 
Tool Steel Product 


FOR APPLICATIONS REQUIRING 
EXTREME ACCURACY — BEFORE 
AND AFTER HARDENING 


Each piece coated with compound and pack- 
Available in Oil Hardening and Air Harden- aged to prevent corrosion and surface 
ing (5% Chrome) types in a wide range of damage. MILFORD’S special rust inhibi- 
standard lengths, widths, thicknesses. tive envelopes give added protection. 


THE HENRY G. THOMPSON & SON CO. Backed by the same strict 


Saw Blade Specialists for Over 75 Years distributor - manufacturer 


MILFORD NEW HAVEN 5, CONNECTICUT sales policy which we have 
Ss Hack Saw and Band Saw Blades 


= Hole Saws, Ground Flat Stock always maintained. 
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A New Method of Repairing 
Stripped, Worn and Corroded 
Threads 


ee NEW PROFITS ..- 0. 


Your customers will want these Shop-packs the minute they see them. 

In the past the only way to repair threaded holes and thereby sal- 
vage expensive equipment has been to weld, plug, re-drill and re-tap 
—or go to oversize. 

Now, with Heli-Coil* Shop-pack the job is a simple one. All it 
takes is: DRILL out old bolts and threads. TAP with Heli-Coil Tap, 
and INSTALL Heli-Coil Insert. On the spot, in seconds, for pennies, 
you have a better-than-new, original size hole. 

Each Heli-Coil Shop-pack contains a supply of Heli-Coil Inserts 
plus all the necessary tools. Shop-pack sizes range from 6-32 to 112-6 
NC and 6-40 to 42-20 NF. (14 mm spark plug size also available.) 

Send coupon today for full information and price lists 


Reg. U.S. Pat. Of so that your profits can start. 


| HELI-COIL CORPORATION 
®Y 303 Shelter Rock Lane, Danbury, Conn. 
Please send me Bulletin No. 724A on the NEW Shop-pack. 
Nome_ : ora Title 
Company 


Address__ onetaee = . : mstiaitiipipateeaiadiaaniatiermmtamaeias 
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both serew-end and socket-welding 
types, the 2-bolt unions are avail 
able in sizes } to 14-in; 4-bolt unions 
| to 2-in. 

O-rings are available in a variety 
of precision molded materials to re 
sist a wide range of service con- 
ditions. 

W-S Fittings Div., H. K. Porter 
Co., Inc., Roselle, N. ]. 


Table 


Air-Powered 
Rotary Index 


Built-in automatic switch actu 
itors are an optional feature in a 
rotary index table recently intro 
luced 

Known as the Accro-Dex table, it 
has a 12-in. diameter, }-in. thick 
steel table top supported by a wide 
lubricated peripheral bearing nea 
edge 

Without disturbing table top, it 
can be set to provide 4, 6, 8, 12, o1 
24 stations, and operate up to 150 
index movements per minute (at 24 
station setting ). 

General Automation Products 
Co., Birmingham, Mich 
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SOMEBODY BUYS A LOT OF HOSE HERE... 


A Thermoid Distributor sells it— quicker, easier, 
more profitably —with the help of Thermoid P.S. 
(Personalized Service): 


PERSONALIZED ENGINEERING HELP—Experi- 
enced Thermoid representatives will help you 
to solve unusual application problems. 


PERSONALIZED PRODUCTION—Thermoid 
Hose, V-Belts, Conveyor Belting is built to the 
most exacting requirements of any industry. 


PERSONALIZED SALES HELP—Thermoid pro- 
vides effective sales promotion aids; helps you 


Thermoid Multi-V Belts Thermoid Conveyor Belting 


' 
ai'@ 
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in conducting sales meetings and sales training 
sessions... tieing your program to the intensive 
Thermoid advertising in publications read by 
your customers and prospects. 


And Thermoid’s line of Hose, Belts and Friction 
Materials is complete: your market is as big as 
industry itself. Get the facts on Thermoid now! 


Thermoid Company 
Trenton, NJ 


New CAMPBELL CHAIN Cxludive 


MEASURE-MARK 





CNINGRGING GERGEGRGN 


sChain sellers and we everywhere have been 
quick to recognize these advantages of new Campbell 
“Measure-Mark” Chain... furnished at no extra cost! 


QUICK, EXACT COLOR-CODED 
MEASUREMENT — 


g.0 od 
GREEN—Proe! Coil 
Marked every 5 feet— 


CEs e Steel 
pre-measured for easy handling 


and exact measurement. Color-mark on the chain instantly 
and positively identifies grade of 


chain—in or out of the container. 


INVENTORY STANDARD PACK— 
CONTROL LABELS MARKED BY FEET 


Space provided for "Perpetual In each container, standard 
Inventory” control. Guaranteed footage by chain size—for each 
footage marked on label. grade. Standard package cost. 


‘ 


Ask your Campbell representative—or write us for full 
details on this revolutionary new chain development. CAMPBELL 


CHAIN 
AVAILABLE ONLY FROM 


CAMPBELL CHAIN Gunganzg 


York, Pa.«*W.. Burlington, lowa « Portland, Ore. « Sacramento, Calif 
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Holder 
Work to 24 Ibs. 
Held In Any Position 


For manufacturers with assembly, 
welding or bench positioning prob 
lems, a completely redesigned model 
of the company’s PowRarm work 
positioner has been introduced. 

All models operate on the ball 
joint principle and lock firmly in 
any position. 

Design changes consist of a new 
operating handle with a_bakelite 
knob mounted above bench top 
level, all steel parts cadmium plated, 
and a new type of heavy duty finish. 

Wilton Tool Mfg. Co., Inc., 
Schiller Park, Il. 


Magnetic Base Tool 


Solves Lighting and 

Magnifying Problems 

“Tiny-Titan” No. 220, consisting 
of a magnetic base, magnifier and 
lighting unit, has been introduced. 
he base is designed to mount 
flat or down to }-in round surfaces 





er 
, SOCKET SCREWS 


Available in Socket Cap Screws + Shoulder Screws - Flat Head Socket Screws 


BLUE-DEVIL SAF-LOK SOCKET SCREWS will never vibrate or shake 
loose when drawn up tight. They make an absolute seal against 
oil, water, gas and air... form an effective locking device 
for use in oversize counterbores. The SAF-LOK Insert is bronze, 
not affected by heat and safe for use with food equipment. 
Wide range of SAF-LOK styles and sizes. 





| j | B 


“LED-LOK” Socket Socket Flat Head 
Cap Screws Shoulder Socket . 
Cap Screws Screws Cap Screws Key Kits 























Socket Screws Exclusively! 
Carety Cocker Corew Company 


HOW SAF-LOK SCREWS WORK (actual 2 ai tee! 
cutaway photo). SAF-LOK Screw ° pre- 6500 North Avondale Avenue + Chicago 31, Illinois 


assembied. After drawing poe tiem, 

the wrench is used, causing expan- 

sion insert to spread and keep the screw WRITE TODAY for samples SAF-LOK Socket Screws. No obligation 
permanently tight. insert is bronze, will 

never score the screw cavity. 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


INDUSTRIAL DISTRIBUTION © MARCH, 1956 








instantly. Completely boxed, the 
unit includes 5X magnifier, and one 
| 25 and one 40 watt bulb. 

Enco Mfg. Co., Chicago 


COLLET 
EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & S. Sleeves 
B. & S. Taper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper — Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers Compressors 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes For One-Man 
Lathe Bushings —_ 
Blank End Arbors Spray Painting 
Chuck Arbors 
Magic Seia Chink nes Collet Available with a variety of spray 
I ‘ sa ollets . r 
guns, pressure fluid tanks, hose and 


accessories, a new line of medium 





Standard tools for all drilling, reaming, and tapping needs and special 
tools to order. Immediate attention to regular or special requirements. 


y wr »0rtable air compressors has been 

T H E Cc 0 L L a Ss Cc Oo M PA N b | ilenducid. z 
CLINTON IOWA Said to supply sufficient air to 
spray paint up to 900 square feet per 
hour, the unit, compact enough to 
fit into a car trunk, measures 19-in. 


wide, 28-in. long, and 25-in. high. 
6 5 ye ars | Binks Mfg. Co., Chicago 
SERVING | 
DISTRIBUTORS 


“POSITIVE” Lock washers are all- 
«tt important adjuncts to fastener sales. 
NON Their use in your customers’ plants 
POSITIVE are vital to critical assemblies of 
their products. To serve your cus- 
tomers well, rely on a source of 
supply geared to making the best 
possible product and selling through 
distributors. “POSITIVE” is a product 
of the confidence many Distributors 
have placed in us as their sole source 
of supply for the past 65 years. 





























POSITIVE 
LOCK WASHER CO. “Have you tried sticking them in the 


salesmen?” 
AVENUE A AND MILLER ST. 


NEWARK 5, N. J. 
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HOW TRANS WORLD AIRLINES OVERHAUL-BASE, KANSAS CITY, MO. 
USES FAULTLESS EQUIPPED ENCINE STANDS FOR SAFE, FAST RESULTS 


\ 





Fauiltless 606-8 Swivel and 806-8 
Rigid Plate Casters carry these huge 
engines easily. 


yee 


Huge Super Constellation engines are easily moved 

on Faultless Casters several hundred feet to the TWA 

- overhaul area. There they are transferred to special 

600 Fault- “ Faultless Castered stands, allowing engines to be 
less Caster ‘ss rotated horizontally or vertically for maximum acces- 


Series 


cut-away to mg ~o : 
show two sibility. The engines and stands move along a produc- 


— one Se tion line of several stations where specific work is 

r b | 

bearings swiv- £ done on them. As many as 80 engines are on stands 

eling eround \ at one time. Faultless Casters not only permit fast 

large diameter : ‘ 714” 

raceways. material handling but the 242” wheel face protects the 
plant's floors. The advantages of this type of material 

Roller bearing, Vul- ’ handling equipment are numerous, since the con- 

conized Rubber Tired : veyance provides a combined work stand and storage 

Wheel. Semi - Steel, j lly 

Drawn Steel or Plas- ado y- : 

kite wheels are also It is successful caster installations like TWA that 

, . 

po dh walle oy are producing re-orders and helping Faultless Dis- 

tributors enjoy the greatest volume of profitable 


Caster business in Faultless history. 


LET FAULTLESS HELP BOOST YOUR SALES 


It’s part of the Faultless Selective Dis- 
tribution Plan to show your salesmen 
which Series, sizes and wheels are 
best for specific materials handling 
jobs. Each month a real caster prob- 
lem, and its solution with Faultless 
Casters, is fully illustrated and de- 
scribed in a FACTS Bulletin, sent free 
to salesmen, and to every important 
industrial concern in your territory 
Be sure your salesmen and customers 
are receiving this valuable sales tool 


TWA Martin being re-assembied, with Favitiess Cast- 
ered transport and overhaul stands in foreground. 
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NEW PACKAGING 


OF DURABLA CHECK VALVES * 


*Patent No. 2,649,277 


saves time, eliminates stockroom confusion 


Now . . . a box of heavy card board for every Durabla check 
valve. They stand out on your shelves—bold type tells what each 
package contains (size, symbol, etc.). There’s a product 
picture too. 

Quick identification cuts down on stockroom confusion. 
Saves time. Saves money by eliminating mistakes both in filling 
orders and at inventory time. Neat and easy-to-stack, they leave 
space for other items. 

And remember... you can meet the check valve require- 
ments of any customer . . . in any industry ... when you handle 
Durabla. Simply stock the basic unit in line sizes ¥”—2”. Added 
to any standard fitting, this unit becomes a complete check valve. 

When you handle Durabla you increase sales and reduce 
inventory at the same time. Ask for bulletin ID-36. 


DURABLA MANUFACTURING COMPANY 


114 LIBERTY STREET e NEW YORK 6, N. Y. 
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D-A-T-E+§ 
TO REMEMBER 





March 19-23—American Society of 
Tool Engineers Annual Meeting 
and Industrial Exposition, Inter- 
national Amphitheatre, Chicago. 

April 5-7—Electrical Industry Show, 
Shrine Exposition Hall, Los 
Angeles. 

April 8-12—National Oil Heat Ex- 
position (city not designated). 
April 9-12—A.M.A. National Pack- 
aging Exposition, Auditorium, 

Atlantic City. 

April 9-12—Society of Automotive 
Engineers, Aeronautic Display, 
Aircraft Production Forum and 
Aircraft Engineering Display, Stat- 
ler Hotel, New York City. 

April 15-19—Southern Hardware 
Convention, Hotel Roosevelt, 
New Orleans. 

April 26-29—World Oil Exposition, 
Coliseum, Houston, ‘Texas. 

April 29-May 2—44th Annual Meet- 
ing, Chamber of Commerce of 
the United States, Washington, 
a> Ge. 

May 3-9—American Foundrymen’s 
Society, Castings Congress & Ex- 
hibit, Auditorium, Atlantic City. 

May 9-11—Welding Show, Ameni- 
can Welding Society, Memorial 
Auditorium, Buffalo, N. Y. 

May 9-11—Western Material Han- 
dling Show, American Materials 
Handling Society, Western Live- 
stock Exhibit Building, Los 
Angeles. 

May 1417—Design Engineering 
Show, Convention Hall, Phila- 
delphia. 

May 20-23—National Association of 
Purchasing Agents “Inform-A- 
Show,” Auditorium, Cleveland. 

May 20-23—Annual Triple Indus- 
trial Supply Convention, Atlantic 
City. 

May 21-24—National Office Man- 
agement Association, “All-Pur- 
pose” Business Show, Convention 
Hall—Commercial Museum, Phil- 
adelphia. 
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WRIGHT Hoist Equipment 
to fit any job 


WRIGHT Safeway Hoists 

WRIGHT Safeway Clevis- 
connected Hoist with geared 
trolley. For close head room 
operations or where easy de- 
tachment of hoist from trolley 
is not desired. 


mS Redesigned- 


12 sizes- 
‘up to 
50 tons 


WRIGHT Safeway Hoists Speedway 
have been redesigned. In the Electric 
Safeway line you are selling Hoists 





WRIGHT 


> 


>< 


SC OC 
2 


99990899 


the utmost operation effici- 
ency over the widest range 
of lifting applications. The 
twelve sizes and capacities 


Ideal lifting units for loads 
from \% to 10 tons. Most 
dependable for production 


of hoists handle loads of from pone. Zastest to cerviee. 
74 to SO tons. WRIGHT Pull-A-Way 
These rough, tough hoists build repeat business. WRIGHT Pull-A-Way is an ideal 
Their long service life is promoted by a sealed construc- tool for those quick hookups... 
tion which suits them for both indoor and outdoor to move motors and machinery, 
service. All vulnerable parts are enclosed in high grade open freight car doors, stretch 
analysis steel housing (see illustration). These features and hold tension supports, etc. 
make good prospects of cement mills and foundries Weighs less than 9 pounds. Rated 
where excessive dust prevails, heat treating installa- at 3,000 pounds. 
tions with their high temperature, and outdoor appli- 
cations with cold or wet exposures. 
Be sure YOU have the WRIGHT Hoist 
for every customer requirement 


lete inf , icut / WRIGHT Jib Crane 
for ¢ ‘sede von on the WR i WRIGHT Jib Cranes are 


line items shown, send for these booklets: , 4 
way Hand Hoists: Bulletin DH-164B | ff extremely desirable to supe” 
Safe : s . ] 2gul hi 
Speedway Electric Hoists: Bulletin DH-133B / | eanae Saye pet gee ge 
Il-A-Way: Bulletin DH-163B ee ae ee oe 
Pe ; : fi for individual use in bays, on 


Jib Cranes: Bulletin DH-300 side of shops, etc. 


Le 





York, Pa., Atlanta, Chicago, Denver, Tre New York, 
Phitadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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Distributors Meet 
Sm In New England; 
Discuss 5 Topics 


“CIRCLES OF INFORMATION” ORIGINATOR, Miles I. Stray, Charles A 
Templeton, Inc., Waterbury, conducts second meeting of this type at annual meet 
1 members of the National Industrial Distributors’ Association 


ing of Area No 


So 


ROUND TABLE DISCUSSIONS on five general subjects were participated in by 


New England distributors and manufacturers’ representatives 


DISCUSSION CONCLUSIONS were reported to entire group by table representa 


tives 


180 


Presence 


of 


manutactul 


rs spurred 


interesting, well-rounded conc! 
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ontINUING the “Circles of In 
C formation” program initiated 
last year by Area No. 1 members of 
the National Industrial Distributors’ 
Association, distributors came up 
with five general subjects for round 
table discussion with their neigh 
bors and suppliers. 

\ total of 75 (including 18 manu 
facturers’ representatives) attended 
the luncheon at the Sheraton Plaza 
Hotel, Boston, and spent the after 
noon discussing mutual problems 
nd methods arising from the fol 
lowing subjects: What should the 
distributor expect from the manu 
facturers’ salesmen?, Effective train 
ing of distributor salesmen, What is 
in adequate distributor inventory?, 
l'ransportation charges—are they 
showing?, What are most effective 
types of manufacturers’ advertising 
ind literature for distributors? 

Miles I. Stray, originator of the 
round table discussion idea, mod 
erated the program which featured 
reports from each table on that 
group’s conclusions after discussion 
of the assigned subject. 

lhe Management Course for in 
dustrial distributors, planned fot 
Jan. 6, 1957 at the Harvard Grad- 
uate School of Business Administra 
tion in Boston, was the subject of 
1 brief talk by F. Marsena Butts, 
chairman of the Joint Educational 
\ids Committee of the National 
ind Southern Industrial Distrib 
utors’ Associations. Mr. Butts re 


ported applications already were 


being received. He also answered 
questions after the discussion period 

The 63rd annual banquet of the 
New England Iron and Hardware 
\ssociation was held the same even 
ing. Guest speaker Dr. Murray 
Banks presented a talk on “How to 
Live with Yourself.” 





Salesmens Ideas 


That Paid Off 


ERE'S PROOF that the unusual is 
H nothing new to the distributor 
salesman. Indeed, in taking the un- 
usual in his stride, the salesman can 
prove his real worth to his customer. 

Salesman Louis Fee, Columbus 
Belting & Supply Co., Columbus, 
O., has sold a good deal of conveyor 
belting to Monsanto Chemical Co. 
for their local plant manufacturing 
“All,” the detergent. 

In this modern, one-story plant, 
most of the conveyors have been 
designed, built, and installed by the 
maintenance department. One par- 
ticular installation fed empty boxes 
to a filling machine, whence they 
were conveyed for packing and seal- 
ing in shipping containers. 

Specifications called for a narrow 
belt capable of moving the light, 
empty boxes to the filling machine, 
and Mr. Fee recommended a belt 
with a smooth, white, rubber top 
cover. 

When the belt was put into op 
eration, however, it turned out to 
be a little too good. As the empty 
boxes lined up before the filling 
machine with the belt still moving 
under them, a vacuum formed be- 
tween boxes and belt. The result 
was that the printing on the bottom 
of the boxes was wiped off—just as 
neatly as an eraser going over a 
blackboard. 

Because package appearance is 
highly important in the marketing 
of a consumer product like “All,” 
something had to be done quickly. 
Apprised of the situation, Mr. Fee 
struck on a solution that cost Mon- 
santo nothing except a little time 
to make an adjustment. 

He suggested that the belt be 
turned over, so that the boxes would 
ride on the friction surface on its 
back cover. This surface was sufh- 
ciently rough to provide small air 
spaces between the belt and the 
boxes. Thus, as they lined up at 
the filling spout, the belting could 





| CARBIDE TIPPED GUN DRILLS 





DISTRIBUTORS: Sell Chicago-Latrobe! The line is 
top quolity...complete...advertised far and wide! 


CHICAGO-LATROBE 
435 W. ONTARIO ST., CHICAGO 10, ILLINOIS 


DRILLS © REAMERS © COUNTERSINAS © COUNTERBORES © SPECIAL TOOLS 
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Ask for Circulor 200 





Verli-Line 


BOOSTER PUMPS 


Layne & Bowler’s half-a-century of experience in 
the design, engineering and manufacturing of 
vertical pumps, and the know-how of General 
Electric in the electric motor field are now joined 
to produce the most advanced Submersible 
Booster Pumps made. Sizes from 5 to 125 H.P. 


For invisible, noiseless operation! 
For safety—to people and equipment! 
For dependability in any weather! 
For maximum use of minimum space! 


For maintenance-free performance, 
without adjustment or lubrication! 


> 


Some pumping 
typical di rectly 
yP into 


applications distribution 
mains 


Jjire sump 
protection operation 


W 


cooling 
tower 
service 


< 





Send today for new bulletin containing description of pump and | 


motor features, material specifications, selection tables and appli- 
cation data. Ask for bulletin 1-36 


Verti-Line Pumps are the exclusive products of 





LAYNE & BOWLER PUMP COMPANY | 











general offices and main plant 
2943 VAIL AVENUE « LOS ANGELES 22, CALIFORNIA 
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slip underneath them without dam- 
aging the printing. 

I'he idea worked. And the cus- 
tomer was saved the price of a new 
belt 


HE TRUISM that a salesman should 
le his eyes open when going 
through a customer’s plant paid off 
for Larry Naples, Stambaugh Supply 
Co., Youngstown, O. But it was 
also a case of a salesman being equal 
to the unusual. 

In the sprawling plant of BenAda 
Aluminum Products in Youngs 
town, Mr. Naples noticed strips of 
extruded aluminum being trimmed 
by a worker wielding a large pair of 
hand shears. As the aluminum 
strips snaked out of the extruding 
machine, the worker would wade in, 
single out a bundle of strips, and 
snip off the distorted end. ‘To Mr. 
Naples this operation was far too 
laborious and patience-exhausting. 

Consequently, he recommended 
to the firm’s director of purchases, 
Saul Friedkin, that a portable elec 
tric saw be substituted for the 
clumsy hand shears. Mr. Friedkin 
gave the idea a trial. Now, as the 
strips emerge from the extruding 
machine, they can be trimmed off 
in a fraction of the time formerly 


required. 


TRIMMING of distorted ends from 
newly-extruded aluminum strips was a 
laborious hand shears job until sales 
man Larry Naples (left) recommended 
a portable electric saw for job. He 
reated sales for high-speed, metal-cut 
ting blades 





LY THROUGH 
PPLY HOUSES 





DISTRIBUTORS: Big ads like 
this are telling your customers = 

to order Acme Dowel Pins > 
from you. Write for suggested  * Sizes from % ” to 6” in length— 
initial stock and price lists. \%” to 1” in diameter. Stand- 


ards and specials, including 
pins of stainless steel 











Precision pins, hardened and ground to 
.0002” or .001” over nomina! diameter 


y se age oo ‘ —oversized: .002”, .003”", .004” and 
are 005” 


micrometer gages 
and portable 
bench centers. 


Write for information and 3 _ * 
prices on micro, standard 4 


and tungsten carbide 


) Acme Pins are case hardened to 60-62 Rockwell 
“C”’ scale and core hardened to 36-38 


¥ Acme Pins will break before bending or mushrooming 


If your distributor does not yet stock Acme Dowel Pins, 
please send us his name so we may avail him of a stock. 
Also ask for Acme Dowel Pin Folder. 


ACME INDUSTRIAL COMPANY 


218 North Laflin Street, Chicago 7, Illinois » Phone MOnroe 6-4122 
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NOW! 

aisoa 2 TON 
LIGHTWEIGHT 

LUG-ALL WINCH HOIST 


WITH 


20 FT. OF CABLE 


10 
MODELS 


CHOOSE FROM 


LUG-ALL sales now mean greater profits 
for you. All LUG-ALL models are huskier 
than ever and are a natural seller to main- 
tenance departments, mining operation, 
railroads, utilities, contractors, quarries, 
municipalities, machine shops and refin- 
eries. Every model features galvanized or 
stainless steel preformed aircraft cable, 
safety tyne handles that bend when hoist is 
severely overloaded, and can be worked to 
10” of headroom with 34, 1% and 1'% ton 
models, and to within 13” of headroom with 
2 ton model. LUG-ALL distributors every- 





where say LUG-ALL sales are helping to 
keep the profit picture brighter. 


WRITE TODAY FOR MORE INFORMATION | 


ALSO 3000 LB CAPACITY 
LIGHTWEIGHT CAR DOOR PULLERS 
WHEN YOU ORDER LUG-ALL'S 
YOU ORDER THE BEST 


LUG-ALL 18 THE MOST IMITATED 
WINCH HOIST ON THE MARKET 


THE LUG-ALL COMPANY 


HAVERFORD 11 PENNA. 


NEW CAREER AND NEW LIFE hold promise for this California supply sales 


man, Richard Wnorowski, who just received American citizenship papers after 1] 


stateless years 


He’s a former Polish Navy officer 


l Like the Freedom,” 
Says Ex-Polish Officer 


t Los ANGELES, a former Polish 
Naval officer and ex-inmate of 
Nazi and Russian P.O.W. 
recently celebrated a major turning 
point in his life—receipt of papers 
that make him an American citizen 

He’s Kazimir Richard Wnhorow 
ski, who left Poland 11 years ago 
under a disguised identity and now 
works as an inside salesman at Du 
commun Metals & Supply Co.'s Los 
Angeles headquarters. 

Mr. Wnorowski was a career offi 
cer in the Polish Navy before World 
War II. Captured by the Germans 
in 1939, he spent five years in vari 
ous Nazi prison camps before being 
“liberated” by the Russians. A few 
short months in Sovietized Poland 
convinced him that he’d prefer the 
other side of the Iron Curtain. He 
joined a group of British P.O.W.’s 
in process of being repatriated by 
the Russians, took an assumed name, 
learned some English to get him 
past the guards, and soon found 
himself in England. There he joined 
free Polish forces and, after they 
were demobilized, the British Navy 

After the second Navy tour, he 
decided to emigrate to America, ac 
quired a visa and joined his wife in 
Buffalo, N. Y. (She had been wait 
ing for him in Toronto until het 


Camps 
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visa came through.) In Buffalo he 
took various jobs, one as a waiter and 
one as announcer on a Polish lan 
guage radio station. 

The Wnhorowski’s came to Cali 
fornia in 1949 and Mr. Wnorowski 
got the job at Ducommun by an 
swering an employment agency’s 
blind ad. He spent four years in the 
company’s warehouse and_ stock 
room before transferring to sales. 

He says now he was doubtful 
about selling for a long time because 
of his accent, but this has proved to 
be no handicap. Also many of the 
industrial items were so new to him 
that he did not know their Polish 
equivalents. He is now taking ex 
tension courses at California univer 
sities. 

Mr. Wnorowski says citizenship 
has a special meaning to him be- 
cause, having left his native coun 
try without government sanction, 
he was for almost 11 years stateless. 
He also likes America: “First of all 
I like its freedom—people can say 
what they want and do what they 
want.” 

And he likes the people. “I find 
American people, in general, very 
good people,” he says. “They have 
good hearts—sometimes almost too 


gt 0d.” 





Regardless of location, | 

physical assets and facili- 

ties, this distributor says | 
| 
| 


CONTEST... 


you should... 


Ship Same Day, 
Bill Next Day 


RAWLPLUG’S 
H. Bracc & Sons, Bangor, 
Maine, welcomes customers: | A N Cc 4 oO R A tol A 


through the same doorway that re 


ceived the first customer over a 

century ago. “During that hundred 2 5 O O = 
years,” says President C. F. Bragg, —~ is — <> ; 
2nd, great-grandson of the founder, . 

“our emphasis has been on service. F | 4 S T Pp a | _ E s l, O O O e O O 
It is a rare case indeed when we Yes Sir... . COLD CASH . . . NO NEW HATS (WE THINK NEW HATS ARE 
miss shipping an order the same OLD HAT) you get CASH .. . to put in the bank or pay off your bills. . . 
day, and invoicing the following CASH will be handed out to 43 winners in this contest for distributors’ 


day.” Sales Personnel only. That cuts down the number of folks who can 
Mr. Bragg admits, “If we were compete—so you have a better chance to win. 


starting from the blueprint stage, RULES 


we wouldn’t be in our right minds To compete in “ANCHORAMA 2500" you need only: 
if we planned facilities the wey they 1. Be registered with Rawiplug New York office as having seen 
are. But, by maintaining our orig- ANCHORAMA. 

inal four-story building and expand- 2. Fill out a short questionnaire, (which will be mailed to you), 
ing to adjoining buildings, we have tell us how you showed a user customer a way to do a masonry 
always been in a position to spend anchoring job better by using a Raw! product—in other words 
how you helped your customer. The 43 best answers will win 
cash prizes. 

Contest ends midnight September 30, 1956. All entries must 
be post-marked before that time. 


Family Style 
2,500.” in PRIZES 


Granting there is a definite place FIRST PRIZE: $1,000.00 . . . 6 SECOND PRIZES—$100.00 each, 36 
for innovations in office procedures, other prizes of $25.00 each. The first prize is the national grand 
Mr. Bragg also points out, “We prize, the others are regional prizes. In case of ties duplicate prizes 
seem to have a minimum need for will be awarded. JUDGES 


cA » 


more in other directions to main- 
tain high standards of service.” 


mode systems ; IS. “4 Ge 

dem : tems and meth Per Wolter F. Crowder, Editor, Industrial Distribution Magazine; George Gonzenmuller 
haps that can be explained by the Editor, Electrical Wholesaling Magazine; George G. Felt, President, Felt Advertising, Inc 
fact that we have four members of See your Sales Manager for further details or write us. 


the family, and at least six em- . RAWLDRILLS 
ployees, who’ve been with the com eames 
pany all their working lives. With 
:; RAWL-TAPERS 
such top management and loyal em- | ; 





ployees, interest in the business is 
paramount. We all operate ‘close’ 
to the business (every mail order 


passes over my desk) and, though | }rawt HAMMER-SETS RAWL 
we may function by ‘feel’, we seem sane eons 0., nc. 


to gage fluctuations in our local 
eainas ercdes.” 271 Church St., New York 13, N. Y. 
The firm’s sales consist primarily ages RAWL 
of automotive supplies (approxi- LAG SCREW CARBIDE 
ORILLS 


mately 50% of total volume), and RAWL-DRIVES —__ RAWL-ANCHORS aur 


RAWLPLUGS 
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IT STARTS LIKE THIS 


Here is an inexpensive but 
efficient OTC pulling tool 
doing one of the many jobs 
of which it is capable. 

With less than $40.00 invested 
the shop has an amazing time, 
tool and part saving puller 
that can pay for itself in less 
than a week 


With the OTC Hydraulic POWER-TWIN 
added the vwnit now pulls a flexible 
coupler from a 50 h.p. motor 


AND SALES CONTINUE 


The versatile OTC POWER 
TWIN adapts itself to still 
another type job by merely 
adding a push-puller and 
adaptors. OTC’s unexcelled 
“on the job” performance 
guarantees bigger sales and 
profits for you 


GET STARTED 
WITH THE /OIC 














Removing a counter shaft gear and bear- 
ing with OTC mechanical Grip-O-Matic. 


AND THEN THIS 


As jobs get tougher and more 
power is required the shop soon 
buys an OTC POWER-TWIN 
Hydraulic Ram and conversion 
iduptors which fit the original 
CGrip-O-Matic. More big jobs 

pulled, more money is saved 

your customer, and your 
protits grow with each additional 
OTC sale 


With the addition of the push-pulier the 
OTC POWER-TWIN Hydraulic unit now 
removes paper shearing machine drive 
geor easily and quickly 


PULLING SYSTEM 


and it will continue to pull repeat sales for you! 


Write for the complete Hydraulic story! 


OWATONNA TOOL 


EDAR STREET - 


COMPANY 


OWATONNA, MI A 
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ALL ORDERS pass over desk of Presi- 
dent C. F. Bragg, 2nd, who says, “If 
miss shipping the same day and 
lling the next, we raise a fuss until we 


incover the reason and take corrective 


steel, welding, and industrial sup 
retail hard 
automotive 


4s 


plies, plus about 2% 
ware. Despite their 
supply volume, they still have occa 
sion to order a carload of horseshoes 

Mr. Bragg says, “While we have 
no railroad siding or parking facili 
ties, and though our stock is spread 
out through four-story buildings lo 
cated in the center of town, con 
trary to the popular trend, we have 
no plans for moving to a new build 
ing on the outskirts. Why? Simply 
because normal expansion has been 
ccommodated by our gradual 
spreading out into adjoining build 
ngs as they became available. And 
we firmly believe it is smart busi 
ness to stay where we are, because 
it 1s convenient for our customers 
ind ourselves.” 

Mr. Bragg emphasizes that, no 
matter where a distributor is lo 
ated, it is essential that he gear his 
operations to the needs of his par 
ticular trading area. “In northeast 
Maine, our customers travel some 
distance for periodic visits to town. 
hey don’t come to Bangor solely; 
to see us, but for a variety of errands 

possibly a shopping tour for the 
Mrs., movies for the youngsters, a 
chat with the banker. But, while 
in town, they almost always drop 
in to see us. And, if we were on the 
outskirts of town, they probably 
wouldn’t get out to visit us.” 





The most complete line , Manufacturing facilities A franchise policy that 
of advanced overhead that permit every dis channels all sales of 
load-handling equip- tributor to maintain q the distributor line 
ment available from a adequate inventory to through the distributor 
single source assure fast customer without exception 





service 


Series ‘700° Series ‘600 Budgit 
Load Lifter Load Lifter Electric 
Electric Hoists Electric Hoists Hoists 


ee a 


fy 


A pricing policy that A variety of economical 


provides an attractive ; 
profit on every one of DISTRIBUTORS HAVE iaities that bui 
our products the dis- single-item inquirie 


tributor sells EVERYTHING FOR into multi-product sale 


PLUS SALES sen 


Spur-Geared 
Hoists 


accessories and spe 








Budgit’ 
Aluminum 
Chain Blocks 





e- 


- 


On-the-job help from : . Practical sales tools 

our field engineers in and a thorough train romotional aids and 

solving complex over € ing program for dis a great consistent ad 

head load-handling 4. tributors’ salesmen € vertising program 
Jay ) 


ae oe oo oe Ow 


problems for customers including refresher geared to t 
|-Beam meetings ket opportunitie 
Trolleys 





The leadership of “Shaw-Box” Distributors and industry's preference for “Shaw-Box” 
products is the result of years of mutual cooperation in cutting load-handling costs 
for all kinds of businesses. This cooperation now includes 48 Authorized Service 
Stations in principal cities to serve users of “Shaw-Box” products. And out of this 
partnership wiil continue to come new products that will add still more to the profit 


opportunities of every “Shaw-Box” Distributor 


Load Lifter 
Jib Cranes 
“‘Budgit : . 
Bridge Load Lifter 
Traveling 


Drives Budgit’ Crane 
MAXWELL Assemblies ’ Cranes 


& 
M MANNING, MAXWELL & MOORE, INC. 


TRADE MARK SHAW-BOX CRANE & HOIST DIVISION, MUSKEGON, MICHIGAN 





MANNING 
INI IUOOW 9 


Builders of “Shaw-Box” and ‘Load Lifter’ Cranes, ‘Budgit’ and ‘Load Lifter’ Hoists and other lifting specialties. Makers of ‘Ashcroft’ Gauges 
‘Hancock’ Valves, ‘Consolidated’ Safety and Relief Valves, ‘American’ and ‘American-Microsen’ Industrial Instruments, and Aircraft Products 
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1 
| 
a | 
| 
| 


for your customers FROM THE 


vo: FILES, 1s 

| 25 YEARS AGO 
Che Joint Merchandising Commit- 
tee was doing the best it could 


GENERAL SERVICE EMERGENCY PROTECTION with a Depression-hit budget. 

For any liquid or gas at pressures /ssures immediate ond positive ~, . ae ‘ e 
Pa ee yey al em 300 psi. Have outside action with weighted pendulum some $61,4 had been sub- 
any material which congeals at ting Son and guund. step. scribed and a direct mail cam- 
ordinary temperatures Quick Action ... opened or closed with less than a quartet paign was underwav to sell the 


turn of the operating lever 





industry on joint action. 
Straight-Through Flou . . the disc cannot become loose ‘ 


and accidently check the flow. 
Drop-Tight Seal . constant contact of disc and seat Che Scallan Supply Co., Cincinnati, 
| ’ » / 7e , > - . 
om wanes prevents dirt or scale from getting between opened a new safety equipment 
Selj Regrinding .. . the disc rotates on the seat with each : 
operation, thus regrinding the sealing surfaces. 
CYLINDER-OPERATED VALVE Ny wedge action ... all parts move between <M faces 


For accurate control of process a a . 2 : > ne < , ’ “ 
work. Straight-through flow, drop- Il rife for bulletin describing EVERLASTING ALVES Mill & Mine Supply Co., Seattle, 
tight seal, air or hydraulic con- = EVERLASTING VALVE CO., 63 Fisk St., Jersey City, 5, N. J. had just moved into its new build- 


trol for operation at any speed 
ing at Fourth Ave. and Lander 


Everlasting Valves © 
g Clement M. Biddle, of Biddle Pur- 


TRADE MARK “EVERLASTING REG U.S PAT OFF 


department. 


chasing Co., was guest speaker be- 


IT TAKES TWO \) Siijey 


DISPLAY ADVERTISING Stacy Supply Co., Springfield, Mass., 
© Arouses Interest took on the lines of General Abra- 
sive Co. of Niagara Falls. 








® Creates Preference 


DIRECT MAIL : Marshall-Wells Co., Duluth, Minn., 
* Gets Personal Attention bought out Holley-Mason Hard- 
* Triggers Action ware Co., 44-year-old Spokane, 


After your prospect has been convinced by DISPLAY ADVERTISING, he still must take one Wash., firm. 
giant step. He must act, A personalized mailing piece direct to his desk, in conjunction 
wih @ Ceplay campaign, & © powertel eaten Gute. Some distributors thought business 
McGrow-Hill has a Direct Mail Division ready to serve you with over 150 specialized lists , ; . r 
on ae was improving a little. The first 
in the Industrial field, , ’ 
To get your copy of our free INDUSTRIAL DIRECT MAIL CATALOGUE (1954) containing shock of bad times, they said, had 
complete, detailed information about our services, fill in the coupon below and mail caused factories to salvage every 
© te MeGrew-tie, bit of old equipment they could 
Do it now! The best advertising programs are planned well in advance. for day-to-day operations but now 
ee ee | shop supplies were running very 
Direct Mail Division, . 
McGraw-Hill Publishing Co., Inc. 
330 West 42nd St., N. Y. 36, N. Y. 


Please forward my ung copy of the McGraw-Hill “Indus- 10 YEARS AGO 


trial Direct Mail Catalogue. 


low. 


Name Fire destroyed the headquarters of 
C. H. Tiebout & Sons, Brooklyn, 
N. Y. 











mae 
Mc GRAW-HILL 


DIRECT MAIL LIST SERVICE 


Address 
Many houses were setting up veter- 

it a 7 
City ans’ training programs under the 
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EFRIECTION... 


...in industry...in plants large 
or small, can eat up power, wreck 
bearings, breed fires, shut down 
production lines, melt away hard 
earned profits. Its destructive 
effects are further complicated 
by water, gasoline, solvents, 
extreme heat or cold, acids, alka- 


lies, dust and dirt. 


Mr. Distributor: 


Friction is a problem we of 
Keystone have researched for 
many years. Our studies have 
given birth to the broad line 
of Keystone Specialized Lubri- 
cants—lubricants which today 
are protecting costly equipment 
in thousands of industrial 
applications. 


The aim of this ad is to tell the industrial consumer that 
there is a Keystone Specialized Lubricant to solve any 
friction problem and meet any external condition... 
Urge your prospective customers to select the toughest 
application they have...and then put Keystone to 


the test! 


If you have a friction problem. 
solve it with a Keystone 
Specialized Lubricant. ’Phone 
your Keystone Distributor. He'll 
be glad to advise you and supply 
your lubricant needs. KEysTon! 
LUBRICATING COMPANY, 2Ist 
and Lippincott Streets, Phila. 
32, Pa. Established 1884. 


ferstoiG 


TRADE MARES 


SPECIALIZED 
LUBRICANTS 
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10 Years Ago (Cont'd) 





s 
Practical Idea 
G.I. Bill. J. Russell & Co., Hol- 
for the yoke, Mass., had five employees 
Production Man 


Efficient electric hoists...to 
move materials overhead 

and release floor space for 
more valuable operations. 


under the program; Syracuse Sup- 
ply Co., Syracuse, N. Y., had ten. 
Others with G.I. trainees were 
Baldwin-Hall Co., Svracuse; L. H. 
Jurtz & Co., Des Moines; Mid- 
Island Supply Co., Long Island 
City, N. Y. 


['riplex Supply Co., Milwaukee, 
moved into new and larger quar 


ters. 


Industrial production reached its 
lowest level since 1941 in the 
wake of a major steel strike. 


J. H. Ruddell, of Central Rubber & 
Supply Co., Indianapolis, became 
president of the Central States 
Mill Supplies Association 


H. C. White was named president 
of Crerar, Adams & Co., Chicago. 


CM LODESTAR t:ectric cuain Hoist 


3g to 1 ton capacites—First truly heavy duty version of 
small electric hoist. 4 ton model weighs only 51 Ibs. 
Heavy duty self-adjusting brake. Upper-lower safety 
limit switches. CM-Alloy load chain. 


CM METEOR tiectric wire rope HOIST ’ 4 sary. 


4g to 5 ton capacities — Compact, enclosed design. Low head- 

room. Continuous duty motor with thermal overload protec- [he Cameron & Barkley Co 

tion for heavy duty service. Precision becrings and helical gears z z : i . id 

for long life. Only 110 volts at push button control. Charleston, S. C., opened a 
branch in Orlando, Fla. 


Briggs- Weaver Machinery Co., Dal- 
las, celebrated its 50th anniver- 








ir aid ; Rugged lightweight hand _) Nicholson File Co. named Edmond 


Suggestion 


for the 
Maintenance 





hoists and pullers...to make 
your job easier and safer 


CM CYCLONE HAND HoIsT 
4g to 10 ton capacities — Easy to carry 
and lift. One ton model weighs only 36 
pounds. Made of tough aluminum alloy. 
CM-Alloy load chain. High efficiency. 
Lifetime lubrication. 


\. Neal sales promotion manager. 


General Industrial Supply Corp. 
was organized in Fort Worth 
from the former industrial supply 
division of General Engineering 
Co. 


Man! CM PULLER THE“ONE MAN GANG” 

bd % to 6 ton capacities —Lifts 
or pulls at any angle. Lever 
handle operation. Automatic load 
brake holds at any point. % ton 
model weighs only 13 pounds. 


CM-Alloy flexible load chain. oy cago office. 





‘arboloy Co. transferred I’. J. Sta 
roba from Milwaukee to the Chi 











Arthur H. Starrett was elected pres 
ident of the L. S. Starrett Co. 
succeeding David Findlay, who 
retired after 55 vears with the 


CHISHOLM-MOORE HOIST DIVISION = °™™ 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 
REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: MeKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


ALSO ...CM Trolleys and Cranes 


oy Call the CM distributor for descriptive liter- 
ature, prices and fast delivery from stock. 


James P. Sprague, of L. L. Ensworth 
& Son, Hartford, was elected pres 
ident of the Connecticut Indus- 
trial Supply Club 


HOISTS AND CHAIN 
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olution 


SOCCER EEE E EEE TEER EE EEE 


for a 
“PACKAGE” 
of Pump 


It could happen anywhere. In this case it 
happened at The Morgan Engineering 
Company, Alliance, Ohio, leading manu- 
facturers of cranes, presses and steel 
mill equipment. 


Problems 


One of six Deming Turbine Pumps in 
condensate return service at The Morgan 


What happened... 


The company was using several old con- 
densate pumps with float controls for 
pumping hot condensate . . . but read 
the story in the reprint of a Deming ad 
on this page. Those pumps were probably 
okay in their day, but they were not as 
efficient as present-day equipment. 


Deming Distributor 
to the rescue! 


Fed up on their pump problems, plant 
engineers at The Morgan Engineering 
Company decided to call in the Deming 
Distributor in their area. Analysis of job 
conditions pointed to Deming Vertical 
Turbine Pumps as the correct solution to 
the problems. 


Matching the best pump 

to the job! 
One big advantage of the diversified 
line of Deming Pumps is SELECTIVITY — 
the ability of the Deming Distributor and 
his Customer to match the BEST pump to 
job conditions. End results are thoroughly 
satisfied customers and repeat business 
for Deming Distributors. 





By the way . . . that Deming ad over there 
is scheduled for the March and April 
issues of several leading industrial pub- 
lications. Many of YOUR customers and 
prospects will see that ad. The main 
objective of ALL Deming advertising is to 
help pave the way to better pump busi- 


Engineering Company, Alliance, Ohio 


Deming Turbine Pumps 


Plant engineers ut The Morgan Engineering Company, Alliance, Ohio, leading 
manufacturer of cranes, presses and steel mill equipment, had a “package 

of pump problems. 

The Job was pumping hot condensate from steel sumps for return to 
steam boilers. 

The Equipment included four obsolete condensate pumps with 3 HP electric 
motors and float controls. 

The Problem was the failure of the original equipment to meet the job require 
ments efficiently and economically. Proper lubrication of the pump bearings 
was found impossible to provide. Frequent replacements of bearings and 
impellers was necessary. Float equipment gave almost constant trouble due 
to surges of steam. Here was a “package” of problems 

The Solution started by calling in the local Deming Distributor. Working 
“elbow to elbow” with the plant engineers, it was decided that Deming 
Vertical Turbine Pumps offered definite advantages 

1. The Deming Vertical Submerged Pumps with floatless controls eliminated the former 
float control troubles 

2. Only 2 HP electric motors were required by the Deming Turbine Pumps. The former 
condensate units required 3 HP motors 

3. Trouble in lubricating the bronze bearings of the condensate units was eliminated 
Deming Turbine Pumps are self-lubricating (with the water flowing constantly through 
the pump when operating) 

4. Using '/3 less horsepower, the Deming Turbine Pumps did more work with a 
minimum of maintenance and at considerably less overall cost of operation 

Ask your nearest Deming Distributor or write us for a free copy of illustrated 
BULLETIN 4700 on Deming Vertical Turbine Pumps. 


THE DEMING CO. + 511 BROADWAY + SALEM, OHIO 


CALL YOUR 
DEMING 


DISTRIBUTOR 
for help on pumps! 


ness for Deming Distributors. 


THE DEMING COMPANY 
511 Broadway . Salem, Ohio 
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Mrs. J. Y. Scott. C. F. Myers (Morse Twist Drill) and Mr. Mrs. W. F. Hughes, Mrs. J. B. Thornton, Jr., and W. F. 
and Mrs. R. L. Hill, Jr., Cowan Supply Co., Atlanta. Hughes, all of Peerless Supply Co., Shreveport, La. 


On The Social Side 


At Southern Meeting 


Story starts on page 90 % il ty | 

( y P g ) Mrs. J. J. Ahern (Billings & Spencer) and Mrs. W. C. 
Stauble (Holo-Krome Screw Corp.) chat with Character 
Analyst Carmine. 


Mrs. J. H. McDonald, Brown Roberts Hardware & Supply, Robert Logan and Mr. and Mrs. John Dunham (all of 
Shreveport, and Mrs. David J. Gemmell (Hodell Chain). Equipto) and Frank Kinsella (Standard Pressed Steel Co.). 
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Why you’ll make a lot more money 
selling RIM’s Big 7 Packing Types 


As an authorized R/M distributor, you will get no competi- You'll please your customers by ending confusion in their 
tion from the factory. For all R/M packings for mainte- stockrooms—by enabling them to equ il or better the per- 
nance purposes are sold only through authorized R/M formance they are now getting with much lower inventory 
distributors. This policy, adhered to strictly for the past (probably just 3 or 4 types) by helping them cut mainte 
16 years, will enable you to make every minute of your nance costs, reduce downtime, simplify ordering, speed 
selling time count. deliveries. 


4 “A ; re 7. bane n 
R/M’s Big 7 are designed to give custom-built performance. Type 1, for pumps, valves; Type 2, for high temperature 
R/M “versi-pak,”® for example, a Type 1 packing, is so valve stems, expansion joints: Type 3, for high speed rotary 
scientifically engineered that it can be used with outstanding air Compressors; Type 4, for corrosives, acids, viscous ma- 
effectiveness on many kinds of pumps and greatly reduce terials; Type 5, “Teflon”* for chemicals; Type 6, gasket 
inventories. materials: Type 7, for hydraulic and pneumatic equipment 


Pont trademark 


R/M’S BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 





FACTORIES Bridgeport, Conn Manheim, Pa N Charleston 


S.C.; Passaic, NJ.; Crawfordsville, ind.; Neenah, Wis Peter 
borough, Ontario, Canada 


RAYBESTOS-MANHATTA N, INC. RAYBESTOS-MANHATTAN, INC., Packings * Asbestos Textiles « 
PACKING DIVISION, PASSAIC, N.J. Industrial Rubber, Engineered Plastic, and Sintered Metal Produc 


* Abrasive and Diamond Wheels « Rubber Covered Equipment « 


MECHANICAL PACKINGS AND GASKET MATERIALS Brake Linings ¢ Brake Blocks * Clutch Facings ¢ Laundry Pads and 


Covers * Bowling Balls 
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On the Social Side at Southern Meeting (Cont’d.) 


Mr. and Mrs. William Ferguson and J. J. Klopp (all of Standard Electric Tool Co.) Mr. and Mrs. Tom M. Nelms, Wessen- 
and Earl E. Cook (Threadwell Tap & Die Co.). dorff, Nelms & Co., Houston, 


R. W. Mueller, Mr. and Mrs. C. C. March and J. F. Whit- L. W. Jander, center (Henry Disston) chats with Mr. and 
comb (all of Minnesota Mining & Mfg. Co.). Mrs. Hunter Wagener, James McGraw, Inc., Richmond, Va. 


ee 


i 


hs 
a 


Mr. and Mrs. Frank Anderson, Moore-Handley Hardware, Harry Webster (H. K. Porter, Inc.), Mr. and Mrs. John Pye, 
Birmingham, and Mr. and Mrs. Rufus K. Allison, Industrial Pye-Barker Supply Co., Atlanta, and Kenneth A. Miller 
Hardware & Supply, Charlotte, N. C. (National Screw & Mfg. Co.). 
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The facts in this advertisement are showing 
your customers that higher WITHDRAW- 
AL torque is what they’d better look for in 


socket set screws . 


. . If you’re an Allen 


Distributor, the higher WITHDRAWAL 
torque of Allenpoints makes a mighty fine 


selling point! 


Greater resistance to removal holds 
Allenpoints tighter in your products 


Tests prove that ALLENPOINT Set Screws have up to 50% HIGHER 
WITHDRAWAL TORQUE than serrated point set screws 








HIGHER WITHDRAWAL TORQUE 
WITH ALLENPOINTS! In '4" x ! 

sizes, tightened to shear point of 
key, Allenpoints required 75 inch 
pounds removal torque. Serrated 
point set screws gave up their hold 
at only 50 inch-pounds removal 


torque. 


an ONE MORE FULL THREAD WITH 
ALLENPOINTS! Compare, and you'll 


| find that Allenpoints have one more 
| full thread than same size serrated 
point set screws. That means greater 


| holding power, especially in the 
__| much-used “square” sizes 


CLEANER, MORE UNIFORM SOCKETS WITH 
ALLENPOINTS! Allenpoint sockets are “pressur-formd” to 


preserve the long fibers of the steel uncut throughout the 
entire length of the screw. This makes a deep socket of 





at 


maximum strength and accuracy, in which the key sea 
with great exactness 


Specify ALLENPOINTS for far greater holding power 
the kind of fastenings that “stay put”. Genuine Allenpoints 
and other Allen fasteners are available from your Indus 
trial Distributor standard items immediately, special 
items very promptly. Write for full information. 








You want maximum holding power from every set screw 
in your product. Here’s why you'll get that from 
ALLENPOINT O Set Screws: Allenpoints and serrated 
point set screws were recently compared in laboratory 
tests. They were the kind of tests you'd make in your 
own plant random samples of each were chosen from 
regular stock boxes from distributors’ shelves 

In each test, keys were tightened right up to the shear 
point maximum tightening point for any set screw 
Up to 50% HIGHER WITHDRAWAL TORQUI required 
to release the ALLENPOINT O Set Screws 


Translated into your own product this 


dependable fastening with ALLENPOINTS 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 
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On the Social Side at Southern Meeting (Cont’d.) 


Mr. and Mrs. John M. Wells (Ingersoll Rand Co.) and Mr. Willis Horner (Allen Mfg. Co.) and Mr. and Mrs. J. A. 
and Mrs. John Stolarz (De Walt, Inc.). Wright (Diamond Expansion Bolt Co.). 


Mr. and Mrs. Dan Northup (Henry G. Thompson) and Mr. and Mrs. W. M. Bryan, Carolina Rubber & Supply Co., 
Mr. and Mrs. Ashley DeWitt, Briggs-Weaver, Dallas. New Bern, N. C. 


Mrs. Harold McKee (Weinberg & McKee, Inc.); Mrs. E. C. Mrs. Walter F. Crowder, I. D.; Mrs. WJ Booth, Carolina 
Mahoney, Mills & Lupton Supply Co., Chattanooga, and Machinery & Supply, Rocky Mount, N. C., and Mrs. 
Mrs. R. B. Plumb (Keuffel & Esser Co.). William Cashman, Henry Walke Co., Richmond, Va. 
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oT PAY “PAYS ro 0 SELL- 


| MILWAUKEE | 2«.20. 


INDUS TRIAL —\ tor quaury 


_- BRUSHES ~ 


— PROMPT SERVICE 





Give your customers 
this production 
ADVANTAGE - - - 
and profit in doing it 


When you sell Milwaukee Brushes 
you give your customers exactly 
what they require for each individ- 
ual need. If any customer orders 
a number of any one type, you 
will know that there is uniformity 
throughout. In every case the 
sales you make assure the kind 
of service that means repeat busi- 
ness. 


You do long range selling when 
you sell Milwaukee Industrial 
Brushes whether standard or spe- 
cial types. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 
Highest! Gua lily SEND FOR 
¥ : CATALOG NO. 36-R7—54 
IT FEATURES 


BRUSH PROBLEMS THE COMPLETE LINE 


aon os ehalincn Genito ce me ee ce ee ee ee eee ae aaa ae 
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On the Social Side at Southern Meeting (Cont’d.) 


a 
we 


Mr. and Mrs. A. M. Sasgen (Grand Specialties Co.); C. W. Mr. and Mrs. George Booth, Carolina Machinery, Rocky 
Krueger (Whitman & Barnes) and Eugene Valy (Illinois Mount, and Mr. and Mrs. C. R. Dent, Blue Ridge Hard- 
lool Works). ware, Bassett, Va. 


Mrs. W. L. Neilson, Jr., Mrs. Pollard 
lurman and Mrs. K. G. Saunders; 
standing, left to right, are Mr. Neilson, 
W. J. Eberlein (both of Greenfield 
lap & Die Corp.), and Mrs. Turman 
und Mr. Saunders, both of J. M. Tull 
Metal & Supply Co., Atlanta. 





Mr. and Mrs. Charles G. Cowan, Cowan Supply Co., At- William M. Spencer, Owen-Richards Co., Birmingham; 
lanta: Mr. and Mrs. E. E. Owens, C. E. Thurston & Sons, Mrs. Frank Anderson, Moore-Handley Hardware, Birming- 
Norfolk, Va., take it easy on the cabana terrace during ham; Mrs. Spencer, and Mrs. Rufus K. Allison, Industrial 
festivities. Hardware & Supply, Charlotte. 
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BEARING SERVICE 


HELPS YOU IN MANY WAYS 


The development of a complete 
standardized line of stock Sintered 
Bronze Bearings and Bars by Bunting 
opens the door to many economies and 
advantages in production and maintenance 


of machinery and mechanical components. 


Here is a far more complete range of standard sizes 

than has heretofore been available in this material. 
Bunting’s powdered bronze stock line is the first to include 
all ASTM standard sizes to ASTM recommended 
dimensions and tolerances in both plain and flanged 
bearings and thrust bearings. 


Together with the long established 

Bunting stock line of Cast Bronze Bearings 

and Bars, these new sintered bronze Bunting 

products bring to mechanical industry ready-to-use bearings that 


will squarely meet your blue print and cost requirements. 


Both Bunting Cast Bronze and Bunting oil filled, 
self-lubricating sintered powdered Bronze Bearings 
and Bars are available to you through your nearest 
Bunting Distributor. He has in stock all sizes 

for your immediate needs. Ask him or write 

for complete lists and dimensional data on 

Bunting Cast Bronze and Bunting 

Sintered Bronze Bearings. 


Bunting 


BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS 
This edvertisement appears in OF CAST BRONZE AND POWDERED METAL 


Iron Age @ Mill & Factory 
Machinery * Modern Machine Shop The Bunting Brass and Bronze Company, Toledo 1, Ohio 


eS Say oe Branches in Principal Cities * Distributors Everywhere 
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Contact 
TAYLOR 
CHAIN 
for fast 

dependable 
service! 


TYPES AND SIZES OF 


‘\\ QUALITY CHAIN 


in 
® 
2 Ny 


| Chain, That’s why so many distributors and 

wholesalers all over the nation make Taylor's 
plants in Hammond and Pittsburgh their one 
dependable source for everything from No. 
8 Sash Chain to 2” Alloy Steel Chain. 


Chain is a specialty—not a side line—at Taylor 


» 


Taylor’s seasoned sales engineers and 
Taylor’s 83 years of chain-making know- 
how are at your disposal — ready to help 
you with any chain problem you or your 

customers might have. 

Contact Taylor Chain for your next 
chain requirements. You'll be time and 


money ahead if you do! 


S.G. TAYLOR CHAIN COMPANY 


Hammond, Indiana; Pittsburgh, Pennsylvania 


Free! Complete 
Taylor Chain Cat- 
alog is available 
FREE to bona 
fide distributors. 


y —— 
\) 

) 

‘ 


eeeeeeeeee ‘ TTT 


S. G. Tcylor Chain Company f/f? 
Dept. G, Hammond, Indiana 
Rush free catalog and price lists. AY LO ) ADE 


Name NAME N 


City 
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What's Happening 
In Your Market 


Starts on page 105 





maining 25.5% was distributed 
fairly equally among three logical 
areas marked off by county bound- 
aries. The stakeout of the logical 
market area was relatively simple. 

lhe next step was to analyze the 
major portion of the market— 
Metropolitan Seattle. A street map 
was marked off into postal zones. 
[he number of employees in manu 
facturing within each zone was 
marked on the map. The picture 
indicated that postal zone bound 
aries made a logical division for 
issigning salesmen’s territories. This 
was done, keeping in mind coverage 
ind penetration. 


Down To Brass Tacks 


With the statistical analysis of the 
market and salesmen’s territories 
complete, the project moved into 
direct action of estimating sales 
potentials. For this purpose, sales 
men’s reports and appraisals by 
accounts, past sales figures and 
market potential figures were used. 

\ccounts were assigned to various 
divisions on the basis of an account’s 
potential use of the product sold 
by each division. This presented a 
little problem, since an account 


ADMINISTRATIVE ASSISTANT 
sales) Jean Goozee (right) is assisted 
by Vivian Moore in compiling research 


} 
cata 





In 1955 and for years to come... 


The @ De Want Franchize will help 
ou, Aet the pace in relling power tools! 


Here’s why the AMF De Walt® 
Franchise will help you to raise 
your power tool sales to a new high: 


e AMF DeWalt market is unlimited 
e Consumer acceptance is established 
e Turnover factor is very good 
e Gross profit is high 
e Big ticket sales in dollars 
e Selective distribution protects 
your franchise 
e Expert field help produces sales 
e Inventory depreciation is nil 
e Handling and storage factor is excellent 
e Competitive position is unbeatable 


e Prestige is high among users 





e Plus Business in tools and accessories 

e Built-in De Walt quality practically 
eliminates service 

e Sales Policy protects your profits 


e De Walt merchandising pre-sells for you 


Are you selling AMF De Walt today? 


If not—now is the time to act! There are still some 

Select Franchises available. Write (De Walt Inc., Dept. 

ID-55-11, Lancaster, Pa.) or phone (LAncaster 3-3931) POWER TOOLS 
for full details. 


EXTRA! FREE! 


Send for new idea book 

on industry. Outlines dozens 
of ways to cut costs 

on cutting jobs. 


AMF DE WALT, DEPT ip-56-3, LANCASTER, PA. 


[_) Please send me full details on an AMF De Walt Dealership 
[) Please send me your idea book for indusiry 


OO 





city. 


| 

| 

| 

| 

| 

| 

| 

: ADDRESS 
| 

l 
es 
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Super-Sellers: 


BECAUSE THEY’RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SAVER 


PULLEYS 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Tell all the prospects in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 

In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face” line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 
Write for free 
bulletins contain- 
ing full informa- 
tion about Sprout- 
Waldron pulleys! 
Sprout-Waldron 
& Co., Inc.,3 Logan 
Street, Muncy, Pa. 


Write for free booklets! 


CAST IRON 








PULLEYS 


which had a large potential for 
machine tools might also have a 
satisfactory potential for portable 
electric tools which are sold by 
another division. The difficulty was 
overcome by the use of two account 
assignment cards—one green, and 
one pink. 

The green card, explained Mr. 
Norwalk, indicated account respon 
sibility. The salesman receiving it 
(account name and address was 
shown on the card) was responsible 
for investigating the sales potential 
for all products sold by the com 
pany, regardless of what division 
sold the products. However, it was 
recognized at the outset that a large 
accounts, because of 
size and potential, 
Industrial Equipment salesman on 
the job. In these cases, the green 
card and the pink card were issued 
simultaneously, indicating dual 
accountability with 
given on the basis of the products 
sold. A system to handle sales credit 


number of 
required an 


sales credit 


was set up and supervised personall; 
by the sales manager. 


Plan for Product Specialists 


“A slightly different plan was set 
up to take care of product specialist 
salesmen (Star has four specialists, 
each responsible for a single spe 
cialty line such as spray equipment, 
motors and controls, engines and 
boilers ),’”” Mr. Norwalk said ““These 
men are responsible for the sale 
and promotion of their particular 
specialty and are free to contact 
customers in any of the four sales 
territories. The performance of the 
product specialist is studied in ratio 
to the overall the line 
produces rather than on individual 
sales to customers. The regular terri- 
tory salesman receives one-half sales 
credit for any products sold to his 
customer by a sales specialist. The 
plan encourages our regular sales 
men to be on the lookout for these 
specialty lines and to make calls 
with product specialists. Since they 
participate in the sales credit, it 
insures good coverage and penetra- 
tion in all territories.” 

\s a result of its market research 


volume 


INDUSTRIAL DISTRIBUTION * MARCH, 1956 





THE MOST COMPLETE SOURCE 
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(‘Nationally Recognized 
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Heavy Duty Bench Type 


ALLEN 


PUNCH PRESSES 


Nationally Advertised 
in leading Trade Papers 
dling the Allen 


a , 
Punch Presses. 


ALVA ALLEN INDUSTRIES 
Dept. ID Clinton, Missouri_/ 


Inquiries from ad- 
vertising are sup- 
plied to our In- 
dustrial Supply 
dealers. 


Complete Line 


any 

Popular Models 
y% to 5 ton 
capacities 


¥ 


Write or call today 
for details on han- 








fe OE ATANT (ah 
TETENING ¢ 
SCREWS 


BOLTS NUTS 


WASHERS —- RIVETS 
FASTENING DEVICES 
IN ALL METALS 
STEEL © BRASS 

EVERDUR 


ae, 
I 
STAINLESS STEEL = 


La 
=) 


® MONEL 


ALUMINUM 
MICKEL ALLOY STEEL 
NAVAL BRONZE 
SPECIALS 
TURED 


PRINT 


MANUFAC 


Putba le) spas c STRIBUTORS ome / 


PARKER-KALON 


PROC 


= 


KEYSTONE 


BOLT & NUT CORP 


135 CHURCH ST ®* NEW YORK 7 


s\ 


SHAKEPROOF 








picture of a 


shrewd distributor 
tripling his 
gauge glass profits! 


“Your left hand and your right index 
finger are about all it takes to start 
tripling your profits on gauge glass. 
(If you don’t have a dial telephone, 
forget about the right index finger.) 

Pick up your phone, call a cus- 
tomer who uses gauge glasses, and 
offer the helpful suggestion that he 
have a “reserve force” of spare 
gauge glasses in his storeroom. Why? 
Here is your 25-second sales story: 


Use this pitch 

Spare No. 1 is for regular replace- 
ment, during routine maintenance. 
Having it right nearby prevents pos- 
sible delays. (Also saves you from 
hurrying over to his plant with a 
single gauge glass!) 

Spare No. 2 is, in football terms, his 
“depth.” Break a gauge glass at mid- 





night and where is he? You don’t 
want to be interrupted in the middle 
of a nifty dream, just to supply him 
with a new glass. So, sell him on the 
idea of keeping that “spare spare” 
handy as protection against sudden 
emergencies. 

“Sit 'n’ Sell” 

This is good, relaxed, service selling. 
Sit on your premises and, with a 
simple phone call, do your customer 
a real favor. Meanwhile, triple your 
gauge glass profits. 

Make a few profitable calls today, 
and let this selling idea prove it- 
self. And be sure to have the best 
gauge glasses on hand—Cornino®, 
Pyrex®, and MacBeTH®. Then you 
know you're giving the best protec- 
tion possible. 





a Be 


APPLICATION 


Norma! conditions 
(Up to 100 p.s.i.) 


RECOMMENDED PRODUCT 


SORNING brand 
standard gauge glasses 





Higher temperatures 


PYREX brand high- 
pressure gauge glasses 





Higher pressures 


PYREX brand heavy-wall 
gauge glasses 





Extra visibility 


PYREX brand red-line 
gauge glasses 





Viewing inside furnace, 
reactors, pressure 
vessels, etc. 


sight glasses 





Lubrication inspection 


PYREX brand \ubricator 
glasses 





Visible discharge 
devices 





PYREX brand oi j 
glasses oom 


—— 


y CORNING GLASS WORKS 


CORNING, NEW YORK 
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KENNEDY presents 


the NEW Look in 
Bronze Gate Valves 


Fig. 427 Fig. 4278S Fig. 427SJ 





TABULATING SUPERVISOR Jack 

eury and Treasurer James Funk check 
over sales and profit analysis sheets pri 
duced by punched card system 


program, the company was led to 
a realignment of its geographical 
coverage and a reorganization of its 
sales direction and control. It didn’t 
stop there. The results had to be 
ippraised constantly and this led 
to the installation of a Remington 


Standard 125-ib. $.W.P. Bronze Standard 125-ib. S.W.P Standard 125-ib. S.W.P 
Gate, Non-Rising Stem, Inside Bronze Gate, Non-Rising Bronze Gate, Non-Rising 
Screw, Wedge Disc, Screwed Stem, Inside Screw Stem, Inside Screw 
Ends Wedee Disc, Brazing Wedge Disc, Soide there is a constant analysis of gross 


Rand punched card system. Now 


Socket Ends Joint Ends 


KENNEDY’S NEW Cylindrical Design 


Means Greater Body Strength, 


Far Longer Leakproof Valve Life! 


RUGGED BODY DESIGN . .. assures superior resistance to dis- 
tortion as proven in high pressure steel valve design; Kennedy's 
grueling Accelerated-Wear tests conclusively prove this con- 
struction guarantees more than 10 times longer leakproof 
operating life than oval-body valves. Increased weight assures 
greater durability and longer valve life. 


KENALLOY STEM 


silicon bronze with high tensile strength, accurately machined 


. a special Kennedy stem material of 


for ease of operation. The bronze alloy prevents seizing or 
galling and is entirely free from any tendency to dezincify. 


PISTOL-GRIP HANDWHEEL .. . 


provides firm, easy three-way grip on top, sides and bottom. 


non-heating malleable iron 
Indented rim notches top, side and bottom eliminate slip even 
with greasy gloves. 


DISTRIBUTORS! 
e Write today for complete details. Ask for Circular 


profit on 72 major lines. There is 


also a breakdown of sales and gross 
profit by customers by “nine leading 
lines”. Shipments from divisions 
and branches are also analyzed fot 
gross profit. As Mr. Norwalk put it, 
“Our punched card system is the 
catalytic agent which allows us to 
make the sales analysis so vital to 
the success of our overall program.” 





ROUND TRIP? 


Many companies have taken contest 
winners to the Caribbean, to Paris 
and even around the world. Now, 
finally two cooperating Cincinnati 
firms are offering a trip to the moon 
as a dealer contest prize, based on 
the opinion of experts that space flight 
is possible in this generation, reports 
Electrical Merchandising, McGraw-Hill 
publication. This “out of this world” 
promotion is aimed at boosting tele- 
vision set sales. If the winner doesn’t 
want to go to the moon, by the way, 
he can accept $1,000 instead 


i THE KENNEDY VALVE mec. co. - exmira, w. ¥. 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 








WICE ANNO WAREHOUSES (6 NEW TORR CHICAGO SAN FRANC ISC! ATLANTA SALES PEPRESENTATIVES IN PRINCIPAL CITIES 
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SELF-CLEANING... ABRASION RESISTANT 


n service 
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ma ty 
ee A y ae 





The Extra Quality of ATLAS CHAIN 





Builds Extra Sales and Profits! 


Tough abrasive action of sand, dirt and mud is the 
type of punishment Atlas Chain and Sprockets 
must take on this “Silent Flame” Tobacco Har- 
vester manufactured by the Long Manufacturing 
Company. The chain and sprockets are bombarded 
by an endless stream of dirt kicked up by the 
wheels and at times actually operates with the 
chain churning a path out of the mud and sand. 

This is the type of installation that is winning 


acceptance for Atlas Chain by the nation’s in- 


ATLAS CHAIN & MANUFACTURING COMPANY .- 


dustry. The kind of acceptance that builds repeat 
sales and profits for Atlas distributors from coast 
to-coast. 

The complete Atlas Chain and Sprocket line is 
breaking sales records every month. Put this 
profit line to work for you. Get the complete 
details on the Atlas franchise in your area that is 
backed up with nation-wide advertising . . . sales 
winning promotion ... service building technical 


cooperation. Write... 


WEST PITTSTON, PENNA. 





ROLLER CHAIN 
AND SPROCKETS 








DISTRIBUTORS ff ==~ The Buyer Looks 
This page available at Business 


to help you sell 





Following is the composite 


GRIEVE-HENDRY ) ” ; 
= opinion of purchasing agents 


OVENS a | who comprise the N.A.P.A. 
Business Survey Committce 


Leveling Off Seen 
Purchasing executives reporting 
) . . . 
In Quantities Seat ous NT aes in the January survey of industrial 
With Your Imprint business conditions note a leveling 


ff in production for the first time 
used os... ny Sgapgyg lyr 
to be in several months. While 54% 


(same as in December) reported 
production unchanged, it may be 





This page is available for reproduction by 

1. An envelope stuffer. offset process in your catalog. 

2. Bulletin to accompany It conforms with standards of the National — 
direct mail solicitation and Southern Distributors Association. significant that the number who 
on Industrial Ovens. State quantity desired (send sample of report production to be better 

3. Fob salesmen’s imprint) and advise if desired for catalog dropped to 33% (from 40% in 
distribution. reproduction. December), and there was an in- 

crease to 13% (from 6% in Decem 


Complete literature with GRIEVE-HENDRY COMPANY. INC. her) wilicdanenio® lowated about 


rinted’ prices available. 
‘ se 1416 W. CARROLL AVE., CHICAGO 7, ILL. In most cases, reduced production 


was reportedly reflected in a return 
to a standard work week, with over- 
time either eliminated or substan 


tially reduced. 
[he pattern of new orders re- 
mained essentially unchanged, ac- 


4A¢1 SHAFT MACHINES ream q cording to the January reports. 


Increased orders were reported by 


are IN DEMAND and Pennies —— 34%, compared with 35% in De 
EASILY SOLD wherever | cember; and 48% reported their 


“Small Work’ Grinding and ~~ — order books unchanged. Some 18% 
Finishing jobs are performed of those reporting, as against 16% in 


December, state new orders have 


dec reased 
Many of YOUR customers can > 
PROFITABLY USE Foredoms. POW- Prices continue to advance and 
their 
§ ond nond- ERFUL ADVERTISING in leading items in short supply are more nu 
ily controlled industriel publicetions BUILDS ; ' ; 
: ke friends an ACCEPTANCE for our product now merous ATi ot greater variety 
d weight, in its 34th Year. For @ surprisingly Employment remains steady. Buy 
LOW INVESTMENT (less than $100) 
you can give effective representa- 
tion to this fast-paced line. Foredom iS if 1S geared to forward planning 
S That’ prices are scaled for competition 
OM. ‘ and YOUR PROFIT 
FORED " downright 
$ to sell. ° 


ng policy shows some restriction, 


; 


» meet production requirements. 
n 


° ; 
DOM line 1s 
on fer distributor 


Of the members who responded 


why the F 


sroftable 1 special question, 52% say capi 


expenditures will be higher in 
REPEAT BUSINESS ON ACCESSORIES! ( than in 1955: 33% report 
For details of ovr outstanding Here are just a few of the many accessories listed 
distributor set-up write for 
Catalog Ne. N31C 


1] 
hi 


W be about the same, and 


in ovr catalog to make your sales of Foredoms 
BUILD PROFITS. 


pin-point their expectations for capi 
OLAS El EC TRIC COM PA NY tal expenditures, 57% report the 


27 PARK PLACE, Dept | NBIC | NEW YORK 7, N.Y |} program ¢ lls for expansion of pro 


sav less will be spent l'o 
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ARMSTRONG 


ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% of 
the Machine Shops and Tool Rooms; are the stand- 
ard tools the world over, wherever metal is ma- 
chined. This tremendous selling accomplishment 
is a tribute to the capabilities of the nation’s In- 
dustrial Distributors and their salesmen, for 
ARMSTRONG TOOL HOLDERS have always been 
sold through Industrial Distributors. 





ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and catalog, 
stock and sell ARMSTRONG Lines “Across-the 
Board.” 


See Us at Booth +1324 International 
Amphitheatre Chicago March 19th-23rd 


ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE CHICAGO 30, ILL. 
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S vai 
thy mu! 


Evans King-Size 
10-ft. Steel Tape 


STANDS UP STRAIGHT 
for UPRIGHT 
MEASUREMENTS 


Those long upright measurements are easy 
and accurate with this new EVANS King-Size 
10-ft. White-Tape. The 33% wider blade 
(full %4") stays straight up without bending 


© EVANS RULE CO. ° buckling. You get a free belt clip and Tenite 


A 1955 utility case with every tape. Sliding end hook 


for inside or outside measuring and... 

















it's marked so you don’t have to figure! 
no other tape is marked this Evans way. 

















ec im inches trom 





Whichever way you work, in Inches or feet and inches, 
you read instantly without having to stop and figure 
The EVANS King-Size White-Tape Is the Top 10-ft 
Tape value at only $2.39. Retail everywhere in U. S.A. 





another 
EVANS 
value— 
THE 
ONLY 
12-FOOT 
POCKET 
WHITE-TAPE 
“Standard blade 
oe” wide” 
Now, ket steel <<“). 
rontn Sub oanaiees f a ” Pocket White-Tape only $189 
full 12 feet — el - 
nates the haa Retail everywhere in U.S.A. 


ience and inaccuracy of adding two measurements as you do with shorter 
tapes. Exclusive EVANS double markings (same as King-Size above). 
Chrome plated case is no bigger than cases for shorter tapes. Self-adjusting 
sliding hook for 190% accurate inside or outside measurements. Each tape 
packed in FREE transparent Tenite utility case. 

Let us help you sell more tapes. 


Write for tree supply of leaflet 10-ID 


Ewate RULE CO. 


400 Trumbull Street, Elizabeth, N. J., U.S.A. 


Makers of Evans “Long Tapes" —25-50-75-100 tt. and Evans 6-(t. Folding Rules 


This L-O-N-G-E-R 


@ 2077 
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duction facilities, and 43% say the 
expenditures will be for moderniza- 
tion. 


Prices Continue Up 


That prices are continuing the 
upward trend is reflected by 63% 
who reported price advances, 6% 
more than in December. Some 37% 
reported prices the same, 3% fewer 
than a month ago, and not one re- 
ported a downward trend of prices. 

The general comments show there 
were only slight variations in com- 
petitive prices on industrial materi- 
als, with deliveries being the key 


factor in many purchases. 


Most Inventories Unchanged 


In reporting on purchased ma- 
terials inventories, the number who 
say they are higher-than-a-month- 
ago was fewer, 23% compared with 
28% in December, and indicated 
their stocks reflect a continued com- 
bination of short supply of raw 
materials and steady demand. Some 
60% reported inventories the same 
as in December, and the 17% who 
reported having lower stocks gen- 
erally attributed this to tax situa- 
tions and shortages of critical items. 
In December, 57% reported inven- 
tories to be unchanged, and 15% 
reported them to be lower-than-the- 
month-before. 


Employment Steady 


Little change is reported from 
December. While the number re- 


employment the same 
showed little change, from 70% 
in December to 71% in January, 
there is a slight drop, from 25% 
to 21%, in the reports indicating 
employment as greater. This re- 
sulted in a slight increase from 
%o to 8%, for those reporting em- 
ployment as down. Professional and 
skilled workers still are in greater 
demand than the supply can fulfill. 


porting 


Plentiful Buying 

There is some shrinkage indicated 
in purchasing policy, although the 
January reports of purchasing execu- 
tives show the majority continuing 
to buy plentifully. For production 
materials, there were 44% reporting 
in the 90 days plus category and only 





The Veelos Vibration Analyzer 
proves that vibration exists! 


Your Veelos salesman will gladly set up this electronic 
vibration analysis in your customer's plant. It takes 
about 15 minutes—it’s free—and it shows your custom- 
er what causes vibration on his machine. There is no 
guesswork—this is proof positive! Your customer can 
test any V-belt against Veelos, on the same machine, 
under identical conditions—and see for himself how 
Veelos instantly improves his operation and cuts costs! 


How about that storage problem? 


As far as your customer is concerned: He can store all 
the Veelos Belting he needs (O, A, B and C widths) in 
16 inches square! And as far as you're concerned—you 
never have to over-stock. Veelos is packaged in tough, 
corrugated boxes, each holding a 100’ reel. You can 
ship to your customer in this same carton. This inven- 
tory story—plus the amazing ViBRATION story—makes 
selling Veelos as easy as A-B-C! /t’s a sure-fire way to 
increase your belt business! 

© MMB. Co. 1956 


> 


Many plant men pay for hidden belt vibration 
and don't even know it. 


You can easily reveal such vibration, and show 
how Veelos cuts it as much as 90%. 


Thus, you have a sure-fire sales story... convincing 
reasons for your customers to buy Veelos! 


| "== i 
il’s easier to make money with 
Veelos—and we can prove it! 


Your customer actually measures 
vibration—sells himself! 


You don’t have to engage in argument—your customer 
sees, not only what causes vibration, but how much vi- 
bration difference there is between any ordinary V-belt 
and Veelos! He knows that “shake” affects his product, 
his machine life, and his maintenance costs. The Vibra- 
tion Analyzer proves without question that Veelos Belting 
cuts such vibration! When you tell him that 4 reels of 
Veelos replace 316 sizes of V-belt—vyou’ve made a sale! 


Write for free Veelos Data Book 
many pages of important information 


y about V-belt drives! 
THE BALANCED MANHEIM 


LINK V-BELT : ; 
Manufacturing & Belting Company 
214 Stiegel St., Manheim, Pa. 
Veelos is known as 
Veelink outside U.S.A 


“Industrial Belt 
Specialists Since 1911” 


Adjustable to any length e Adaptable to any drive « Balanced power e Constant power e Vibrationiess power 





CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout tool 
steel cutters Right and Left hand Threaded Bushings 


for Automatic Tightening. 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling. 
\\AN Also CALDER Fine Diamond Dressing Tools 


\ 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 


LATEGRI 





PLATE FASTENERS FOR CONVEYOR BELTS .. A ; 


_- 


pil 





Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across belt, allow natural 


assures smooth 


ARMSTRONG BRAY & CO. 
5356 Northwest Highway, CHICAGO 30. U.S.A 
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3% on a hand-to-mouth basis; in 
December figures for the same cate 
gories were 50% and 4%, respec 
tively. In January, reports show 
24% in the 30 day bracket and 29% 
planning for 60 days; in December, 
those percentages were 16% and 
30%, respectively. On MRO sup- 
plies, 18% report hand to-mouth; 
36% say 30 days; 28% plan 60 
days, with 18% in the 90 days plus 
category. On capital goods, 77% 
report 90 days or better, as their 
buying policy. 

Specific Commodity Changes 

Advances in prices and items in 
short supply are more in evidence 
in January. 

On the up side are: Steel, zinc, 
lead, titanium dioxide, paper, fuel 
oil and cement. 

On the down side: Vinyl resins, 
and rubber. 

In short supply: Aluminum, 
brass, copper, nickel, steel (plates, 
sheets, stainless, structural and many 
steel products) steel scrap, selenium, 
titanium dioxide, paper, cellophane, 
ball bearings, cement and glass. 





NEW LINES 
taken on by 
DISTRIBUTORS 





[The Cameron & Barkley Co., 
Charleston, S. C., has been ap- 
pointed distributor for 
*Ralph B. Carter Co. 

* Blaw-Knox Co 


\irborne Accessories Corp. has ap 
pointed the following distribu- 
tors: 

*Corbin Supply Co 
Macon, Ga. 
*Badger Bearing Co. 
Milwaukee, Wis. 
-C. F. Dagwell & Co. 
Oklahoma City, Okla. 
*Memphis Rubber & Supply Co. 
Memphis, Tenn. 
* Wisconsin Bearing Co. 
Milwaukee 





a, 


Qe yo! 


fies 


To put more teeth in your selling... 


With the CHAIN Belt line of cut-tooth and cast- 
tooth sprockets, you have the “teeth’”’ to answer 
any customer’s sprocket needs. 


For roller chain drives, there is a full range of 


sizes of Rex Shaft-Ready, Taper-Lock and Stock- 
Bore Sprockets that gives you the “off-the-shelf” 
answer for virtually any need. 

For cast chain and Chabelco® drives, there are 
Rex Quality Cast-Tooth Sprockets in stock sizes 
to fit most customer requirements. 

Cut-tooth or cast, you’re offering your custom- 
ers the best when you handle Rex® —the sprockets 
that add life to any drive. 


To help your selling... 
CHAIN Belt Sprocket Merchandising Kits are 
“sales boosters” that provide plenty of selling 
help. Literature, direct mail, catalogs, post cards, 
local ad material, selling hints—these handy kits 
have the merchandising material you need for 
increased sales 

If you need sales or product ““know-how”’ 
assistance on CHAIN Belt Sprockets, call your 
local Chain Belt District Office Representative or 
write us direct. CHAIN Belt Company, 4622 W 
Greenfield Ave., Milwaukee 1, Wis. 





CHAISE! BELT COMPANY 


MILWAUKEE 1, WISCONSIN 
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* Bearing Service Co. 


) 
CUT INVENTORY COSTS (| eiisiiiyce 


Appleton, Wis. 


Stock the ONE Complete | *Interstate Machinery & Suppl 
Line of Jacks and Pullers | | Co. 


Omaha 





Simplex is the only line of jacks that helps you cut your inventory costs | * Nebes Supply Co. 

while providing a complete jack selection to your customers. For only with Lowell Mass 

the Simplex line can you fill all needs from one source — and get the result- 5 < ketageee 

ing operating economies. No expensive jack duplications, easier inventory . Degen Fiege Co. 

control, less ordering detail, less freight costs, easier reference and selling. Los Angeles 

ONLY SIMPLEX is the complete line of jacks because no other manvu- te. wea 

facturer offers as many standard models (there are 125 different Simplex -P. & L. Transmission, Inc. 

Jacks and Pullers) or such a wide choice in all three types — Lever, Hydrau- Anaheim. Calif 

lic and Screw jacks. 4 Be : 
*Nicholson Supply Co. 


Omaha 

* Taylor-Parker Co. 
Norfolk 

*Dodge-Yakima Supply Co. 
Yakima, Wash. 

* Guardian Industrial Supply Co 
Camden, N. J. 

*R. J. Tricon Co. 
New Orleans, La. 





Ratchet Track or 
Lowering Lowering Mod Trip-Types 





Carter, Milchman & Frank, Inc.., 
New York City, has been 


HYDRAULIC | appointed distributor for the 
JACKS following companies: 


* Blackhawk Mfg. Co. 
and * Greenlee Tool Co. 


PULLERS Single and . Rol-Toe Low : 
Double Pump trolled Rams **Center-Hole"’ Toe Lift ° Dake Corp. 


Models and Pullers Jenny Pullers Jacks 





*The Stanley Works 


4-Way and Ss 
ae eg ook Reviews 
an 
Operated Trench and 


Timber 


Beveled Gear 
Screw Jacks wrases 











| MMH MATERIALS HANDLING 
eines | MANUAL, Boston Publishing Co. 
Push end Pull Jocks Speed Jacks 795 Boylston St., Boston 16, Mass 
@ $5.00—Edited for specialists and 


THESE EXCLUSIVE SIMPLEX FEATURES HELP YOU SELL cities diesien tilt (his ten con 


“Center-Hole” Pulling Lifts Full tains seven sections: 1. Over-all 
Simplex “Jenny” and Re-Mo-Trol Hydraulic Capacity Problems of Handling, 2. Plant Lay 
Pullers are ideal for pulling shafts, wheels, keys, OM Cap or Toe out and Operations, 3. Warehousing 
pistons, valve seats because they eliminate off- Unlike - , ° 
center torque by pulling through the center of - rt e as : r and Indoor Storage, 4. Outdoor 
~ . : akes, Simplex , ~ 
the tubular ram! Makes pulling easier, reduces eedinns scene : Storage and Yard Handling, 5. Pal 
set-up time, increases safety. k 8 ah’ : 
Jacks are rated for . lets, Unit Loads and Packaging, 6 
full lifting capacity S] fi 1 Receiving and 7. H 
WORLD'S LARGEST MFGRS. OF INDUSTRIAL on either the cap t > Te -_ nen oa ‘so 
MECHANICAL AND ME HYDRAULIC JACKS or the toe. This dling Special Shapes. Elaborate in- 


lets Simplex Jacks 
lift full loads from stallations and techniques, including 


sg § MA P L ba xX low clearances, = those applicable to manufacturing 
gives your custom- —“ ; - , : > 
see Gee tae plants, are discussed but the book 


wnanees JACKS eaaper value for thei yntains much basic informat of 
earns Rewapere é ‘ reir contains much basic information 
money. . . 
, , interest to distributors with ware 


housing problems. Principles for the 
handling of space and the organiza 





TEMPLETON, KENLY & CO. 


2523 GARDNER ROAD e BROADVIEW, ILLINOIS 
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BY OSBORN 





TOP PROFIT LINE of brushes 
for every industrial need 


On every call, in any industry, you can increase the 
order . . . and your profit . . . by selling Osborn 
maintenance, paint or power brushes. 


Consistent and effective advertising, plus top-quality 
manufacture, has established unequaled acceptance 
and preference for Osborn brushes 


Get your share of profit from the steady demand for all 
types of industrial brushes. The Osborn Manufacturing 
Company, 5401 Hamilton Avenue, Cleveland 14, Ohio. 


Oshou Bruslos 


: SBOR N MAINTENANCE, PAIN’ AND POWER BRUSHES *«© FOUNDRY MOLDING MACHINES 
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YOUR SALESMAN WILL 
LOVE US FOR THIS/ 


vew Palutto. 


“INTERWOVEN’’ 
SELF-LUBRICATING PACKINGS! 


Your salesman knows, Mr. Dis- 
tributor, that a new addition to a 
product line offers him a fresh ap- 
proach to create interest among pros- 
pects -and customers. It allows him 
to talk in terms his customers want 
to hear . . . better performance .. . 
lower operating costs. Palmetto In- 
terwoven, the most advanced ver- 
sion of a Self-Lubricating packing, 
gives your salesman the selling points 
he needs to convince his technically 
trained customer. 


RP they're Lubricant Impreg- 


nated — Before braiding every 
strand is separately impregnated 
with a special lubricant designed 
to the particular service require- 
ments. 


RPI They're Internally as well as 


Externally braided Every 
strand passes diagonally through 
the entire cross section of the 
packing, internally locking each 
strand. 
No other packing offers this combina- 
tion of advantages. That’s why Palmetto 
Interwoven is everybody's sweetheart. 
It gives your salesman the talking 
points he needs . . . Your engineer- 
customer, the quality 
_ he demands. . . you, 
SALMETTE the new profitable 
) business you're look- 
Z ing for! 
Write for details today! 


GREENE, TWEED & CO. 


i 


tion of warehouse flow by means of 
conveyors or trucks are pertinent. 
Val Laugher, editor of Modern Ma- 
terials Handling magazine, has 
edited the book, which includes 30 
contributions from consultants, engi- 
neers and others. 


TIME OUT FOR MENTAL DI 
GESTION, by Robert Rawls, The 
Updegraff Press, Ltd., Scardale, 
N. Y. 70¢—This is a 45-page booklet 
on how to influence people—no 
tricks or fast answers, but a reasoned 
explanation of some facts of psy 
chology that the author feels are 
flagrantly disregarded in most sales 
situations and executive mectings. 
The gist of it is that you can’t put 
over an idea until the other fellow 
has absorbed it; whether a slow or 
fast thinker, his mental processes 
must be given time to work. He 
may be shocked into attention—the 
author believes the wild idea or 
“explosion shot” does have value 
when used judiciously—but the “ex- 
ploder” will get no further until he 
waits for the dust to settle. The way 
to get an idea across, he says, is to 
talk as little as possible and watch 
the whites of their eyes. Recom 
mended reading for salesmen, execu- 
tives, husbands and fathers. 


INDUSTRIAL MARKETING, by 
Ralph S. Alexander, James S. Cross, 
and Ross M. Cunningham, Richard 
D. Irwin, Inc., Homewood, IIL, 
$7.20—The authors assume, correct 
ly, that there is little published 
literature in book form covering the 
industrial marketing field, and have 
produced an ambitious attempt to 
remedy the deficiency. If anythng, 
this 590-page text covers too much 
ground to give the reader a feel fot 
the unity of the subject. The serious 
problems affecting industrial market- 
ing today—such as price, manufac 
turer-distributor relations, and sales 
direction—are fully explained, but 
tend to get lost in masses of detail 
The section subjects reveal the 
scope: Basic Considerations (in 
cluding the difference between in 
dustrial and consumer marketing); 
Planning Products and Markets; 
Planning Outlets and Strategy; Pric 
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“If it's leather belting, 
cements or dressings, 
sell G&K products 
with assurance.” 


GRATON 
KNIGHT 
C) 


INDUSTRIAL 
LEATHERS 


GRATON & KNIGHT 


company 
WORCESTER, MASSACHUSETTS 


4 TIMES NORMAL BLADE 
LIFE OR YOUR MONEY 
BACK—BECAUSE: 


TUFF-TOOTH BLADES are electrically saturat- 
ed with chromium for a lower coefficient of 
friction. So they run cooler, cut freer... 
and con be used at least 4 times longer be- 
tween sharpening! Try one on the toughest 
high-abrasion cutting job you've got—and 
watch it prove every claim! 


FF-TOOTH 
SAW BLADES 


STANDARD SIZES AND STYLES, ARBORED FOR 
ALL POPULAR MAKE TABLE, RADIAL, PORT- 
ABLE SAWS 


HOW CAN YOU AFFORD NOT 
TO TRY ONE? 


ASK YOUR TOOL JOBBER—OR WRITE 


PRICE & RUTZEBECK 


P. O. BOX 30. HAYWARD, CALIFORNIA 











J. B. Rustic, General Superintendent, Operating vent, American District Telegraph ¢ 


“‘We stopped 2,000 burglars last year!”’ 


“Stone walls, iron bars, squads of guards — nothing protects thanks to constant supervision 


é 


oO 


money and property like our burglar alarm service n 
operation with thi poli e, of course 


Every year, ADT Protection Service saves subscriber 


Yet 


2U pound shipment goes 


hundreds of thousands of dollars by automatically detectin y 


burglaries, fires, and other dangerous conditions 


Our systems have to work all the time. And they do, $7.48. That's $3.17 less than 


___ & AirExpress- 


GEeTs THERE FIRST via US. Schedut« 


CALL AIR EXPRESS ... division of RAILWAY EXPRESS AGENCY 
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WITH BEAVER 
elective 


BECAUSE... 


. .. there is no overloading of your market area 
with distributors! The market potential is divided 
among only a few reputable distributors. Your turn- 
over is faster! Your profits increase! Cut-throat 
competition that robs you of sales and reduces your 
profit—is eliminated. You sell more on a more pro- 
fitable basis because your potential is greater. 
Beaver National Advertising creates demand for the 
new Beaver line . . . makes it easier for you to sell. 
The National Distributor’s Association says, 
"Selective Distribution Increases Profits.” We agree! 
If you do too, then write for complete information. 
There are some fine franchises still open. 


WRITE TODAY 
For complete information 
on the Beaver 
Selective Distribution Pian 


DANA AVENUE .WARREN,OHIO,U. S. A. 


"S55 Years of Highest Quality” 


INDUSTRIAL DISTRIBUTION © MARCH, 1956 


ing, Managing Physical Distribu 
tion and Market Finances; Selling; 
Managerial Control and Relations 
with the Government. Distribu- 
tors will be most interested in the 
chapters on market research, price, 
salesmanship, and of course the one 
on industrial distributors them- 
selves. The authors use a wider 
definition of distributors than the 
commonly accepted one but much 
of their material in this chapter 
will be familiar as it was drawn 
from past articles in ID. Managers 
who recommend this book as indoc 
trination reading for new employees 
should supply guidance to avoid 
confusion over terms and definitions, 
and to separate what is elementary 
from what is important. 


CHANGING NEEDS IN INSUR- 
ANCE COVERAGES, American 
Management Association, 1515 
Broadway, New York 36, N. Y., 
$1.75—This 35-page brochure con 
tains three reports: “Is Flood In 
surance Feasible?”; “Recent Trends 
in Fidelity and Burglary Losses”, 
and “Choosing Crime Coverages.” 
Insurance executives describe difh- 
culties and success of coverage and 
give case histories. 


DISTRIBUTION DATA GUIDE, 
Semi-Annual Subject Index, July- 
Dec. 1955, U. S. Government Print- 
ing Office, Washington 25, D. C., 
20¢—The Distribution Data Guide, 
published monthly by the Office of 
Distribution of the Commerce 
Department, is a selected current 
listing, with comments, of both 
Government and non-Government 
publications on marketing. It covers 
a broad field, including areas of 
vital interest to industrial distribu- 
tors. This annual index of indexes 
contains everything that has been 
listed since June. 


HANDBOOK OF BARREL FIN- 
ISHING, by Ralph F. Enyedy 
Reinhold Publishing Corp., New 
York City, $7.50—This 255-page 
book describes all phases of barrel 
finishing from cleaning and dislug- 
ging to coloring, polishing and 





burnishing. Designed as a reference 
for methods engineers and finishing 
supervisors, it contains specification 
sheets on finishing metals for sealing 
glass, deburring of screw machine 
parts and multibarrel processing. 
The author is with Westinghouse 
Electric Corp. 


EFFECTIVE COMMUNICA.- 
TION ON THE JOB, American 
Management’ Association, 1515 
Broadway, New York 36, N. Y., 
$5.50—Communication—trying to 
understand some one or make him 
understand—is the “x” factor spell- 
ing the difference between success 
and mediocrity in a manager's job, 
Frank E. Fischer, director of the 
A.M.A.’s executive communication 
course, points out. He and 21 other 
authors have contributed chapters to 
this 296-page book. It covers prin- 
ciples of face-to-face communication 
and good listening, introduction of 
new employees, instruction meth- 
ods, techniques of giving orders and 
reprimands, rating and interviewing, 
reporting to superiors, handling 
“problem” employees, use of grape- 
vine communications and confer- 
ence leadership. 





TOUGH ARGUMENT 


In the heated-fluoridation battle in 
British Columbia, supporters of arti- 
ficial fluoridation of municipal water 
supplies are toting amound a 40,000- 
year-old, ten-pound elephant’s tooth 
as “exhibit A” in favor of their case, 
notes Chemical Week, McGraw-Hill 
publication. The massive molar be- 
longed to an early-edition elephant, 
which found its way to the Puget 
Sound area by crossing the Isthmus 
from Siberia. Its perfect condition, so 
the reasoning goes, is largely due to 
the mammoth’s diet—chiefly seaweed, 
plants and bark—which supplied pre- 
historic animals with large amounts of 
natural fluorides. 


It depends on what your 


It’s a complete line of textile belting for conveying, elevat- 
ing and transmission — every style and item proved by 
performance. Our research department conducts exacting, 
exhaustive performance tests under actual operating con- 
ditions. Then suggestions from the field are integrated. 
Result: reliable recommendations for use in every con- 
ceivable application. 

Proof that this is a sound policy is the volume of repeat 
sales. And that goes for the whole Victor line: a full range 
of widths and thicknesses in solid-woven cotton, Neoprene 
impregnated, canvas-stitched, Balata, plus special treat- 
ments, and every need in belting specialties. Why not 
make your sales coverage complete ...sell the complete 
line — VICTOR! Send for Distributor Catalog today. 


A COMPLETE LINE Including: Neoprene Belting + Balata Belting 
Solid-woven Belting — untreated, impregnated, coated 
—many widths and plies + Canvas Stitched Belting 


Belting Specialties. @ 3200 


tetor 


53 Park Pi; N. Y. 7 *-300-6 W. Hubbard St., Chicago 10 * Factory: Easton, Pa 
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PLUS 


VALUES 


“SUDDEN DEPTH” 
DRILLS 


drill masonry 
faster and 
easier 


Tiatehi Me ie) tile 
DUST EJECTION 


oS 


Send for Catalog 


THE BEST CRAFTSMEN ALWAYS TAKE pAINE's 





WITT cans & pans 


. . » built and promoted to be real 


SALES-MAKERS! 


ur VE elas -te me lale, Prospe ts ore 


ITT by folehibil Alan oleh a-teibiialé 


ese p eliia@ehilelal; 


Write today for full information on 
how you con build sales and increase 
profits with the WITT Line. 


managemen; 


Tre . City 


HE WITT CORNICE COMPANY 





Obituaries 





G. M. Bockstahler 


George M. Bockstahler, 
Indianapolis Belting 

George M. Bockstahler, 78, 
former vice president and general 
manager of Indianapolis Belting & 
Supply Co., died Jan. 1 in Fort Lau 
derdale, Fla. 

He was an officer of the Indianap 
olis distributing firm from 1930 until 
1948, when he retired. He moved to 
Florida three years ago. 

He was a former vice president of 
the Central States Mill Supply As- 
sociation and a former director of 
Associated Employers of Indiana. 
He was also a charter member of 
three Indianapolis clubs. 

Surviving, besides his wife, are 
two sons, George W. Bockstahler, 
of Indianapolis, and Charles W. 
Bockstahler, of Houston, Texas, a 
sister, Mrs. E. O. Peterson, of La- 
Porte, Ind., and five grandchildren. 


Guerin Todd, Sr., 
Hanson-Van Winkle 

Guerin Todd, Sr., 60, vice chair- 
man of the board of Hanson-Van 
Winkle-Munning Co., died Jan. 23 
of a heart attack. 

He had worked for 40 years in 
the electroplating industry, much 
of ihis time as chief engineer of 
Hanson-Van Winkle-Munning. He 
became vice president of the com 
pany in 1939. His grandfather was 
Abraham Van Winkle, a founder 
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INSTALL WATSON-STILLMAN 
FORGED STEEL FITTINGS... 
...and get THESE IMPORTANT ADVANTAGES: 


e Resistance to Pressure, Heat and Corrosion 
e Long Service Life 
e Low Maintenance Costs 


Watson-Stillman Forged Steel Pipe Fittings are fabricated and 
designed for tough service...and long service. They're drop forged 
of high quality metal to produce a strong, tough, fiber structure 
that resists the stresses of high pressures, shock and vibration. And 
our forged stainless and alloy steel fittings give you the added 
advantages of resistance to high temperatures and corrosion. 
Watson-Stillman Fittings assure you of safe, reliable service in 
process lines, high pressure steam lines and other arteries of the 
operating equipment in your plant. 

You can obtain a complete line of W-S fittings to suit your service 
and fabrication requirements. Available in Screw-End and Socket- 
Welding Types in Carbon Steel, 14% Chrome-%% Moly steel, 2%% 
Chrome-1% Moly steel, Types 304, 316 and 347 stainless steel and 
Monel. 

Send today for our informative bulletins. 


Sold through leading distributors 


a W-S FITTINGS DIVISIO 
>"t 





a o 


Kp H. K. PORTER COMPANY, INC. 
eeeee Roselle, New Jersey 
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@ A challenge to distributors who have the 
courage to do something about their profit picture ... 
Featured in the May Convention issues 
of INDUSTRIAL DISTRIBUTION, 
a 32-page feature article showing — 


Net Profits 


For Every 


Doliar of Sale: 


® The story of how one distributor 
beat the net profit problem 

and raised the sales efficiency 

of his entire organization. 

Sales analysis and key line selling 
are two important aspects 

of this program. 


And the salesmen love it. 
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Industrial distributors are caught in an 
ever-tightening vise. The jaws are rising 
operating costs and static gross margins. 
The result is a net profit squeeze which 
has brought the industry’s average net 
profit to a very slim 1.16% of total sales. 
This net profit squeeze is the most im- 
portant and universal problem in the 


field today. 


But some distributor firms have licked 
the problem. Orr Iron Company of 
Evansville, Indiana, as an example, has 
not only “maintained” net profit mar- 
gins, it has added .98% to these margins. 
It has increased net $9,800 for every $1,- 
000,000 of sales. 


The salesmen are 100% behind the pro- 
gram. They not only make more money, 
but have improved their product knowl- 
edge and sales techniques. 


How this company did it . . . and how 


any progressive distributor can do the 
same... will be explained in detail in a 
special 32-page report in the May Con- 


vention issue. 


This feature article will show distribu- 
tors how they can: 


Analyze sales 


— by product 
— by industries 
— by salesmen 


Select key lines 
Establish quotas 

» Motivate salesmen 
Co-ordinate inventory 


Promote sales 


e Be sure to read the complete story 


in the May Convention issue. 


ndustriat 
istribution 


PUBLICATLOWN 


McGRAW Hitt 


33¢ West 42nd Street, New York 36, New York 


@ @ 
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—greater confidence in gaging results 
—continuous uniformity of production 
—lower gage costs per piece inspected 


BESLY 
ell METRO 


GAGES 


Built ta 


STAY ACCURATE LONGER 


Micro-Lapped Finish 


keeps gages accurate 
longer by reducing wear. 
No sharp “‘hills’’ and 
“valleys” to wear quickly 
and reduce gage ac- 
curacy. 


Extra Clearance 
at root of ring 
gages permits 
wear correction, 





Truncated Thread Form 
rs | of thread plug at 





no extra cost. En- 


ables accurate 
setting and per- 
mits easy check 


TRUNCATED FULL for gage wear. 


Convolution of 
First Full Thread 


on thread plug and 
ring gages removes 
sharp scoring edges 
and prevents chip- 
ping. Also’ makes 
Besly-Metro Gages 
easier to use. 





Stress-Relieved 


during manufacture 
by ‘‘deep-freezing"’ 
to normalize and re- 
lieve stresses and 
strains. 


Lapped and 

Inspected at 68°F. 
in air conditioned 
room which dupli- 
cates Bureau of 
Standards require- 
ments. 


Visit Booth 637 
ASTE industrial 
Exposition 
CHICAGO— 
MARCH 19-23 


BESLY-WELLES <orrorarion 


Established as Charles H 
106 Dearborn hennue . 


H. Besly & Co. in 1875 
Beloit, Wisconsin 


Pk pa a 9 
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| Ellis W. 


of The Hanson & Van Winkle Co. 

He is survived by his wife; a son 
Guerin Todd, Jr.; a daughter, Mrs. 
Warren S. Wilkinson; four brothers, 
and 1] grandchildren. 


» <= ‘obb 


John C. Cobb 
| Binghamton Distributor 


| John C. Cobb, president and co 
| founder of Binghamton Industrial 
| Supply Co., Binghamton, N. Y., 
died Jan. 19. 

Mr. Cobb first came to Bingham 
| ton as salesman for Ellis W. Morse 
| Co. He became vice president of 
| that firm in 1939. In 1949, he and 

Victor H. Brink, then manager of 
Morse, formed Bingham- 
ton Industrial Supply Co. 

Mr. Cobb is survived by his wife, 
a son and four daughters. 


|Henry W. Young, 


Formerly on ID 


Henry W. Young, former West 
Coast editor of INpusrriAL Distr 
BUTION, died Jan. 15 at Long Beach, 

Calif. 

Mr. Young was for many years 
dean of the editorial staff of Mill 
Supplies (now ID). He worked for 
the magazine first in Chicago and 
later in Portland, Ore. In 1944 he 
transferred to Los Angeles, from 
where he covered the Pacific Coast 
until his retirement six years ago. 


Edward Norris 
Utica Drop Forge 

Edward Norris, 78, former presi- 
dent and board chairman of Utica 
Drop Forge & Tool Corp., died 
Jan. 24 at his home after a long 


illness. 
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“How To Use” booklets that 
graphically illustrate the 
ways to get the most out of 
CAPEWELL products. 


Microloy® Ground Fiat Tool 
Steel combination Wall Chart 
or File Folder. 


3. 


4. 


5. 


6. 


ws easier to SELL 


CAPEWELL tools are top quality, made by a company with 75 
years of metalworking experience. 

CAPEWELL products are pre-sold through a consistent national 
advertising program in the leading trade magazines. 

CAPEWELL provides you with tested sales aids to stimulate your 
sales force. 

CAPEWELL Soles Engineers all over the country are actively work- 
ing in your behalf. 

CAPEWELL's policy of selective distribution means protected sales 
and protected profits for every Capewell distributor. 


CAPEWELL's liberal freight allowance policy means profits to you. 


Advertising reprints to re- a Envelope stuffers to include 
mind your customers that ay in your own direct mail pro- 
they're buying notionally : y | gram, They're specifically 
recognized quality. ' . | designed to boost sales. 


CAPEWELL Shop Caps with : The CAPEWELL Pocket Saw 
distributor imprint. Selector tells the complete 


THE CAPEWELL MANUFACTURING COMPANY 
HARTFORD 2, CONNECTICUT 


CAPEWELZi products are sold only through distributors 
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Dial Indicators Expanded line of 47 styles 
and sizes, featuring gages with plain and 
jeweled bearings; also shockless types. 


Here they are! The latest in progressive tool design ! These 
9 new tools represent over 100 new types and sizes in the 
profitable Brown & Sharpe Line . . . give you even greater 
opportunities for extra sales. Make sure you stock them. 
For extra profits, keep up with the expanding Brown & Sharpe 
Line. Brown & Sharpe Mfg. Co., Providence 1, Rhode Island. 


We Urge Buying Through the Distributor 


See them in Space No. 374, A.S.T.E. Show, Chicago 


Brown & Sharpe |" 


Black Granite Surface Plates and Accessories Tri-Cal Universal Vernier Caliper A tool of 
Surface pictes, porallels, angle plates, three-fold ability! Takes outside, inside, 

and straight edges. Highest wear or depth measurements directly to thousandths 
resistance and extreme precision. of an inch. Fully-hardened, stainless steel. 
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Two-Size End Mills Different diameter at each end 
: of shank. Two-lipped and four-lipped. Half 
Super Vernier Height Gages Provide full | ree eS as many mills required for range of sizes. 
use of scale to zero. Dull chrome finish. t 
Long, super-vernier plate. 
Highest wear resistance. 


| 


Permanent Magnet Chucks Two lighter, lower, 
Bench Centers Economical, small size rectangular models (5 x 10” and 6” x 18”) 
for work to 18” length. Provide greater magnetic surface and increased 
holding power. Advanced 
design back rails. 


Hite-Check For use with dial indicators, Hite-Set Speeds vertical precision 
Inexpensive tool for accurate transfer measurements. Reads directly in 0.0001 ths. 
of precise measurements. 
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Esme, 
show ’em 
this plier... 


Tale ie £e)' i & & 
—) 3 


| | For a longer profit per sale... SELL QUALITY 


1SELL THE COMPLETE CHANNELLOCK LINE 
s 
A sale is in the making every 
time your customers “‘heft”’ a 
Channellock 420 plier, The rea- 
» son? No other plier does so many 
jobs so well, It grips any shape 
».. Of any size (%" thru 1%") 
.. . with a grip like a pipe wrench. 
This all ‘round usefulness is the 
reason why more and more house- 
holders .. . as well as mechanics 
» .» Want and buy Channellock 
» 420. So make the Channellock line 
' your plier line . . . and let the 
Channellock 420 lead the way to. 
greater profits for you. 


h 
a 
L 
a 
: 


| CHANNELLOCK 


Hatisxal Aduertiring 


preterence 








NY DeEARMENT TOOL COMPANY 


W774 
gS 4 AMT 


David R. Smith 


David R. Smith, 
Wright Hoist 


David R. Smith, St. Louis district 
sales manager for Wright Hoist Di- 
vision of American Chain & Cable 
Co., died Jan. 10. 

Mr. Smith had _ represented 
Wright Hoist since 1923. His terri- 
tory also included Texas and Okla- 
homa. 


H. D. Conkey, 
Conco Engineering 

H. D. Conkey, 78, president and 
founder of H. D. Conkey & Co., of 
which Conco Engineering Works is 
a division, died Jan. 15 in Miami, 
Fla. 

Besides his wife, he is survived by 
a son, Robert W. Conkey, executive 
vice president of the Conkey organ- 
ization. 


M. F. Kirshner, 
Chase, Parker 


Maxmillian F. Kirshner, 66, sales 
representative with Chase, Parker & 
Co., Boston, died recently in Bos- 
ton. 

He had sold in and around the 
Boston area since starting with the 
company in 1917. 


Albert V. Wilson, 
Clemson Bros. 

Albert V. Wilson, retired repre 
sentative for Clemson Bros., Inc., 
| died Jan. 3 at his home in Winches- 
ter, Mass. 

He had been sales engineer with 
the company for many years. 
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Power 
Transmissron 
Equipment 


¢ Nationally Advertised 
¢ Always In Demand 


° Good Profit Margin 


FLEXIBLE COUPLINGS: 

No lubrication required. Provide posi- 
tive protection against vibration, 
torque, shock of intermittent loads. 
Cushions changed without shut-down. 
Light, medium and heavy duty: frac- 
tional to over 2400 hp. 


VARIABLE SPEED PULLEYS: 


Quickly instolled on new or old equip- 
ment. Change speed while machine is 
running. Ratios to 8 to 1. Fractional 
to 15 hp. 


SELECT-O-SPEED TRANSMISSIONS: 


Economical as compared to other vari- 
able speed transmissions. Instant ad- 
justment over wide range of speeds. 
Hand wheel or lever control. Ratios 
to 10 to 1. Fractional to 5 hp. 


UNIVERSAL JOINTS: 

Precision ground. Finest alloy steel. 
No binding, backlash or end play. 13 
sizes. Bores %4 to 2 in. Lengths 2 to 
1056 in. Diameters 2 to 4 in. 


Request details on our special 


| stock carrying trial proposition. 


| 


LOVEJOY FLEXIBLE COUPLING CO. 


4879 W. Loke St., Chicago 44, Illinois 





U.S. Reyalastic Plastic Tape 


U.S. Security® Friction Tape 


“U.S.” Splicing tapes sell in vast quantities 
because of the ready demand for any product bearing 
the United States Rubber Company name. 


These tapes are used and advertised the year 
*round to the electrical industry, manufacturing 
plants, hardware field, to name a few. 


Backing up “U.S.” Splicing tapes is this big plus: 


THE NAME U.S. RUBBER REACHES INTO 

MINDS OF INDIVIDUALS AND OF INDUSTRY EVERY 
DAY, ALL YEAR LONG, THROUGH ADVERTISING IN 
NEWSPAPERS, MAGAZINES, RADIO, TELEVISION AND 
BILLBOARDS, with products that are household names 


sales tap 


U. S. Security Rubber Tape 


o 
— names such as U. S. Keds®, U. S. Royal Master with 


Tires, U.S. Golf Balls and widely used rubber 


or plastic products. hé 97 p 
Make your sales taper up with the volume line, ii - S: S, LI C i \ G 


the profit line. Order “U.S.” Splicing tapes from 


any of the 27 “U.S.” District Sales Offices, 4 
or write to us at Rockefeller Center, 
” 


New York 20, N. Y. 


Mechanical Goods Division 
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DISTRIBUTORS seldom send 
customers to competitors! 


They would—if they thought a customer needed a different type or 
size machine—for their business is to help solve a problem, not just sell 
a machine. 

The point is, they don’t have to! Famco manufactures arbor presses, 
air presses, drill presses, band saws, power presses, foot presses, squaring 
shears and milling machines—there’s a model or size available for virtually 
any metalworking need. 


18 Ton No. 59E 
“Electromatic” Clutch 


9 Ton No. 51A 
Pin or Electrol Clutch 


fer example ... if a prospective customer wants a power press in the 4 to 
18 ton class, he can get it. Famco manufactures 50 models—the most in the small 
press field. Only Famco offers 4 great clutch types for their presses— Pin, Electrol, 
Multi-power and Electromatic. The larger models feature the revolutionary and 
exclusive Famco “‘Electromatic” 9-point jaw clutch. 

This ability to give a prospective customer the exact machine he needs to 
solve his problem, is an important sales asset for Famco distributors. It ranks 
in importance with the high quality of the Famco machines themselves! 

For further detailed information on Famco Products, send for the Famco 
General Catalog—no obligation, of course. 





famco machine company 


3130 SHERIDAN ROAD e KENOSHA 36, WISCONSIN 


Air Presses @ Arbor Presses © Band Sews © Drill Presses © Foot Presses 
Power Presses © Squaring Shears 
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NEWS 


(Starts on page 124) 





Ben 


Sander 


Nixdorff-Krein 
Names Sales Head 

Ben Sander has been elected vice- 
president in charges of sales of Nix- 
dorff-Krein Mfg. Co. 

General sales manager since 1953, 
he has been with the company 32 
He will direct all the firm’s 
sales divisions. 


yvCar’s. 


Southern Firms Appoint 
Training Specialist 

\sociated Industrial Supply Com- 
panies have appointed Richard L. 
Doherty special representative and 
assistant in sales training. 

he Associated firms are Augusta 
Mill Supply Co., Augusta, Ga.; 
Charleston Supply Co., Charleston, 
S. C.; Matthews-Morse Sales Co.., 
Charlotte, N. C.; Columbia Suppl 
Co., Columbia, S. C., Conway 
\gency-Columbia Supply Co., Con- 
way, 8. C. and Mill & Contractors 
Supply Co., Wilmington, N. C. 

Mr. Doherty was formerly with 
Morse ‘Twist Drill & Machine Co. 

Besides serving as sales specialist, 
he will assist managements of the 
participating companies in 
training of personnel. 


sales 





When an O-B distributor has a rush Order, 
we're always glad to do everything Possible to 
©xpedite it, 

To help in givin 
Mississippi River, 
warehouse Stocks 
Angeles and San Francisco. 


Service ranks next to Product qality in ou, 
Usiness cod butor and he'll 
tell y 


We’ 
free copy, if you'll mail the coupon below. 


Ohio Brass Company 
380 North Main Street 
Mansfield, Ohio 


Please send me a free copy of ’ Keeping Fairh / 
Name__ te — . —....._ Title 
Company 


Address 
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""WIRECO” & Brcun Shand 


wire rope gives you 


MORE WIRE ROPE PROFITS! 


and here’s why 


Wireco builds sales and satisfies customers through: 
1. Prompt Delivery 4. 22 Warehouse Stocks 
2. Factory Sales Support 5. Competitive Prices 
3. Unsurpassed Quality 6. Full Profit Margins 
GOOD TERRITORIES STILL OPEN! 


H. G. Dacey 


WRITE NOW! for complete information 


Cleveland Cap Screw 
Names Sales Manager 


Gentlemen: 
Cleveland Cap Screw Co. has 
named Henry G. Dacey general 
sales manager and ‘Thomas A. Frib- 
ley assistant general sales manager. 
FIRM___ :. 
Mr. Dacey joined the company in 

ASCII. 1948 after nine years with Lamson 
CITY & Sessions Co. He has been assist- 
ant general sales manager since 
WIRE ROPE CORPORATION OF AMERICA 1953. Mr. Fribley joined the com- 


ST. JOSEPH e MISSOURI 


© Please send your catalogs 
[) Please send factory representative 


NAME 














pany in 1953 after working as super- 
visor of Los Angeles sales for Kaiser 
\luminum & Chemical Corp. His 
primary responsibility will be West 


LIKE MONEY Coast sales. 
IN THE BANK 





























Alexander distributors have found this famous cooperation and fair-dealing that make the | 

trade-mark means “money in the bank" for Alexander franchise highly profitable to the ? A. Fribley 
them. The Alexander trade-mark carries with distributor. If you are not satisfied with your | Ries 7 
it a long established reputation for quality present line, we suggest that you write to us. 
and service that makes Alexander Leather There may be an opening in your territory | 
Beltings, Packings and related products easiest that will put more “money in the bank" for you.| Named by Union Chain 


to sell. It also stands for complete factory Send for literature. J. W. Anderson has been named 





executive assistant to the president 


ALEXANDER BROTHERS BELTING COMPANY of ‘The Union Chain & Mfg. Co 


CAMDEN 3. NEW JERSEY a recently resigned from Whitney 
Chain Co 
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You'll make MORE Lock Washer Sales when you handle 
this new packaging development of the Philadelphia Steel 
and Wire Corporation. 

No more COUNTING out small quantities for your 
customers. 

Your INVENTORY will be simplified. The Inventory 
Control Tab on the companion container indicates at a 
glance whether it is a full or “broken package.” 

Reduce your SHORTAGES and LOSSES—eliminate mixed 
sizes. 


Sell UNI PAK® and you sell the finest and most up-to- 
date useful package of Lock Washers. 


Standard UNI PAK’s consist of 100 pieces per Pak in 
sizes #10 to 3/8” inclusive and 50 per Pak in sizes 7/16” 
and 1/2”. They are packed in lots of 10 to a metal-edge 
box. 


THE BEST IN 
LOCK WASHER 
PACKAGING 


THE FINEST IN 
LOCK WASHER 
QUALITY 


PHILADELPHIA 
STEEL and WIRE 
CORPORATION 


PENN ST. & BELFIELD AVE. 
PHILADELPHIA 44, PA. 
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Cover or clamp 
mounted for 


55 gallon drums 


Mobile units for 


5-10 gallon 
containers 


Special pumps 
for fast transfer 
of fluids 


For those customers who want 
better material handling pumps 


This completely new line of air-oper- 
ated material handling pumps is de- 
signed and made by Binks especially 
for pumping paints and heavier mate- 
rials direct from shipping drums or 
containers. This ends the costly work 
and waste of transferring materials. 


The versatility of these new pumps is 
extraordinary. They can be used to 
pump paint direct to spray guns or 
through extensive paint circulating 
systems...to pump calking and other 
heavy materials to flow guns...to 
spray heavy materials such as roof- 
ing compounds, sound deadeners and 
insulating materials...to transfer 
fluids—fast. 


Your customers will like the power, 
simplicity, safety and long, trouble- 
free life that give these new pumps 
their outstanding performance. Never 


620 


EVERKTA/NG 


before has a pump of this type offered 
so many advantages. And the line of 
spray guns, flow guns, hose, eleva- 
tors, and other accessories available 
for use with these pumps is unequalled 
both in number and quality. 


TO HELP YOU SELL 


this new equipment, Binks has pre- 


pared a series of informative bulletins | 


describing the line. Send now for a set 
and see for yourself why Binks Mate- 
rial Handling Pumps are in growing 


SPRAY BOOTHS FREE INSTRUCTION 





Binks Manufacturing Company 
3128-30 Carroll Ave. West, Chicago 12, Illinois 


W. M. Long 


Noland Co. 


Names Executive 


W. M. Long, general manager 
of the Industrial and Machine Tool 
Divisions of Noland Co., Newport 
News, Va., has been appointed act- 
ing general purchasing agent of the 
company in the absence of Simon 
Lerner, now recovering from an 
illness. 

He started with the firm as a 
salesman 26° years ago in Roanoke 
and later became Chattanooga man- 
ager. He has been a director since 
1953. 

For the immediate present he will 
continue to head the Industrial and 
Machine Tool Divisions. 


Jones & Laughlin 
Appoints Division Head 
Edwin A. Booth has been ap- 
pointed ‘Tubular Products Division 
manager by Jones & Laughlin Steel 
Corp., succeeding C. ‘I’. Hapgood. 
He was recently tubular sales 
manager of National Supply Co. He 
had been with National Supply 27 


years. 


Building Canadian Plant 


Mathews 
started construction of a new plant 
near Port Hope, Ont., for its Canad 
ian subsidiary. The 210-by-370 ft. 
factory with office building adjoin- 
ing will be completed by the end of 


Conveyor Co. has 


| 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES - SEE YOUR CLASSIFIED Rr DIRECTORY | the year. 
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Your Industrial Distributor carries 
large stocks of fittings on hand in a 
wide range of types, styles and sizes 
ready to meet your needs quickly. 
Also a wide range of shut-off valves. 


Whatever your tubing connection needs, your 
Imperial Distributor can help you because he carries 
industry's most complete line. He handles fittings in 
brass — steel — aluminum — stainless steel — nylon. 
For low — medium — high pressures. 


YOUR IMPERIAL DISTRIBUTOR OFFERS 


Time and Money Saving Suggestions 


Because your Imperial Distributor carries 
industry's most complete line of tube fittings, 
he can make impartial recommendations on 
the best fitting for every job. Often he can 
suggest fittings that will not only give top 
performance, but will cut man-hours of 
installation time by substantial percentages 
as shown in this chart. 
Time and Labor Saved 


FITTING c 90 
FITTING B 77 


a 36 


“A Complete Line of Tubing Tools 


SHORT ——— 
CUT + ~ 
NO. 4 


Industry's only com- 
plete line of tubing tools 
for Cutting, Flaring, 
Bending, Reaming and 
Swaging all types of 
tubing is available from 
your Imperial Distribu- 
tor. These tools help to 
make better joints that 
STAY LEAKPROOF. 





j ent 
his Advertisem 
va in Leading 


earing 
ApP publications 


industrial 


THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Il! 


MABEL BRAAAL etic tt cg i i Fit nd eins Tk 
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HARRISBURG 


FLANGES 


and COUPLINGS 


the kind that 


hold your customers 


ieee your customers by recom- 
mending quality products that 
sell at a competitive price .. . 
Harrisburg Drop-Forged Steel 
Pipe Flanges and Seamless Steel 
Couplings—backed by more than 
a century of know-how, and made 
to conform to a standard, not to 
sell for a price. Save your cus- 
tomers costly hours of mainte- 
nance and down-iime on all-im- 


portant pipe lines. 





W. A. Brown, Jr. 


Stewart-Warner Appoints 
Division Manager 

William A. Brown, Jr., has been 
appointed general manager of the 


Alemite & Instrument Division and 

vice president of Stewart-Warner 

Corp. He fills the vacancy left by 

the death of Frank A. Hiter. 

rg Stee! Mr. Brown was formerly president 
HARRISBURG 18 of The Liquid Carbonic Corp., 
teeta dai which he first joined in 1935. He 

also been with Air Reduction 


WRITE FOR LITERATURE AND PRICES 











eS tcbur 


CORPORATION 








— had 
Co. 





Warehouse Manager 
Named by Holliday 


John E. Ellis has been appointed 
manager of the Indianapolis Ware- 
house of the W. J. Holliday & Co. 
Division of Jones & Laughlin Steel 
Corp. 

He joined Holliday in 1954 as 
aluminum products manager before 
it was acquired by Jones & Laughlin 
and has been acting plant manager 
since last May. 

William H. Boothe been 
named sales manager at Jones & 
Laughlin’s Hamilton Steel Ware- 
house in Cleveland. He has been 
at the New Orleans warehouse since 
1933, in recent years as office man- 
ager and salesman. 


QUALITY PRODUCTS 
+ 


STEADY PROMOTION 
BETTER SALES 


~ 


this formula has made KEY pipe sealing 
compounds “Best Sellers’ for 38 years 


— 
QUALITY PRODUCTS —yeee << 
pounds provide tight, permanent leakproof seals, never 


freeze in the joints, break quickly ond easily. KLy TITE| 


Pi T 
LULA MAA with « steady program of PE JOIN 


Dd} 
attention-getting advertisements in 10 leading notional COMPOUND 
industrial publications, plus liberal sampling ond power- 
ful tollow-vp sales letters. 





For water, gas, 
low pressure 
steam lines. 


has 


For oil, ges, 
high pressure 
steam lines 


—hundreds of industrial 


supply houses hove been stocking KEY compounds for over 
20 years. Their customers’ orders specify "“KEY—no 


substitutes."* 


WRITE FOR FREE SAMPLE AND Representative Appointed 


SOCNESTSS ESRRANeH A. W. Cash Co. has appointed 


J. W. Cherry Co., Shreveport, La., 
as its agent for the Cash Standard 
line in northwest Louisiana, south- 
ern Arkansas and northeast Texas. 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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Write on your company letter- 
head for our new Carbide Tool 
Catalog. Address Dept. H 





HAE-MA-195/2-56 


.. that’s why 
you can sell 
MADESCO 
BLOCKS 
with confidence 


You can best satisfy your cus- 
tomers’ needs with Madesco 
blocks because they embody 
performance-features devel- 
oped through 30 years of spe- 
cialized experience. Your basic 
inventory, plus our fast factory- 
to-you service means maximum 
sales, fast turnover, top profit. 
Your customers get blocks that 
assure utmost safety, top oper- 
ating efficiency, longer block- 
life under the most exacting 
conditions, at competitive 
prices. Madesco Blocks in stock 
assure you constant repeat sales 
from satisfied customers and 
new sales created by recom- 
mendation and aggressive ad- 
vertising. Write for illustrated 
catalog, today. 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE 
OF SPECIALIZED NEEDS 
BACKS YOU UP. 


YOU MAKE MORE MONEY 


SSS 


WORTH ASKING FOR—BY NAME 
MADESCO TACKLE BLOCK CO., Easton, — 
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Richard S. Baugh 


Charleston Manager 
Named by Harris Pump 


Harris Pump & Supply Co. has 
named Richard S. Baugh manager 
of its Charleston, W. Va., branch. 

For the past seven years he has 
been with Peerless Pump Division 
of Food Machinery Corp. in both 
sales engineering and the applica- 
tion and design section of the engi- 
neering department. He studied at 
Purdue University. 


Lunkenheimer 
Adds to Plant 


I'he Lunkenheimer Co. has com 
pleted a new plant building to 
expand operations at its Fairmount 
plant in Cincinnati. 

Operations have been transferred 
there from its former Carthage 
plant, which has been sold in line 
with a consolidation program. 


Retires After 50 Years 


Clyde A. Doerr, and 
credit manager of Lunkenheimer 
Co., has retired after 50 years with 
the company. 


auditor 


Named to Greer Post 


John Farley, formerly with Ken 
yon & Eckhardt, New York City, 
has been appointed director of pub 
lic relations of Greer Hydraulics, 
, Inc. Mr. Farley was on the editorial 
b staff of DiIsTRIBUTION 
from 1947 


INDUSTRIAI 
to 1951. 





Steel Use Will Continue 
High, Report Warehousemen 

Steel production at near-capacity 
levels throughout 1956 has been 
forecast by the American Steel Ware- 
house Association. Industry leaders 
meeting recently in New York stated 
that anticipated cuts in steel con- 
sumption announced by major auto- 
mobile makers will be absorbed by 
other industries—e.g., the appliance 
industry. 

It was reported that distributor 
inventories on many steel products 
have been out of balance and show 
little promise of immediate improve- 
ment. While reports varied some- 
what geographically, carbon plates, 
structurals, and sheets and strip are 
in the tighest supply, while (with 
minor exceptions) cold-finished bars, 
tubular products, and stainless and 
alloy steels are at satisfactory levels 
in relation to current shipments. 

Said Robert G. Welch, executive 
secretary of the association: “Major 
industrial expansion programs, in 
cluding steel industry requirements, 
limited steel inventories in the hands 
of manufacturers, and continued 
high warehouse purchases, both for 
current needs and inventory build- 
ing, are major factors in current steel 
demand. Other supporting factors 


of considerable importance are new Any size, any quantity eee shipped 


freight car orders and both public 


and private construction commit froin stock the day you order them! 


ments. 





For your convenience Western carries enormous stocks 
of these case-hardened, alloy steel dowel pins in all stand- 
ard sizes. Standard diameters from 14” to 1”—standard 
lengths from 34” to 6”. 

Whatever your precision parts requirements, it pays you 
to standardize on Western. You get your parts as you want 
them when you want them by using Western’s 83 years 
of experience in precision manufacturing techniques. 


Why not write today for Western's catalog and prices? 





The Western Automatic 


Machine Screw Company 


division of Standard Screw Company 


371 Woodland Ave., Elyria, Ohio 


SALES MANAGER of Industrial Sup 


“7 aad weusenvale, Otis, 6 non Precision Screw Products, Parts and Assemblies Since 1873 
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A COMPLETE LINE 

OF INDUSTRY- PROVED 
PRODUCTS FOR TOOL 

AND MACHINE ACCURACY 


You sell more Challenge equipment be- 
cause with Challenge equipment there is 
more to tell! Challenge sees to this by 
building the sales story into each new 
Challenge precision product as it is de- 
veloped. And Challenge follows through 
with consistent trade advertising to spread 
the word to your customers — the metal- 
working shops of America. 

Today, there is a Challenge product for 
every precision need — from layouts and 
inspections to final assembly. Included in 
the line are Layout Surface Plates — in 
semi-steel or clovis black granite; weld- 
ing, reading, and checking tables; adjust- 
able floor plates, bench plates, lapping 
plates; straight edges, angles, box paral- 
lels, V-Blocks; and cast-iron Work 
Benches. 

Write for the new Challenge Precision Catalog 
and complete information. 





Roy W. Johnson 


A-P Controls, 
Soreng Merge 


A-P Controls Corp. of Milwaukee 
and Soreng Products Corp. of 
Schiller Park, Ill., have been merged 
into a new concern, Controls Corp. 
of America. 

It will be headed by Roy W. John- 
son, A-P president, as chairman of 
the board, and Louis Putze, Soreng 
president, as president. A-P and 
Soreng will retain their identities 
and will operate as divisions. 

A-P makes valves and controls for 
a number of industries, including oil 
distribution, plumbing and heating, 
refrigeration and air conditioning. 
Milwaukee Valve Co. is its subsid- 
iary. Soreng specializes in solenoids, 
switches, timers, gas controls and 
other automatic electrical devices. 

Combined manufacturing facili- 
ties of the new Controls Corp. in- 


THE CHALLENGE MACHINERY CO. 
GRAND HAVEN « MICHIGAN 
Office: Factories, and Showroom: GRAND HAVEN, MICHIGAN 


Louis Putze 
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Here’s sales power for you 


THOR ELECTRIC GRINDERS 


Power to remove metal faster at less cost! 


HOR Electric Grinders have 

power to remove more metal 
per minute, because heavy-duty 
Thor-built armatures maintain 
speed under pressure at the work- 
ing face. Ball bearings at both ends 
of spindle and both ends of arma- 
ture provide complete anti-friction 
operation for power economy and 
longer life. Extended spindles per- 
mit grinding in awkward places, 
and perfect balance makes Thor 
Grinders easiest to handle. All 
mean more selling power for you, 
with a model to meet every need! 


Thor works with distributors 


Thor Electric Tools are sold only 
through distributors, so your prof- 
its are protected at all times. Your 
salesmen get solid help from Thor- 


Cash in 

on Thor's 
greatest ad 
campaign 


trained service engineers. Thor 
maintains factory branches in 
principal cities to serve you 
promptly. Make the Thor Tool 
line your line and profit from sell- 
ing the tools that do the most 
work, in the shortest time, with 
the lowest maintenance cost. Thor 
Power Tool Co., Aurora, II. 


TOOLS 


NATIONAL ADVERTISING 
Your customers are reading about Thor Tools in 
The Saturday Evening Post, Popular Mechanics, 
Popular Science, and Farm Journal—the biggest 
advertising program in Thor history! 


INDUSTRIAL ADVERTISING 


Leading trade papers carry Thor full pages in 
color every month to make your selling easier. 


THOR POWER TOOL COMPANY 
Branches in all principal cities 
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Thor "Silver Line” Straight Grinders for foundries 
and construction work available in 4”, 5” and 
6” sizes. 


For smooth metal finishing Thor “Silver Line” 
Grinders are easily adapted for wire brushing 
in 4", 6” sizes. 


Thor “Silver Line” Angle Grinders with 7” or 9” 
depressed center disc are recommended for fast 
cut-off operations. 


Thor “Silver Line" Angle Grinders in 4” and 6” 
cup wheel type for general grinding. 
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only a twist of the wrist 


for the right speed setting 


Wood's offers the simplest variable speed sheave on the 
market today! So easy to change speeds. Simply turn 
the single adjusting screw from either side to change 
pitch diameter. With the speed chart furnished you can 
adjust the sheave to the desired speed without trial and 
error. Simplified design provides positive clamping of 
the two adjustable flanges . . . eliminates fretting cor- 
rosion. Single wide range belt gives maximum HP effi- 
ciency. Does away with the problem of maintaining 
matched belts and matched grooves. (Maintenance costs 
go down because no periodic lubrication is necessary 
for the drive.) 

If you are interested in lowering costs for your 
customers, write for bulletin #497. 


T. B. WOOD'S SONS Co. 





CHAMBERSBURG, PA. 


cludes seven plants with more thah 
2500 employees. 

Management said the merger will 
provide integration of research and 
development facilities for more efh 
ciency and greater diversification. 





R. I. Senft 


Harron, Rickard & McCone 
Names Executive 

Robert I. Senft has been ap 
pointed assistant to the sales man- 
ager of Harron, Rickard & McCone 
Co. of Southern California, Los 
Angeles. 

He was formerly manager of the 
Roanoke Machinery & Equipment 
Department of Tidewater Supply 
Co.. of Norfolk, Va. 


Milwaukee Firms 
Hold Training Sessions 

(he Carborundum Co. recently 
held sales training sessions for pet 
sonnel of Mortenson Industrial 
Supply Co. and Engman Brothers 
in Milwaukee. 

Mortenson recently took on the 
Carborundum line. 


Form Sales Company 


Yale Associates, a new firm, has 
been organized in Marblehead, 
Mass., as a sales company for meas 
uring instruments and devices. Gor- 
don A. Yale, former president of 
Stocker & Yale, Inc., heads the 


CAMBRIDGE, MASS. « NEWARK, N.J. ¢ DALLAS, TEXAS « CLEVELAND, O. ente pr sc. 
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Veteran Employees 
Honored at Starrett 


The L. S. Starrett Co. climaxed 
its Diamond Jubilee celebrations re 
cently with a banquet for its 25 
Year Club. It added 13 new mem 
bers to the group. 

President Arthur H. Starrett 
presented watches to the new mem 
bers. William G. Coolidge was elec 
ted president of the club, succeed 
ing Alvin B. Cook who has headed 
the group for two years. 

Mr. Starrett was presented with a 
gift of an arm chair and cigars by all 
employees in honor of the 75th 
anniversary of the firm and his long 
service 

Highlights of the Diamond Ju 
bilee year included a Jubilee Cat 
alog, an open house, anniversary 
sales meeting, Field Day, new prod 
ucts introductions, and special pro 
motions and souvenir distribution. 





R. G. Ryberg 

Field Engineer 
Named by Weatherhead 

The Weatherhead Co. has ap 
pointed Robert G. Ryberg field engi 
neer for the Greater Pittsburgh area. 

Former owner of Ryco Prod 
ucts Co., testing equipment firm, 
he was also president of Motor 
Sport, Inc., of Pittsburgh and sales 
manager for an area automobile 
dealer. He was a district manage 
for eight years with Bendix-West 
inghouse 

He will cover western Pennsyl 
vania, West Virginia and the west 
ern end of Marvland 


Reamers give you more to sell 


INDUSTRIAL DISTRIBUTION 
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Che Reamer Specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 








A source of 
good repeat business 


This handy dispenser rack saves 
time and trouble for your customers. 
Roll shim stock (solid, not laminated) 
is neatly packaged and protected— 
four separate rolls, each a different 
gauge. Your customer just snips off 
stock as needed. When roll ends, you 
get an automatic reorder. Available 
in 6” x 100” rolls, brass or steel stock. 
Your name printed free on top of rack 
when you order 25 or more racks. 





4103 Union Street, Glenbrook, Conn. 


SALES TIPS 


FOR 
PROFITABLE 
SELLING 


TAPPER 


what are its advantages? 
© Handles a wider range of tap sizes — #00 to 4" — 
the range of 4 conventional tappers! 
© Adjustable torque control prevents tap breakage. 
® No friction clutch to wear out. Commander Tapper’s 
Spring Clutch Drive provides longer, quieter 
operation. 


@ Minimum operator pressure operates it—eliminating | 


lead error caused by forcing tap into hole. 

® Does precision tapping—even with inexperienced 
operators . . . it’s “the Tapper that thinks for its 
operator”. 


features that help you sell 


© Wider range provides greater utility — reduces tool — 


investment for your prospect. 

® Adjustable torque control assures positive tap 
protection. 

© Automatic sensitivity of torque control stops the tap 


when it’s dull, “loaded”, hits a hard spot or bot- | 


toms in a blind hole. 


Compact, rugged, light-weight—built for production 


tapping. 


MFG. CO. 


4217 W. Kinzie Street + Chicago 24, illinois 
Product of Commander . . . Builder of Production Tools 





SEE US AT BOOTH 


#800 A.S.T.E. SHOW INTERNATIONAL AMPHITHEATRE CHICAGO MARCH 19-23 
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Cc. 8. Gischel 


Director of Marketing 
Named by Stanley 


The Stanley Works has named 
Clyde S. Gischel to a newly created 
post of director of marketing. 

A former Westinghouse Electric 
Supply Co. executive, he will work 
directly under R. W. Chamber- 
lain, Stanley vice president for sales. 

John C. Cairns, Stanley president, 
said diversification and growth were 
the reasons for creating the new 
post to strengthen the company’s 
marketing organization. 

Donald E. Buckwell, who has 
been handling advertising for Stan- 
ley Tools since 1936, has been 
named assistant director of advertis- 
ing for The Stanley Works. 

Edward C. Benfield, who joined 
the advertising department in 1950, 
has been named manager of pub- 
licity, responsible to James F.. Roche, 
director of public relations. 


Morton T. Brown has’ been 


. E. Buckwell 





with BONNEY TOOLS 


you can sell anywhere! 


It's true! When you carry the full line of BONNEY TOOLS—you have 
the key to any door. In the automotive, aviation, construction, railroad, 
refrigeration, shipbuilding fields ... throughout general industry... 


you can sell precision-built, quality tools made for the job. 


Here's a selection of Bonney Tools that takes care of a wide variety of jobs in mill or factory 


B TOOLS ¥ 
Bonney Tools rate tops in mechanic preference, 


too. And when it comes to something special, 
different— you can always count on Bonney to 


bring you the newest tools . . . first. 


The right tools...the right brand ...the right kind of 
B y deciens end exnebactoces regular, consistent advertising in the magazines your cus- 
many tools to customer specification. tomers read—they all add up to a real sales winner. Ask us 


Write to us about any tool problem. to show you how it pays to stock and sell Bonney Tools. 


BONNEY FORGE & TOOL WORKS + ALLENTOWN + PENNSYLVANIA 
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Sell your Customers BETTER 
HANDLING and LIFTING 





Sell the nationally accepted 
HIGH QUALITY 
COMPLETE LINE OF 





TROLLEYS and HOISTS 


“ECONOMY” TROLLEYS a 


Large or small, your customers will be attracted to these high quality moder- 
ately priced trolleys. In addition to low cost, they offer 5 other sound sales 
reasons— 

1—Heavy construction. 

2—Deep wheels, sealed ball bearings, easy axle lubrication. 

3—Adjustable to different Size |!-Beams. 

4—For hand or electric hoists. 

5—Minimum headroom. 
You should have our catalog giving full description of the complete line of 
Philadelphia Hoists and Trolleys. Write now. 


AND FOR ALL LIFTING 
FROM % TO 25 TONS 
PHILADELPHIA 


HOISTS 


These hoists help build steady 
business for you. Philadelphia 
Hoists feature all malleable 
iron construction, Timken- 
mounted load sheaves, bronze- 
bushed hollow load sheave 
shafts, complete enclosure of 
all bearings and many other 
performance advantages. Full 
details of the complete “Phila- 
delphia” line are available on 
request. 


























Lowhead Room 


Sour Gear Differential 
Trotley Hoist 


Hoist Gear Hoist 


® QUICK DELIVERY 
® SUPERIOR PRODUCT 
® COMPLETE LINE 
® NATIONAL ACCEPTANCE 


CHAIN BLOCK & MFG. CO. 


MASCHER & NORRIS STS., PHILADELPHIA 22, PA. 
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M. T. Brown 


named advertising manager of the 
hardware division, The Stanley 
Works, and David A. Snow, adver 
tising manager of the electric tools 
division. Mr. Brown has supervised 
hardware division advertising since 
1947. Mr. Snow has supervised elec 
tric tools advertising for the past 


year 
Appointed by Stanley Tools 


Stanley Tools, division of ‘The 
Stanley Works, has appointed L. 
Frank Arthur sales promotion man 
ager and Philip E. Richardson mar 
ket development manager 

Mr. Arthur has been with the 
division’s advertising and sales de- 
partments since 1952. Mr. Richard 
son was formerly with Landers, 


Frary & Clark. 


D. A. Snow 





Heads Pittsburgh Office 


National Electric Products Corp. 
has named Donald F. Dimockac 
Pittsburgh district sales manager. 





BUTTERFIELD 


pele) Mi Tat-j ol -tej(-te Mi fo]. 
phele} we ola fol daat-tal or — 


¢ they cut clean 
¢e live long 
e finish smooth 













before your catalog goes to press Tails si 


see RANDOLPH 
EXTINGUISHERS 


George Rockwell 





* A COMPLETE LINE of Approved Fire Fighting Equipment New Department 
* Over 300 Service Stations to Serve You Added by Rockwell 


Consider the RANDOLPH INDUSTRIAL DISTRIBUTOR’S Package Rockwell Mfg. Co. has formed 
Plan ... and how you can profit in the fast-growing fire extinguisher 
business. 1 new specialty sales department to 
Your RANDOLPH Line contains over forty portable extinguisher be headed by George E. Rockwell, 
models. And . . . over 300 Authorized Randolph Service Stations can A lal toes 
handle your refills and replacements immediately former Eastern regional manager. 
With a complete line, substantial discounts, catalog aids, and national He will have responsibility for Delta 
service stations... the Randolph Package Plan makes it easier for you to : * as a 
sell more Extinguishers. Write now for franchise details. metalworking lathes, radial saws 
and other specialty products. 


RANDOLPH LABORATORIES, INC. ° 4£ast Kinzie St., Chicago 11, HI Thomas C. Mortimer, former 
Southern regional manager, succeeds 
Mr. Rockwell as Eastern manager 
with headquarters in New York 
City. 

Warren B. Sherman, former 
Texas and Louisiana district man- 











ager, has been named Southern 
regional manager at Atlanta. 


SERIES 50 SOCKET WRENCHES aa 
Formerly Stee! Socket Bridge and Red Socket Appoints Sales Engineers 
Wrenches 


Rockwell Mfg. Co. of Canada has 


appointed two new sales engineers, 
SERIES 40 GEAR WRENCHES 
Formerly “Red Face” Bridge Builders’ Wrenches 
Extra sturdy handles of high 
tensile alloy castings. Lowell 
Wrenches give strongest pos- 
sible strain because pawls are 
cut from steel, are specially 
heat-treated and have great 
crushing action. All sizes from 
6” in length on up. 


SERIES 20 WRENCHES 


Formerly 1916 Pattern 











4 ond Distributor Discount 


LOWELL WRENCH CO. 


RCESTER 8, MASS 
T. C. Mortimer 
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Sell them quality —Ferry Cap—and 
you'll bring ‘em back a’buying! 


With clean, smooth threads these set 
screws always fit perfectly and re- 
spond readily to adjustment needs. 
They are case hardened—the hard 
machined point bites in and holds. For 
all general purposes they continually 


meet all engineering requirements. 


For Ferry Cap Set Screws are expertly 
made by the first company to produce 
Cup Point Set Screws by the cold upset 


process of manufacture. They embody 


the skill and experience gained in over 


45 years of precision manufacturing. 


How’s Your Stock? We can take care 
of your needs immediately. A com- 
plete range of sizes 


Continuous inspection 
during manufacture to 


assure top quality. - . © 
fr pag 
ae eae tas Pe my ae — x 


| & SET SCREW CO. 


A/a i tplialkisls cold upset screw product since 1907 


Yu 


Also cap screws, fillister cap screws, 2153 SCRANTON ROAD «+ CLEVELAND 13, OHIO 


studs and other cold upset products. 
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HERE'S WHY 


°° Feo 4 Va 


BRASS AND ALUMINUM NUTS 


PUT YOU AHEAD 
OF THE FIELD! 
PREMIUM QUALITY 


Because they are turned for greater preci- 
sion, Fischer brass and aluminum nuts offer 
your customers important savings in assem- 
bly operations. Each is countersunk on both 
sides ... tapped square with face to Class 2 
tolerances ... burrless. That means faster 
starting . . . smoother, easier running... 
superior bearing surface . . . elimination 
of rejects. 


COMPETITIVE PRICES 


There’s no premium on Fischer precision 

Fischer turned nuts cost no more than 
those produced by other, less accurate 
methods. 


PROMPT DELIVERY 


A complete range of standard 
types and sizes is maintained in 
stock, cutting delivery time to a 
minimum. 

Write today for Catalog No. 55 


SPECIAL MFG. CO. 


492 MORGAN ST. CINCINNATI 6, OHIO 
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W. B. Sherman 


Raymond G. Hatton and Frank H. 


Kndean. 
Plant Manager Named 


Rockwell has named Earl Hudson 
general manager of its new meter 
and valve plant in Porterville, Calif. 
He has been assistant general 
manager of the company’s DuBois, 


Pa.. plant. 
Research Head Promoted 


\. Clark Daugherty, former mar 
ket research manager of Rockwell 
Mfg. Co., has been named assistant 
to the president. Market research 
and public relations will continue 
under his direction. 


R. D. Werner 
Names Representative 

R. D. Werner Co. has appointed 
Henry P. Kroeger as sales repre 
sentative in the central New York 
irea 

Formerly with Utica Drop Forge 
& Tool Co., he is a Syracuse Uni 
versity graduate. He will be work- 
with F. Gene Romano, Werner 


representative in the area. 


Ing 


~ 


Welding Group Formed 


\ new section of the American 
Welding Society has been formed 
in Shreveport, La., with member- 
ship drawn from 24 different indus 
tries in the area. The group brings 
the total of active sections in the 
nation to 78. J. L. York is chairman. 





G-E LAMPS GIVE YOU MORE FOR ALL YOUR LIGHTING DOLLARS 


}. Navy Photograph, a composite of photos taken from a rocket at approximately 100 miles altitude 


How simulating conditions “100 miles up” inside G-E 


40-watt fluorescents helps benefit your customers 3 ways 


1. SAVES THEM MONEY 2.SAVES TIME AND SAVES THEM TIME AND TROUBLE because 99 out of 
TROUBLE 3.CUTS MAINTENANCE COSTS 100 G-E 40-watt fluorescent lamps will last more thar ! 


year in single-shift plants (2500 hours service)! 98 out of 


[he atmosphere inside a fluorescent lamp is a critical on alle sell tee tn enrvice aher o weer. io deebinchit 


factor in its performance. Before the exact amount of , 
plants (4000 hours service 


super-purified argon gas is pumped into a G-E 40-watt 
fluorescent lamp, a near perfect vacuum is created inside CUTS THEIR MAINTENANCE COSTS because 79.70 of 
Air and water vapor are evacuated from the lamp until the G-E 40-watt fluorescent lamps are free from all defects 
pressure approximates that /00 miles above the earth. It’s that will affect performance in service. You can sell G-I 
detailed control like this-every step of the wav that gives 40-watt fluorescent lamps with confidence that they will 
G-E 40-watt fluorescent lamps their constant uniformity. always give your customers uniform high periormance 

, Large Lamp Department, General Electric, Nela Park 


It’s General Electric Lamp Uniformity that... Cleveland 12, Ohio 
SAVES YOUR CUSTOMERS MONEY because they get Progress Is Our Most /mportant Product 


all the light they pay for. Less than 1% of all G-E 40-watt 


fluorescent lamps are as much as 5% below the published G f N 7 R A L 7 L ; C T R | C 
rating of 2500 lumens per watt. 
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An example of the variety of sizes and 
jobs Utica® adjustable wrenches will do 


if it’s a job 
for a wrench 


BUY UTICA 
ADJUSTABLES! 


Extra Hardened for Longer Wear 


No matter what the size of the job— 
you'll find a Utica induction-hardened 
wrench to fit it. 


Everyone who has used a wrench 
over a period of time knows that the 
jaws have a tendency to burr or nick. 


But not Utica® wrenches! 


Utica has developed a special elec- 
tronic induction-hardening process that 
gives extra hardness to the jaw surfaces, 
yet, preserves the toughness of the steel 
in the rest of ithe tool. Controlled tests 
have proven that wrenches induction- 
hardened by Urica last up to ten times 
longer than other wrenches. 


UTica® adjustable wrenches are 
available through your distributor or 
dealer in sizes ranging from 4” to 18” 


Look for this same hardening process 
on a variety of special design pliers 
and standard styles manufactured by 
Utica — from midget tools to heavy 
duty cutters 


See Your Distributor 
for Complete Details 


iRA 
ROP FORGE & TO 
UTICA 4, N_Y 


Ot CORP 


in Canada: Adiam Tool & Supply Co., Lid., Montreal 
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M. W. Phair 


U. S. Steel 
Names District Head 
United States Steel Corp.'s ‘Ten 
nessee Coal & Iron Division has ap 
pointed Milton W. Phair, district 
manager of sales in Houston, ‘Texas 
James R. Davis, former Dallas 
representative, succeeds Mr. Phait 
as assistant sales manager at Hous 


ton. 

Mr. Phair has been in the corpo 
ration’s sales department for 28 
years and Mr. Davis for 


20 vears 


Assigned by Oil Well 


United States Steel Corp.’s Oil 
Well Supply Division has appointed 
John W. Carnwath as sales repre 
sentative at Calgary, Alberta. Wil 
liam M. Wallace has been assigned 
to Red Deer, Alberta, and Melvin 
D. Cabbage, to Monahans, 


l'exas 


J. R. Davis 
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“Ohm BIG ORANGE FX) 


YOU BUY THE BEST 
Shackle Chain HOOKS 


U 


GRAB HOOKS 
Available 
for Chain 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heat-treated 


SAVES TIME 

Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed 


SLIP HOOKS 
Available 
for Chain 
Bye ‘ 


* ye, 


ancnes and CHAIN 
Screw Pin SHACKLES 


of V2" 


| 
Dt 
Forged of HI-STRENGTH STEEL 
Available in sizes 44" to 2. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 





NEW IRWIN 2-WAY 
“Hex” Shank Wood Bit 


) 
4 


sectional 
view of 
2-Way 
“Hex” 


Shenk fits both bit braces 


and electric drills 
tad 





Use with hand brace as it comes. 
Order without taper square shank, 
or use hacksaw to convert to 
2-Way “Hex” Shank for use in 
both hand braces and electric 
drills. It chucks perfectly — no 
wobble. Fast boring action speeds- 
up work. 2-Way “Hex” Shank cuts 
inventory costs. Longer life cuts 
replacement costs. Hardened 
full length. Sizes 4/16 to 
17/16”. Steady seller to elec- 
tricians, utilities, railroad 
shops, contractors, ship 
builders, carpenters. Write 
for details. 


IRWIN 


Ohio 


HEX SHANK 


Wilmington WOOD BITS 








YOUR INDUSTRIAL PROSPECTS 


- 
KNOW THE LINE 
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IT PAYS TO 
PUSH THE 
QUALITY 
LINE 


construction, efficient and economical 
operation. Johnson has led the gas equip- 
ment field for over 55 years. Johnson's 
good reputation and national advertising 
mean you have less of a selling job to do 
They help you close the sale faster. That's 
why it’s good business for you to push 

the Johnson line. More sales, more profit 
for you. Guaranteed satisfaction for 


your customers 


T. J. Simendinger 


4 


~ 7 


Yale & Towne . 
Names District Heads 


4 
“ 


Ww 

wrigge .3yy <—No. 142 Heat Treating 
Ihe Yale & Towne Mfg. Co. has hie Furnace 
appointed new hoist district sales z 
managers in two areas. Heats fast to save time 

Theodore J. Simendinger will man 
age hoist sales in eastern Pennsyl- 
vania, southern New Jersey, No. 120 Hi-Speed Furnace > 
Delaware, Maryland and Washing 1500° F. in 5 minutes. 
ton, D. C., with headquarters in 
Philadelphia. He has been senior 
salesman in the territory for the 
past several years. William H. || <No. 118 Combination Bench Furnace 
McManus, former assistant to the 4 Ideal for all around shop use. 
hoisting equipment sales manager, eo. 


has been named a sales representa } 


tive in the area. 
ee | No. 101 Bench Furnace > 


Otto Bender, former hoist ! { 
manager in New York State, has Heats to 1800° F. 


been named manager of hoist sales without blower. —_7 
in the Cleveland-Akron area, with v 


headquarters in Cleveland | <No. 60 BCD Concentric Ring Burner 


, , 3 burners with separate controls. 
Appoints Assistant Manager 


Fred E. Rau, former hoist district 
No. 1202 Blower — 


sales manager in Cleveland for Yale 
& Towne, has been appointed to 13 CFM at 6.5” 
the newly created post of assistant w.¢. pressure. 


hoist sales manager. He has been 


with the company since 1948, Carl <*No. 706 Annealing Furnace 

O. Hedner, hoist sales manager, Temperatures of 400° to 1800° F. 
said increased activity in the field 

made the new position necessary. 


Expands Baltimore Branch 


Yale & ‘Towne has expanded 


facilities at its Baltimore sub-branch WRITE TODAY FOR THE NEW 
for increased service and a larger — cape = 

ds a i specifications and prices : sinc 0 
rat ttn y= vegan Be If it burns gas () look to Johnson .. . since 1901 


Two new salesman have been Johnson line. 
added, John J. Nagle, Jr., and Fred 
W. Hopkins. Mr. Nagle has been | JOHNSON GAS APPLIANCE CO., 588 £ Avenue NW, Cedar Rapids, lowa 
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Here’s an angle 


that’s RIGHT for sales! 


There's an ANGL gear 
to solve virtually any 
right-angle power 
take-off problem 


You can offer a complete line of and 350 (3-way), are rated at 3 hp 
right-angle power take-off units at 1200 rpm, and will transmit a 
when you carry ANGLgear it’s maximum static torque of 2500 lb. 
supplied in 3 sizes and 12 models! in.! And, naturally, standardized 
These rugged, compact, precision ANGLgears are far less expensive 
units are now available in 1/3, 1 than specially made units. All these 
and 3 hp models, with either 1-1 advantages add up to sure-fire, 
or 2-1 gear ratio, and with 2-way profit-making sales for you. A few 
or 3-way shaft extensions. Wher choice territories are still available. 
ever they have been _ installed, There may be one near you that 
ANGLgears have won acclaim for is open. Write us today for full in- 
their power-transmitting capacity formation on Airborne ANGLgears 
in relation to their size, the most versatile right-angle 


ANGLgear Models 340 (2-way) power take-off units available. 


CHECK THESE ANGLgear FEATURES 


Hardened Conifiex* gears 
Antifriction bearings 

Lubricated for life 

Precision-cast housing 

Complete tine — 3 sizes, 12 models 


*T.M. The Gleason Works, Rochester, N.Y 


<TR BODE —— 


AIRBORNE ACCESSORIES CORPORATION 


252 


HILLSIDE 5, NEW JERSEY 
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a packaging and handling engineer 
at Crown Cork & Seal Co. for six 
years. Mr. Hopkins has been with 
Yale & ‘Towne for three years, lately 
as a salesman in Philadelphia. 


Worksaver Manager Named 


Richard H. Marsh has _ been 
named manager of the Yale & 
lowne Worksaver and Ware- 
houser lines. He has been in the 
industrial truck sales departments 
since 1948 





H. Gene Miller 


Bay State Abrasive 
Names Representative 


H. Gene Miller has been ap- 
pointed abrasive engineer in Minne- 
sota and a section of Wisconsin for 
Bay State Abrasive Products Co. 

He has been abrasive specialist 
for Bossert Co., Kansas City, for 
the past several years. 


Berry Bearing Opens 
New Chicago Branch 


Berry Bearing Co., Chicago, has 
opened a new warehouse and office 
in Chicago, at 6923-25 West Archer 
Ave. 

The new store brings the number 
of branches to five. Besides the main 
office and warehouse at 2633 South 
Michigan Ave., Berry Bearing has 
branches in Oak Park, Rockford 
and Hammond, IIl., and one in 
Gary, Ind. 








—says J.O. ARCHIBALD 
of Redwood City, California 
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The job was clearing 500 acres 

of salt marsh for crystallizing 
ponds. To quote, “‘We selected LUBRI- 
PLATE No. 107 for track and general 
lubrication and LUBRIPLATE APG-140 
for transmissions and final drives. Dur- 
ing the entire job there was no replace- 
ments of track rollers nor any tie-ups 
of equipment due to parts replacement 
or breakage!” 


THERE Is A LUBRIPLATE 
LUBRICANT THAT IS BEST 
FOR EVERY INDUSTRIAL, AUTO- 
MOTIVE, MARINE, SPORTS, 
AND HOUSEHOLD PURPOSE 


= i > 























THIS LUBRICANT 
INCREASED 

BEARING LIFE 

FROM 2 WEEKS 
TO 2 YEARS" 


—says THE GLOBE COMPANY 











‘‘Animal acids and moisture, 

most harmful to ball and roller 
bearings prevails in the entire meat 
packing industry. With conventional 
lubricants, some of the bearings in our 
Roto-Cut machines did not last two 
weeks. Since using Ball Bearing 
LUBRIPLATE in machinesoperating con- 
tinuously 24 hours a day for over two 
years, we have not had a single bearing 
replacement.” 


THEY BUY 
LUBRIPLATE ON 
PERFORMANCE 


In this day of highly mechanized 
production, forced shutdowns of ma- 
chines is nothing short of a calamity 
Every user of machinery is greatly in- 
terested in ways and means of improv- 
ing machine operation and how mainte- 
nance costs can be reduced. Never be« 
fore has this been of greater impor 
tance and the reason is chiefly due to 
prevailing high labor costs and expen 
sive machine replacement parts due to 
wear. 

The old time slogan—"“‘Quality lasts 
long after the price is forgotten, 
surely applies to LUBRIPLATE lubri 
cants. The Lubriplate salesman knows 
that he can prove his point many times 
over by relating the experience of other 
customers of his as to what Lubriplat« 
lubricants are doing in improving ma 
chine operations, reduction of power 
vastly decreased 
That 


lubricants meet these claims is attested 


consumption and 


maintenance costs Lubriplate 
to by the actual case histories appearing 
in the advertisements alongside of this 
column. Lubriplate lubricants possess 
exclusive and distinctive qualifications 
They meet every operating conditior 
as exists in every type of industry such 
as loads, speeds, temperatures, steam, 
water, acid, etc. In addition, Lubr 

plate lubricants protect machine parts 
against rust and corrosion. Lubriplat 

stays put and a little goes a long way 
When all factors having to do with th 
taken into 


cost of lubrication are 


} 


count Lubriplate can be proved th 


cheapest lubricant on the market 


It will pay you to introduce Lubriplat 

lubricants to every plant in your terri 
tory that is not already using them. I: 
so doing you will be reflecting a real 
service and at the same time you at 

building a profitable repeat business 
for yourself and your company 


(ADVERTISEMENT ) 
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"WITH LUBRIPLATE 
LIBRICANTS —NO 
BEARING LOSS FOR 
AN ENTIRE SEACON” 


so states a well-known manufacturer 
of Cotton Gin and Oil Mill 7 











“We have gone to great expense 

in checking lubricating greases 
out in the field and find the best to be 
LUBRIPLATE. Over a season's test we 
found that out of all the greases tried 
LUBRIPLATE was the only one that did 
stand up under all operating conditions 
throughout a season's rua without loss 
of a single bearing.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Lusricants 
WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 

















LUBRIPLATE LUBRICATION 


MAKES CARS 
AND TRUCKS 
RUN BETTER 
AND LAST 
LONGER 


LUBRIPLATE HDS 
MOTOR OL THE OIL 
THAT NEEDS NO 
ADDITIVES 











For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE DATA Book”’ a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 





Se 


Since 1903 
black 
devil 

TWIST DRILLS — REAMERS 


CELFOR TOOL COMPANY 


DIVIS!tON OF AVILDSEN 
TOOLS & MACHINES INC 


CHICAGO PLANT S. 
322 SOUTH GREEN ST., CHICAGO 7, ILLINOIS 


now BRUSHES and BROOMS 


THEY GIVE YOU 
MAXIMUM SALES 


BENEFITS ---- 


The complete CAPITAL 
Brushes and Brooms give in daily per- 


formance takes all the worry out of 


satisfaction 


the maintenance problem for plant 
managers. This in turn works to your 
sales benefit. 
finding out that you can’t do better 
than sell CAPITAL Brushes and Brooms 


the line of substantial returns. 


Many distributors are 


© We urge users to buy thru 
their local distributor 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
Est. 1890 


CORNER BRUSH and BROOM STS. 


T. B. Woods Holds Sales Meeting 


Caledonia Manor near Chambersburg, Pa., 
Chis group attended 


ot | B W ood‘s Sons Co. re ently 


Plans Annual Meeting 


the National Machine 
Products Association will hold its 
annual the 
Hotel Schroeder in Milwaukee April 
4.7. Ernest W. Schneider, of Hud 
Machine Products Co., 
the retiring president, will preside 


Screw 


business mecting at 


son Screw 





INDIANAPOLIS, 7, IND. 
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was the setting for annual sales meeting 


Standard Screw 
Adds Subsidiary 


Standard Co. has 
Ravenna Metal 


Seattle manufacturer of pre- 


Screw pur- 


chased Products 
Corp., 
cision assemblies. 

Standard 
divisions: ‘The Chicago Screw Co., 
Western Automatic Machine Screw 
Co Hartford Machine Screw 
Co 

Ravenna Metals will be operated 
as a subsidiary. The Moen Valve 
Co., a Ravenna Metals division, will 
Standard 


Screw has three other 


and 


move its facilities to 


Screw’s Elyria Division. 


Tool Show March 19 


he American Society of Tool 
Engineers will hold its convention 
and ‘Tool Show March 19-23 in the 
Amphi- 
theatre. 40,000 is 
expected, according to the sponsors. 
l'alks on equipment and processes 


Chicago _ International 


Attendance of 


will be given by 60 executives and 


engineers 


Regional Head Named 


National Automatic Tool Co. 
has appointed Hill E. Nelson as De 
troit regional manager. He has 
worked for Barnes Drill Co., Ford 
Motor Co., Detroit Gear and Bar 
ber-Coleman Co. 





e The rera 

more norsePp 
smaller ov 

ance has 

and manu 

e Spare pearings © 
from pearing size 


that Louis 
] care to run bette 


on name 


wi 
perform- 
new materials 


y ordered 
gnations 


A complete line of 
standard rerated mo 
tors in frames 182 
through 326U now in 
stock. Special rerated 
motors are available 
on short delivery. 
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Allis stan 
r, last longer! -:: 


dis- 
pearing 


used are conservatively 


ating 


bly 
Bearings 


assur 


t lead markings» 
can always 


correct motor connections 
be made. 
e 220/440 volt motors 
operation on 208 volt systems 
load curren r 208 volt ope! 
included ° T 
nates nee 
facturers t 
motors. 
Because they are puilt with special 
ew LA standard motors can 

for you. New bulletin No. 1700 

jot more For YOjuat write For YOU SOF 


\ 


THE LOUIS ALLIS CO 


MILWAUKEE 


7, WISCONSIN 


255 





Eliminate the many problems of inventory ‘ 
control by purchasing your Arro Anchor- 
ing and Drilling Devices as needed from 
your local industrial supplier, wholesale 
hardware, or electrical supply house. 


=. wees? 
Wes 


ewerrny 


R. J. McIntire 


COMPLETE LINE Hooven & Allison 
ANCHORING AND DRILLING DEVICES 


Names Representative 
FOR ALL MASONRY ; 

The Hooven & Allison Co., has 
added two representatives as part of 
an expansion program. 

Robert J. McIntire will cover 
Indiana and a section of Ohio. 

Neil S. Wright has been ap- 
pointed to the Xenia office sales 
division. 

Both appointees have experience 

in the field. Mr. Wright has been 

aad neck OT with the company since 1948 in 
various capacities. 


leita. eas 
2 Sd See Seti > 
ARROFLUTE CARBIDE MASONRY DRILL 
INT HAND STAR DRILL 
—— ————T 


iT \ MBVSGiS elu ye re pe; 


SCREW EXPANSION SHIELD ———— 


FOUR-POINT DRILL POINT 


o/h 


. S. Wrigl 
RUBBERGRIP DRILL POINT HOLDER N on 


A-C-E EXPANSION SHIELD 


MITT 





(<= oe 


EF EXPANSION SHIELD LITTLE MAJOR TURNBUCKLE 


Joins Plasteel Staff 


Plasteel Products Cor has 
named James B. McCord to its Chi 


. . . x cago sales staff. He has worked for 
See your industrial, hardware or electrical supplier von seni duh Mw teslGien eendacts 


ARRO EXPANSION BOLT COMPANY industry, most recently in sales of 


1230 Boone Ave., Marion, Ohio insulation materials 
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ANOTHER FAIRBANKS PRODUCT! 


Hanson-Van Winkle 
Appoints Executives 

Myron B. Diggin, — technical 
director of Hanson-Van Winkle 
Munning Co., has been named vice 
president and director of the firm. 

James A. Badaluco has been ap 
pointed assistant vice president. He 
continues as manager as national 
buffing compound sales and 


Win) 


becomes senior executive at the 
company’s J. C. Miller Division. 
Frederick W. May continues as J. 
C. Miller sales manager. 

David M. Roney, Jr., former sales 
management assistant, has been 
named assistant sales manager of the 
parent company. He has worked for 
Bendix Aviation Corp. and West- 
inghouse Electric Corp. as_ sales 
engineer and application engineer- 


—" 


_—— 


Whi, 


ing manager. 





¥ 


DART MALLEABLE IRON UNIONS. 


Bronze to bronze seat with precision-ground true ball joint 
for tight seating. 

Leak-proof. Practically indestructible body and nut. Can 
be used again and again. Dart Malleable Iron Unions also 
available in all iron construction. 

Tie-in to Cash-in with Fairbanks high-impact direct mail 
program that's pre-selling your customers to create sales 
for you! 

This month your customers will be receiving Fairbanks 
hard-selling letters and promotional literature on 
Dart Malleable Iron Union. This means extra business, 
extra profits for you if you tie your own promotion and sell- 
ing in with our “Product of the Month”. You chalk up extra 
sales! Extra profits! 


John McKinlay 


Raybestos-Manhattan 
Names Division Assistant 

John McKinlay has been ap 
pointed assistant sales manager of 
the Packing Division of Raybestos 
Manhattan, Inc. 

He has been a district representa 
tive in the Iowa, Illinois and Chi- 
cago territories and since last year 
worked as special representative at 
Manheim, Pa. 


ae 


- 


Appoints Sales Engineer 

John J. Refieuna has been named THE 7 b k 
sales engineer in Raybestos-Manhat- Fair ankxs 
tan’s Western District, servicing seeusAliagh 9 sii atin teeeatial 
large accounts from Chicago. 





INDUSTRIAL DISTRIBUTION * MARCH, 1956 





NEW! 


be eal 


DUSTMAN 


turns DUST 
into 

DOLLARS 

for you! 


DUSTMAN takes 
the sawdust 
out of industry 
and puts the 
profits in your 
pocket! 


© mopet 711 


Here is a money-making opportunity to enter 
a field that has been largely neglected. 
There has always been a demand among fac- 
tories and shops for a low priced, compactly 
sized dust collector. DUSTMAN is the first 
and only one made especially for this big 
market's needs and pocketbook! 
DUSTMAN’S unique features and its great 
simplicity and versatility are causing a sen- 
sation in the power tool field. There’s big 
money in selling the Craftool DUSTMAN! 
You'll want to read all the exciting details 
on how it can turn DUST into DOLLARS 


for youl 
only $8950 


COMPLETE (less waste can) 


HERE ARE THE FEATURES 
YOUR CUSTOMERS WANT— 
@ FULL-CAPACITY COLLECTOR! 

@ FITS ON ANY ORDINARY WASTE CAN! 
@ ATTACHES TO ANY WOOD OR METAL. 
WORKING MACHINE IN MINUTES! 

@ COMPLETELY PORTABLE — MOVE IT 

FROM MACHINE TO MACHINE AS 
NEEDED! 
@ POWERFUL % HP MOTOR, SPECIALLY 
DESIGN£D 8” BLOWER AND OTHER 
EXCLUSIVE FEATURES! 
a 


ee? 
@m.+* 
rary 


MODEL 811 


Supplied with fibre drum 
(not adaptable to metal 
waste can) 


$gg95° 


How DUSTMAN works! 


Connect to any machine. It gathers up all 
sawdust, wood chips, or metal shavings the 
instant they are formed. Then it discharges 
them into a garbage can. Also can be used 
as a heavy duty vacuum for cleaning large 
debris from shop floors 


SEND FOR “DUST INTO DOLLARS” 
BROCHURE AND COMPLETE CATALOG ID 


CRAFTOOLS, INC. 


401 BROADWAY * NEW YORK, N. Y 


258 


4 WHEEL DOLLY — $9.50 e* 
ee? 


E. A. Danielson 


Abrasive Engineers 
Named by Norton 


Norton Co. has appointed two 
new abrasive engineers and trans 
ferred two present engineers. 

Edwin A. Danielson has 
assigned to cover the Rocky Moun 
tain territory from Denver, succeed 
ing Gordon S. Brandes, transferred 
to the eastern Massachusetts terri 
tory. Warren R. Spofford, formerly 
in eastern Massachusetts, has been 
moved to the Syracuse, N. Y., area 
succeeding Donald Jones, now Pitts 
burgh district manager. 

William E. Oliver, former 
engineer in St. 
abrasive engineer assigned to Grand 
Rapids, Mich. 

Mr. Danielson, with Norton since 
1936, has been a grinding engineer 


been 


field 


Louis, becomes 


in the sales engineering department 
for the past four years. Mr. Oliver 


W. E. Oliver 
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NEW 
PROFIT 
PACK 


Nationally 
Advertised 


MAK-A-KEY« 
THE PACKAGED KEY STOCK 


stock the new, 
packaged in 6 
used sizes for 


Sell steel key 
profitable way 
most commonly 
industrial use. Cold finished 
steel — zinc-coated to prevent 
rust * Over-size to assure snug 
fit—no back-lash. + Greaseless 

clean to handle + Easy to cut 
* Standard assortment in sturdy 
self-service display carton, 12 in, 
lengths: Ke, 4, “Ge ™, Vite ky 
in. squares. Also rectangles and 
additional sizes. Write for de- 
tails, 





DE VAN-JOHNSON CO. 
508 Rathbone Avenue, 
Aurora, Illinois 








I hatsjxehe rel 


PORTABLE HEATING 
EQUIPMENT 


@ TORCHES 


For soldering, brazing and annealing 


e FURNACES 


For melting metals and compounds 


@ SALAMANDERS 


LP-Gas fired, instant lighting 


@ INFRA-RED 
HEATERS 


Portable LP-Gas or Natural Gas 


Insto-Gas offers Industrial Distri- 
butors Nationally advertised, 
quality equipment and mer- 
chandising aids to move this 
equipment to your customers. 


Wire or write today for complete 
information. 


INSTO-GAS CORPORATION 


Department ID 
DETROIT 7, MICHIGAN 











Bruce Cramer 


was formerly in the Grinding Ma 
chine Division and joined sales en 
gineering in 1952. 


To Handle Refractories 


Norton has appointed Bruce 
Cramer refractories engineer for 
Michigan and Indiana. In the Texas 
territory for the past two years, he 
succeeds David Bolon who has re 
signed to go into business for him 


self. 


Davey Compressor 
Names Executive 


Davey Compressor Co. has named 
L. W. Darling assistant vice pres 
ident. 

Ten years with the company, he 
has been district manager for New 
England and Chicago and head of 
Government sales. 

J. W. Kiddy has been appointed 
manager of the rotary drill and ait 
tool divisions. Recently assistant 
sales manager of the portable com 
pressor division at the Kent plant, 
he has been with the firm six years. 


Worthington Elects Officers 


Worthington Corp., Harrison, 
N. J., has elected Elston J. ‘Tribble 
and Aloysius M. Tullo as _ vice 
presidents. Mr. Tribble will have 
general supervision of a group of 
operating divisions recently organ 
ized under the _ corporation’s 
decentralization program. Mr. Tullo 
will continue as general manager of 
the Harrison division. 


GOOD CATALOG PRINTING 


Pays 


A clear, clean, business-like look invites use. 


Well printed pictures are easier to see. Well printed 
text is easier to read. A well printed story tells the 
—_— buyer what he wants to know quickly, helps him 


Donnelley-built avoid errors, and lightens the traffic load in a busy 


catalogs ;, . 
buying office. 


When great care has gone into planning, arrange- 
ment, special features, and all the details of mer- 


chandising, the result surely deserves good printing 


It will be a pleasure to talk with you about your 


new catalog. Consulting with us, remember, does 


~~ BAX PE OODPzOM 


not obligate you in the least. Simply drop us a line. 
CHARLES . 
MILLAR The Lakeside Press 
R.R. DONNELLEY & SONS COMPANY 
Catalog Compiling Department 


350 EAST TWENTY-SECOND STREET « CHICAGO 16 
CAlumet 5-2121 
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be Hard-Headed 
about ot, 


hammers 


See these features 
proved in use! 


@ Tough water buffalo rawhide 
faces—won't spark, crack, mar 


@ Threaded collar locks faces 
tight so can't fly out 


@ Extra-long handles give 
greater striking power 


@ Oversize handle flare gives 
safe, comfortable grip 


Buy C/R Jawhead hammers, 
mallets, mauls from your local 
industrial supplier, or write for 
illustrated folder. 


this fact: more 
years of solid, proved-in-use perfor- 
mance with C/R Jawheads than with 


any other soft hammer on the market 


Consider You get 


Tested and proved to deliver greater 
C/R Jawheads do 
. give 


striking 
more work with fewer blows. . 


power, 


greater output, reduce worker fatigue, 
Also 


and cost considerably 


improve safety they last longer 
less than most 
comparable “‘soft’”’ striking tools. Re- 
placeable faces of C/R rawhide won't 
spark, crack, fly out, or injure delicate 
parts and finishes. They don’t get brittle 
when cold, won’t soften up when it’s 
hot. C/R Jawheads are the best “‘soft”’ 


hammers you can buy! Try ’em. 


Se 


CHICAGO 
RAWHIDE 


CHICAGO RAWHIDE MANUFACTURING COMPANY 

1217 Elston Avenue, Chicago 22, Illinois 

In Canada: Distributed by Super Oil Seal Mfg. Co., Ltd., 
Hamilton, Ontario 
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J. W. Breitmayer 


Standard Pressed Steel 
Names Division Head 


John W. Breitmayer has been ap- 
pointed sales manager of the Hallo- 
well Collar of Standard 
Pressed Steel Co. succeeding Alfred 
H. Klepfer who has retired 

Mr. Breitmayer, who joined the 


Division 


company 15 years ago, has been as- 
sistant sales manager since 1953 of 
the company’s Unbrako line. Be 
that he worked in customers’ 
Unbrako sales 


rore 
service and on the 


statt 


Standards Officers Elected 


H. Thomas Hallowell, Jr., pres- 
ident of Standard Pressed Steel Co.., 
has been elected president of the 
Standards Association. 
Van H. Leichliter, of American 
Steel & Wire United 
States Steel Corp., was named vice 


American 
Division, 
pre sident 


Opens Branch Plant 


'homas Industries, Inc., has 
opened a new plant and showroom 
in the Los Angeles Central Manu- 
facturing District. It 
previous plant and serves as head- 
quarters for the firm’s Moe Light 


Division and Star Lighting Fixture 


replaces a 


Co., a subsidiary. 


Neleo Expands 

Nelco Tool Co. has purchased 
the building which houses its Ber- 
lin, Conn., branch, as an addition 
to manufacturing facilities. 











What HARPER Offers Distributors in 
Corrosion-Resistant Fastenings 


There are many reasons why distributors should stock 4. Careful packaging to protect fastenings and assure 
Harper fastenings of nonferrous alloys and stainless clean, perfect stock 
steels. Here are a few of them. 5. Long experience in selling through distributors 


which assures an understanding of distributors’ 

1. Over 7,000 different items—your customers can find problems. 

just what they want in the complete Harper line. . Better profits because of higher selling price of non- 
. Complete stocks ready for prompt shipment from ferrous and stainless fastenings. 

Harper warehouses and branches in all market » Small stocking space. 

areas. . One source for all needs—one account to keep—one 
. Highest quality manufacture by the largest exclusive invoice to write—one bill to pay. 
producer of fastenings from nonferrous and stain- THE H. M. HARPER COMPANY 
less. 8219 Lehigh Avenue, Morton Grove, Illinois 


Specialists in all corrosion-resistant fastenings 
Bolts « Nuts ¢« Screws ¢ Rivets « Washers 
of Brass « Bronze ¢ Monel e Aluminum « Stainless 





HARPER | 


EVERLASTING FASTENINGS vaadl 
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SHOVELS 
SPADES 


OTHERS 


y 


Il 


Moly steel of proven analysis, heat 
treated to secure maximum hard- 
ness and toughness—Proper blade 
design—Highest grade handles— 
These quality features combine to 
make Moly shovels out wear and 
out last all others. 


THE WOOD SHOVEL 
& TOOL COMPANY 
Piqua, Ohio 
4 ’ lle y. 
from spectal 
anal ysis 
Mo-lyb-de 
4 all y Slee 
\ < heat lrealed 
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Personal Income at Record Level 


BILLIONS 
OF DOLLARS 
3 








* Source: U S. Dept of Commerce. ‘Seasonally 


1940 1950 


lhe public’s income is the highest in the nation’s 


adjusted monthly totals of annual rates 


: 3 : : 
£3 Re EE |, 
1955 
National Research Bui 


eau 


history. Year's end estimates put 


the annual rate at $305.5 billion, a record so far, as these Commerce Department 


charts show 


‘he big question with industrial distributors now is 


Nearly all segments of the economy paid higher incomes to individuals, 
except the farm industry which showed a decline of 5% 
tories and considerable overtime during the year 


Higher wage rates in fac 
accounted for most of the increases 
Are you getting your share of 


the business being generated by so much disposable income in the pockets of con 


sumers? These consumers are buying thi 


made in the factories you sell to. Th 


direct bearing on your prosperity 


ars, clothes, appliances and luxury goods 
| of personal income should have a 





W-S Fittings 
Names Representative 


WSS Fittings Division of H. K 
Porter Co. has named Bernard R 
Molitor sales representative in the 
Pittsburgh district. 

A salesman in the St. Louis area 
for the past year, he has also worked 
for four years in the home sales of 
hce since joiming Watson-Stillman 
in 1950. Uni 


Force 


Fordham 
Al 


He is a 


versity graduate and 


veteran. 


Cedar Rapids Firm 
Marks 30th Anniversary 
Ihe Kacena Co., Cedar Rapids, 


lowa, welding and industrial supply 
distributor, is celebrating its 30th 
The com- 
pany will stage a “Welderama” and 
industrial exhibit March 7-5 at its 
new headquarters. 


anniversary this month. 


Demonstrations of welding and 
metalworking will be given by 20 
suppliers’ representatives and mo- 
tion pictures will be shown. 





? 


Rockwell Buys New Plant in Georgia 


hye 


This newly completed 106,000 sq. ft. plant in Statesboro, Ga., was recently pur- 


chased by Rockwell Mfg. Co. to make 
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ters, valves and other products 








Manfow 


PUMPS 
are easy fo sell—because... 


More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 
it easy to sell. Your customers know that bs | 

Marlows perform at high efficiencies with , - - - 
low operating and maintenance costs. The . Sedge Pe eae 
Marlow line includes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 
trained engineers located strategically 
throughout the country. This exclusive 
Marlow service means fast, local help on 
difficult pump applications and service 
problems. 


More Marlow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 
before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


Vertical Self-Primer - _ 


Marlow, specializes in 
pumps for: 
Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 
Petroleum Marketing 
Sewage 

Swimming Pools 


— _. ~ Pon] 
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MARLOW PUMPS 


Division of Bell & Gossett Company 
RIDGEWOOD, NEW JERSEY 
Morton Grove, Illinois Longview, Texas 











Motor Driven Self-Primer 


Pasa 





—" saved! 


Flux | CORE 


SOLDER 
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KESTER FLUX-CORE SOLDER saves plenty of time 
on every job because it’s work-formulated to 
increase soldering speed and efficiency. That’s 
why everyone’s switching to Kester . . . the 


right name to remember for top quality solder. 


Your customers want it ... be sure you have 
plenty of stock to fill those orders. 


KOTER SOLDER 


* o M PA NY 4214 Wrightwood Avenue, Chicago 39, Illinois 


Newark 5, New Jersey + Brantford, Canada 
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W. B. Marshall 


Chain Belt Names 
Marketing Executives 

Chain Belt C6. has appointed 
W. B. Marshall, former sales pro 
motion manager, to the newly cre 
ated post of manager, market de 
velopment and sales training. 

G. H. Pfeifer, formerly advertis 
ing manager, has been named to the 
new post of manager, sales promo 
tion and advertising 

Mr. Marshall, who has been with 
the. firm since 1920, will assist in 
general sales management as related 
to potentials, market research aad 
held force training. Mr. Pfeifer, 
who has been with Chain Belt 26 
years, will head advertising and sales 
promotion programs for all the 


firm’s five divisions. 


G. H. Pfeifer 





$10,00O0O- 


more or less? 





ASTIN 


makes the big difference 


A machinery and supply company has 
$10,000 more each year by wasting 
$10,000 less...a New Jersey manu- 
facturer has $22,000 — all through in- 
stalling Sutap. What is SUIAP? SUIAP 
is the Remington Rand *Simplified 
Unit Invoice Accounting Plan for 
streamlining your accounts receivable 
operation. 

SUIAP saves by simplifying. Unnec- 
essary and wasteful steps, labor, 
equipment, supplies and expenses are 
all eliminated, with commensurate 
savings realized. Charges and credits 
are handled up to 60% faster. No 


monthly statements, no postings, no 
accounting machines. Fast and accu- 
rate credit authorization and auto- 
matic, up-to-date collection follow-up 
combine to reduce delinquencies and 
bad-debt write-offs. 

How big a difference SUIAP will 
make to you depends on the size and 
nature of your own activity. To learn 
how the installation of SUIAP meant a 
$10,000 annual difference to the Globe 
Machinery and Supply Company of 
Des Moines, Iowa, write today for 
Case History 781. Address Room 1885, 
315 Fourth Ave., New York 10, N. Y. 


Remington. Stand 


DIVISION OF SPERRY RAND CORPORATION 
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Fulton Sylphon 
Appoints Sales Head 


Fulton Sylphon Division of 
Robertshaw Fulton Controls Co. 
has appointed David D. Gordon 
sales manager for the Los Angeles 
district. 

W. J. Hajek, former Los Angeles 
manager, has been transferred to 
Chicago. Mr. Gordon’s territory 
covers California, Washington and 
Oregon. 





Opens New Offices 


The Fielden Instrument Division 
of Robertshaw-Fulton Controls Co. 
has opened new sales offices for the 


This Clamp has a mind of its own! New York and Chicago areas. 


Wilton’s new Rapid Titan is the fool-proof C-Clamp with both continuous and rapid The New York office, headed by 


action. Wilton’s patented nut allows the spindle to engage the screw for tightening “ : r 
action and disengage for rapid action—AU TOMATICALLY | No _buttons—nosprings— Austin Platt, is 1n Englewood, N. J. 
no trigger! Wear-procf steel ot MF tensile ductile alloy body; full length, precision Yhics flice 1 Robe 

cut, spatter-proof Acme screw. Rapid Titan Clamps are a snap to sell—build repect The C ucago office, under Kobert 
business—are sur risingly low pric nd UNCONDITIONALLY GUARANTEED FOR Edsall. is in the Merchandise Mart 


3 YEARS BY WILTO 
ATTACH THIS AD TO YOUR LETTERHEAD 
FOR FREE LITERATURE! 
1D-3 


WILTON 1001 mre. co., inc. 


SCHILLER PARK, ILLINOIS 
Sold By Leading Distributors The World Over 





Sales Executives 
Named by Fort Worth 


Gene Margro, former Pacific re- 
gional manager of Fort Worth Steel 
& Machinery Co., has been pro- 
moted to manager of the company’s 
specialized machinery division. 

Joe Temblador, former Los An- 
ind’’—sizes. 


right, “seven thousa geles district manager, has been 
RIGHT OFF THE SHELF! And “Agg = 
that’s not all. We can give you named Pacific regional manager. A 


speedy service on “specials,” ; 
too. “Don't” turn down your new district manager has not been 


customers’ inquiries on special 
items. Turn them over to us. appointed. 
If it’s stainless, we can make ‘ 
it. We mill, drill, grind, top Harold V. Bowlby has _ been 
slot, thread, _ stamp and ‘ , : 
> bend. We'll get off to a quick named district sales manager of an 


start from ei 4 @ blueprint or ’ . ‘ 
> sample. area including parts of Missouri, 


Indiana, Ohio and Ken 











Have your pick of 7,000—thet’s | 


STOCK OR SPECIAL . . . LOOK Illinois, 

TO STAR FOR STAINLESS STEEL 

FASTENERS RIGHT OFF THE 

SHELF TO YOU: a 
™ . . 


» STAINLESS STEEL 
® Bolts and Cap Screws 

Socket, Set and Cap 
Nuts, Washers 
Sheet Metal Screws 
Wood Screws 
Pipe Fittings 
Machine Screws 


prerer t wre Zs. | e 


Write, wire, or phone for your etn t 
copy of the new STAR catalog. a  Ston says: 
“Star Stainless | 





were have 
CLEA 

BRIGHT. AND. 
SHINY HEADS” 


; 645 Union Bivd,, Paterson 2, N. J. + ‘phone: Little Falls 4-2300 
= Direct N. Y. ‘phone: Wisconsin 7-9041; Philadelphia: ENterprise 6231 | tite 
- 
MANUFACTURERS’ REPRESENTATIVES: A Few Cholce Territories Open. Inquiries Invited. 





Gene Margro 
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... HIGH PROFIT— 
FAST TURNOVER 
LINE AVAILABLE... 


ADAMS Poro-Stone AIR FILTERS! 





H. V. Bowlby 


tucky, succeeding Manse Gilbert. 
St. Louis will be his headquarters. 
Mr. Margro has been in Los An- 
geles since 1947. Mr. Temblador 
joined the company in 1949 after 
working for Western Gear Works. 
Mr. Bowlby was previously a sales 
representative for Thermoid Co. 


Expansion Program Started 


Fort Worth Stee! & Machinery 


Co. has started an expansion pro- TWENTY YEARS of repeat sales . . . that’s how long many of 


gram to increase its Dallas foundry 
capacity 25% and its production in 
Fort Worth by one-fifth. 

George A. Jaggers, president, de- 
scribed company plans at its recent 
annual sales meeting for executives 


Adams’ customers have been coming back for this “satisfaction 
guaranteed” unit. 


NATIONAL ADVERTISING in leading publications such as 
INDUSTRIAL EQUIPMENT NEWS, NEW EQUIPMENT 
DIGEST, APPLIED HYDRAULICS, COMPRESSED AIR 
MAGAZINE, THE PLANT, PLANT ENGINEERING supports 
your sales efforts . . . creates a growing demand that makes wide 
national distribution a “must”. 


COMPETITIVELY PRICED to make selling easier. 
UNLIMITED POTENTIAL since virtually every industrial plant 


uses compressed air. 
HIGH DISCOUNT on all sales . . . plus an added discount for 


stocked units or volume sales. 


and sales representatives in Fort 
Worth. He said the expansion proj- 
ect is the largest undertaken in the 
firm’s 39-year history. The session 
was attended by 20 representatives 


from principal cities. Here’s an opportunity to handle units available through national 


New. larger sales goals were an- an established line of air filters distribution channels. It is your 

: ° ; : , which have wide acceptance and _ chance to get in on a fast moving, 
nounced by M. S. Jackson, Jr., sales demand. Expanded business has easily sold item with unlimited 
made it necessary to make these market potential. 


vice president. 

Earl Baker, Denver district sales 
manager, was awarded a statuette 
for his district’s winning sales record 
last year. 


Don’t miss this chance! Fill in the coupon below and get full details. 


R. P. ADAMS CoO., INC. 


J. D. Brance, chairman of the 255 EAST PARK DRIVE 
board, presented service pins. Tru- BUFFALO 17, NEW YORK 
man K. Pratt, Atlanta district man-  — 2 ae See Se ee ee ee ee ee ee 
ager, received a 20 year pin; L. B. R. P. ADAMS COMPANY, INC _— 
= . pe , 255 EAST PARK DRIVE 
l'emple, engineering vice president, BUFFALO 17, NEW YORK 
a 15 year pin; and Mrs. Mariet: Gentlemen: _ 
. _ be I ; fanieta We would like full information on the Adams Poro-Stone Air Filter for 
Boyle, director of the ady ertising de- sale through our industrial distribution firm. 
partment; A. J. O’Donnell, assistant Name Title 
sales manager, and R. R. Whisen- Company 
hant, Kansas City manager, five year Street 


pins. City 
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BOOKLET 


...lells you how to 


Make More Profit with 
“WERNER 


ALUMINUM STAGING 


There is good profit in selling WERNER 
aluminum stagings—because they give you 
more sales features to offer your customers 
in industry. 


Compare These Features 


Extruded high strength aluminum I-beam 

side rails. Cross members locked into the 
side rails by the ALFLO process, an exclusive 
feature of all WERNER extension ladders 
and stages. Red vinyl-coated end caps and 
lifting bar at each end. Slip-resistant elon- 
gated dimpled decking riveted to the cross 
members. Available in 1200 Ib. or 1600 Ib. 
load capacity in lengths up to 30 ft. Cable 
trussing, aluminum toe boards and hand 
rails also available. 
WERNER stages meet Federal specifica- 
tions and are now being used by leading in- 
dustrial companies and government agencies. 
Workmen accustomed to hoisting heavy 
wood stages are amazed at the feeling of 
security, stability and ease of handling and 
lifting of the WERNER all aluminum stage. 
And to help distributors and their salesmen 
sell more aluminum stagings, R. D. 
WERNER has prepared a special colorful 
booklet that tells “HOW”. 


Send coupon below for your FREE copy: 


-----_------_-- 


R. D. WERNER CO., INC. Dept. T-63 
295 Fifth Avenue, New York 16, N. Y. 


NAME_ 








COMPANY NAME 





STREET 





| 
! 
I 
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| 
! 
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cry. STATE 





ipddpaeeeaecenscitsiatidiamndaapeal 


268 


Los Angeles Firm Puts Display on Wheels 


Taking display to customers at their plants pays off for Zonne Electric Tool Co., 


Los Angeles, says H. F. MacKenzie 
has Dumore Drill Unit, 


George Stoddard and R. G. Spangler 


right 


compressor nxtur 


I'railer attached to car 
Looking on are 


sales manager 
ind extension cord 





New District Organized 

Electric Steel 
organized a new Central Sales Dis 
trict with headquarters at Danville, 
Ill. It will handle construction, log 
ging and sawmill equipment sales 
east of the Rockies and stainless and 
high alloy products and cast spc 
cialties for the Central states and 
areas of the South. Tom P. Kirby is 


Foundry Co. has 


manager. 


Sylvania Plans Branch 


Products Inc. 
new 


Electric 
has started construction on a 
78,800 sq. ft. warehouse and of- 
fice near San Francisco to serve 
northern California and neighbor- 
g states. The site is a six acre 
tract in Burlingame. Garlan Morse, 
Pacific Coast and 
product district managers will have 
their headquarters there 


Svlvania 


i 


sales director, 








Order Index Falls Off 5.1% 


a 











+ AMERICAN SUPPLY & 
MACHY. MFRS. ASSN. 


New Order index 

















4 
\ industrial Supglies and Machinery 
' 
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PRODUCTION INDEX 


1947-1949 Average 100 
= . A ANAS 


FEDERAL RESERVE INDUSTRIAL | - 


























U. S. DEPARTMENT OF COMMERCE F: 
New Order index — Durable Goods 








1950 1951 1952 





1953 


~ 





Us ss 


1954 1956 











Volume of orders, for industrial equipment and supplies fell off at the end of the 
year, but still is 80% aboye the volume for the base month of July 1948, according 


to the American Association index. The 
from November 
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December index was 180, down 


5.1% 





“I'm ahead of my quota on socket screws since 
taking this Bristol correspondence course!” 


This unique correspondence course is full of sound 
selling tips for Bristol socket screws. It’s paying off 
right now for plenty of industrial distributor salesmen. 

Bristol adds real sales power to the widest line of 
top-quality socket screws (in both hex and Bristol- 
originated multiple-spline socket). Bristol backs you 
up with selling tools like these: 
© Counter display racks for both hex and multiple- 

spline lines. 
© Hard-selling bulletins and net price sheets. 


© Modern packaging. 

e National advertising, direct mail, envelope stuffers. 

e Confidence-building engineering data sheets. 

¢ 34 Bristol Branch Offices and a national organization 
to give you and your customers A-1 service. 

And then, there’s Bristol's aggressive development 
program that keeps the distributor on top of the mar- 
ket with innovations like the new through-broached 
set screw for the booming automation field. Still a 
limited number of distributorships open, too. 


Precision socket screw manufacturers since 1913 


Lol 


Bristol’s Hex Socket Screws ; 


rTicscl 


Bristol’s Multiple- 
Spline Socket 
a Screws 


0 


I 
! 
! 
i * 
I 
! 


*Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 142”. 


THE BRISTOL COMPANY, Socket Screv 
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For Arbor Spacers 
and Shims, 

Feeler Stock 

or Shim Stock... 


sell top-quality 


ARBOR ay poy J 2 a * ° 
20 arbor sizes #4" to #” 

001" to .125". Specify ay or ut 
keyways. Also av 

= spacing collars (with sconhed 
ervey) 3 ie" to 7” in all popular sizes. 
(For use in milling, sli pre ont and = Agee 
setups, shimming gears 


PEELER STOCK ® Made from tempered 
stock, rolled to close tolerances. 44" x 25’ 
coils packaged in tra: ent plastic boxes, 
except above .020’. i" x 12’, in 
cellophane. 27 thicknesses. All thicknesses 
from .001” to .032’. (For use in precision 
fitting, checking clearances, inspection 
and production work.) 


SHIM STOCK ®* Selected from material 
rolled to precision limits, free from burrs, 
and protected by oil coating. Coils packed 
in carton for easy dispensing and protec- 
tion. 15 thicknesses .001” to .032”. Sheets 
6” x 12”; coils 6” x 120”. Available also in 
assortment package of 12 thicknesses 
001" to .015”. 


Write for complete 
dealer information 


332 MIDLAND AVE, @ DETROIT 3 MICH, 


270 





| Md. 


| man hours without an accident. 


F. J. Kolpek 


Firth Sterling 
Names Representatives 


Firth Sterling Inc. has appointed 
Francis J. Kolpek as carbide service 


| engineer in Cincinnati. 


Formerly with National Tube’s 


| Pittsburgh works as a general fore 
| man and before that with Bastian 
' Blessing Co., he attended Chicago 


Tech and Northwestern University. 


| Detroit Firm Appointed 


has 
Firth 


Alloy Steels, Inc., Detroit, 
been named to represent 


| Sterling in the Detroit market with 
| complete stocks of the firm’s High 
| Speed Steel lines. 


| Plant Cited for Safety 
| The Black & Decker Mfg. Co. has 


received an Award of Merit from 


The Liberty Mutual Life Insurance 


Co. for the record of its Towson, 


plant in working a million 








NEW PAPER DEVELOPED 


A New York paper company has a 
new paper which is very resistant to 
oil, water and other liquids, but 
through which air passes freely—and, 
now that it has been developed, some 
use must be found for it, notes Amer- 
ican Machinist, McGraw-Hill publico- 
tion. Suggestions include cooler dis- 
posable raincoats or bags 
that won't leak grease. 


popcorn 











INDUSTRIAL DISTRIBUTION ¢ MARCH, 1956 


rf TAY > a from the 


j 
most complete DT of 


, 1 / 
recessed be&id drivers, 


BREAK-PROOF 
SHOCK-PROOF 


Screw 
Drivers 


A Driver for 
Every Need! 


Phillips @ Because VACO offers 
you more than 200 styles 
and sizes of screw drivers 

0 from which to choose, 

VACO brings you a com- 

plete choice of recessed 

head drivers ... Another 
reason why you should 

buy VACO for all your 
screw driver needs. 


Reed & Prince 


Clutch Head 


—> © 


Robertson 


Look for 
the VACO Vari-Board 


It's easy to select the right 
screw driver when you buy 
from the VACO Vari 

Board. Displays up to 120 
drivers at a glance ...each 
one unconditionally guar- 
anteed ! 


Plier 
Vari-Board, Too! 
Complete display of all 
popular styles and sizes 
for on-the-spot selections 





Look for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy! 


VACO PRODUCTS COMPANY 
317 E. Ontario St 1 


Chicago 11, IIlinois 





INVENTORY posting is only one of 
Ralph Buell’s tasks at Paramount Sup- 
ply Co., Portland, Ore. 





Threadwell President 
Takes Sheffield Post 


Paul W. Polk, president since 
1954 of Threadwell Tap & Die Co., 
has been named executive vice pres- 
ident of The Sheffield Corp., parent 
company of Threadwell. 

He succeeds John P. Bernard, who 
left to become executive vice pres- 
ident of Toledo Scale Co. 

Mr. Polk has been a Sheffield vice 
president since 1941 and became 
Threadwell general manager in 


1946, 


Sheffield Opens Lab 


The Sheffield Corp. recently 
opened its new $250,000 Eli Whit- 
ney Metrology Laboratory at Day- 
ton, Ohio, at an open house and 
formal dedication. Carl F. Oechsle, 
deputy assistant secretary of com- 
merce, was the principal speaker. 
The lab provides testing facilities 
for measuring devices to the ac- 
curacy of one-millionth of an inch. 


Heads Triner Sales 


Edward R. Fox has been ap- 
pointed vice president in charge of 
sales of Triner Scale & Mfg. Co. 
Control of the company was ac- 
quired in late 1955 by Theodore B. 
Jansey, now president. New prod- 
ucts are planned, the management 
said. 


The Stanley Line of tape rules is all new... 10 models in 3 
styles, priced from 75¢ to $2.89 retail . . . and every rule is indi- 
vidually packed in the sensational Magna View box. 

The “Big” Rule is the 3600 line ...a real artisan’s rule... 
3610W — 10 feet, and 3612W — 12 feet. The double scale 
saves time and error . . . read feet and inches, or total inches — 
no adding °em up. Wide 34” blade extends further for out of 


reach measurements. 


as oe , ae 
\ 8 lull! 9 lle. ul 
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Double Scale Marking 


“Tru-Zero” hook compensates 
for hook-on, or up-against meas- 
uring... you're always right. 
Both 3600 and 1200 lines (except 
No. 1206W) have double scale 
marking, “Tru-Zero” hook, and 
the Stanley ““Tru-Reading”’ 
mouth for easy, accurate read- 
ing. Sell Stanley, it’s a good rule! 


483 


“Tru-Zero” Hook 


This box with the magnifying 
lens lid is an attention getter... 
a good item for your salesmen to 
carry around on calls. Your cus- 
tomers will go for both product 
and package — quality, plus! A 
suggestion — ask us about your 
name plate on these rules... the 
reminder de luxe. 


roof 


ta) 
3 


“STANLEY. 
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B-RIGHT-ON 


SOCKET SCREW PRODUCTS 
—_ ; Sts 


always measure up! 


Product, Promotion, Policy ... on 
these crucial distribution factors, 
B-RIGHT-ON always measures up. 
It is the result of Brighton’s fair 
play policy .,. and your assurance 
of extra profit and extra customer 
good will. 

From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 
measure up on: 

Propuct — Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality. 
PROMOTION— Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 
when they need it. 
POLICY—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves, 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


you can do better . . . with B-RIGHT-ON!® 
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F. A. Diel 


American Chain 
Names District Head 


Francis A. Diel has been named 
New York district sales manager 
for the American Chain Division of 
American Chain & Cable Co. 

He started his career with Colum- 
bus McKinnon Chain Co. in 1928 
and was general manager of Bridge- 
port Chain & Mfg. Co. from 1935 to 
1954. For the past two years he 
has been a district sales manager 
in the Chain Division of Republic 
Steel Corp. 


Appoints Plant Manager 


Edward C. Mabbs has been ap- 
pointed manager of the Wight- 
Manley plant of American Chain 
& Cable in York, Pa. 


American-Marietta Expands 


Directors of American-Marietta 
Co. have approved a $15 million ex 
pansion program to increase the 
company’s production of concrete 
pipe, cement and lime. A previously 
approved $10 expansion project is 
already underway involving resins, 
paints and building materials. 


Handles Cooper Line 


Vanton Pose: & Equipment 
Corp., Hillside, N. J., has been ap- 
pointed to handle sales on a national 
basis of Cooper Alloy Corp.'s 
Quikupl stainless steel fittings. 
Vanton has representatives in princi- 
pal cities. 





Here’s how and where Celanese 
Fortisan’-36 rayon pays off 


STRONGER! 


RADIATOR HOSE— Stronger than steel, pound 
for pound, FORTISAN-36 as reinforcing cord 
endows radiator hose with extra strength. It re- 
sists stretching, takes higher pressures than con- 
ventional fibers, is more flexible. 


LIGHTER! 


HIGH-PRESSURE HYDRAULIC HOSE 
Less weight for a given strength is the pay-off 
when FORTISAN-36 takes over here. Power trans- 
mission is more reliable. High tensile strength of 
this new fiber plus superior ability to withstand 
heat make hose safer as well. 


STABLER! 


V-BELTS—“JInfinitesimal change in cord length” 
is one V-belt maker’s report on FORTISAN-36’s 
performance. As reinforcement, this new Celanese* 
fiber won’t expand or contract under atmospheric 
changes or ‘‘work.’’ Makes possible matching belts. 


Write for facts and figures on this sensational new 

Celanese rayon fiber made from saponified acetate—it 

can do a job for you. Ask for booklet TD20A. Celanese 

Corporation of America, Industrial Sales Dept., Textile 

Division, Charlotte, N. C. Branch offices: 180 Madison 

Ave., N. Y. 16; Pilgrim Sq. Building, 9 Overwood Rd. Cc 
at W. Market St., Akron 13, Ohio (Tel.: TH 68008). | FIBERS FOR INDUSTRY 


FORTISAN* RAYON + FORTISAN*-36 RAYON - ARNEL* TRIACETATE+ ACETATE: VISCOSE-RAYON 
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Factory Jobs Level Off 


Yearly Stotistics 
(Left hand scole 








“SERVICE” 











1947-49= 100 (Without adjustment for seasonal variation) 
Source: U.S. Bureau of Labor Statistics 


| 
mobs skathds lasbeete sda. Te Pe Oe ee 
965 1964 1965 
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Employment in factories was off slightly in December, according to the Bureau of 
Labor Statistics index, following the almost uninterrupted gain in employment since 
August 1954. Estimates for January show some soft spots—there were 211,000 fewer 
factory jobs in January than in December and the average workweek was a little 
shorter—but, in view of seasonal layoffs in the automotive industry, this drop may not 
have been significant. And there is no chart to measure the effects of technological 
change: some plants, with newly-installed machines, may be able to trim payrolls 
slightly without reducing production, at least for a time. Factory unemployment 


> i 


It’s ACTION! 
was only 1.4 million at the beginning of 1956 compared to 2.2 million on January 


When lost Fall's disastrous flood hit the 1, 1955. Purchasing agents still report shortages of skilled labor (see page 206). 
Northeast, for example, this distributor of For distributors, the big picture still looks good, though local situations will vary 


National Research Bureau 


Clark fasteners suffered heavily. 

As soon as flood waters receded, trucks 
were sent . . . damaged stock was gathered 
up, reprocessed, repackaged and returned to 
Templeton. 

Commenting on this help, Miles Stray, Pres- 
ident of Templeton, wrote: 

“You folks have used us so magnificently 
during our recent adversity that we really 
feel you have been imposed upon. 
“...your boys hove re-worked practically 
oll the Clark Bros. stock and many items 
which were never associated with Clark 
Bros. 

“Our sincerest thanks for everything.” 
Cordially, 
CHARLES A TEMPLETON, Inc. 
M. 1. STRAY 

This isn’t an isolated instance. It's typical 
of what Clark means by “service” . . . assis- 
tance when it's needed . . . all-out coopera- 
tion and effort to help your business run 
smoothly and profitably. 


BROS. BOLT CO. 
MILLDALE, CONN. 


due to strikes, seasonal factors and the troubles of marginal industries. Across the 
nation, most factories were busy and the demand for industrial supplies was strong 





as 1956 opened. 





Chicago Screw 
Names Representative 

The Chicago Screw Co., Division 
of Standard Screw Co., has ap- 
pointed W. Sessel Waters & Associ- 
ates, Atlanta, Ga., manufacturers 
agent, to handle its line in the 
Southeast. 

The territory includes Virginia, 
the Carolinas, Georgia, Florida, 
Alabama, Mississippi and Tennessee. 





TECHNICOLOR ROADS 


Italy soon may have a network of 
rainbow-tinted highways, according to 
Chemical Week, McGraw-Hill publi- 
cation. A process that will permit pro- 
duction of multi-colored asphalt has 
been discovered which, in addition to 
its obvious aesthetic appeal, is report- 
ed to be six times more durable and 
costs the some as regular asphalt. 
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Norton Co. 
Elects Officers 


Three new officers and a director 
were elected by Norton Co. re- 
cently at its annual meeting. 

Edwin C. Evans, vice president 
and assistant general manager of the 
Behr-Manning Division, was named 
a director, Howard J. Daly was elec- 
ted to the new post of vice pres- 
ident in charge of crude abrasive 
plants. William H. Perks becomes 
assistant treasurer in addition to 
controller. Curtis M. Clark was 
named assistant secretary. 

George N. Jeppson was re-elected 
chairman of the board and William 
P. Higgins, president. 


Weldaloy in New Plant 


Weldaloy Products Co. has 
moved from East Detroit, Mich., to 
newly built facilities in Van Dyke, 
Mich. The firm’s offices, laboratory 
and newly equipped foundry are 
now in operation at the new site. 





>) 


P&H ZIP-LIFT 
? PUSHBUTTON 


L1 CONTROL ie) 
By P&H ZIP-LIFT |\ey HevI-LIFT | P&H HAND 
é SPECIAL P&H HEVI-LIFT SPECIAL CHAIN HOISTS 


The constantly expanding and improving 


BBHoict Line 


-- really pays off for dealers like you 


Two years ago we announced a new policy for P&H Hoist 
dealers. Briefly, it promised three things: 


f A greatly augmented product line — complete 
service from one source. 


2 A solid sales policy that protects you. 


Ss Profit-boosting promotion. 


We've delivered on all three counts. Our most strenuous 
efforts have been devoted to Promise Number One .. . to 
give you a greatly augmented product line that would make 
more sales and profits for you. 


Last year, for instance, we introduced two new hoists — 
the P&H Hevi-Lift Special and the P&H Zip-Lift Special. 
At the same time we announced a new pricing structure on 
Zip-Lift Hoists that gave you an advantageous position in 
this highly competitive market. 

This year promises more advances — more selling points 
and features to make your job easier. Watch these pages, 
and those of other leading trade magazines, for the latest 
developments in the P&H Hoist Line. Or, if you can’t wait, 
send the coupon below for literature on the complete line as 
we start the year. 


POS SS SSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSESSSSSESH 


P&H HOISTS, HARNISCHFEGER CORPORATION 3310 
4683 W. National Avenue, Milwaukee 46, Wisconsin 


Please send me literature on the P&H Hoist line as it now stands. I'm fully 
aware that it may be added to in the coming yeor 


Nome Title 


Compony 





Address 


HARNISCHFEGER 


City Zone Stote 


Fee eeeee eee eeeeae 
See ee een ecaenanaaeacaa a 


the line yep 2D sani} wt th wm 
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BARNES SAW BLADES 


On-the-job sales assistance 


increases distributor sales. 


Barnes is a specialty manufacturer. All facilities are devoted 
entirely to the perfection and production of top quality band 
and hack saw blades. Inventory is high to assure you prompt 
delivery of each order. Costly follow-up procedures are eliminated. 


Barnes sales engineers are trained, metal cutting experts. 

They give your salesmen on-the-job selling assistance and 
advise your customers on metal cutting problems. This service 
increases your sales efficiency and creates good will for your 
company. 


Barnes advertising and publicity programs pre-sell Barnes 
blades to your customers. Your salesmen know that the Barnes’ 
reputation eliminates sales resistance. 


Barnes sales aids help your salesman produce sales. The 

Handbook of Metal Sawing” and the “Hack Saw Production 
Calculator" plus effective technical literature build sales for Barnes 
distributors. 


Constant research keeps Barnes engineering abreast of latest 
developments. This creates customer confidence in Barnes 
blades and in your service as a Barnes distributor. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 


when cutting counts 


cee i rs 
; Sus 
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PERSONAL ATTENTION is given 
by Robert Kinney, J. E. Haseltine & 
Co., Seattle, Wash., to Charles David- 
son, a customer calling to pick up an 
item on order. 





Free Staters Meet 


The Free Staters, Baltimore man- 
ufacturers’ salesmen’s group, re- 
cently met with the Baltimore Pur- 
chasing Agents Association at its 
annual Ladies Night. At a pre- 
vious meeting, Clarke Murphy, the 
group's attorney, gave the principal 


talk. 


Sales Head Named 


Midwest Piping Co. has named 
Phil R. Becker general manager of 
sales. He has headed Welding 
Fitting Division sales for seven 


vCal’s. 





RIDE THOSE CHARGE 
ACCOUNTS 


A unique “ride-on-credit” plan re- 
cently has been put into effect by the 
Virginia Transit Company—probably 
the first time in history that a transit 
rider could use his department store 
charge account to buy a seat on a 
mass transportation vehicle, says Bus 
Transportation, McGraw-Hill publica- 
tion. The plan makes available bus 
ticket books which can be purchased 
at certain department stores where 
customers can charge the books on 
their store accounts. 














Harry Lee & Sons 
Holds Open House 


A two-day open house machine 
tool show was sponsored by Harry 
Lee & Sons, Chicago. 

Nineteef' manufacturers main 2 
tained exhibits at the show, which Wi ch 
was held in the grand ballroom of 
the Lions Building in Chicago. 


Doors were opened for two ten With CHELSEA, you sell the leader 

hour sessions, during which visitors in quality . . . performance . . . and 

were awarded souvenirs and door price! Regardless of your customer’s 

prizes, and refreshments were cooling or ventilating needs, you can 

served. solve them quickly and economically 
with the complete line of CHELSEA 
fans. To help you with unusual or 
difficult problems, CHELSEA engi- 
neers will make specific recommen- 
dations—help you make sales! 
You'll serve ALL your customers 
better, with fans designed for top, 
trouble-free performance . . . manu- 
factured to the highest quality stand- 
ards .. . priced for more profits 
for you! 








C. A. Roberts 





J. H. Williams 
Names Representative CHELSEA gives your personal selling 
efforts top-notch support! Intensive 


J. H. Williams & Co. has ap- national advertising . . . colorful mail- 

: , , oe! ing pieces for your direct mail efforts 
pointed Clifford A. Roberts — . . . complete, well illustrated literature 
sentative in the Northwest territory. — ALL help you tell your CHELSEA 
Mr. Roberts will work out of the story more effectively. Ask your 

: = |‘ Wineeet Foe CHELSEA representative to tell you 

Los Angeles office, covering Wash shout G6 1956 tale peegtem — it’s 
ington, Oregon, western Montana, the biggest in the company’s 30-year 


Idaho, British Columbia and Al history! Yes, with CHELSEA you 
berta have more to sell — and more to help 


you sell it! 


Chelsea industrial fans are sold only through 


Universal Hoist 
authorized industrial distributors. 


Names Sales Head 


Universal Hoist & Mfg. Co. ‘ oe ae ; o 
has appointed Jim McKillip sales | & TR ee SRT ee 
manager. 


~ Ss v , ald : 7 
Formerly sales manager of Ros- | C2 i E H Ss E ya\ 
kamp Huller Mfg. Co., he has spent | 
most of his career in sales promo- 
tion work except during World FAN & BLOWER CoO., INC. 
War II when he served in the Army PLAINFIELD. NEW JERSEY 
Air Corps. 
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Auto Production Below 1955 Level 


DISTRIBUTORS 
role ie | sell Twousanos, 
; Weekly Averages by Yeors . 250 
C U ST () M E R S | 
can’t buy 


BETTER FILES 














| Word's Reports. Statistics include Passenger cors, commercial 

: vehicles, and trucks produced in U.S. and Canodo 

oisetetapertsrirtoi cy L i Lt itt l 1 

1935 ' 1945 1960 we [DPMAWITAS ONO JFMAMJJASOND, 
1965 —_——- 1956 








National Research Bureau 


SWISS PATTERN 


That's been true 


In the last week of January, 163,465 motor vehicles of all types rolled off the assem- 
bly lines. This was some 20,000 fewer than the industry produced in the same 
week a year ago, and few economists believe the record 1955 production of 9,300,000 
cars and trucks can be equalled in 1956. But demand for new cars was still so good 


for 50 years and it's 
that industry spokesmen predicted a drop of no more than a million units in 


true today. passenger car production. Truck production is expected to be higher than last year 


We help Distribu- (see “1956—A Good Year in Prospect,” ID, Feb. 1956, page 92). Meanwhile, 
tors make money Detroit plants have curtailed production somewhat according to the ‘usual seasonai 


pattern and are watching sales closely. The vast automotive industry is closely 
related to so many segments of the economy that its state of health is bound to have 


| 





through them, and 
giving 
SERVICE and qual- 
ity files they need. 


1 by selling SOLELY | 


them the 


We keep Custom- | 
ers coming back for | 
more by the supe-_ 
rior workmanship | 


and extra fine qual- 
ity we put into 
these fine files. 
The line is com- 
plete. All sizes, 
shapes and cuts. 
Made in both Amer- 
ican and Swiss pat- 


terns, to the most | 


exacting stand- 
ards. 


CARSON-NEWTON CO. 


Belleville, N. J. 


CARSON 
NEWTON 


an influence on distributors 
supplier, the steel industry. 


They don’t all sell to auto plants or to Detroit’s major 
But parts manufacturers and small plants dependent 


on Detroit for business are found almost everywhere. 





James G. Tuthill 
Heads Pump Firm 


Tuthill Pump Co. has elected 
James G. Tuthill president succeed 
ing H. T. Kessler who has retired. 

Grandson of the founder of the 
firm and son of the late chairman 
of the board, Mr. Tuthill joined the 
company in 1953. He has been vice 
president since last year. 


Syntron Names Salesmen 


The following 
have been assigned by Syntron Co. 
Robert Wettling, to Syntron Pitts 
burgh Sales Co.; Edward I’. Pier 
son, Syntron Boston Sales Co., and 
Frank Belleteri, Syntron Central 
Pennsylvania Sales Co., which has 
moved from Indiana, Pa., to Belle 
fonte. James Meehan will work for 
Central Pennsylvania out of John 
town. 


represent: itives 
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Ramset Manager 
Appointed By Olin 
Olin Mathieson Chemical Corp. 


has named William R. Kelty, Jr., 
to the newly created post of man- 


ager of its Ramset Fastening Sys- 


tem. He joined Olin in 1954 as 
staff assistant in their Metals Divi- 


sion 


To Handle Kiln Gun 


Ramset Fastening System has 
been appointed sales agent for the 
Western Kiln Gun, formerly sold 
by Winchester-Western Division of 
Olin Mathieson. The new Ramset 
operation is part of the newly 
reated Products-for-Industry depart- 
ment which has its own sales force: 
Robert Ermst in Los Angeles; 
Richard G. Irwin in St. Louis; Jack 
Parsons in Cleveland, and Alan G. 
Moore in Philadelphia. 





pointing YOUR way to a 


PROSPEROUS 
TOMORROW! 


PRECISION SPINDLES 


Y 
STANDARD The machinery salesman of today is working 
in a stepped-up era of industrial production 
where AUTOMATION is the watchword — where 
cutting cost in material, labor and time is on the 
mind of every plant engineer and shop super- 
intendent. 











That's why Standard is GOOD for Your 
‘FUTURE . . . Standard Super Precision Spindles 
‘are “job tamers’’ designed and built by men 
who have been perfecting spindle applications 
and uses for more than a quarter of a century 
. . . Spindles now in use in modern automation 
and re-designs in a thousand shops coast to 
coast. 


Made by experts to infinite standards of pre- 
cision and finally tested in our own sound, dirt 
and vibration-proof laboratory...Standard Preci- 
sion Spindles are EASIER to sell because they 
are backed by success stories on tough jobs. 
And Standard engineers back up sales person- 
nel with “tailor made" installation information 
where needed. Get the Standard story today — 
Line up with the Standard line for a Prosperous 
Tomorrow! 


Makers of more than 800 different Super Precision Spindles 
- - - and ready to design 1000 more for industry's needs! 


Visit us in Booth 830 * ASTE EXPO. 
Chicago Amphitheatre * Mar. 19 thru 23 











the STHNOHHD electrical tool co. 
Write us: 


2520 RIVER ROAD warimann oF IRB weramoenins 
CINCINNATI 4, OHIO oe THE WORLD 
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ANOTHER ADVERTISEMENT 
now appearing in trade magazines to 


help sell your customers on U-w quality. 


WIRE ROPE 


Available in all stand- a (ol. 144:44%) 


ard sizes and construc- 
tions. Upson-Walton 
also supplies slings FOR SAFETY 


and rigging work. 


TACKLE 
BLOCKS 


Rugged! This Up- 
son-Walton truck- 
ing snatch block is 
designed for heavy- 
duty jobs. 


Built for safety! 
Working loads of 
this pson-Walton 
wood block exceed 
usual working 
loads. 


ROPE FITTINGS 


Drop-forged or Drop-forged steel shackles Turnbuckles, with or with- 
malleable iroa —chain or anchor, screw out stubs, hook, eye, or 
clips. pin or round pia. jaw end fittings. 


FOR PROMPT SERVICE, call your nearby Upson-Walton Dis- 
tributor. Write for free catalogs covering our complete line. 


THE UPSON-WALTON COMPANY 
12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO 
New York ° Chicago . Pittsburgh 


MANUFACTURERS OF WIRE ROPE, FITTINGS, TACKLE BLOCKS—ESTABLISHED 1871 
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C. W. OGREN takes time out for 
camera from pricing duties at Hawley 
Hardware Co., Bridgeport, Conn. C. R. 
Swanson, firm’s pricing head, is in 
background. 





Heli-Coil Buys Plant 


Heli-Coil Corp., Danbury, Conn., 
wire thread inserts manufacturer, 
has purchased the manufacturing 
facilities of Towle & Son Co., of 
Conshohoken, Pa. Towle makes 
components in the electronic and 
aircraft fields. Its equipment will be 
moved to Danbury. 


New Mill Planned 


Crucible Steel Co. of America 
has started construction of a new 
$24 million mill for cold rolling 
stainless and titanium strip at Mid- 
land, Pa. It will produce a new line 
of thin gages. 





FIRST BUS ROLLED IN 1905 


The nation’s first intercity bus in 
the United States began operations 
in 1905 on a 95-mile stretch of road 
between the central Oregon towns of 
Bend and Shaniko, reports Bus Trans- 
portation, McGraw-Hill publication. 
It was equipped with air brakes and 
an air whistle, yet not another motor 
vehicle boasted air brakes until 1921. 
The bus had a top speed of 40 miles 
an hour, but with a full load of eleven 
passengers, hit about 25 miles an hour 
on level ground. 




















D 
This Ad Will Bring YOU Sales! 
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ILLINITE...the most complete line 
of Standard Metal Cutting Tools— 
available from stock! 


»..- Special form-relieved 
milling cutters available 
through your local 


Illinite Distributor. TOOL WORKS "root ITs 


© 0/e/ 


LAA 


END MILLS + MILLING CUTTERS «+ SLITTING SAWS 
KEYSLOT CUTTERS + HOBS + SHAPER CUTTERS 


1N. Keels« 











HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES! 
FOR ALL TEMPERATURES ! 


INQUIRY received by Al Wil- 
coxson, salesman for Krisman Indus- 
trial Supply Co., Tulsa, Okla., gets the 
attention of both Mr. Wilcoxson and 
L. A. Epps, secretary-treasurer of the 
distributor firm. 





ait Packaged 


PIPE NIPPLES 


in standard 
cartons 


No Extra Cost 


WELDED and SEAMLESS STEEL 
WROUGHT IRON @¢ ALUMINUM 
BRASS, COPPER, STAINLESS 
CHROME PLATED BRASS 
Stenderd « Extra Strong « Double Extre Strong 


GAUGE SYPHONS ¢ LONG SCREWS 
BUTT NIPPLES © TANK NIPPLES 


RIGHT and LEFT NIPPLES 
VICTAULIC TYPE NIPPLES 








| Reliance Division 
_ Expanded by Eaton 


Eaton Mfg. Co. is expanding its 
Reliance Division in Massilon, 
Ohio, with a 38,000 sq. ft. plant 
addition costing about $400,000. 

Scheduled for completion this | 
summer, it will increase one of the 
plant’s facilities by 30%, providing 
for new warehouse space so other s 
space can be released for production. 


Standard & Double) 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes V4” te 3”; 


6000-Ib. sizes Ye” 
to 2”. 


ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 


Ib. service. 1 


(matt & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


\ service only. 


FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 


3000-Ib. and 8000-Ib. 
service, j 


WRITE FOR CATALOG I! 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 
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RADIANT HEAT BENDS 
PIPE BENDING 
to 6” Diameter 


Piltsburgh NIPPLE. WORKS, Inc. 


4asa SPRING GARDEN AVE PITTSBURGH 2, PA 























CAR MOVERS _) 


SPURS & HANDLES 
SPRING WINDERS 


gg UNE LINE 


Power King for 
. No. 5 New 
Badger & No. 9? Badger for 
standard duty. 

© SPURS — ground and 
hardened to fit all makes. 
@ HANDLES — Hickory & 
Maple to fit any type or 
make of Car Mover. 


Named Bank Director 

| Edward F. Knight, vice president 
of Bostwick-Braun Co., Toledo, has 
been elected a director of the Na- 
tional Bank of Toledo. He is also pe -. . 0 




















a director of The W. Bingham Co., 
Cleveland. 














a DEBUT OF ‘COAL’ JEWELRY TY 
HANDGUARD 

A New York jewelry designer has —fits on the handle 
produced anthracite earrings and cuff a os "Gaving 
links as examples of what can be done safe. 
with “black diamonds,” according to 
Coal Age, McGraw-Hill publication. 
Hard coal is more than 90% pure car- 
bon, making it a close cousin of the 
100% carbon white diamond. Hereto- 
fore, the beauty of hard coal as a 
“semi-precious stone” has been un- 


tapped. 


*PORTER SPRING 
WINDER will make a 
wide variety of springs 
—oseful wherever 
springs are made for 
~~ crane or small 











® We suggest thet users buy thru 
their local distributor 


ADVANCE CAR MOVER CO. INC. 


APPLETON, WISCONSIN 




















| EXTRA SAFETY... AT 
NO EXTRA COST 


with Williams patented 
locking adjustable 


* SUPPLY BUSINESS is much the 
same, North or South, says Chester 
Ford of Harry P. Leu, Inc., branch in 
Miami, Fla. Mr. Ford was once con 
nected with The Congdon & Carpen 
ter Co., Providence, R. I. 





Orr Iron Names 
Outside Salesman 

Vinton Gubbins has been named 
to the outside sales staff of Orr 
Iron Co., Evansville, Ind. Formerly 
a salesman for Mid-East Supply of 
Fairfield, Mr. Gubbins has been an 
Orr sales trainee for six months. 

Mr. Gubbins succeeds Clem yom og 
Moore, who is transferring to the 
order department at Orr, for reasons 


of health. 
Walter Hoepner, former head of 


the order working department, has 
been promoted to buyer. Mr. 
Hoepner has been with Orr since @ You can use a Williams Locking Adjustable with confidence. The 
1947. He will be succeeded as head sure-grip of its “locked-in” adjustment makes it safer to use. 

of order working by Joe Grassman, 


Sold at no extra cost, packed with sales-making features, backed by 
advertising and promotion. It makes sense (and dollars) to stock and 
sell Williams Locking Adjustable Wrenches. 


former head of inventory control. 


Opens Newark Office 


Reynolds Metals Co. has opened 
a new divisional office in Newark, 
N. J., in line with a company expan 
sion program. Richard J. Dewhurst 
heads the branch, which covers 1] [ILLIA 
New Jersey counties and five New : 


York counties. 


Made in 6, 8, 10 and 12 inch sizes. 
J. H. WILLIAMS & CO. 401 VULCAN STREET BUFFALO 7, N. Y. 


Mining Specialist Named 

Carboloy Department of General 
Electric Co. has appointed L. Z. 
Budzen specialist of mining sales. 
He was formerly a Cleveland area 
sales specialist. 
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The most efficient 
purchasing system 
is through eee 


No one has yet been able to 
devise a more efficient, lower 
cost method of buying indus- 
trial goods and services than 
the system established by 
recognized industrial distribu- 
tors throughout the United 
States. 

Recognized distributors give you immediate availability of 
tools and supplies, emergency service around the clock, one source 
for maay items and assurance of dependable products. There is 
no need to tie up space, cash, inventory or people of your own 
in stockrooms—no extra paper work. 

Every time you by-pass a recognized distributor in the pur- 
chase of industrial supplies and equipment, you are in effect 
weakening the most efficient purchasing system ever invented. 

Think it over next time you’re tempted to buy what looks 
like a lower price from someone other than a recognized indus- 
trial distributor. 

















This message, directed to your customers, will be 
inserted in Duff-Norton Jack and Coffing Hoist Divi- 
sion advertisements this year. It will appear approxi- 
mately 2-million times in leading trade magazines. 


UFF-NORTO 


PITTSBURGH 30, PA. 


complete line of mechanical, screw and hydraulic jacks 








OFFING HOIST 


Division 


DANVILLE, ILLINOIS 
complete line of ratchet, spur gear and electric hoists 
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S. J. Swensson, Jr. 


Witt Cornice 
Names Sales Heads 


lhe Witt Cornice Co. has named 
Stuart J. Swensson, Jr., general sales 
manager of both its galvanized ware 
and job galvanizing divisions. 

Robert A. Suddendorf, advertising 
manager, has been appointed sales 
director. 

Mr. Swensson joined the com- 
pany last year after several years 
directing trade association work. Mr. 
Suddendorf has been with the com- 
pany for six years. 


R. A. Suaddendorf 





Retires after 65 years 

Henry W. Wilker has retired 
after 65 years with Broderick & 
Bascom Rope Co. For many years 
he was manager of the firm’s Pacific 
Coast factory and sales, and was 
actively contacting accounts until 
his retirement. He is 80. 





Carborundum Names 
Three District Heads 


The Carborundum Co. has made 
three new assignments in its Coated 
Abrasives Division. 

Augustus T. Murray, former 
Buffalo and New England sales 
manager, was named coated abra- 
sives sales manager for the Buffalo 
and Pittsburgh areas with head- 
quarters in Niagara Falls. 

Oliver P. Quist, former Chicago 
sales manager, is now manager for 
New England and New York, with 
headquarters at West Springfield. 

William J. Reid, former Detroit 
salesman, was promoted to Midwest 
manager at Chicago. 

All three new appointees have 
been with the company since 1947. 


Appoints Ad Assistant 


J. William Wade, formerly with 
Spirella Co., has been named assist- 
ant to the manager of Carborun 
dum’s advertising branch. He has 
been an account executive and 
officer of New York City advertising 
and market research firms and at 
one time was vice president of sales 


of Chester H. Roth & Co. 


To Buy for E& B 

E & B Mill Supply Co., Perth 
Amboy, N. J., has appointed Wil 
liam P. Nelligan purchasing agent. 
He was formerly purchasing agent 


for Bendix Aviation Corp. in Eaton- 
town and Red Bank, N. J. 





CUSHIONED RAILROAD 
CROSSINGS 


Rubber paving, designed to elimi- 
nate the rattle and jolt from railroad 
crossings, is getting its first commer- 
cial tryout at West Salem, O., says 
Chemical Week, McGraw-Hill publi- 
cation. Railroad officials claim rub- 
ber crossing reduces maintenance costs 
and provides a smooth, cushioned 
surface for motorists. 














Duff-—-Norton 


Ball Bearing Screw Jacks 
can’t creep or drop— 
will hold loads indefinitely 











Standard of the world for over 70 years 


The Duff-Norton screw 
jack is a precision built 
mechanism. Available in 
1 5to 50-ton capacities. 


ie 


Can be used upright or on side with equal 
efficiency—no fluids to leak, no air to “lock.” 


Duff-Norton Ball Bearing Screw Jacks, employing the basic in- 
verted nut and screw principle, are locked in position when under 
tension, can’t move up or down unless you insert the jack handle 
and apply hand power to ball bearing actuated gears in base that 
turn the nut. They are safe, foolproof, dependable, fully enclosed, 
rugged—seldom need lubrication or servicing. 

Ask your Duff-Norton salesman or write the world’s oldest and 
largest manufacturer of lifting jacks, the Duff-Norton Co., P. O 
Box 1889, Pittsburgh 30, Pa. Ask for bulletin AD-12-ID. 


DUFF-NORTON 


“Giving Industry A Lift Since 1883” 
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Instant Die Change 
Spin Torque Chucking 


Toledo Spin Torque 


a . | fre. _ <ooanna 


Big job—small job—the demand for faster production 
is paramount in this largest of building booms. 
TOLEDO’S policy keeps pace with ever increasing 
demands and the No. 999 Pipe Threading Machine 
is now offered with the cost-cutting Spin Torque 
Chuck. Bench or floor types, sturdy long-lived gear 
train drive, finger tip controls, instant die changing, 
chucking and threading. It’s the machine your cus- 
tomers want because it provides faster production— 
more easily handled. Write for com- 
plete information. Remember, if it 
bears the TOLEDO label it’s a fully 
guaranteed, quality machine. 


THE TOLEDO PIPE THREADING MACHINE CO. 
1445 SUMMIT STREET TOLEDO 4, OHIO 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


k 


| TOLEDO} 


PIPE VURERBERS . PIPE WRENCHES + PIPE MACHINES 


ee ee ee ee Par ras oe — 


ages -, *. 
Ps Pee al a 
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4 NEW SHIPMENT gets the atten- 
tion of A. F. Grohoski, purchasing 
gent, and W. D. Derrick, inside sales 
man, at Mill & Mine Supply Co., 
North Little Rock, Ark 





International Packings 
Plans New Plant 


International Packings Corp. has 
bought a 7Qacre tract near its 
Bristol, N. H., plant, for expanded 
operations. Management said it ex 
pects to house all present facilities 
there eventually. 


Representative Added 


International Packings has added 
Gene W. Richmond, formerly with 
Good Mfg. Co., to its Chicago sales 


rorce 


Production Head Named 


DeWalt Inc. has named Albert 
C. Wedge production superintend 
ent responsible to E. W. Forth, vice 
president in charge of manufac 


turing 





plklk® 


Make it snappy, we have a game with Acme 
Industries in a half hour!” 





64 5 


\ 


: “ “ “ 
; St. Charles Illinois * Offices in Pri s 


arniine hagas <eecalll 


Road, Elgin ois ncipal Citie 
a i ronto, 





SHAKEPROOF 
FASTEX 
~} 


R for all distributors: 


with PUNCH-LOK 





Hose Clamps 


“The Sign of a 
GOOD Hose Clamp" 


Well-known now— 

better known every day— 

continually pushed by sales- 

creating national advertising! Punch- 

Lok clamps have already been proven 
superior in use. A profit maker from the 
beginning, and a gold mine in repeat business! 


Write teday for our distributorship plan! 


Dept. U 321 North Justine Street, Chicago 7, Ill. 
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Toledo Pipe 
Names Regional Heads 


Five regional sales managers have 
been appointed by The Toledo Pipe 
Threading Machine Co. as part of 
the company’s expansion program. 

Named were: 

Blake Wilson, with headquarters 
in Chicago, to supervise North Cen- 
tral area sales; 

Marvin Cox, Western regional 
sales; 

R. W. Warnke, East North Cen- 
tral territory and Eastern Canada; 

W. L. Graham, New York City, 
East coast of New England and 
Middle Atlantic states; 

H. R. Strouse, Southeastern terri- 
tory including Texas, Oklahoma, 
Louisiana and Mississippi. 


Forms New Chapter 

\ new chapter of the Society of 
Industrial Packaging & Materials 
Handling Engineers, its 19th, has 
been organized in Seattle. Palmer 
(\rzo, of Industrial Crating & Pack- 
ing, Inc., was elected president. 


Heads Goodyear Warehouses 


John H. Barrowcliff, Jr., has been 
appointed resident manager of 
Goodyear Tire & Rubber Co. ware- 
houses in the Kansas City area. He 
was previously foreman of the Los 
Angeles warehouse. 





BIG DRYER OUTPUT 


Dryer output this year may hit the 
1.5 million level, a figure far ahead of 
industry expectations when the year 
opened, says Electrical Merchandising, 
McGraw-Hill publication. Eight-month 
production was 75% ahead of the 
pace set in 1954 when nearly 941,000 
units were produced, and there seems 
to be good reason to believe that this 
quickened sales pace will continue in 
the yeors ahead. 














Black&i Decker: No 


is needed in every shop. mill, factory and institution...it's 


POWER-BUILT css: 


COSTS! 


A real quick-sale, high-profit item .. . 
an indispensable maintenance tool—be- 
cause it works so fast and thoroughly. 

Specially designed to reach hard-to- 
get spots —cleans beautifully under 
and behind steps, bins, racks, furnaces, 
heavy equipment ... 13 galion wet 
cleaning capacity, or holds 114 bushels 
of dirt! Wet or dry pickup without 
special attachments. Durable Neoprene 
hose extends 15'—cuts your customer’s 
cleaning time on floors, walls, ceilings, 


LOOK IN THE YELLOW PAGES UNDER “TOOLS-ELECTRIC" 


Black&i Decker: 


PORTABLE ELECTRIC TOOLS 


SERVICE ... one of 42 
Black & Decker factory 
service branches is located 
“next door” to you to give 
fast, efficient service and 
genuine replacement parts. 


FM ten 


nb ~ on! 


We dont buy motors— we build them! 


The heart of your electric tool is the motor—completely 
built by Black & Decker. All the power you need and then 
some—because each motor is built for a specific tool and 
the job it must do. B&D motors always stand up! 


overhead girders or beams. 20% more 
power, with 144 hp motor; moves 75 
cubic feet of air a minute! Completely 
mobile and compact, but heavy-duty, 
with rugged steel tank Power-Built to 
last. Pushcart handle storage rack for 
accessories. 

This B&D Heavy-Duty “95” Vacuum 
Cleaner is easy to sell because it offers 
every feature your customers want and 
need. THE Biack & Decker Mra. 
Co., Dept. 2403, Towson 4, Maryland. 
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PORTABLE GRINDERS— 
6 models 


é, 
SCREW DRIVERS— 
21 models 








Sell these 3 Great Names | 


in Belt Fastening 
and Repairing 


- « « THEY MEAN MORE 


PROFITS TO YOU! 


7 


FLEXCO FASTENERS 


... the quality fastener that does an out- 
standing job in joining and repairing 
conveyor and elevator belts. 


FLEXCO HINGED FASTENERS 


areused for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Your customers 
can make up belts in any length to fit any 
drive, the fast economical way. 


ALLIGATOR 
CONVEYOR 
BELT LACING 


is universally used 


to join flat conveyor 


belts of any width. 
Only a hammer re- 
quired to apply it. 


REM A, the new 
and amazing self-vul- 
canizing rubber re- 
pair material that 

adds years of life 

to conveyor 


beits. 

The FLEXCO-ALLIGATOR Prestige Line 

—sold by key distributors everywhere 
FLEXIBLE STEEL LACING CO. 


E. H. Clinch 


Oldham-Rust 
Names Representatives 


The Oldham-Rust Co., New York | 
City manufacturers representatives, | 
has appointed E. Hilton Clinch, Jr., | 


to its industrial sales force. 

He will call on New York and 
New Jersey accounts on behalf of 
Clemson Bros. Mr. Church, a 
Bridgeport University graduate 

| recently completed four years of 
Navy service. 


Heads Missionary Sales 


Oldham-Rust has 
Andrew J. Panico manager of its 
missionary sales department. He 

| was formerly with Superior Valve 
Co. and Bommer Spring Hinge Co. 
He will work principally in the New 
York metropolitan area. 


appointed 





COOPERATION FOR 
COURTESY 


A new nation-wide organization de- 
signed to promote good will between 
truck and automobile drivers has been 
chartered by a group of truck drivers 
who “want to foster a courteous co- 
existence program with motorists,” ac- 
cording to Fleet Owner, McGraw-Hill! 
publication. The new group has 
pledged itself to be free from affilia- 
tion with either management or la- 
bor groups. 
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Let Allens’ Technical Service solve your 
sodering, fluxing or brazing problems. 
Write us today about fluxes for all metals. 


Sold thru Distributors 
Send for Catalog 


LB. ALLEN CO., INC. 


6731 Bryn Mawr Ave. 


CHICAGO 31 ILLINOIS 





The Best Known Brand of 


Belting Throughout the World. 


Serving Industry Since 1868. 
Sold Through Stocking and 


Non-Stocking Dealers. 





WITH THE Ccvage lo” 
Chocrale MULCONROY 
HOSE COUPLING SYSTEM 


William Boardman 


Chicago Salesman 


Wins Machine Hunt 


William Boardman, of Barrett 
Christie Co., Chicago, was the win 
ner of a “Hunt Club” contest spon 
sored by The Dumore Co. to locate 
the oldest of the firm’s toolpost 
grinders in the area 

Mr. Boardman found a 37-year-old 
machine in, operation in a Chicago 
plant. The prize was a weekend 
for two in New York City. 

Other Chicago 
were: Cal Kolconay, Pulver Machin 
ists Supply Co.; George Cartwright 
Samuel Harris & Co.; 
John Fix, R. E. Ellis Engineering 
Co., and George Leighty, Harry Lee 
& Sons. 

Other John 
Schmaling, Factor Supplies Co., 
Rockford, Ill; H. E. Harper, Bar 
rett Hardware Co., Joliet, Ill.; Paul 
Miller, Cutting Tools, Inc., South 
Bend, Ind.; I. H. Hahn, Brammall 
Supply Co., Benton Harbor, Mich, 
and J. Gilchrist, Industrial Equip 
ment & Supply Co., Benton Harbor. 


prize winners 


Harry Fix and 


winners were: 


Vickers Opens Branch 
Vickers Inc 
Midwest Branch in Chicago, with 


has opened a new 


service facilities for a five-state area. 
The 18,000 sq. ft. building includes 
a warehouse and the Chicago sales 


office. 


Moves Offices 
Allis-Chalmers Mfg. Co. has 


moved its Chicago general purpose 
equipment sales office and ware 
house to 3254 North Kilbourn Ave. 


Now, right in your own shop, you can attach “Holedall”’ 


Couplings to any type of industrial hose... to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 
The “Mulcoram” ... the hydraulic press for making the coup- 


ling attachment...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


The “HOLEDALL” 


HOSE COUPLING 


Attached quickly and easily by the hydravu- 
lically-operated “Mulcoram”, this unique 
coupling is there fo stay ... virtually molded 
to the hose by a multiple gripping arrange-. 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment ...no 
» buffing or cutting of the cover. 


"MULCONROY Sarl... 
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With the “Mulcoram” and "Hole- 
dali” Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before has 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup- 
plied, been available. It will pay 
you to get all the details. 


o 
WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily and economically it can be 
operated in your own shop, with 
out skilled labor ...to provide coupled 
hose of any description, with coup 
lings that can't come off and which 
actually prolong the life of the hose 
by protecting it against the effects of 
continyous flexing at connecting points 


WHERE OTHERS &. 





7 


PROVEN 


IN 4 OUT OF 5 APPLICATIONS 


Desmond's New BELTBRASIVE Dresser 


Up to 40% longer life and substantially greater stock removal 
from coated abrasive belts are proven results with the Desmond 
Beltbrasive dresser. You not only get better performance on discs, 
belts, or drum sanders and polishers, but you save time on chang- 
ing them. This is another Desmond ‘‘first.’’ Ask your Desmond 
distributor for full information or write for Bulletin D-12. 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


| THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO | 


cag 


™ lbehd sales-building advertisement from 


| 

a I< 4 

| iis Desmond, addressed to your prospects ; | 
<g through Mill & Factory, American Machinist, 

| Modern Machine Shop, Foundry, and other | 
publications. Total circulation more than 

| 135,000. For steady repeat business— | 

| promote Desmond. ; | 


“AOS pesca: ee 
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F. E. Nutt 


Century Electric 
Names Promotion Head 


Frank E. Nutt has been appointed 
sales promotion manager of Cen- 
tury Electric Co. succeeding An- 
thony Neher who retired. 

Chicago assistant manager for the 
past several years. Mr. Nutt has also 
worked for Elliott Co. apd Crocker- 
Wheeler Division of Joshua Hendy 
Iron. Works. He will direct all sales 
promotion activities, including ad- 


vertising. 


T. R. Almond 
Now “Kennametal” 


Kennametal Co. of Ohio is the 
new name for the former T. R. 
Almond Mfg. Co., now being 
operated as a wholly owned sub- 
sidiary of Kennametal Inc. 

Philip M. McKenna is president 
and Alex G. McKenna, vice presi- 
dent. 

The former Almond plant has 
been equipped to produce the Ken- 
nametal tool line. The Cleveland 
sales offices of Kennametal Inc. have 
been moved to the plant. 


Heads Purchasing 


E. Mark Nease has been named 
director of purchases of Pittsburgh 
Screw & Bolt Co. succeeding Clar- 
ence H. Rindfuss, retired after 46 
years service. George E. Horney, 
executive vice president of the cor- 
poration, has retired after 33 years 
with the company. 





Machinery Sales 
Plans Expansion 


Machinery Sales Corp., New Bed- 
ford, Mass., will move into new, 
larger quarters following purchase 
of a three-story building at Elm, 
Water & Bethel Sts. 

A former toy factory, the build- 
ing was purchased from the estate 
of the late Clinton H. White. It 
will be renovated at once, according 
to Hugh E. Schmidt, Machinery 
Sales president, and used as head- 
quarters for the power transmission 
and materials handling firm. 

Machinery Sales Corp. has been 
located on North St. for the past 
ten years. Mr. Schmidt said expan- 
sion plans call for much larger 
quarters. 

The new quarters will provide 
19,000 sq. ft. of space, with parking 
facilities adjoining. 


Representative Named 
Warner Electric Brake & Clutch 
Co. has appointed James B. Scudder 
sales representative to work out of 
the New York area office in Madi- 
son, N. J. He was previously with 


E. F. Kemp Corp. 


Handles Reynolds Lines 
The National Supply Co. of Pitts 
burgh has been appointed national 


distributor for oil country products 
of Reynolds Metals Co. 





PREFABRICATED 
COMMUNITIES SEEN 


Although prefabricated homes ac- 
count for only 7% of the new single- 
family homes currently being built, it 
is quite possible that by 1965 the per- 
centage will be considerably larger— 
particularly outside major metropolitan 
areas. Engineering News-Record, Mc- 
Graw-Hill publication, points out that 
in some communities, mainly in the 
Midwest, prefabricated houses already 
comprise more than 50% of the new 
homes. 











When You Need es 
RIGHT RING! 


Allpax is the answer because Allpax can supply the right 
ring for each packing requirement whether it be on valve 
or pump. We make the right kind! 


Allpax Rings are furnished to desired specifications in 
either molded, endless form or mandrel cut form with butt 
Sor mitre joints. 


Y For manufacturers — 
Allpax Rings cut costs and do a better job because 
they are precision-made in a complete range of 
sizes and a wide variety of materials. Right types 
available for each pump or valve requirement for 
whatever material handled. 


yY For replacement — 
Accurate dimensions and proper types make re- 
placement easier — insure a tight seal without 
danger of scoring or unnecessary wear on shafts 
or valve stems. 


There are Allpax Rings for: 
GENERAL SERVICE 
PETROLEUM SERVICE 
STEAM 


HIGH and LOW TEMPERATURE 
ACID and CHEMICAL SERVICE 
WATER, AIR ETC. 


also TEFLON ‘‘V’’ and ‘‘O”’ RINGS 


Each ring precision-made to exacting packing requirements 


ALLPAX 


“The Packing that Packs All” 





7 SEND FOR OUR NEW CATALOG — TODAY! 


A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules. 


THE ALLPAX COMPANY, INC. 


160 Jefferson Ave., Mamaroneck, N. Y 
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Here’s a dependable “BREAD and BUTTER” item... 


WCODINGS ¢ VERONA 
DRIFT PINS 


- BARREL TYPE 


PLUG TYPE 


Drift pins are in constant demand—bought in 
large quantities, and consumed steadily. All 
the sizes for which you are likely to be called 
upon can be shipped from Woodings-Verona 
stock. And special sizes can be quickly pro- 
vided. Made from tough, high carbon steel, to 
minimize mushrooming. 

Woodings-Verona makes a full line of rail- 
road and construction tools—sledges, hammers, 
wrenches, crowbars, picks, mattocks and others. 


They meet all AREA and Government specifi- have either partial or 


. full taper, and are made 
cations. : in three standard diam 
If you don't have the Woodings-Verona eters. Standard length, 12 


Catalog, send for one today. 


WOODINGS-VERONA TOOL WORKS 


Shown above are some of the more widely-used Woodings-Verona Tools 
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P. A. Mulvey, Jr. 


tepublic Rubber Names 
Sales Representatives 


Republic Rubber Division, Lee 
Rubber & ‘Tire Corp., has appointed 
Philip A. Mulvey, Jr., as field repre 
sentative in the Chicago district 
covering the former territory of 
I. G. Wollter, now Chicago district 
manage! 

He has been selling industrial 
rubber products in Chicago since 
cturning from Korean War service. 
He attended De Paul University. 

Gordon Parks has been named 
Kocky Mountain field representa 
tive for Republic Rubber 

He joined Republic as product 
development engineer in 1953 after 
12 years with Gates Rubber Co. in 
production and technical capacities. 
His headquarters will be in Denver 


Gordon Parks 





Minneapolis-Honeywell 
Adds to Sales Force 


Minneapolis-Honeywell Regula- 
tor Co. has added 22 new sales 
engineers to its Industrial Division. 

All graduates of the company’s 
training school, they have been 
assigned to 19 branch offices. J. A. 
Robinson, field sales manager, said 
added personnel were needed to 
keep pace with growth of the 
nation’s automatic controls industry. 

Appointed were: William Bater 
and R. W. O'Reilly, Philadelphia; 
D. B. Beasley, Toronto; W. E. 
Biewer and R. E. Day, Los Angeles; 
R. J. Byers, Milwaukee; A. P. 
Ciprari, New York City; A. L. 
Colter, Buffalo; J. L. Dyer, Cincin- 
nati; M. H. Fischer, Minneapolis; 
M. N. Francher, Syracuse; E. D. 
Haugen, Seattle; C. C. Hulsey, 
Columbia; C. B. MacRae, Houston; 
R. J. Owen, Cleveland; J. B. Prouty, 
Columbus; H. F. Renee, Indiana- 
polis; B. R. Robinson, Union; R. 
W. Skinner, Pittsburgh; J. D. 
Stickley, Oklahoma City and R. E. 





PEERLESS PACKET TROLLEY HOISTS ON ASSEMBLY LINE. These integrated hoists 


and trolleys simplify handling of heavy parts. Worker just picks up the load, with 


Swenson, ‘T'win City. the trolley hoist, rolls it along an I-beam, lowers it on the bench top 


School Starts Where there’s lifting to be done, 
Minneapolis-Honeywell Regula- 


tor Co.’s Industrial Division en- there’s a Harrington Hoist to do it 


rolled 41 engineers and technicians 


in its first 1956 class on industrial 
instruments, M. J. Ladden, train- 
ing school director, reported. The 
sessions take three and a half weeks. 


Ad Manager Named 


Minneapolis-Honeywell Regula- 
tor Co. has named Dean Randall 
advertising manager for its Minneap- 
olis divisions. 





SIXTEEN TONS 


Average output for the coal mining 
industry could be pushed upward as 
early as 1960 to 16 tons per man day, 
according to Coal Age, McGraw-Hill 
publication. Today's mines average 


HOISTS for intermittent 
lifting of loads from 4 
to 60 tons. 


PEERLESS PACKET TROL- 
LEY HOISTS for lifting 
and conveying % to 2 
ton loads on I-beams. 
Low headroom units ad- 
justable to a wide range 
of I-beam sizes. 


PEERLESS PACKET ALU- 
MINUM HOISTS for use 
where hoists must be 
moved frequently. Much 
lighter than all-steel 
model, with no sacrifice 
of any other quality. 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me- 
dium loads—170 to 4000 Ib. 


PEERLESS PACKET ALL- 
STEEL HOISTS for lifting 4 
to 2 tons Spe ial construc- 
tion makes these hoists eco- 
nomical to maintain, easy 
to operate. 


HARRINGTON I-BEAM 
TROLLEYS for rapid and 
easy movement of materials 
over I-beams. Regularly 
supplied in geared and plain 
models in capacities from 
lg to 20 tons 


Markets for these cost-cutting products are unlimited, and profits are good. 
Write for complete information about our full line of hoist products. 


about 11 tons per man day, though 

many individual mines have already HARRI NGTON 

achieved or bettered the 16-ton rate. THE COMPANY 
Makers of Hoists Since 1876 

Gravers Roap at THE Turnpike, PLymoutH Meerine 11, Pa. 
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FOR INDUSTRIAL DISTRIBUTORS! 


HARDENED H.S.S. 
DRILL BLANKS 


*Versatile!’’ That's the way users de- 
scribe Ace hardened high speed steel 
drill blanks. Because they're “all-pur- 
pose” tools that can be used in countless 
different ways. Such as punches, 
dowels, knock-out pins, rollers, and 
gages . . . plus a wide range of end- 
cutting tools . . . just to name a few. 


Profitable!’ Yes, that’s the word you 
will use once you start selling them. 
Because one good sale quickly leads to 
another . . . builds profitable, volume- 
repeat orders for you. And blanks are 
only part of the fast-moving, nationally 
advertised Ace Drill Line. Send for com- 
plete information today! 


[ 
| Adrian, Michigan 


! 

| 

| 

| 

| 

| 

| 

| 
le 
L 


ACE DRILL CORPORATION 


Gentlemen: Please send me your complete line catalog | 
(No. 52), end full information on your Distribvtor's | 
Franchise Agreement 


NAME 
COMPANY 


ADDRESS 





ADRIAN, MICHIGAN 





7 
~~ — ORIGINATORS OF “'GROUND-FROM-THE-SOLID” DRILLS | 


Tyson Bearing 
Names President 


Tyson Bearing Corp., a subsidiary 
of SKF Industries, has elected A 
Stewart Murray as president suc 
ceeding H. I. Lewis. 

Mr. Lewis has resigned from his 
offices but will be available as con 
sultant. 

Edwin R. Broden, SKF president 
becomes chairman of the board of 
Tyson, replacing Richard H. De 
Mott, who resigned. 


industry 20 years, has been assistant 
to the president of SKF and a Tyson 
director. 








RETIREMENT DRY RUN 


A practical vacation plan, calling 
for three months’ paid vacation every 
five years, after the 25th year of con- 
tinuous employment, is in operation in 
a Stamford, Conn., company, Factory 
Management and Maint e, Mc- 
Graw-Hill publication, says. In addi- 
tion to preparing the worker for retire- 
ment living, the system serves to assist 
the company in anticipating the ab- 
sence of the employee (especially key 
men), to point up any future replace- 
ment problems, and to provide a man- 
agement development opportunity for 
men who fill in during the employee's 
vacation period. 








| 











INDUSTRIAL DISTRIBUTION * MARCH, 1956 


Mr. Murray, who has been in the | 


PRECISION BRAND 
Packaged 


BLUE TEMPERED 
SPRING STEEL 


50” 
Single 
Rolls 


Packaged for convenience. Meets a univer- 
sal shop or tool room need and is ideal 
repair, experimental or 
production requirements. 


HANDY ASSORTMENT 


7 most 


Each piece is 12” in 
flat and accurate. 


BULK—ANY QUANTITY 


Can be shipped in stand- 
ard sizes from stock 

slit to exact width or cut 
to length. Edge filing 
after slitting also avail- 


able. 
PRECISION STEEL 
WAREHOUSE, INC. 


MAN 


for maintenance 


This 6-piece assort- 
ment contains the 
popular sizes, 
length, extremely 


4401 W. KINZIE ST HICAGO 24 LINC 


af 
FLEXIBLE 


Of AALAMAIOO 


10%" 
THROAT 
DEPTH 


BENCH MODEL F-1 


| : 
eA 


POLISHING GRINDING DEBURRING 


Here is the answer to costly hand fil- 
ing and costly grinding, polishing and 
deburring. It is amazing the uses 
found for this machine. 


DISTRIBUTOR INQUIRIES ANSWERED PROMPTLY 
a Shtiche a 4 hoe. 43 


1617 Douglas Avenue @ Kalamazoo, Mich. 
See us at Booth 675 ASTE Show, March 19-23, Chicago 














NEVER 
GAMBLE 


LOOKING OVER new items in stock ee *. 
at Arkansas Mill Supply, Pine Bluff, * 
Ark., are Lev. H. Goodrich, secretary- 3 
treasurer, and E. A. Adams, purchasing uh 
agent of the firm Pe 


Sell with Confidence! 


Michigan Territory Hose, Belting, Packing . . . 


Added by Brunner Hamilton quality is unequalled. 
Backed by 86 years of experience. 





A new Michigan sales territory 


has been added by the affiliated : . . 

Brunner Mfg. Co. and The Brun- i Sell with Profit! 
Co. : 

ss ae Hamilton Prices are Right. . . 


John T. Yates has been named 4 ; : ‘ 
te ; to give you a good profit margin. 
district manager, with headquar- 


ters in Detroit. He will cover all e 
of Michigan except the northern Sell with Help! 


eninsula, which is part of the 
~ eee P : Hamilton Advertising is On-The-Job .. . 
Minneapolis territory, and Berrien : : 

: ‘ pe ' t it takes the right sales message to the 
and Cass Counties, serviced from right men at the right time. And Hamilton 
Chicago. The new territory was salesmen, following-up on advertising 
formerly handled from Cleveland. inquiries, turn their hot leads and actual 

sales over to you. 











Polyken Holds Meeting 


Polyken Sales Division of The 
Kendall Co. recently held its annual WRITE, WIRE, PHONE 


national sales meeting in Highland hi dati eddie 3s hn ee 
ry “sees, F ae i ion on the details o 
Park, Ill. Executives described | the HAMILTON quality story and 
products and sales programs and | how you can sell with confidence 
panels were held on manufacturer- for real profits when yov sell 
distributor relations. Edward H. HAMILTON — ACT TODAY! You'll 
receive descriptive literature and a 
call from a HAMILTON representative. 





Brown, Chicago Division sales | 
director, gave the closing talk. 


Be sure...use Hamilton... 
Always dependable! 


Dayton Enlarges Quarters HAMILTON 
Dayton Rubber Co.’s V-belt di- + RUBBER 


vision in Dallas, Texas, has estab- . MANUFACTURING 
lished new, larger office and ware- = CORPORATION 


- «“ . Executive Office and Factories, 1018 Meade St. , Trenton, N.J. 
» £ mc 9? . | - 
house facilities at 925 Slocum St. Senate Ke 


M. B. Roach, Southwestern re- CHICAGO ° HOUSTON © LOS ANOELES 


, ty. W YORK * CLEVELAND © PITTSBURGH 
gional manager, is in charge. -nctait ciche P Mlaellri en 
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Three Zone Heads Named by Thor 


J. P. Stine 


Vhor Power ‘Tool Co. has ap 
pointed three new zone managers 
for electric tools and Speed Tools in 
the East, West and Southeast areas. 

J. P. Stine, former service engineer 
New York Newark 


branches, has been East 


in the and 


named 


eres th 


Saves Time, Saves Money—Does the Job 
Better! These New Keller Die Filers are a 


“Sales Natural” for you. 


It Pays for Itself (and sells itself) by cut- 
ting down slow, costly and inaccurate 


S 


rg 


Cc. B. Baron 


Coast manager for the New York, 
Boston, Buffalo and Newark branch 
territory with headquarters in 
Newark. 

The new West Coast manager is 
C. B. Baron, 


sales in the Los Angeles, San Fran 


who will coordinate 


Check these 
KELLER 
SALES FEATURES 


Wide Capacity . . . Handles 
all shapes and sizes of 
files from Ye" diam. to 


Vo" x He". 


Two Speeds . . . 350 and 
450 strokes per minute 
(Stroke length 1/2 inches 


Large Worktable with 
plenty of room for clamp 
ing guide blocks, etc. (82" 
x 82"). 


Table Tilts up to 15-degrees 
in any direction. Easy to 
set up, easy to lock with 
4 knurled thumbscrews 


Long, Dependable Service 

. « The scotch yoke is 
splash lubricated. Equipped 
with Oilite bearings 
throughout. 


) 


Plenty of Power . 4 


hand filing methods. Get the profit-making H.P. 1800 rpm. AC 


details, write for Bulletin 256 TODAY! 





motor 


SALES SERVICE MACHINE TOOL CO. 


2347 University Ave. 


St. Paul W14, Minn. 


DIE 
FILERS 


Designed and Built by the makers of the popular 
KELLER Power Hack Saws 
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R. J. Burch 


cisco and Seattle territories, with 
headquarters in Los Angeles. He 
is a former electric tool division 
manager and branch service engi 
neer. 

R. J. Burch, former Birmingham 
service engineer, becomes South- 
eastern zone manager, with head 
quarters in Birmingham. He will 
be responsible for Mississippi, ‘Ten- 
nessee, Alabama, the Carolinas, 
Georgia, Florida and most of Louisi- 
ana 

lhe three zone managers will co- 
ordinate sales in cooperation with 
branch managers in their territories. 





REFINING THROUGH 
RADIATION? 


Today's petroleum processors are 
not standing still waiting to see what 
others are doing in the field of atomic 
radiation research, points out Petro- 
leum Processing, McGraw-Hill publi- 
cation. At least seven oil companies 
—now known to have radiant energy 
research facilities in various stages 
of development—are all studying the 
technique as a possible tool to use in 
processing petroleum hydrocarbons. 
Latest is the use of an electron gun 
to break apart and reform hydrocarbon 
molecules. 














SKIL DISTRIBUTORS GET 
DYNAMIC SUPPORT | 


in new SKIL Drill Sales Program 


SKIL Distributors have an important extra advantage. Not only do they 
sell the finest power tools made Their tools are backed by a thorough, 
consistent selling program that keeps selling all their prospects—all year 
long. For example, here are a few ways SKIL helps its distributors sell the 
Model 75 Drill with keyless chuck 


SKIL Model 75 Drill 


®@ Biggest National Ad Campaign! Double-page and full-page 
with Keyless Chuck 


ads tell the SKIL story of superiority to a// your prospects, in these 
leading magazines: * FACTORY MANAGEMENT and MAINTENANCE * 
MILL and FACTORY * AMERICAN MACHINIST * INDUSTRIAL EQUIPMENT 
NEWS * WESTERN INDUSTRY * PURCHASING * MODERN MACHINE SHOP 


@ Dramatic "Break-down”" Demonstration Kit! Shows and se// 
every outstanding SKIL Drill feature! 


@ Active Branch Support! Local SKIL factory repair facilities and 


sales assistance. Out-performs all other drills of its type! 


Handles all types of heavy-duty drilling jobs 

@ Catalogs and Promotional Materials! Fully illustrated, com Built to give exceptional output on toughest 

work. High-torque keyless chuck gives ex- 

literature tra working advantages. High accuracy, 
fine balance, and fast bit changing! 


plete catalogs, envelope stuffers, store displays and other sales 


@ Selective Distribution! Each distributor is assigned carefully to 
assure each a satisfactory and profitable volume with SKII 


@ Regular Sales Meetings! Branch salesmen explain features and 
sales points of all SKIL products to distributor salesmen 


For Complete Details on SKIL Drills and SKIL 
Sales Support, Contact your SKIL Representative! 


PORTABLE TOOLS 


When you sell a Drill, be sure it’s a SKIL 
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BUILT 
to turn out PROFITS 


This and similar factual ads, running 

continuously in the leading machine tool 

and industrial publications tell your cus- 

tomers of the superior features of Sheldon Precision Lathes. 
These important design advantages make Sheldon Machine 
Tools easier to sell. 


Design Features: 


® Large and wide “Zero Precision” Tapered 
Roller Spindle Bearings—permit operation at 
all speeds, retain accuracy, end expensive bear- 
ing maintenance costs. 

® 54-pitch Gear Box—gives both standard and 
many hard to get thread ratios. 

® Large Micrometer Dials — Make accurate opera- 
tion easier. 

@ Extra Collet Capacity—1%” hole through 
spindles available on 10”, 11” and 13” swing 
lathes. 

® More Power to Spindle—Efficient drives with 
bigger motors and double neoprene cog 
V-belts to spindle. 





OPTIONAL FEATURES AT EXTRA COST 
include: Hardened ways, Long Tapered Key 
Drive Spindles, 4” D1 Camlock Spindles, bed 
turrets, collet attachments, and other produc- 
tion and toolroom accessories. Lathes avail- 
able with a choice of “Bench,” “Cabinet” or 
“Pedestal” mountings. 


Write for New Catalog G-55 


SHELDON MACHINE CO.,INC. 


1232 N. KNOX AVE. e CHICAGO 41, ILLINOIS 


See us at Booth 1240 A.S.T.E. Show International Amphitheatre Chicago March 19-23 
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John F. Gaudian 


Robert E. Cloonan 


Armstrong Bros. 
Names District Head 


John F. Gaudian has been 
promoted to Chicago district mana- 
ger for Armstrong Bros. ‘Tool Co. 
With the company 21 years, Mr. 
Gaudian has been a Chicago area 
salesman for the past eleven years. 

Robert E. Cloonan will succeed 


t ray 


‘il 
~ 4 7 ~ 


James A. Freeman 





Mr. Gaudian as area salesman. He is 
a former purchasing agent for Na- 
tional Cap & Set Screw Co. 

James A. Freeman, former Arm 
strong Bros. salesman, is retiring 


after 52 vears with the company. 


Allegheny Ludlum 
Appoints Engineer 


Allegheny Ludlum Steel Corp. 
has named Vincent T. Kepler to 
the newly created post of supervisor 
of the Application Development 
Section of its Carmet Division. For- 
merly a salesman, he will direct de 
velopment work on cemented car- 


bides. 
Adds to Capacity 


Allegheny Ludlum Steel Corp. 
has added two new furnaces at its 
Watervliet, N. Y., plant to double 
its capacity for refining high alloys 
and superalloy steels in consumable 
electrode vacuum remelting proc 
esses. Most of the steels will be 
used for jet engine parts. 


Denver Representative 
Named by Binks 

Ray O. Day has been appointed 
sales representative for Binks Mfg. 
Co. in Denver, covering the moun 
tain states. 

He has represented a paint manu 
facturer for a number of years. 





PYRAMID STATISTICS 


Statistic-minded U. S. engineers 
have discovered that one of their 
smaller projects is much larger than 
the biggest Egyptian pyramid, points 
out Electrical World, McGraw-Hill 
publication. Lookout Point Dam on 
Willamette River and its regulating 
unit, Dexter Dam, contain three times 
as much material as the largest pyra- 
mid. Lookout Point is 630 feet high, 
while the pyramid is 482 feet. 











MACHINISTS’ 
VISES 


Tee eeeeeeBEDE. 


M4 


Any man who works with metal will quickly recognize the 
functional contours of a Reed Machinists’ Vise. . . with its 
semi-steel castings heavily sectioned at all stress points, yet 
permitting maximum accessability to the work. All internal or 
working parts are equally well-designed and precision-ma- 
chined to insure rock-like solidity, easy operation and long life. 
That's why Reed Vises ‘carry the load’’ under the most severe 


conditions. Check these features: 


1. Adjustable front end bearing insures 
accurate alignment and eliminates lost mo- 
tion throughout the life of the vise. 


2. Hardened alloy steel jaws can never 
get lost, loose or broken because they are 


| welded in the casting process into a per- 
| fect, permanent union. 


3. Heat-treated carbon steel screw... 
accurately machined for maximum bearing 
surface and long life . . . insures strength, 
stiffness and easy operation. 


4. Alloy steel vise nut is milled to limit 
gauge and fits into an accurately machined 
V-slot in body ... to insure perfect align- 


ment, less stress and longer wear. 


5. Corrugated clamp bolt fits into cor- 
rugations in base plate to permit easy, 


solid clamping. 


6. Quick, positive provision for taking 
up longitudinal play in the main vise nut. 


Remember, In a vise or pipe tool, if it's a REED... 


it's RIGHT / 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA @ 
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Gordon Burke 


Beaver Pipe Tool 
Names District Head 


Beaver Pipe Tool, Inc., has ap 
pointed Gordon Burke district man 
ger in Kansas City. 

His territory includes Missoun, 
Kansas, Nebraska and Iowa. He has 
a mechanical engineering back 
ground and has worked with dis 
tributors in the industry previously. 


Seminars Held 


Koppers Co. has inaugurated a 
new advanced marketing manage 
ment seminar to bring its personnel 
up to date on “fundamental changes 


make 
peete) o\-) ann 


taking place at the core of our 
economy” and latest information on 


Pe ; ae 2h 
when you sell ae ." week-session will be held at Price 
ton, N. J., semi-annually. Executives 
_ from the firm’s central marketing 
| staff and six sales departments will 
attend. 


PAINTS TAARKS 


A COMPLETE LINE FOR EVERY APPLICA- 
TION, MARKAL PAINTSTIKS are widely used 


professional techniques. <A_ three 





BIRD’S EYE VIEW 


in a host of businesses because they're “tailored” 
to specific applications. Marks are weatherproof, 
fadeproof, permanent. Markal advertising plus 
steady repeat business all add up to a real money- 
maker .. . MARKAL PAINTSTIKS. 


COLD .. . Markal Paintstiks (extreme left) for surfaces —50° 
to 150°F. 
HOT... Markal Paintstiks (left) for surfaces 200° to 2000°F. 


SEND todcy for complete distributor information and literature. 


MARKAL COMPANY 


3094 West Carroll Avenue e Chicago 12, Illinois 
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Army future equipment will include 
a reconnaissance drone missile that 
will transmit a television view of 
enemy terrain to a hovering helicop- 
ter for relay to ground forces, Avia- 
tion Week, McGraw-Hill publication, 
reports Currently, excessive heli- 
copter vibration is the obstacle to air- 
borne television reconnaissance 














General Electric Sets Up 
New Department 


A new Gear Motor & ‘I'ransmis 
sion Components Department has 
been organized by General Electric 
Co. following purchase of most of 
the assets of Watson Flagg Machine 
Co. 

The department's 
will be at the Watson Flagg plant 
in Paterson, N. J., under Lewis J. 
Burger as general manager. It will 
consolidate all of General Electric’s 
gear motor business, H. A. McKin 


headquarters 


non, vice president, announced. 
Watson Flagg has supplied com 

ponents to General Electric for 

some 25 years. It employs 500. 





Cc. T. Tinsley 


Sales Executive 
Named by Thermoid 


Charles T. Tinsley has been 
named assistant sales manager of 
the industrial rubber division of 
Thermoid Co. 

Recently manager of the com 
pany’s Southeastern division in At 
lanta, he has been with Thermoid 
since 1943. He has been active in 
application work with paper mills 
and fertilizer plants, and helped de 
velop several new products for these 
industries. 


Heads Essex Rubber 


Joseph E. Cox has been elected 
vice president of Thermoid and gen 
eral manager of Essex Rubber, a 
Thermoid division. He has been 
with Essex Rubber since 1946. 








ATTENTION 
DISTRIBUTORS 


ssp 


HACK SAWS -— BAND SAWS 
THE RIGHT BLADE FOR EVERY JOB 

Offer you a complete line of blades 

backed by more than 40 years of 

hack saw making experience. The 

line must be good to have stood 


that test of time. 


Sold only through Distributors 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 


r . aemmeieinnn : 
FIRST CHOICE FOR INDUSTRIAL MAINTENANCE 


/ Stiff Eors. Connot 
pull together oat 


top when tightened 
Eors also form per- 
fect nut lock. 


WROUGHT : 2. 


BRASS ) eres 
HOSE ¥ Fy. eee 
CLAMPS 3. 


Tongue runs in 
chonnel holding it 
close to hose ond 
moking a uniform 
grip. 
— 4. 

Pliable in band por 
tion, grips tight 
and con be opened 


up, removed ond 
used over again 


Never Kuat- 
Make Hose Last Longer 


ASK YOUR INDUSTRIAL BATTLE CREEK, MICH. 


DISTRIBUTOR OR WRITE 
——— . ™ INDUSTRIAL BRASS FITTINGS 
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W. L. Baker 


Whitman & Barnes 
Names Sales Engineer 


William L. Baker has been named 
sales engineer for Whitman & 
Barnes covering eastern Maryland, 
Virginia, Washington, D. C., and 
southern Delaware. 

He has been a tool and inspec- 
tion engineer for Westinghouse Air 
Arm Division. 








Peerless Opens Plant 


tale The Peerless Electric Co. recently 


5 — oo Onto ie opened a new $350,000 plant for 


its Fan & Blower Division. A half- 


For oO VER N I G be T 5 HIPME N T Ss a expansion program is 
From Our Central Locations 


Barry Director Named 


Elephant Brand Products Are Made By The Old 


Manufacturer of Chains in America: ‘ ; director of Barry Controls Inc. He 


Jerome Ottmar has been elected a 


is vice president of Metals & Con- 


@ Proof and BBB Chain . Booman Chains ie Com. 
* Hight-Test Steel Chain — _ eC enveyor Chains 
® Sling Chains yO ov Ke Liberty Coil Chain 


¢ Grab-H ESiip Hooks * Machine Chain 
and huts * Weldless Chain 


} Alloy Chains Now Available 
Write for catalog and prices today 





READ AS YOU RIDE 


Provision of a free daily newspaper 
on each seat has made life pleasanter 
for riders on a Saskatchewan bus line, 
Bus Transportation, McGraw-Hill pub- 
lication, reports. Latest editions of 
daily newspapers are placed in the 
buses at the two terminal points of its 
express run. 
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Borg-Warner Plans 
New Plastics Plant 
Borg-Warner Corp. has appro- 
priated $10 million dollars for “a 
major expansion” in the plastic 
manufacturing field, Roy C. Inger- 
soll, president, announced recently. 
The company’s Marbon Chemical 
Division will build a new plant on 
a 322-acre site at Washington, W. 
Va., to produce a_ thermoplastic 
resin called Cycolas. It has end uses 
for a variety of civilian products as 
well as pipe and fittings. 


American Machine 
Names Division Head 


Charles C. Wiedmann has been 
promoted to general manager of the 
AMF Tool Division of American 
Machine & Foundry Co. 

Formerly assistant sales manager 
of the operation, he has been with 
the company since 1934. 


Rayl Co. 
Adds to Staff 


The Rayl Co., Detroit, has ap- 
pointed Donald C. Rolling to its 
industrial sales staff. 

He has been with Simonds Abra 
sive Co. and with K.S.M. Products. 
He was K.S.M.’s Detroit manager 
for three years. 





INSIDE SALES at the S. B. Hubbard 
Co. branch in Miami, Fla., are han 
dled by Archie White 


“ARISTOCRAT 


OF WRENCHES” 
VITALLOY® FORGED 
engineers’ double head — 15° angle 


with 


BROTHER, if you haven't held this baby in your 
hand, you don't know what “feel” in a wrench means. 


TALK ABOUT more skill—this beauty mokes pros out of 
amateurs. Its lightness makes handling a pleasure... its 
tremendous strength comes from Billings specic! analysis 
alloy steel—drop-forged, heat treated. They just don't 
come any more rugged—more lasting. 

WANT TO get down to cases on what makes this VITAL- 
LOY FORGED wrench tops in the trade? Openings are clean, 
shaped accurately for snug fit—no slips. You get into 
cramped quarters with tapered jaws, thin heads that round 
out-of-the-way into the handle. Numbers and sizes are 
clearly stamped on polished faces for easy identification. 
Finished in heavy chrome plate over copper and nickel. 

WHAT DO these features mean to you? More skill, yes, 
because of better design, lightness, strength. More savings 
in tool replacement cost, too—it lasts longer so it costs less. 
Makes sense, doesn't it? 


YOUR CUSTOMERS WILL SEE THIS AD IN 
NATIONAL INDUSTRIAL PUBLICATIONS. 


YOUR TERRITORY MAY BE OPEN— 


WRENCHES - SHOP TOOLS 


Quality Tools and Forgings Since 1869 


THE BILLINGS AND SPENCER CO. + HARTFORD 1, CONN. 
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AGENTS! 
DISTRIBUTORS! 





Retiring from Wm. Powell Co., William Gnann, Pittsburgh sales engineer, and 
Edward Hageny, purchasing agent (right), were given sendoff by H. James Coombe 
center), board chairman 


it’s easy... 


megines gorditas oe Attleboro Firm Moves to New Quarters 


with Automatic Feeds! 


EVERY DRILL PRESS is a po- 

tential user of a Multi-Speed Drill 

Feed because it is converted into a 

high production automatic for 

drilling, deep hole drilling, ream- 

ing, tapping, threading, spinning, 

counter-boring, skip-drilling, and 

spot facing. It is especially appli- 

cable where automation is requir- 

ed for higher production on any 

power tool. 
The Multi-Speed Drill Feed has 

a direct thrust on the top of the 

spindle and never interferes with 

manual operation of the drill 

press. With its fast approach 

(0” to 4” plus), its micrometer 

type depth control and adjustable 

drilling speeds, the General Multi- Brownell Mill Supply, Inc., Attleboro, Mass., now occupies this headquarters with 

Speed is the most versatile drill brick facade and large window display. Interior view (below) shows counter display 

feed on the market. will-call counter, modern lighting and steel shelving for will-call items 
Other General Pacific products 

for machine shops are Automatic 

Deep Hole Drillers with automatic 

“feed and retract” cycles, Auto- 

matic Table Indexers, and Foot 

Control Valves. 





GET THE FACTS TODAY — here are top 
commission extras you should investi- 
gate! PROVED IN 10 YEARS EXPERIENCE! 


The MULTI-SPEED 
DRILL FEED 


THE GENERAL PACIFIC CORP. 


Machine Tool Div., 8740 Washington Blvd 


Culver City, California 
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U. S. Rubber Building 
New Pittsburgh Branch 


United States Rubber Co. this 
fall will complete a new Pittsburgh 
branch and warehouse replacing its 
two present downtown facilities. 

Located on Graham St. Extended 
in Stowe Township, the new facility 
will have 110,600 sq. ft. of space on 
a five-acre plot. A modern air-condi- 
tioned office will adjoin a mechan- 
ized warehouse. 

The new branch will be one of 
the largest to result from the com 
pany’s expansion program for 40 
branches. It serves western Pennsyl 
vania, eastern Ohio, West Virginia 
and western Maryland. 


Wins Franklin Medal 


Richard Y. Case, chief engineer 
of the power transmission depart 
ment of United States Rubber Co., 
has been awarded the Edward Long 
streth Medal of the Franklin 
Institute of Philadelphia for his 
invention of the timing belt. Mr. 
Case patented the belt in 1950 when 
he was with L. H. Gilmer Co., now 
owned by U. S. Rubber. Among 
previous medal winners were 
Thomas Edison and Alexander 
Graham Bell. 


To Expand Plastics 


Naugatuck Chemical Division of 
United States Rubber Co. has put 
chased a 150-acre tract near Baton 
Rouge, La., for a new plant to manu 
facture plastic materials for pipe, 
automotive parts and other indus 
trial products. It will cost more 
than $5 million. 


New Furnace Installed 


Southern Screw Co. has installed 
a new carburizing furnace as part of 
the company’s $2 million expansion 
program at its Statesville, N. C., 
plant. Designed to elminate the 
need for sending tapping screws out 
side the plant for this process, the 
furnace has a capacity of 300 Ibs 
of material per hour. 


FOR HIGHEST PRODUCTION... 
BEST PERFORMANCE........ 
FAST DELIVERY of REAMERS... 
Largest IN-STOCK Selection 


To assure your customers of increased 
production . . . smooth chatter-free cutting 
action... more reamed holes per grind... 
longer reamer life . . . holes that are 
extremely accurate and having finest 
finishes . . . stock a complete line of W & B 


high speed reamers. 


In the complete W & B line your customers 
will find reamers of every type. Each type is 
designed from years of experience to pro- 
vide them with highest efficiency reaming 
on specific jobs. “There's A Big Difference 
In High Speed Reamers” . . . Look to 
W & B for that difference! 


We tell your customers, “Call your W & B 
distributor for quick delivery of in-stock 
reamers that will best meet your needs. 
For reamer literature or additional infor- 


mation, write direct.” 


NO. 262 6... 
Hercules Straight Shank Chucking Reamers. 


NO. 2B7 cece 
Hercules Taper Shank Chucking Reamers. 


NO. 286... 


Hercules Straight Shank 
“Altercut’’ Chucking Reamers. 


ees BOY occ 
Hercules Taper Shank Jobbers’ Reamers. 


NO. 266... 
Hercules Stub Screw Machine Reamers. 


“Makers of Fine Tools Since 1848 


WHITMAN s BARNES 


40010 PLYMOUTH ROAD + PLYMOUTH, MICHIGAN 


NEW YORK ° CHICAGO ° LOS ANGELES 
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(REGARDING 


VISES:~ 


Let's get together 
for good business 








Co., Salem, Ore., checks in on some 
invoices. 





0 R GAN |Named by Vickers Bek FOR 


gives distributors | M. J. Taup has been appointed ad: 


every possible sales | administrative assistant to the vice 


| president of sales of Vickers Inc. 


advantage Bs thee | A. M. Lane succeeds Mr. Taup as 
a‘ _/ | mobile products manager. 


*& THE LINE: Adds to Plant 


The Morgan line of vises is complete in types Hvydro-Line Mfg. Co. iS complet- 
and sizes, giving you a dependable source : 


CATALOG 











ing construction on a new addition 
to its Rockford, Ill., plant which 
will double the production area 


of supply at all times. 


*& THE GUARANTEE: 


It's unconditional. We set no time limit on Wilson Executive Named 
. Ae 4 
our guarantee nor do we have a specified 


period of time for free replacement. This M ilson Steel & Wire . Co. has | whatever 
applies where any Morgan Vise shows a elected Charles a Lee vice presi the need you 
7 


manufacturing or material defect dent. He will be in charge of opera 


tions and new products. can meet it with 
THE QUALITY: MALL... 


Rigid control of materials, accurate machin- 








tn oe . +i alia One source for all your power tools— 

pT a ewe Re: -osseepelligmen ep = MALL: for more than 35 years the 

your emurence of the very finest quality manufacturer of an unusually fine and 

| complete line of electric, air and gas 

. power tools at low economy prices 

% THE CONTAINERS: made possible by engineering, design 
Each vise shipped is packed in a strong and manufacturing efficiencies. 

, : Yes, with MALL you can increase 
fibre board carton to prevent damage in , : 
eee a your volume and profits by supplying 
Ks . | all portable power tool needs from one 

supplier and concentrating all adver- 
, ve tising, merchandising and promotional 
Write for the MORGAN Distributor aids to generate demand and sales for 
Plan. Ask for details regarding our . you. 
FREE display stand. We urge users La ges 
to buy thru their local distributor. MALL TOOL COMPANY 
Portable Power Tools «Gasoline Electric * Air : 
7802 S$. Chicago Ave., Chicago 19, Illinois 


MORGAN VISE co : Please send more information about a 
. : MALL Dealership. 


108-112 N. Jefferson St. WILLIAM R. MOORE, Norton Co | Name 


Chi 6, Ilinoi vice president and former abrasive di Address 
icago 0, inols vision sales manager, has retired after 
42 years with the company. 
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Manufacturers’ 
Activities 


(Starts on page 120) 





mitting display and identification of 
files. Illustrated is set TS36W, con- 
sisting of a full range of 4” shank 
diameter tungsten carbide rotary 
files. 

Other Grobet sets include pop 
ular shapes and sizes in §” and 
4” shank, in chisel-cut and ground- 
from-the-solid types, made from 
high-speed steel or carbide. 


VALVES—New York Air Brake 
Co., Kinney Div. Boston, has issued 
a bulletin (no. 401) describing its 
series of bronze, cast iron, and fabri 
cated steel bellows-sealed vacuum 
valves. ‘The bulletin presents engi- 
neering drawings, cutaway and ex- 
ploded views of the valves, and gen 
eral dimension charts for the various 
sizes. 


LINK{(C)BELT /M-L/NE 


lat -lilet- 1m Ci-F- lame lala yt 


Link-Belt Issues 
Two New Booklets 


Link-Belt Co. has issued a 16- 
page book (no. 2651) describing its 
new line of in-line helical gear 
drives. Load classes for numerous 
applications, overhung load ratings 
and dimension tables, selection in 
structions, and cutaway views of 
both double and triple reduction 
valves are given. 

The firm has also issued a 28-page 

(Continued on page 312) 





FAST 


Pibealwb 





Easy threading of 2" to 2” pipe or conduit 


Your customers buy a lot of these threaders because heads snap into 
ratchet drive ring from either side —can’t fall out. Dies reverse 
easily for close-to-wa!l threading. OOR and OR, ” to 1”; 

111R and 11R, %” to 114”; 12R, 4%” to 2”. Free carrier with 

sets. Conduit and special dies on request. Stock and sell 


them —for fast turnover! Order today. 


FRIED Bolt Threaders, too —No. OOR-B, / 
V4”’ to I’’, National Coarse or fine thread, efficient 


drop-head dies. 
"Threaded Pipe — It's Tight — It's Best — Costs Less” 





The Ridge Tool Company, Elyria, Ohio, U. S. A. 
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CHIEF ENGINEER JOHN F. McCANN CONFERS WITH 

DISTRIBUTORS whenever they need technical advice. 
ACME engineers offer their services gratuitously, and fre- 
quently solve problems for distributors’ prospects. 


MS thin 
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1 
National advertising! ri quality 
ted vier! 








distributors 


acmt CHAIN CORPORATION - 


CONSISTENT ADVERTISING TO DISTRIBUTOR PROS- 
PECTS is an integral part of the ACME sales aid 
program. Its objective is to create an awareness of the 


ACME name and product advantages among a wide 
group of prospective buyers. 


e FACTORY | 


MANAGEMENT AND MAINTENANCE 








Ea AN INFORMATIVE 76-PAGE CATALOG is supplied 
to all distributors. In addition, ACME provides a 
variety of other printed sales aids to equip distributor 
salesmen or for use in direct mail. 


|S | ACME'S VP-SALES, HERMAN E. PIHL SAYS: “The 
distributor is as much a part of our organization as 
the men who assemble our chains in the plant. We'll back 
our distributors to the hilt with every selling aid possible."’ 


3 | A FULL-COLOR TRAINING FILM is available for edu- 
cating salesmen to the characteristics of ACME 
ROLLER CHAIN. Attention is also given in the film to appli- 
cations of chain drive power transmission. 





\CTORY2 
Heavy Moving Goes Automatic 
The Trend Today Is to Vend 


Top Electrical Maintenance 


New Bonus for Better Quality 








6 | ACME USES FACTORY to spearhead this distributor 
aid among plant operating men in the manufactur- 
ing industries. No other businesspaper helps the distribu- 
tor so much in this area. More plant operating men pay 
to read FACTORY than any other monthly businesspaper. 


Ask the manufacturers whose products you handle for the 
sales support that includes regular advertising in FACTORY. 


A McGRAW-HILL PUBLICATION, 330 WEST 42ND STREET, NEW YORK 36, N. Y. 








HEAVY-DUTY 


DRILLS 
PRICED RIGHT. THEY SELL! 


Here are “Tope Zuality HEAVY-DUTY Drills you can recom- 


mend and sell with confidence . . . giving your customers that 


extra value they look to you to supply. 


As a MILWAUKEE distributor, you enjoy healthy sales and 
profits, plus greater repeat orders from satisfied customers. 





An Excellent Distributor 
Arrangement Makes 


MILWAUKEE 
A Good Line 
To Handle 


MILWAUKEE 
ELECTRIC TOOL CORP. 


5340 W. STATE ST. «© MILWAUKEE, WIS. 








Manufacturers for Over 50 Years of Zwatcty ELECTRIC TOOLS 
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book (no. 2447) on its new line of 
“Gearmotors” and “Motogears.” In- 
cluded are complete selection data 
together with construction features, 
load classifications, dimension tables, 
overhung load ratings and mount 
ing assemblies. 


BELTING—Main Belting Ceo., 
Middletown, Conn., has issued a 
catalog illustrating and describing its 
full line of stitched canvas belts. 
Selection and specification data, as 
well as details of belt construction, 
impregnation, and curing are given. 


Atrax Wall Chart 
Illustrates Burs 


Atrax Co., Newington, Conn., 
has issued a wall chart containing 
operating information and illustra- 
tions of more than 120 standard 
solid tungsten carbide burs manu- 
factured by the company. A feature 
of the chart is its recommended 
speed table applying to any mate- 
rials ranging from stainless steel to 


aluminum. 


STRAINERS—Rockwell Mfg. Co., 
has issued a bulletin (no. OG-326) 
on its strainers and air eliminators. 
ext, drawings, and photos explain 
the products. ‘Typical installations 
ire described and illustrated. 


INSERTS—Heli-Coil Corp., Dan 





bury, Conn., has issued a bulletin 
(no. 625A) on its line of wire thread 
inserts. The 22-page publication 
presents design data, application 
photos. For design engineers work- 
ing on military applications, the 
firm has issued a separate bulletin 
(no. 689A) giving military standards 
for drilling depth, class of fit, gages, 
etc. 


HOSE—Hose Accessories Co., Phila- 
delphia, has issued a 4-page bulletin 
(no. 105) covering steel, malleable 
iron, and brass hose couplings and 
nipples for industrial rubber hose in 
suction, water, and petroleum appli- 
cations. 


FITTINGS—W atson-Stillman _ Fit- 
tings Div., H. K. Porter Co., 
Roselle, N. J., has issued an §-page 
bulletin (no. S-1-55) containing engi- 
neering data and size dimensions 
for its forged stainless and alloy steel 
fittings. 


FASTENERS-—Fischer Special Mfg. 
Co., Cincinnati, has issued a 16-page 
catalog (no. 55) covering its line of 
turned brass and aluminum nuts. 
he publication describes and gives 
specifications for the firm’s standard 
hexagonal nuts, open- and closed 
end cap nuts, and knurled thumb 
nuts, as well as its lighting fixture, 
spark plug, and battery nuts. 


Steelcote Bring Out 
Maintenance Catalog 


Steelcote Mfg. Co., St. Louis, 
Mo., has issued a 48-page catalog of 








. 
4 
es oe = : 
~j> 3° TOOL DRAGS ON WORKPIECE 
MEAT WILL BE GENERATED AND 
TIP’ DEFORMATION OCCURS RAPIDLY 





LO MUCH CLEHRANEE 


UY / or ARB T 
| ; 
| (20% curring g ‘ 
DGE IS WEAK AND 
CARBIDE Wiki EITHER CHip og CRACK 


DISTRIBUTOR SALESMEN 
SELL MORE 


... thanks to frequent and easy-to-under- 
stand training on carbide tools — by 


Wendt-Sonis factory men. 





WENDT-SONnIS 


COMPANY 


Dept. 1D-356 
HANNIBAL, MISSOURI + ROGERS, ARKANSAS 
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Better Pliers 
for the 
Industrial Market 


As a distributor of industrial equip- 
ment, you know how important 
quality products are to satisfy your 
customers. 

Kleins are the standard by which 
other pliers are judged and back of 
the Klein Line are 100 years of 
experience in manufacturing the 
highest quality tools. 


And the Klein line is complete— 
a size and style for every job—each 
designed to do that job better . . . 
to last longer ... to give maximum 
service. 

Be sure your stock of Kleins is 
adequate to serve your better cus- 
tomers—good workmen who know 
that Klein quality assures lasting 
satisfaction. 


ASK YOUR SUPPLIER 


Foreign Distributor: 
International Standard Electric Corp. 


New York 
New Plier 
Display 


Speed up Klein Plier sales 
with this new display 
board. Write for price and 
full information. 


Mathias KLEIN & Sons 
tabbed 1227 Came. 04. 
} RM . HICAGO 45. ILLIN 


Mel K ROAI 


its heavy duty industrial main- 
tenance paint products, including 
waterproofings, roof coatings, caulk- 
ing compounds, floor patching mate- 
rials, etc. Technical information on 
special-purpose coatings is included. 


Wilton Tool Has 
Mobile Unit 

Wilton Tool Mfg. Co., Schiller 
Park, Ill., has put a demonstration 
unit on wheels, in the form of a 
station wagon to help distributors 
demonstrate and sell the firm’s new 
line of air-powered hydraulic bench 
and machine vises. Demonstrations 
will be arranged through distributors 
with the help of special mailings an- 
nouncing dates on which appoint 
ments can be made. 
STEEL—Allegheny Ludlum Steel 
Corp., Pittsburgh, has issued a new 
edition of its “blue technical data 
sheet” on tool and high-speed steels 
[he 16-page publication has 17 
charts giving data on these steels. 
The firm has also issued a 16-page 
booklet on stainless steels, electrical 
materials, Carmet carbide materials, 
and tool steels. 


WELDING-—Babcock & Wilcox, 
New York, has issued a “technical 
data card” (no. 155A) summarizing 
various recommendations for joining 
by arc welding procedures various 
tubing steels. Information on pre- 
heating and post-welding heat treat- 
ments is also included. 


FASTENERS-—Standard Pressed 
Steel Co., Jenkintown, Pa., has is 
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DARNELL CASTERS 
& E-Z ROLL WHEELS 


consider 
these ‘“‘plus”’ 
features 


RUBBER TREADS . . . a wide choice of 
treads suited to all types of floors, inzlud- 
ing Darnelloprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage. 


RUST-PROOFED by zine plating, 
Darnell Casters give longer, care-free life 
wherever water, steam and corroding chem- 
icals are freely used. 


LUBRICATION . . . all swivel and wheel 
bearings are factory packed with a high 
quality grease that “stands up" under at- 
tack by heat and water. Quick grease-gun 
lubrication provides easy maintenance. 


STRING GUARDS . . . Even though string 
end ravelings may wind around the hub, 
these string guards insure easy rolling ot 
oll times. 





FREE 


this question-answering guide 
with your first selection 
and charter membership in the 


McGraw-Hill BUSINESS BOOK CLUB 








Announcing... 
the McGraw-Hill Business Book Club 
with 4 sections 


Business Administration 
Industrial Management 
Finance and Accounting 
Advertising and Selling 


McGraw-Hill recently announced 
its decision to establish a series of 
business book clubs. To provide 
greater services to our members, 
the newly organized Advertising 
and Selling Book Club and three 
projected clubs in related fields 
are now being launched as one 
Business Book Club. 


How does this plan benefit you? 
As a member of the McGraw-Hill 
Business Book Club, you enroll in 
the section of your choice. You 
may select books from this area 
of special interest to you, but you 
need not be confined to it. You are 
also free to take any of the out- 
standing selections from any other 
section of the Club. The Business 
Book Bulletin which you will 
receive every other month, will 
describe fully the current main 
selection being offered in each sec- 
tion of the Club, as well as a 
number of alternate selections. 


So whether you wish to specialize 
in your field or to round out your 
knowledge of a wide range of 
business practice, the Business 
Book Club will provide you with 
a technical reading program that 
cannot fail to be of value to you. 
The Club selections offered you 
will be chosen by the business 
book editors of McGraw-Hill. 
Their te ne | understand- 
ing of the standards and values 
of business literature will be your 
guarantee of the authoritativeness 
of the selections. These books 
which you might otherwise miss 
will be delivered to your door— 
simply, surely, and at savings of 
approximately 15% from publish- 
ers’ prices. No comparable pro- 


gram could be so 
so economical. 


the Club operates. 
second month you receive free of 
charge the Club’s Business Book 
Bulletin (issued six times a year) 
This gives complete advance no- 
tice of four main selections—one 
in each section of the Club—as 
well as of a number of alternate 
selections. If you wish the forth- 
coming selection in your section, 
you do nothing—it comes to you 
automatically. If you wish instead 
the selection from another section, 
or one of the alternate selections, 
or if you want no book for that 
two-month period, you notify the 
Club by returning the form and 
postage-paid envelope provided 
with each Bulletin for this pur- 


pose 


convenient or 


How Every 


You need not accept a book every 
other month. The purchase of as 
few as three volumes in one year 
fulfills all your membership re- 
quirements. And if you choose, 
you may cancel your membership 
anytime after accepting just three 
books. 


Send no money—Just the coupon. 
Why not immediately enjoy the 
stimulus and positive help of the 
best current business thinking? 
By taking advantage of this spe- 
cial offer, you will receive abso- 
lutely free J. K. Lasser’s Business 
Management Handbook, together 
with your choice of any one of the 
16 books shown above as your 
first selection—at the specia] Club 
price. 


So mail the coupon today! 





-streamlined for you 
volume Executive Course it 
ment which sold for $38.5 
business information, it 
ern executive operations 


Here 


) 


ment and bigger profits. 2: 


covers every 
A sure 


Publisher's 
Edition, $8.50 


BUSINESS 
MANAGEMENT 
HANDBOOK 


edited by J. K. LASSER 


the 24 
Manage 
practical 
of mod- 
Inanage- 
sold 


one guidebook—is 
Business 


in 
n Profitable 
0. A compendium of 
major area 
to better 
already 


help 


Mail Entire Coupon to: 
The McGraw-Hill Business Book Club 
330 West 42nd Street, New York 36, N. Y. 


Please enroll me as a member of th 
ing section () BUSINESS AD 
MANAGEMENT; [() FINANCE A 
ING AND SELLING. I wish to 
checked below 


OA Guide to Modern 
ment Methods by Perrin Stryker 
and the editors of Fortune. Pub 
lisher’s Edition, 3.50. Club Price, 
2.95 


© Human Relations in Small tn- 
dustry by John Perry. Publisher's 
Edition, 5.50. Club Price, 4.75 
©) Practical Financial Statement 
nalysis, Ord Ed, by I A. 
Foulke. Publisher's Edition, 10.00 
Club Price, 8.50 
(2) How to Write Advertising that 
Sells, 2nd Ed., by Clyde Bedell 
Publisher's Edition, 6.50. Club 
Price, 5.50. 
C) Why Do People Buy? by the 
editors of Fortune Publisher’ s 
Edition, 3.50. Club Price, 2.95 
©) Industrial Advertising Hand- 
book edited by Julian Boone 
Publisher's Edition, 6.50. Club 
Price, 5.50 
} Advertising Psychology and 
esearch by D. B. Lucas and 8 
H. Britt. Publisher’s Edition, 7.50 
Club Price, 6.45 


©) Making Your Sales 
Sell by E. J. Hegarty 


Meetings 
Publish 


I am to receive FREE with the 
Business Management Handbook. Y 
only at the special club price, 
and handling 


Forthcoming selections will be described to me in advance and 


decline any book. I need take only 
of membership 
special price 

No-risk guarantee. If not 
shipment within 10 days and my me 


Name 


Addres 


City v7 


plus a few 


completely 


16 Business Book C 
MINISTRATION ; 

ND ACCOUNTING 
take as my first selection the book 


ab, im the low 
O) INDUSTRIAL 
ADVERTIS 


er’s Editior 4 Club Price, | 
3.40 
[] Showmanship in Public Speak- | 
ng by E. J. Hegarty. Publisher's | 
Edition, 75. Club Price, 3.15 
C) How te Sell Through Mail Or- | 
der by Irvin Graham. Publisher's 
Edition, 6.00. Club Price, 5.00 | 
C) Hew to Be a Successful Leader | 
by Auren Uris. Publishers Edi 
tion, 3.50. Club Price, 2.95 | 
C) Practical Sales Psychology by 
D, A. and BE. C. Laird. Publish | 
ers Exiition, 4.00 Club Price | 
3.45 
() Motivation Research in Adver- | 
tising and Marketing by G. H 
Smith. Publisher's Edition, 5.00 | 
Club Price, 4.25 
0) Advertising Agency Operations | 
and Management by Roger Dar | 
ton Publisher's Edition 6.0 
Club Price, 5.25. | 
How to Talk Fr 
fender. Pub r’s Edit , 4.00 | 
Club Price, 3.4! | 
(3 Bente Letters In Business, 
d ed. by R. L. Shurter | 
lisher’s Edition a5 
3.25 | 


Pub 
Club Price 


a gift copy of 
first selection 
for 


book checked above 
ou will bill me for my 
additional cents postage 
I may 
selections or alternates in 12 months 


All further selections I choose will be at the member's 


satisfied. I may return first 


be canceled 


my 
mbership w 


(Please Print) 


Ip 


me State 


Ressunsqns ex aun qtivenabunestbe Gus uecte qu an-chpes axaupemamansampunsansaised 
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better profits, 


well-known GREE 


faster with 


NLEE timesavers 


for electricians 


new lightweight 
hydraulic pipe and 





Cash in on the big, growing demand for this 


a!l new Greener Bender that quickly, ac- 


>” 


curately bends 14” to 2” conduit. Easy porta- 


bility . extra versatility . . . extra power 


and makes a full 90° bend with one stroke 


of the ram! Separate two-speed hydraulic 


hand pump and bending ram simplify one- 


HAND BENDERS 
FOR TUBING 


swiftly produce 
accurate small 
radius bends (up 
to 1k n con- 
duit, pipe, and 
tubing. No ilat- 

tening or kinks 

GREENLE! 

Hand Benders are \ 
cap ally de- 

signed to form neat bends to ht sharp corners, nooks, and 
many manuta 


other close quarters. Eliminate 


tured bends and fittings. Various 


KNOCKOUT PUNCHES AND 

HYDRAULIC PUNCH DRIVER 
Quick, casy way to make knockout enlargements for 4" 
to 4" conduit. Simply insert GREENLEE Koockout Punch 
io knockout or small drilled hole, then turn with an 
Ordinary wrench. For an even faster, practically cffortiess 
Operation, drive Punch with powerful, portable GREEN- 


LEE Hydraulic Driver. 





conduit bender 


man handling and setup. Easily operated 
by hand, or may be teamed with a Green 
LEE power pump for fast production jobs. 
ling 


bus bars. Write 


for complete data and pricing on this fast- 


Attachments also available for ben 


thin-wall conduit, tubing, 


selling tool. 


CABLE PULLER 
Easy Operating 
for 7,500-pound 
directly to condu 
in line with cond 
loosened hangers. Spe 
‘ signed to save work, sx 


Attachment available for concealed conduit work 


BORING TOOLS 
For quickly making clean, smooth 
a. The 
line includes Electri 
Bits and Electric-Drill 
!! Hangers’ Drills 


, 
gf 
openings for conduit and wir 
{ GREENLEE 
cians’ Auger 
1 Bits, Be Expansive 
| Bits, Joist Borers, Ship Augers, aod 


Bit Extensions, 


ohEenize 


Write for catalog on above and other GREENLEE time- 


saving tools including anchor screw expanders, chisels 


and gouges, spiral screw drivers, and many more 


sued a booklet entitled “Mainiaturi- 
zation,” as discussion on the tech- 
nique of getting more strength out 
of smaller parts through the use of 
steel fasteners. The book illustrates 
and describes the technique from its 
solid geometry theory to its appli- 
cation in metalworking. 


SEMI-STEEL 
ond 
ALLOY 


Wm. Powell Catalog 
Features Plug Valves 


Wm. Powell Co., Cincinnati, O., 
has issued a 36-page catalog detail- 
ing its line of iron and steel lubri- 
cated plug valves. Illustrations of 
the single, screwed, and bolted gland 
type valves are shown, including 
photos, sectional, and detailed draw- 
ings. Physical data on dimensions 
and ratings are given. 


VALVES—Yarnall-Waring Co., 
Philadelphia, has issued a reprint of 
an advertisement featuring its seat 
less blow-off valve. Cutaway views, 
illustration, and application photo 
of product accompany text. 


CLUTCHES—Formsprag Co., Van 
Dyke, Mich., has issued a catalog 
no. 103-C) covering its line of 
clutches and clutch-cou 
pling units. The catalog, 
firm, is intended as a reference guide 
to the selection of its products at fac 
tory and distributors’ warehouses. 
Cutaway photos, cross-sections draw- 
ings, application suggestions, and 
engineering data are included. 


standard 
says the 


TESTING UNITS—Sperry Prod- 


ucts, Inc., Conn., has 


GREENLEE TOOL CO., 1923 HERBERT AVENUE, ROCKFORD, ILL. Danbury, 
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issued an eight-page bulletin cover- 
ing the application of its ultrasonic 
“Reflectoscope” for non-destructive 
testing of products and equipment. 
Bulletin pictorially illustrates uses 
of the unit, and explains the prin- 
ciples of ultrasonic inspection. 


BRONZE-—American Smelting & 
Refining Co., Barber, N. J., has 
issued a bulletin (no. 301) contain- 
ing in tabular form all stock sizes 
and weights of solid and hollow 
bronze bars from 4-9 in. in diameter, 
manufactured from 773 continuous- 
cast bearing bronze (SAE 660). 


ADHESIVES—Minnesota Mining 
& Mfg. Co., Detroit, has issued a 
12-page catalog illustrating and list- 
ing properties and applications of a 
variety of adhesives, coatings, and 
sealers now available from the firm’s 
adhesives and coatings div. Applica- 
tions for various industries are 
tabled. 


Warren Tool Packages 
For Sledges, Picks, Etc. 


Warren Tool Corp., Warren, O., 
has developed five new cartons for 
shipping and displaying its “War- 
ren-Teed”’ line of sledges, picks, mat- 
tocks, wrecking bars, and other con- 
tractor and garden tools. With 
metal-stitched seams, the containers 
are decimal-packed for ease of in- 
ventory control. 


CONTROLS—Lunkenheimer Co., 
Cincinnati, has issued a four-page 
circular describing its line of 
“Alvor” constant level oil controls, 
bottle oilers for plain bearing lubri- 
cation, “Sentinel,” “Royal,” and 
“Pioneer” glass body oil cups, and 
“Alsen” aluminum body oil cups. 
Dimensions and installation instruc- 


KALAMAZOO 


MODEL 1220 METAL 
CUTTING BAND SAW 


big, fast, built to give you high production 


KALAMAZOO METAL CUTTING 
BAND SAW MACHINES ... a 
model to meet your needs. 


MODEL 8C cuts 8” round, 16” flat, 
8” pipe. Coolant equipment and 
casters available 


KALAMATIC BAR FEED ATTACH- 
MENT converts Kalamazoo saws to 
fully automatic cut-off machines. 


MODEL 610 cuts 6” round, 10” 
flat. Coolant equipment and casters 
available. 


CUTS 12-INCH ROUND, 
20-INCH FLAT, 12-INCH PIPE 


Accurate to a few thousandths, with 
minimum burr and kerf. 


Four cutting speeds and variable frame 
weight adjustments provide a selection 
for various jobs — better sawing re- 
sults, longer blade life. 


Available with coolant equipment for 
uninterrupted production sawing — 
without coolant for intermittent cut- 
ting and for non-ferrous metals. 


Designed throughout for maximum 
safety. All moving parts fully enclosed 
— only cutting section of saw blade is 
exposed. 


Heavy duty 1 HP motor provides ample 
power for all cuts. 


ASK YOUR KALAMAZOO DEALER 
FOR DETAILS AND DEMONSTRA- 
TION of the rugged Model 1220. 


See us at Booth 639, A.S.T.E. Show in Chicago 


MACHINE TCOL DIVISION 


Kalamazoo TANK and SILO COMPANY 


318 Harrison Street . . . Kalamazoo, Michigan 
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HAVE YOU RECEIVED 
YOUR COPIES OF THE 


NEW 


ALLENAIR 
Catalogs? 


WRITE FOR YOUR 
COPY NOW! 


Valve-in-Head Cylinders 


Air or Electrically 
Operated, Selection 
of 8 different models 
to meet your specific 
requirements. 14%” to 
4” bore, up to 20” 
stroke in STOCK. 


an The A. K. ALLEN CO 








= il. Wl, Coe 


Single & Double 
Ended Cylinders 
Complete range of 
sizes; all mounting 

Styles. 


head neheate 
* a ae é 


Air Valves EN AIR 
8 page catalog illus- VACVE << 
trating complete line = = 


of solenoid, pilot and 
hand valves. 


The A. K. ALLEN CO. 





Spring Return Clamp 
Universal mounting, 
(2) % N.P.T. air in- 
lets, 1 brass hose 
connector, 


The A. K, ALLEN CO. 





Dial Feed 
indexing Tables 


tions, together with application data, 
are given. 


Horton Chuck Issues 
New Catalog 


Horton Chuck Div., E. Horton 
& Son Co., Windsor Locks, Conn., 
has issued a new catalog featuring 
a visual reference index for locating 
type of chuck wanted, section views 
of various types of chucks. Illus 


trations and dimensional drawings 
of all chucks are included. Space 
is reserved on cover for distributor 
salesman to affix his card. 


GRINDERS; GAGES-—Besly- 
Welles Corp., Beloit, Wisc., has is- 
sued a condensed catalog describing 
various types of its disc grinders. 
Dimensions and specifications are 
listed for double horizontal and 
double vertical spindle disc grinder, 
radial head face grinder, single ver- 
tical spindle disc grinder, and other 
special grinders. The firm has also 
issued a 32-page catalog on its thread 
and plug gages. Publication features 
a visual index and tables of sizes and 


prices. 


VALVES-—Simplex Valve & Meter 
Co., Lancaster, Pa., has issued a 20- 
page bulletin (no. 1301) on water 
conservation and water wastage, de- 
its “Pitot Assembly” for 
hidden leaks in water 


scribing 
locating 
mains. 


TRANSMISSION-Revco, Inc., 





Every plant needs a SHOPLIFTER 


BM=a"—F VOLTS 


THE ORIGINAL 


500 LB. HAND LIFTER 


More than 10,000 have 
been supplied to over 
50 different types of 
industrial plants 
all over America 


Only *197°° 


Rugged, simple, few moving parts. Will 
last a lifetime with practically no upkeep. 

Pays for itself over and over again in 
time and labor saved — lifting dies, ma- 
chine parts, loading and stacking. Elimi- 
nates danger of lifting injuries. 

1000 Ib. and 2000 Ib. Shoplifters and 
many special duty models available. 
Write Don Subr for salesmen's catalogue 


sheets and re-sale information. 
rorey 


Selection of 3 differ- 
ent models. 


{MAILYCOUPON TODAY 


|THE A. K. ALLEN CO. 

| 57 Meserole Ave., Brooklyn 22, N. Y. 

Performance guaranteed. 
Sold with a 10-day 


free trial offer. 
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‘osition 





ECONOMY ENGINEERING CO. 


4532 W. lake St., Chicago 24, Ill. 
Eastern Sales Office: 342 Madison Ave., New York 17, N. Y. 


Address 
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Dealer Inquirt 
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Here’s THE basic V-R “COUNTER-PACKAGE” 
for Industrial Supply Distributors 





SMALL RESET co 
UNTER 
mugged Sevulemens iieiy . BOX-TYPE RESET COUNTER 
b heen, exams Or punch press installatio 
veyors, machine tools light sates al con- working equipment die a Ae ens 
’ , etc, I j aan 
molding, rivet, s ane 
\ ¢ $pring and wire machinin 
9, or 


Dimensions: ly lon ] high 16 
9, Yea / , 
1 lh, a ys Stalla 3. requiri ga y dy 


wide mensions: 4 on Ye hi hb & wide 
‘ , 


Speed: 500 counts per minute. 


. RESET MAGNETIC COUNTER 
remote indication of machine 9 I 
rom plant to office. ee 


Dimensions: 31%," 
ay s: Ms" long, 24%" high, 154” 


Speed: Up to 1000 counts Per minute. 


Coils: 110V-.4C ore standard. Other voltages 
le. Panel mounting feature also 





P CLUTCH SPEED COUNTER 
or checking fo make sure that the machi 
©perating at the required R.P.M. Paix 


Dimensions: 1%, lon (to end of reset Dimensi Ns: 3 
g I SiO: $s: Va 





formance. 
w 
long, %" max. diameter. 


Non-Reset. 


s Or eoc dep S$SION Oo e U b I e / i] Cc 
¢ ount. one f rf h re. n m nterna. Cluh h 9 


lever and resets . 
, 
'° zero by a turn of the knob 


rubber tip is Pressed against the shaft. 


Here are 5 of the most widely used Veeder-Root Counters in in- 

dustry . . . and they’re immediately available from stock in 

Hartford, Chicago and New York. There are Veeder-Root me- Count On 

chanical, electrical and manual counters for use in production 

recording and control, wage payment, time study work, quality 

control. In fact, you can profitably apply Veeder-Root Counters we t e D Ee R = RO OT 

to every machine, operation, process or system in any of your a 

customers’ plants. This is the deal you can really count on for new to Help You Bull 

business and profits. Write Veeder-Root Inc., Hartford 2, Conn. Business with 
ELECTRICAL, MECHANICAL 


Everyone can count on f 
and MANUAL COUNTERS 
Vv € E a E R - R Q oT yt for every industrial application 
The Meme that Count 
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RELIANCE 
SPRING LOCK WASHERS 


8 
bac 


BOLT 
ELONGATION 


/ 


Designers and production men cre weil 

awore of forces constantly exerted in and 

around assembled parts. It is the reason behind 

the universal acceptance of the nut, bolt and lock 

washer type of industrial fastening. A Reliance Spring Lock Washer has 
the reactive range and reactive pressure to keep tension on a bolted 
assembly long after wear, vibration and bolt elongation have destroyed 
the effectiveness of a less efficient type of fastening. That is why we say 
Reliance Spring Lock Washers keep bolted assemblies tighter longer. For 
complete information, write for engineering folder W-50. No obligation. 





Se 


EATON MANUFACTURING COMPANY 
ea!) RELIANCE DIVISION 


OFFICES and PLANTS 55° Charles Ave., S.£., Massillon, Ohio 


Sales Offices: New York * Cleveland * Detroit 
Chicago * St. Lovis * Sen Francisco * Montreal 
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Minneapolis, has issued a catalog on 
its “Zero-Max” variable speed re- 
ducers. Application data and instal- 
lation suggestions are given along 
with dimensions, ratings, etc. 


VALVES-—Rivette Lathe & Grinder, 
Inc., Boston, Mass., has issued a 
bulletin on its line of valves, cyl- 
inders, in both air and hydraulic 
models. Information is also given 
on standard and custom-built power 
units. 


Vaco Products Adopts 
New Display Board 


Vaco Products Co., Chicago, has 
announced its latest “Vari-Board” 
for displaying its line of screwdrivers, 
nut drivers, pliers, and wood chisels. 


SCALES—Detecto Scales, Inc., 
Brooklyn, N. Y., has issued a cat- 
alog on its dormant, portable, bench 
scales, and special industry-type 
scales. 


FITTINGS — Allen-Sherman-Hoff 
Co., Wynnewood, Pa., has issued a 
data sheet on its line of one-piece fit- 
tings for hydraulic and pneumatic 
handling systems. Construction de- 
tails and advantages are covered. 


POWER TOOLS—Famco Machine 
Co., Kenosha, Wisc., has issued a 
new catalog containing the newest 
designs and features of its power 
presses, arbor presses, air presses, 





drill presses, foot presses, band saws, 
and squaring shears. Publication is 
illustrated with photos. 


TOOLS—Walton Tool Co., Hart- 
ford, Conn., has issued a folder il 
lustrating and describing its tool 
holders, tap extensions, screw and 
tap extractors. Tables show con- 
sumer net prices. Space is left for 
distributor imprint. 


FASTENERS—Allen Mfg. Co., 
Hartford, Conn., has issued reprints 
of advertisements in ID in booklet 
form with briefed-down copy featur- 
ing the firm’s engineering, inspec- 
tion, packaging, and order proc- 
essing techniques. The firm has 
also issued a booklet entitled “From 
Archimedes to Allen,” and contain- 
ing a short history of threaded fas- 
tenings. IMlustrations from old 
prints are included. 


VALVES—Lunkenheimer Co., Cin- 
cinnati, has issued a two-page cCir- 
cular illustrating and describing its 
new line of five bronze, solder-end 
valves. Space is provided for dis- 
tributor imprint. 


PUMPS-—Tuthill Pump Co., Chi- 
cago, has issued a catalog covering 
its line of cartridge-type lubrication 
pumps. Performance curves, dimen- 
sions, etc., are given. 


Bernz Packages 
Propane Appliances 

Otto Bernz Co., Inc., Rochester, 
N. Y., has put up its portable pro- 
pane torch items in a_ specially- 


Until he switched to ®) 


... Rejects WERE a Frob/em 





Photo — courtesy J. H. Williams & Ce 


From billet to bolt, every ® fastener is quality controlled. 

Packed in sturdy, strong, @ — developed Handy Pack 

containers, they reach you in factory-inspected condition. 

You can expect, and get, uniform high quality fasteners 

in every @ Handy Pack. Rejects are never your problem. 
© 3 CONVENIENT SERVICE CENTERS 

CENTRAL OFFICE 


North Tonawanda 
JAckson 2400 (Buffalo) 


EASTERN OFFICE 
New York City 
REctor 2-1888 


WESTERN OFFICE 
Chicago 
HArrison 7-2179 


BUFFALO BOLT COMPANY 


DIVISION OF BUFFALO-ECLIPSE CORPORATION 
NORTH TONAWANDA, WN. Y. 
Making both Fasteners and Friends for /0( 


years 
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Somebody always 
needs new casters! 


The youngster here is a lot like some of your caster customers. He 
won't replace worn units with new Bassicks until too late. That’s where 
you come in. 

Worn-out casters can put plenty of your customers on the spot. They 
have a habit of breaking down just when needed most. You'll be doing 
your friends a favor—and pocketing profits for yourself—by simply 
reminding them of this. Naturally, you follow up fast by asking for an 
order for Bassick casters. 

You’re half-way to a sale as soon as you mention easy-rolling, long- 
wearing Bassicks. They’re known by 
almost everybody for durability and 
efficiency because they've been adver- 
tised to almost everybody for years. 

So remember—somebody a/ways needs 
new casters. Ask for the order —and 
you'll get it! 





IN THE GROOVE is the secret of more effi- 
cient materials-handling. Bassick casters 
with “V” grooved wheels are ideal for 
moving loads often in same direction. 
Casters roll easily on inverted angle iron 
track that’s low-cost and self-cleaning. 
4”, 6”, 8” and 10” sizes; swivel and rigid. 


ee A DIVISION 
OF 
STEWAR 


MAKING MORE KINDS OF CASTERS 
.» MAKING CASTERS. DO MORE 


T 
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priced package for spring “Hardware 
Week” sales. The package contains 
a pencil burner torch for fine work, 
a utility burner head for heavy work, 
and a replacement propane fuel 
cylinder. The firm has also issued a 
folder featuring the promotion. 


~*~; 


Pre11 Style 
MARKING DIES 
MATTHEWS 


es) “ 


fe 
eorgres as 
wOMRL Pee © 


Matthews Handbook 
Discusses Marking Dies 


Jas. H. Matthews & Co., Pitts- 
burgh, has issued a handbook cov- 
ering press style marking dies manu- 
factured by the firm. It contains a 
section dealing with basic informa- 
tion on the use and selection of 
steel dies for numerous applications, 
a section on steel stamping, em- 
bossing, and foil leaf marking dies, 
and a section of holders, etc. 


PUMPS—Morris Machine Works, 
Baldwinsville, N. Y., has issued a 
bulletin describing its “GA” and 
“GAF” dredge pumps. Twenty-four 
models in 6 to 20 in. sizes are 
covered. 


TOOLS—William H. Field Co., 
Boston, Mass., has issued a 6-page 
folder on the sharpening of small 
tools (up to 3 in. in diameter), using 
the firm’s “Centra-Point” grinders. 


DUST COLLECTORS-—Zack Co., 
Chicago, has issued a bulletin on its 
wet type dust-fume collectors. 


SPECIALTIES—McGill Mfg. Co., 
Valparaiso, Ind., has issued a 52- 
page catalog on its “Levolier” line 





of electrical specialties—switches, | 
lampholders, lamp guards, etc. Many 
new items in the firm’s line are 
covered. 


CLOTHING-B. F. Goodrich Co., 
Industrial Products Div., Akron, O., 
has issued a 12-page catalog featur- 
ing its line of “Koroseal” industria | 
clothing. Gloves, raincoats, suits, 
hats, aprons are featured. 


DRILLS—Eldorado Tool & Mfg. 
Co., Milford Conn., has issued an 
“engineering data sheet” to help in 
the selection of the proper gun 
drill for accurate boring operations. 
Simple line drawings enable a user 
to insert information required by a 
drill manufacturer. 


Hanson-Van Winkle 
Offers Calculator 


Hanson-Van Winkle-Munning 
Co., Matawan, N. J., announces a 
disc calculator for determining sur- 
face speed of buffing and grinding 
wheels. The firm has also issued a 
20-page instruction manual on 
nickel plating by its “Nickel-Lume” 
process. Another recent publication 
of the firm is the 12-page bulletin 
covering the full range of its buffs, 
and describing and illustrating dif- 
ferent types of buffs used in cutting 
down and coloring. 


LUBRICATORS-—Bijur Lubricat- 
ing Corp., Rochelle, Park, N. J., has 
issued a 4-page brochure (no. 3A) 
describing its “high-pressure” auto- 
matic lubricators. Photos and draw- 
ings illustrate exterior and interior 
of units. 


6, 00g 


NEW SALESMEN 
TO HELP YOU SELL 


PAASCHE <7 


and development program, Davee < 
Airbrush Company is under- 

taking an advertising and 

publicity campaign designed to carry 
the Paasche story to over 6,000,000 
prospects in the next twelve months. 
And hand in glove with this campaign 
will be the development of new 
Paasche catalogs for use by your 
salesmen. What does it mean to you? 
It means that, as never before, 
Paasche is going all out to help you sell 
Paasche Airpainting equipment. 

What can you do to capitalize on 
this effort? Let the Paasche man 

tell you how to add to your profi 
with the most complete spray 
equipment line. 


Biggest Sales Effort in the 
company’s 52-year History 
Now in Progress. 


DIVISION OF CLINE ELECTRIC 
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PAASCHE 


' r 
i 1 
1 
| AIRBRUSH CO. . 
: 1915 DIVERSEY PARKWAY i 
; CHICAGO 14, ILLINOIS 
1 PAASCHE AIRBRUSH (CANADA) LTD. i 
1 T , Onteri i 


MANUFACTURING COMPANY 


323 





“You neuer mi41A4 the water 


till the well mms dry” 


AND YOU NEVER 
APPRECIATE 


HOME 
SERVICE 


FOR DISTRIBUTORS 


until you're really 
in a tough spot 


It's easy enough to be happy, when your 
business in mechanical rubber goods 
goes along “like a song”. But the time 
you appreciate Home Rubber Service 
is when everything goes “dead wrong”. 
Then you can really smile — because 
Home Rubber has what it takes to take 
care of both ordinary and EXTRAord- 
inary service situations . . . we have the 
goods, the wherewithal, the facilities and 
the old know-how. In addition to which 
Home gives you mechanical rubber 
goods that are TOPS in quality, and 
have been so for 75 years. Put that in 
your pipe and smoke it! 


Te HOME 


\ J 


RUBBER COMPANY 


Factories and Main Offices 
TRENTON 5, N. J. 


SINCE 
1880 


Branches: New York ® Chicago 


INDUSTRIAL DISTRIBUTION © MARCH, 1956 


BELTING 


Transmission Conveyor 
Elevator 


HOSE 


Steam — Acid — Mill 

Chemical — Creamery 

Suction — Water — Air 
Jetting — Sand Blast — Fire 


PACKING 


Sheet and Rod Packings 
for every purpose 


“N.B.O.” 


the original 
BLACK SHEET PACKING 














PHONES: 


New York — WOrth 2-4460 
Chicago — CEntral 6-0601 
Trenton — 5-6171 


SHELVING—Frontier Mfg. Co., 
Dallas, Tex., has issued a folder de- 
scribing and illustrating its adjust- 
able steel shelving. 


LITERATURE — Allis-Chalmers 
Co., Milwaukee, has issued a 24-page 
directory of its product literature. 
Entitled “This is A-C from A to Z,” 
the booklet gives an alphabetical 
description of company products 
and their descriptive literature. The 
firm has also issued a bulletin on 
its rotary control and instrument 
switches for ammeters, voltmeters, 
frequency meters, etc. 


RECORDERS-— Bristol Co., Water- 
bury, Conn., has issued a bulletin 
illustrating and describing its port- 
able recorders for relative humidity 
and temperature. The six-page bul- 
letin shows samples of typical rec- 
ords made by the “Thermo-Humidi- 
graph.” Various mounting models 
are also shown. 


GAGES-—Pacific Gage Co., Los 
Angeles, has issued a catalog sheet 
covering its new “Height-Master” 
height gage. Illustrations show fea- 
tures and operation. 


SLINGS—Cambridge Wire Cloth 
Co., Cambridge, Md., has issued 
a catalog covering its line of “Grip- 
per” woven wire slings. The book 
illustrates and describes the slings 
in detail, and contains four pages of 
application photos. Prices and speci- 
fications are given. 


AIR TOOLS—Aro Equipment 
Corp., Bryan, O., has issued a 40- 
page catalog in pocket size covering 
its complete line of air tools, air 
hoists, and automation tools. Speci- 
fications are given for tools and for 
accessories. 


RUBBER—Rodney Hunt Machine 
Co., Orange, Mass., has issued an 
engineering report discussing the 
thickness of rubber roll coverings 
for such industrial uses as textile, 
paper, plastics, metalworking, etc. 


METERS—Granberg Corp., Oak- 
land, Calif., has issued an 8-page 





bulletin on its line of “Granco” 
high-pressure meters. Metering prin- 
ciples, dimensions. and _ specifica- 
tions, pressure-drop charts, and engi- 
neering data are included. 


Allegheny Ludlum Film 
Pictures Carbides 


A new 27-minute color and sound 
motion picture (l6mm.) entitled 
“Carmet—Cemented Carbides,” has 
been completed and is now being 
distributed by Allegheny Ludlum 
Steel Corp., Pittsburgh. The film 
goes into the manufacture of this 
industrial tool, and follows the mak- 
ing of Carmet carbides from powder 
to finished cutting and shaping 
tools. A number of applications are 
shown. 

While the film is semi-technical 
in nature, the firm states it was also 
designed for viewing by high school 
and college groups as well as by 
trained machinist and manufactur- 
ing personnel. It is the 19th film 
produced by the firm. 


TRANSMISSION — Cone-Drive 
Gears Div., Michigan Tool Co., De- 
troit, has issued a bulletin (CD- 
400) covering its line of shaft 
mounted reducers. Specifications on 
bore sizes and gear mountings plus 
mounting instructions are given. 


SPACERS-—Erickson Tool Co., 
Cleveland, has issued a 4-page bul- 
letin on its new “Master Spacer.” 
Illustrated with cutaway view, pho- 
tos, and dimensional diagrams, the 
bulletin gives data on spacer applica- 
tions, including milling, drilling, in- 
spection, etc. 


LADDERS — Patent Scafolding Co., 
Long Island City, N. Y., has issued 
a bulletin describing features and di- 
mensions of its “Super/Craft” step 
ladder. 





ILLUMINATION FOR HENS 
Electric lights in the chicken 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-iathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Orbea TOOL COMPANY 


“EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 


house can increase fall and winter egg 
production 20 to 30%, according to 
Electrical World, McGraw-Hill pub- 
lication. | 








14400 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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NATIONAL SANDERS 


METAL 
VV fote] >} 
LEATHER 
STONE 


URFACES 


POWERFUL . . . LIGHTWEIGHT 
MODEL 400 ORBITAL ACTION 





Versatile block sander . . . speed can be 
varied from 4000 to 6000 rpm depend- 
ing on the surface and abrasive. Weighs 
only 4 lbs. but has 25 sq. in. of abrasive 
area. Over 125,000 in use throughout 
the nation . . . in many types of industry. 


MODEL 300 TWO-PAD 





A straight-line action, two pad sander 
with built-in water spray for wet 
sanding. Nine different pads and two 
sizes of pad shoes are available. 
Write for details. 


MODEL 500 ELECTRIC 
Powerful block sander, with 4 HP 
> electric motor. Orbital action, operating 
at a constant speed of 5000 rpm. Has 
38” of abrasive area. Sponge slbber and 
felt pads available. 


MODEL 600 SINGLE-PAD 








A straight-line action, single pad, air 
driven block sander. Weighs only 
5 lbs., but operating at 3200 rpm. 
A 5/16” pad stroke assures rapid 
stock removal. Has built-in water at- 
tachment for wet sanding. Both 
rubber and felt pads available. 


Write for literature 
NATIONAL AIR SANDER, INC. 


2820 AUBURN ST., ROCKFORD, ILL. 
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HANDLING—Oster Mfg. Co., 
Cleveland, has issued a brochure il- 
lustrating and describing its new 
line of multi-purpose, manually- 
propelled, hand- and _battery-pow- 
ered hydraulic lifts with capacities 
from 500 to 2,000 Ibs. Photographs 
show various models, components, 
and applications. 


Super Tool Announces 
A Sharpening Service 


Super Tool Co., Detroit, has an- 
nounced a free sharpening service 
for all users of its “Core-Vent” 
carbide-tipped masonry drills. The 
drills, says the firm, are of a new de- 
sign featuring two “breaker teeth” 
to undercut clearance around the 
core so that it is removable in a 
solid piece. 

Customers wishing the sharpen- 
ing service are asked to send their 
drills to the firm in Detroit. Super 
Tool states it will pay for return 
shipping charges. 





AUTOMATIC EMERGENCY LIGHT 


Model 
2ATW ; 


It's the most COMPLETELY DEPENDABLE emer- 
gency light ever built! When regular lights 
fail... this new Big Beam turns on instantly 
— provides hours of illumination. The battery 
is charged to capacity af all times by an en- 
closed trickle charger. Your customers deserve 
Big Beam quality and dependability. 


9r)y , 72 x 
EZ 7 92: SZ4f2 
PORTABLE ELECTRIC HAND LAMPS 


Model 166 
This sealed beam model is one 
of many types of Big Beam 
portable electric hand lamps 
used in thousands of planis 
afid warehouses throughout the 
country. Learn more about the 
complete Big Beam line. 
= Write for Literature Today 


In Canada: Bernard Marks gets 
70 Claremont St., Toronto 3, Ontario 


U-C LITE MANUFACTURING CO. 


1032 West Hubberd St., Chicago 272, Ill s 
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THE L. S. STARRETT COMPANY 


SINCE 


oe 


SALES LEADS 


1880 WORLD'S GREATEST TOOLMAKERS -s 


NOW OVER 1000 SIZES 


Now available in over 1000 sizes 
. . . that’s the good news about 
Starrett Precision Ground Die 
and Flat Stock. 


With more and more shops us- 
ing this time and money saving 
way to make dies, parts and spe- 
cial tools, we've added 700 new 
sizes to meet the demand. 

Now you can offer a truly com- 
plete line with over 1000 sizes in 
four types air, oil, oil and 
water and water hardening. These 
four hardening types give every 
shop a choice to suit their hard- 
ening facilities and to provide the 
exact characteristics to fit the 


Starrett 
Precision Ground 


FLAT STOCK 
and 
DIE STOCK 


particular application. 

Don’t fail to mention the 
Starrett name when you sell die 
stock and flat stock ... and stress 
the “‘precision ground’”’ angle. 
Accurate dimensions and fine fin- 
ish are important features. Your 
customers naturally expect the 
best from Starrett. 

Flat stock and die stock are hot 
items 
ideal for building steady repeat 
orders. Now you have everything 


widely used, profitable, 


it takes the Starrett name, a 
quality product, plus over 1000 
sizes to customers 


better. 


serve your 











USE THESE 
NEW 
SALES AIDS 


A new folder and two new charts 
(wall and desk sizes) are available 
for distribution to your customers. 
They list the more than 1000 sizes 
and give formulas for air, oil and 
water hardening. 


Ask your Starrett salesman or write 


for a supply. 














LOOLB 


MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


ATHOL, MASS., U.S.A. 


Natural Tie-In Items 


Starret 


AYOU 
DYE 


een 6 
il 


STARRETT TOOL OIL 
AND LAYOUT DYE 


There isn’t a shop man or tool 
buyer who won't jump at these two 
new Starrett items. 

The tool and instrument oil is 
made to our own specifications. We 
use it to protect and preserve our 
own tools and instruments. We also 
recommend it for guns, fishing 
tackle, typewriters, etc. 

“‘Kleenscribe’’ Layout Dye is the 
answer to many requests for a quick 
drying, easy to use blue layout dye 
in a practical, small container. 

Show these new products around. 
We've featured them heavily in our 
advertising. Customers are ready 
and waiting. 


STARRETT BAND SAWS 


Every customer for Starrett Flat 
Stock is a prospect for Starrett Pro- 
duction Proved Band Saws. For gen- 
eral purpose die and contour work, 
regular, hard edge, flexible bands 
with raker set are the blades to 
recommend, 








THE STANDARD OF EFFICIENCY AND SAFETY 


ACCO ACCO Registered’ Slings-Wire Rope & Chain 


products 


STANDARD 


SECTION 


OLD 


ROUND 


NEW 


IMPROVED 
SHAPED 
SECTION 





We Changed the Shape of This Link to Boost Your Sales! 


e This new master link for Wire 
Rope and Chain Slings is the latest 
development of acco’s sling engineers. 
They found that by shaping the link 
as shown above they could make it 
keep its shape under loads up to 18% 
greater than does the old standard 
round link. Just as shaping a quantity 
of steel into an I-Beam allows it to 
carry more load than it would as a 
square or round beam, so does this 
new shaped link stand up better un- 
der these higher loads. 

The new shaped master link is a 
better, safer link. Although it ¢osts 
more to make, you can offer this im- 
proved new link to your customers at 
no increase in price. 

BIG NEW MARKET 
The development of this new link 
is but the latest step in a continuing 
technological advance which has been 
converting slings into precise mate- 
rials-handling tools. You can cash in 
on this trend. 


Every one of your customers who 
has a crane or a hoist uses slings. 
Many of them are probably still using 
old-fashioned, hand-made slings. 
Necessarily the safety of these slings 
must be open to question. 

Every one of these customers is a 
good prospect for acco Registered 
Slings. They will readily appreciate 
the greater safety and lower lifting 
costs they get with acco Registered 
Slings. 

NO EXTRA CALLS 
The business is there. It’s good 
business, it’s repeat business and it’s 
business you can get without making 
extra calls. You can get up to 10% 
greater volume from your present cus- 
tomers by asking for the sling business. 


— 


EASY TO SELL 
Intensive advertising in trade 
publications tells your customers of 
the advantages of acco Registered 
Slings—helps to make your selling 
job easier. And acco provides com- 
plete and well-illustrated literature 
which makes a simple job of choosing 
the right sling for your customer— 
completely eliminates any need for 
technical training. acco’s distributor 
program keeps your inventory down, 
yet enables you to make fast deliver- 

ies which build good will. 
Call your acco representative today 
for complete information on Acco’s 
program and the facts on the potential 
in your territory. If you don’t know 


his name, write our Bridgeport office. 
wTrade Mark Registered 


AMERICAN CHAIN & CABLE 


BRIDGEPORT, CONN. 


Better 





Atlanta, Boston, Chicago, Denver, Detroit, Houston, Los Angeles, 
New York, Odessa, Tex., Philadelphia, Pittsburgh, Portland, Ore., 


Value 


San Francisco, Wilkes-Barre, Pa., York, Pa. 
In Canada: Dominion Chain Co., Ltd., Niagara Falls, Ont. 





